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PRICE $385.00—1/2 TO 2-INCH 


MODEL “E” 


pipe and bolt machine 


e Lightweight, economical 
Beaver Model E, weighing 185 
lbs., cuts, threads and reams 
all kinds of pipe... from % 
to 2-inch. Using a drive shaft 
and geared tools, it cuts and 
threads all sizes of pipe from 
2%2 up to 8-inch. It threads 
bolts and rods up to 1¥2-inch 
in one cut; up to 2-inch in two 
cuts. With the wheel cutter it 
cuts off bolts and rods up to 7- 
inch .. . with the knife cutter 
(special) it cuts, grooves or 
bevels '2 to 2-inch pipe. 

In addition to the features illus- 
trated, the Beaver Model E has 
a one-piece weldment base, a 
high-speed weather-proof 
motor mounted to permit a 
cooling flow of air, a reversible 
oil pump, quick opening die- 








THE BEAVER WAY —— ELIMINATES 


SPINOLE “WHIP” AND WORN BEARINGS 
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Exaggerated 
should be 


prevent 


view showing why pipe support 
ndependent of the spindie to 


spindie “whip,” worn bearings and 


flat-sided threads 


heads—with a choice of 195 
kinds and sizes of dies; ball- 
bearing, self-centering wheel 
and-roller cutoff, for pipe or 
bolts; safety switch lock; heavy 
duty 72-inch chuck; eccentric 
cam-type pipe support; and a 
choice of 110/115 or 220/230 
volt universal motor for use on 
AC or DC, 25 to 60 cycle. 

When you sell the Beaver 
Model E to your customers, 
you are selling the top quality 
pipe and bolt machine in the 
lightweight economy field. 
Write for our latest catalog for 
information on the complete 
line of Beaver pipe tools. 

“Over 50 Years of Friendly Service” 
BEAVER PIPE TOOLS 
216-300 Dana Ave. 
Warren, Ohio, U.S.A. 














Safety Switch Lock—prevents starting motor 
with wrench in chuck Protects operator and 
machine from injury and damage 

















Right-handed — like a lathe — conforming to 
standard machine tool practice. All controls 
at operator's finger tips 














The gears run in oil! Quieter running and 
longer lasting because less friction. Only 
Beaver offers this in the low price class! 








Handy chip tray—removable for cleaning— 
perforated to facilitate prompt oil circulation 














A rugged welded steel stand is available for 
the Model E. Steel or rubber-tired wheels 
Cut shows how large pipe is threaded with 
geared threader and drive shaft 





BRONZE | 
BEARINGS | 











Renewable bronze bearings on both ends of 
the spindle insure long life and proper spindle 
alignment. Easily replaced! 
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DO IT YOURSELF — 
That is, print your own 
supplementary catalogs 
and other forms, from 
invoices to stationery. A 
Kansas City distributor 
tells about his process on 
page 96. 
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HOSPITALITY — South- 
ern style—was the keynote 
of the annual mid-year 
meeting of the Southern 
Industrial Distributors’ As- 
sociation. A record attend 
ance of 650 was chalked 
up. A picture and text re- 
port of the proceedings 
starts on page 86. 


WHERE ARE YOU in 
this picture? Our annual 
survey, beginning on page 
105, gives you an overall 
picture of distributor op- 
erations during 1951. You 
can compare your per- 
centages with the average 
for your region and the 
nation as a whole. 


eatin od 


KINSHIP between the 
Mellon Memorial and the 
industrial supply field is 
not as remote as you 
might think. A Tennes- 
see distributor's story on 
page 98 demonstrates how 
industrial supplies are an 
important part of the 
marble industry. 
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HOLD EVERYTHING ! 
A main V-belt drive just 
snapped, causing a break- 
down. For a South Caro- 
lina salesman’s “on the 
spot” sojution, tum to 
page 93. 


ANNUAL AWARDS will 
be given to manufacturers 
who feature distributors’ 
services in their advertis- 
ing, C. McD. England, 
Jr., chairman of the Joint 
Advertising Committee of 
the National and South- 
ern Associations, an- 
nounced, See page 126. 





TACTICS of a Florida salesman and a Maine sales- 
man are explored in this double story. One of these 
men concentrated on one factory for a day—con- 
tacting ten different persons. The other traveled 250 
miles to call on five widely separated customers. 
Read how a salesman operates in the sunny South 
and the frozen North. Page 82. 





REGULAR FEATURES 


Defense Topies 7 Washington Bulletin 
Talk of the Trade 77 Supply Sales Trends 
Editorial The Outlook for Business 


114 Door Openers to Sales 
118 New Products 





G PERFORMANCE GUARANTEED 





HOLO-KROME 
Completely (old Forged 
FLAT HEAD 


SOCKET CAP SCREW 


SOCKETS — Cold forging results in true hex 
shaped sockets with smooth, taperless walls 








permitting repeated tightening and loosening 


without deformation. 


CLOSER TOLERANCES — maintained in forming of 


threads (Class 3 Fit) and head, assure quick start- 
ing, positive holding and uniformly flush heads. 


GREATER STRENGTH — guaranteed by exclusive 


H-K process of complete cold forging. Special 
analysis alloy steel is scientifically heat treated 
to develop utmost in physical properties. 


DISTRIBUTORS 
Your territory may 
oe HOLO-KROME™ 
Interested? Write! 


Gnplitly ll Forgad  Srhet Seu Pode 





T c CORP., HARTFORD 10, CONN, ? 
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Complete L-B Power Transmission 
Line Permits Easy Selection 


Completely Link-Belr—Gearmotor, Base- 
plate, Roller Chain and Roller Bearing 
Pillow Block on a dryer 


Another efficient team—Link-Belt P.1.V 

ariable eed, xm Gear, Silen 
\ I St Ww ( Silent 
Chain and Roller Chain Drives 


Right combination—P.1.V. Gearmotor, 
Worm Gear and Roller Chain Drives 
and Ball Bearing Pillow Block in soy- 
bean oil mill 


From prime mover through final drive, 
in a wide range of ratios, speeds and 
capacities, almost any power transmis- 
sion requirement can be filled from 


Link-Belt’s complete array of products. 


With this popular 
line of chain, en- 
closed gear, fluid and 
variable speed drives 

of ball, babbitted 
and roller bearings . . . of all related 
power transmission equipment—distrib- 
utors can give industrial buyers unbiased 
recommendations. 


Match the Need Exactly 


* SALES 
MEETING 
IN PRINT 


| pose, there’s a choice of silent, roller, 
and an infinite variety of steel and mal- 


closed gear drives, Link-Belt offers her- 
ringbone, helical, worm and gearmotor 
designs. 


If the smooth performance of a fluid 
drive is required, the efficient Link-Belt 
Fluid Drive is available in five designs. 
Or if positive, stepless variable speed is 
needed, P.I.V. has unmatched operating 
advantages. 


Handle the Entire Job 


There's a Link-Bele pillow block—in 
ball, roller, babbitted or bronze bearing 
| types—for almost every industrial need. 
Like all other Link-Belt products, they 
are built to the highest standards, pro- 
vide long, trouble-free service. 


As for other related power transmis- 
sion products, here too Link-Belr can 
supply every item all types and sizes 
of flexible and rigid couplings, clutches, 


gears, shafting, backstops, bearing base- 


pulleys, eccentrics, grease cups and fit- 
tings, etc. 





LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, Philadelphia 
40, Atlanta, Houston 1, Minneapolis 5, 
San Francisco 24, Los Angeles 33, Seattle 
4, Toronto 8, Springs (South Africa) 
t 
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If chain drives will best serve the pur- | 


leable types. If the service demands en- | 


Standard for industry —L-B “100” idler 


Belt Conveyor Equipment 
“Just Keeps Rollin’ Along’ 

Wherever you see a belt conveyor at 
work, you can also see the need for de- 
pendable, efficient equipment to give 
the conveyor the ability to “just keep 
rollin’ along”. That's why so many belt 
conveyor installations utilize Link-Bele 
| equipment, including: 

Idlers—a complete line + high-grade 
bearings; effective lubricant seals; safe, 
convenient grease fittings; strong, rigid 
frame; balanced rolls. 

Pulleys—sturdy welded steel. 

| Bearings—babbitted, bronze; ball and 

| roller... a type for every purpose 

Take-ups—for adjusting conveyor 
centers « babbitted, bronze, ball and 
roller bearings 

Chain Drives—complete line of steel 
and malleable iron chain and sprocket 
wheels. 

| Enclosed Gear Drives—to maintain 

desired speed « Herringbone, Worm 
and Gearmotor types. 

Couplings, Collars, Shafting— 
everything needed for a complete in- 
stallation. 

Belt conveyor installations represent 

a steady, substantial market for Link- 

Belt distributors. 





plates, take-ups, collars, drop hangers, | 


i 


LINK-BELT NON-CLOGGING SPRAY 

NOZZLES used for spraying sugar beets. 

Yes, there’s an everyday need for these 

spray nozzles in many plants. Folder No. 
| 2386 gives complete information. 








PROMOTIONAL 


KIT 


will give 
you ideas... 





Threadwell’s 
New 


DISTRIBUTOR 


AA 


it contains all the promotional 
Threadwell Distributors with 
actual samples of each. It can provide pon poet 
ance in planning your own eng : eng 
Threadwell’s participation in them. Or : ets 
electrotypes, literature, catalogs etc. a seosng 
make your job easier. Threadwell “ payee 
taking advantage of this free promotion 


Do you know the Threadwell story? 


This handy file form ki 
material available to 


PS. There are many brand ne 
Don't miss them. Write now. 


THREADWELL TAP & DIE CO. GreenField, MASS. 
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w ideas in this kit. 





The Cover 


The curtain rang down on 1951 two 
months ago. But we're bringing 
back the old year for a command 
performance — our Annual Survey 
of Distributor Operations. This spe- 
cial section gives both the saetend 
and regional picture of industrial 
supply operations during 1951. 
Start reading about it on page 105 
and see where you stand. 
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THE NEW 


CLAUSING 


HEAVY DUTY 


18” DRILL PRESS 


A HEAVY DUTY GENERAL PURPOSE 
DRILL FOR PRODUCTION, TOOL ROOM, 
MAINTENANCE, AND SERVICE SHOPS 





md). 1IKY). (4 


ATLAS PRESS COMPANY 





Outstanding features include: massive construction 
and precision machining to assure an extra meas- 
ure of fine performance; drive spindle supported 
by sealed-for-life ball bearings above and below 
pulley; sealed-for-life ball bearing at top and 
double row sealed ball bearing at bottom float 
spindle free from quill; both races in double row 
bearing absorb drill thrust; Vernier depth control 
stop; greater spindle travel for bigger work ca- 
pacity and better use of quick-release production 
chucks; positioning mechanism moves both head 
and table; hinged motor support base; precision 
ground base. Catalog sent on request. 





* Drills to Center of 18%” Circle * Drills 
%4” in Steel, 1” in Cast Iron * 62” Spindle 
Travel * ‘%.’’ Spindle, Equipped with No. 3 
Morse Taper * 39” Maximum Distance 
Spindle to Table, 50” Spindle to Base * 
13” x 18” Production Oil Table or 12”x 14” 
Tilting Table x 4 Ball Bearings — 3 Single 
Race, 1 Double Race. 
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ELECTRIC SAWS 


rip guide to switch — identifies the safest, easiest handling, most 


EXCLUSIVE LONG-SHAFT TRANSVERSE MOTOR 
MOUNTING transmits as much as 25% extra power, sup- 
ports blade on oversize ball bearings from one side of the 


tool clear to the other 


EXCLUSIVE SAFETY-LOCK SWITCH positive protec- 


tion against accidental starting 


EXCLUSIVE SHOCK-ABSORBER GEARING harnesses 
the added power of these great new saws, gives extra life to 


, gears, spindie and blade 


EXCLUSIVE PROTECTED DEPTH AND BEVEL SCALES 
are in plain sight when you use them — out of the way when 


you don't. Always a 


EXCLUSIVE EXTRA-WIDE REENFORCED STEEL SAFETY 


BASE for better balance easier to handle, far safer to use. 


PLUS 


powerful, built awdust er ver-size ball bearing 
action 


sutomat t bearing blade-guard lie-cast 
finger 
tip guide 


ver used in 


powerful saws on the market today. Fifteen new and exclu 
sive features make Thor Portable Electric Saws the only really 
new and modern saws sold by industrial distributors today 
For full information on how YOU can share in real profits 
selling the “Silver Line” write today to Independent Pneumatic 
Tool Co., Aurora, Ill. (Factory service branches in 20 princi 


pal cities. 


ELECTRIC * PNEUMATIC 
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CAPITAL 
EXPENDITURES 
BY INDUSTRIES 


By The Economics Department 


McGraw-Hill Publishing Company 


REDICTIONS for business ac 
tivity during ’52 have been gener 
ally high. 

But the final level for the year de 
pends heavily on industry’s plans to 
expand and modernize its plant and 
equipment, 

Business capital spending will be 
even more important after 1952— 
when defense spending tails off. 

If spending is high, there’ll be more 
jobs, more sales, more demand for 
replacement of plant and equipment. 
If industry drops sharply, overall busi 
ness activity will fall. 

So industry’s expansion plans for 
1952 through 1955 have been studied 
by McGraw-Hill’s Department of Eco 
nomics. Here are the results—if cur 
rent plans are carried out: 

More money will be spent by indus 
try this year on new plant and equip- 
ment than ever before, a 13 per cent 
increase in expenditures—heavily con- 
centrated in lines linked to defense 
production. 

After 52, industry investment will 
stay big, with spending at a level well 
above the pre-Korea rate, but not so 
high as this year. 

Industry plans to spend $21.2 bil 
lion this year—but that may be crest. 
Next year spending may drop quite a 


little. Right now, capital expendi- 
tures are on the upgrade only for those 
who have defense contracts or defense 
supporting priorities. 

But you can write off the idea that 
after mobilization there'll be no more 
capital investment. Because after 1952 
industry wants to spend a vast amount 
on plant and equipment—primarily for 
replacement and modernization. Plans 
now point to a total of $16.7 million 
in 1953, $15.1 billion in 1954, and 
$14.1 billion in 1955. 

Since distant future plans are always 
less complete, the actual drop in capi- 
tal spending from 1952 to 1955 may 
not be as great as the survey indicates 


The Boom in 1952 


The increase in capital spending 
will not be distributed uniformly 
through industry. For example, elec- 
trical manufacturing’s increase in 
spending over "51 will be more than 
100 per cent, while that of transporta- 
tion and communication will only be 
8 per cent. And some industries will 
actually spend less in 1952 than in 
1951, 

Capacity. Plant capacity will in- 
crease about 8.4 per cent if present 
plans are realized, compared to 1951's 
rise of 7 per cent. Most goes to de 
fense. 

Expansion. ‘The capital investment 
dollar will be spent this way: 52 per 
cent for expansion and 48 per cent 
ticketed for modernization. Defense 
expansion is the big item. 

And financing. Companies gener- 
ally can raise the capital for invest- 
ment during 52. Four out of five in- 
tend to handle it themselves—want no 
outside money. 

Unquestionably, 1952 is the big 
year for defense-supporting expansion. 
It started in 1951. But the biggest de- 
fense projects got going late, and com- 
pletion was pushed off to 1952. 
Department of Commerce figures 
show spending is running unusually 
high right now—18 per cent more than 
the first quarter of 1951. 

This year, despite bottlenecks, in- 
dustry feels it can get the job done. 
Few companies in defense-related lines 
expect materials or equipment short- 
ages to limit their spending. In most 
cases, construction is well along now. 
Only the tooling up is still to come. 
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Within the major industry group- 
ings, the biggest increases in capital 
spending this year are in mining (17 
per cent) and manufacturing (16 per 
cent), just where defense expansion is 
heavy. Electric and gas utilities plan 
a 7 per cent increase in spending. 
Transportation and communication 
(except railroads) will hike theirs 8 
per cent, while railroads will spend 
only 5 per cent more. 


Oil Industry to Expand 


Among manufacturing industries, 
the big spenders will be oil companies. 
They're planning to spend 38 per cent 
more than in 1951. But the biggest 
percentage increase in spending will 
be by the electrical manufacturers. 
They'll double spending of last year 
if their 1952 plans work out. 

Transportation equipment is up 78 
per cent—showing the impact of de- 
fense aircraft orders. In steel, spend- 
ing is up 25 per cent, while in deni 
cals the rise is 16 per cent. Machinery 
will keep spending close to last year’s 
high level, as will autos. Non-ferrous 
metals companies are spending 60 per 
cent more than last year. 

The share of investment going for 
expansion—as opposed to replacement 
and modernization won't be as great 
this year as last. Reason is that late in 
1950 and early in 1951 small compa- 
nies, particularly those in non-defense 
industries did their expanding, antici- 
pating materials shortages. They're 
iaving a tougher time getting mate- 
rials now, and many have found profits 
slipping badly. That fact keeps down 
the number of companies planning ex- 
pansion and the total proportion of 
expansion in the manufacturing indus- 
tries. 


Defense Spending Big 


But spending for expansion in the 
defense industries is tremendous. In 
the arms-heavy automobile industry, 
for instance, 73 per cent of all capital 
expenditures will go for expansion. 
Chemical companies are spending 78 
per cent of their investment funds to 
expand. The transport equipment 
group, including aircraft manufactur- 
ing, is investing almost entirely for 
new Capacity. 

By the end of this year, U.S. manu- 

(Continued on page 10) 
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REPEAT AGAIN AS 
FIRST CHOICE AMONG YOUR PROSPECTS! 


Pes 


eA 


Ee | ADVANTAGES MENTIONED MOST 
T 1st PREFERENCES Fen, 
MANUFAC URER a 


@ EASY REPLACEMENT OF PARTS 


Your Lunkenheimer valves are machined to 


LUNKENHEIMER : : specifications so accurate that ports are 


readily interchangeable. 


COMPETITOR A | @ DURABILITY, LONG LIFE 
Your Lunkenheimer valves are famous the 


COMPETITOR B . } world over for durable materials, extra life, 


resistance to wear 


COMPETITOR C 


COMPETITOR P 
16 OTHERS 26 on paaee 


BRASS (BRONZE) 93.8 
IRON 71.0 
STEEL 47.5 
quality tells— ALL OTHERS 26.9 


e 

heimer lin : Your complete Lunkenheimer line 
r Lunken tee” blankets the market. You should be 
“first choice cae | 


selling bronze volves to nearly 





you 
leads the every plant in your territory, iron 


: 7 
5 ao volves to neorly three-quarters of 
field! 


those plants, steel valves to nearly 
half 


PREPARED BY LUNKENHEIMER 
ESPECIALLY FOR 
LUNKENHEIMER DISTRIBUTORS 


The Lunkenheimer Company, Box 360U, Cincinn ati 14, Ohio 
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Recently, an independent firm not connected with any valve manufacturer 
mailed a valve questionnaire to 1000 plants, balanced geographically by 
size and by industry so that the survey would represent a cross section of 
American manufacturing. Shown on these pages are a few of the facts 
disclosed. Compare them with your own performance. See how ideally 
your Lunkenheimer line fits the market. Put this information to work when 
you make your calls. 


MATERIAL HANDLED BY VALVES 
Material Percent of 
Handled Plants Using 





Percent of 
plants Using 84.5 


99.0 =e 

GATE 93.4 is 5 70.4 
GLOBE ae 47.6 
CHECK 55.5 |. SOLVENTS AND FUELS 32.1 
PLUG COCK 90.7 | PROCESS SOLUTIONS 32.1 
ALL OTHERS : | CHEMICALS 27.5 
ch popvior «6s LUBRICANTS 27.5 

sive- REFRIGERATING FLUIDS 18.0 


Type 


Your Lunkenheimer line includes 
valves designed for—and service 
proved in—all these applications 


Scere 


YOUR SHARE OF THE BUSINESS 


Percent of 
Number of Plants Who 
Valves Bought Reported Buying 
Annually at Mill Supply 
by Groups House 


Distributors have by far the lion's 





1-5 66.7 share of all the valve business 


done in America. Your percent- 

5-10 83.5 
ages of Lunkenheimer business 
11-25 86.7 ere even higher, becouse Lun- 
26-50 100.0 kenheimer policy calls for all-out 


51-100 92.0 support of distributors. Cash in 


101-250 93.7 seals as sate << sell more 
Lunkenheimer valves this year! 
251 63.7 


AND OVER 


lt ath 5 zs Pee he ieee 
RETEST PASH 
. 


BRONZE °* (Bn ° STEEL 


LUN KE NHEIME Rio 
THE ONE VROCQTE NAME IN VALVES 


L151 40 
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NOW. DUMORE TOOLS 


help your customers put 
hand jobs on 
profitable, production basis 


WITH 
HAND GRINDERS 


~ business when 
ore tools. Highly 
idaptable, these ethcient 
mer hand jobs on a profit 
n basi Dumore hand 
mance proved for many 
s for light production 
wh as the grinding of 
id contours (illustrated). 


WITH 
DUMORE 
FLEX-SHAFT TOOLS 


There's no doubt about it— Dumore flexi- 
shaft tools make light work of tedious 
ind jobs. Your customers get extra con 
tolerance work reduce 

steadier production These 


cutters excellent 


And Dumore’s distributor policy is clear 
cut. We | our profit with the most 
comprehensive guarantee of quality in the 


portable power tool industry 


THE DUMORE COMPANY 


1321 Seventeenth Street * Racine, Wisconsin 
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Capital Expenditures 
By Industries 


Starts on page 7) 





facturing industries will have added 
8.4 per cent to capacity, if they carry 
through present plans. Coupled with 
the new plant brought in in 1951, this 
will add up to a 16 per cent increase 
during these two vears of mobilization. 
In electrical manufacturing, chemicals, 
ind autos, capacity will be up almost 
one-fourth since the end of 1950. In 
machinery, the jump will be almost 
one-third, and in transport equipment, 
over 50 per cent. Steel capacity will 
be up 12%, electric power, 20%. 

In 1952 alone, the planned in 
creases over capacity on December 31, 
1951, are 12 per cent for chemicals, 13 
per cent for machinery, 9 per cent for 
steel, 8 per cent for autos, 14 per cent 
for electrical manufacturing, and 33 
per cent for transport equipment. 
Ilectric power capacity is slated to rise 
11 per cent. Although capacity figures 
for mining aren't available, there will 
certainly be a big rise. Expenditures 
by coal and non-ferrous metals compa- 
nies are up sharply. Petroleum will 
show gains since most planned spend 
ing is for developing new wells. 

In non-defense industries, you can’t 
expect much capacity increase. Food 
companies expect to spend 17 per cent 
less than in 1951, and textile manu 
facturers plan a drop of 41 per cent. 
Big cuts will be made by apparel, furni 


ture, and small machinery makers. 


Money’s Not the Problem 


Most companies can get their hands 
on cash for their capital investments— 
if they don’t already have it. 

But some—like aircraft, petroleum, 
steel, chemicals, and electrical ma 
chinerv—are so big thev’ll have to lean 
more heavily on the money market 
than they did in the past. 

It’s fairly normal for aircraft com- 
panies to go outside for money, but 
1 year ago oil and electrical machinery 
companies financed themselves inter 
nally. Steel and chemical companies 
planned to get more than 90 per cent 
of their 1951 funds from depreciation 
and retained earnings. 

Borrowing or selling new stock will 
help finance capital spending for 11 
per cent of the electrical machinery 
companies. One-fourth of the petro- 
leum companies, one-third of the 
chemical companies, and almost three 
fourths of the steel companies expect 
to sell new securities to raise part of 
their funds. Chemicals are the only 
group relying heavily on equity financ- 

Continued on page 14) 





These W-BELT Features make ca: Saleo 
for DURKEE-ATWOOD DISTRIBUTORS! 


-in Multiple Belts 
DURKEE-ATWOOD 


ISO-DYNAMIC 


MATCHING 


' The power-transmitting efficiency and the durability of 
~~ mutiple v-belt drives varies with the precision achieved 
> in matching. Static balancing is not adequate. To assure 
| precise matching, Durkee-Atwood balances multiple 

-y-belt drives Iso-Dynamically, matching belts while run- 
| ming under full load. Equal in length, equal in tension, 
* Durkee-Atwood matched v-belts give you a more effi- 
~ cient, more durable drive. 


DURKEE-ATWOOD 


HIGH CORD LINE 
_DESIGN and CONSTRUCTION 


| Durkee-Atwood engineers brought v-belt maintenance 
> costs down by moving the cord line wp. The high cord 
_line places the entire body of the belt under compression 

~ forcing the entire sidewall against the sheave reducing 
») slippage. Wear is absorbed evenly by a greater area of 
» the sidewall, reducing wear and prolonging belt service. 


DURKEE-ATWOOD COMPANY 


DEPT. Aé-3 MINNEAPOLIS 13, MINNESOTA 


IMPORTANT FOR DISTRIBUTORS! If your customers buy 

quality, here’s good news. Comparison tests run by v-belt 

users and OEM accounts are proving that Durkee-Atwood 

V-Belts set the pace for quality .. . running longer, running = 
smoother. This alone is reason enough to find out about ] 
Durkee-Atwood’s liberal written distributor policy, includ- D 
ing territory protection ... help in selling OEM accounts... 

sales helps .. . powerful national advertising—all backed up 

by an experienced engineering staff and prompt service on 

your orders. Write today for the full story. 
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UNBRAKO SOCKET SCREW DIVISION 


JENKINTOWN PENNSYLVANIA 
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FOR HIS ORDER 


You can get a prospect’s attention, arouse 
his interest, and even create a desire for 
UnsBrRAKO. But if you don’t ask for his 
order, the effort is wasted, and the sale 
is lost. 


We believe that if every UNBRAKO sales- 
man remembered to sell an order rather 
than take an order, UNBRAKO sales would 
skyrocket to our mutual benefit. 


Deliveries are particularly good. STANDARD 
PRESSED STEEL Co., Jenkintown 13, 
Pennsylvania. 


y | 


Socket Head Seif- om Flat Head Socket Head te \ 
Cap Screw Socket Shoulder 
sas a Cap Screw Screw 
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the tools demanded by fine mechanics everywhere 


Capital Expenditures 


UWFKIN By Industries 


Starts on page 





_PRECISION TOOLS 


ing. Other industries will borrow al 
most all the outside money they need 


After Mobilization? 


Industry already has pia 
tantial capital spending in the years 
following mobilization. Four out of 
five manufacturing companies that 
inswered the McGraw-Hill | survey 
] } 


gave some plans for beyond 1952 


Business men were asked how much 
they would spend in 1953-55 if busi 
ness stavs reasonably good and if cor 
porate taxes continuc at the present 
52 per cent rate (but without excess 

profits tax). Here’s what their com 
pany plans show 

Capital expenditures to start down 
in '53. Big drop will be in defense 
industrics—steel, machinery, autos, 
ind transport equipment 

In some fields, especially defense 
upporting industries like petroleum 
nd chemicals, expansion will go right 
on into °53. Actually, both the oil and 
hemical industries are expanding on 
1 long-term basis anyway. 

In non-defense lines, the adjustment 
to lower capital spending will come 
this vear. Food and textile plans for 
1952 are down to normal or maybe 
subnormal level. Neither industry fig 
ures on further cutbacks in 1953-55, 

The utility group looks like a sure 
bet to hold up well. Electric utilities, 
particularly, plan to continue their 
present spending through 1954. Peak 
idditions to generating capacity will 
come in 1953. But companies will 

ury on for another vear with high 
expenditures for transmission and dis 
tribution equipment 

Although gas utilities have much 
less definite plans for the vears after 
"52. electric and gas companies to 
gether plan to spend only 18 per cent 
less in 1955 than thev do this vear. 
The big backlog of demand for tele 
phones and other communications 
services probably means more spend 
ing in this area after 1952 

Mining companies’ plans for invest 
ment show a 60 per cent drop by 1955, 
ind railroad plans also trail off—down 
29 per cent from 1952 to 1955. But 
tirlines plan bigger capital expendi 
tures in 1953-55 for new planes. 

Adding it up, vou get industry plan 

SELL UFKIN ning expenditures 20 per cent less 
than 1952 in 1953; 33 per cent less 
TAPES + RULES * PRECISION TOOLS * SOLD THROUGH DISTRIBUTORS by 1955. But neither drop is likely te 
THE LUFKIN RULE CO., SAGINAW. MICHIGAN be that sharp. Bigger investment totals 

132-138 Lafayette St New York City © Barrie, Ontario Continued on page 18) 


- 
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Because of their accuracy, appear. 

ance, fine workmanship and balance — 

and because they are quality tools throughout— 
Lufkin precision tools are in great demand. in 
addition, the extensive advertising given the 
Lufkin line in such publications as This Week, 
American Weekly, and scores of other consumer 
and trade publications makes Lufkin tools the 
outstanding line from the standpoint of profit- 
able merchandising 
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POWELL VALVES 
are engineered to suit 


the service conditions 
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in the world / 


Many of the parts needed in factory 
production are mighty small. But these 
parts can loom up mighty /arge—when 
they're missing! 

For tiny as they are, their absence can 
hale an entire production line—can cost 
1 manufacturer thousands of dollars 
every day while he waits for replace- 
ments tO arrive 

And the sources of supply are often 
hundreds of miles from his factory! 


16 


What does he do? He cuts replace- 
ment time from days to hours. He gets 
needed parts the world’s fastest way — 
via Air Express! 


The money saved by Air Express 
speed is figured in millions—but its cost 
is counted in pennies. Whether you 
need steel bolts or bolts of cloth, you 
can profit from regular use of Air Ex- 
press. Here’s why: 

IT’S FASTEST — Air Express gets top 
priority of all commercial shipping ser- 
vices—gives the fastest, most complete 
door-to-door pick-up and delivery ser- 
vice in all cities and principal towns at 
no extra cost. 


IT’S DEPENDABLE —Air Express pro- 
vides one-carrier responsibility all the 


INDUSTRIAL DISTRIBUTION © MARCH, 1952 


way, gets a receipt upon delivery. 

IT’S PROFITABLE—Air Express ser- 
vice costs less than you think, gives you 
many profit-making opportunities. 

New parcel post regulation affect you? 


Call your local agent of Railway Express, 
Air Express Division 


“OAR ORES 


GETS THERE FIRST 





We think you'll Uke “THE GREATEST STORY EVER TOLD” 


BLUEPRINT 
for PROFITS 


Sell the Transmission Belts 
preferred by industry* 


GOODYEAR INDUSTRIAL RUBBER PRODUCTS 


@)-Specified FLAT TRANSMISSION 


BELT CONSTRUCTIONS 
INDUSTRIAL BELTING 


AGRICULTURAL BELTING 


ELLING Goodyear means you're selling 

the line of Industrial Rubber Products 
preferred by industry. Flat transmission 
belts by Goodyear — for example — lead in 
preference, nearly two to one over any 
competitive belt. 


One reason is the great number of trans- 
mission belt constructions Goodyear offers 
you and your customers. Check over the 
range covered in the blueprint. You'll see 
that you can offer a Goodyear flat 
transmission belt to meet every drive 
requirement. 


And whether you sell transmission belts 
or conveyors, V-belts, hose, or any other 
product in the most preferred line, you 
get proved quality, coupled with leader- 
ship in new product development. You? 
have the help of aggressive national adver-" 
tising, hard-hitting direct mail, and the’ 
reputation of “The Greatest Name in’ 
Rubber.” On the hard jobs, you can call’ 
on the G.T. M.— Goodyear Technical Man 
— for technical sales assistance. And above’ 
all, you get the unrivaled advantages of 
one of the top three industrial supply 
money-making franchises. So stay with’ 
Goodyear—the leader in preference.” 
quality and in your sales. 


According to two successive impartial 
studies of preferences in Industrial 
Rubber Products conducted among 


8,000 buyers 
Wha 


- yl 
al 









































re ate 


coe 


THE GREATEST . IN RUBBER 


Every Sanday - ABC Network 


Compass, Thor, Wingfoot, Klingtite, Pathinder—T M ‘s 
The Gvodyear Tive & Raborr Company Anron Obie 
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Safe working load 
L forged on each hook 


ittle things mean a lot when it comes to building sales 
and good will. That's why Billings Drop Forged Hoist 
Hooks have their safe carrying load indelibly forged in an 
easily seen spot. 


Billings Industrial Distributors find that attention to details 
like this help make their selling job easier — label Billings 
Wrenches and Shop Tools as the line to carry. 


If you would like to know more about the Billings Selective Dis- 
tributor Policy, write today. 


BILLINGS DROP FORGED 
EYE BOLTS — EVE NUTS 


THE BILLINGS & SPENCER CO. Sonn Ose 


WRENCHES @ SHOP TOOLS @ INDUSTRIAL FORGINGS SINCE 1869 
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Capital Expenditures 
By Industries 


Starts on page 7 





may result when additional companies 
work out their plans. If this holds 
true, we'll have the foundation for a 
relatively high level of business. But 
it won't be the hectic boom of mobili 
zation. 


Why Spending Is High 


There are three reasons 

Modernization. ‘The big reason 1s 
replacement and modernization. For 
example, eight out of nine companies 
in steel, machinery, and the auto in 
dustries give this as a primary reason 
for their 1953-55 programs. 

New Products. At least one-third of 
the companies in every line—except 
stec], food, and textiles—have som« 
plans for new products after mobiliza 
tion. 

New markets. Auto and chemical 
companies especially plan factories to 
serve new market areas. 

Phese three factors could keep capi 
tal spending at a high level for a long 
time to come. 

But it’s not guaranteed, and here's 
why: 

1) Everything depends on protits 
after taxes. They'll be the source of 
funds for most capital expenditures 
If there’s a general business slide 
many capital spending projects would 
be dropped. 

2) And there may be a financing 
problem. Expansion in some key in- 
dustries will depend heavily on out 
side financing from the public money 
market. And this makes plans vulner- 
able—because it’s impossible to pre 
dict the markets so far ahead. If terms 
for new security sales aren’t favorable, 
some companies will undoubtedly 
hold back. 

BUT the thing that would boost 
capital spending most is a cut in taxes 
Manufacturers say repeatedly that the 
present tax level limits the number of 
projects that will pay out quickly— 
often they are reluctant to do any 
planning far into the future. A tax 
cut after mobilization would make a 
lot of projects more attractive. Capi 
tal expenditures might hold up even 
if profits were somewhat lower. 

All in all, the survey shows that 
industry now does a great deal more 
long-range planning than it used to, 
and much more than people have 
suspected. Industry is laying the 
groundwork for new products and new 
markets for years ahead, and this could 
prevent the bust that usually follows 
a boom. 





GEM'S 


COMPLETE mes unr 
CATALOG 


PA 
meet * piTTSBURGH 33 


. TION 
aMUFACT ON OR TT11 1 


729-43 G oreet 


you! 


Here is the new catalog of GEM’S complete materials available. Thus long, satisfactory 
line. 141 sales and profit producing, TOP service is built in and assured. You offer the 
QUALITY welded steel bench oilers, pump and BEST when you sell GEM! 

yistol oilers, supply cans, torches, fillers, etc. 

For every Bro a and craftsman, and for If you are not already handling the complete 
shop, home and hundreds of other uses. GEM line, start now by mailing the coupon 
below for your copy of the new GEM Catalog, 
Into every GEM PRODUCT goes the “know- and for full information on GEM profit oppor- 
how” gained in over 54 YEARS of experience tunities. All necessary data will be rushed to 
in this field. Into each product goes the finest you immediately. 


Sett the Best... Sell Gem! 
GEM MANUFACTURING CORPORATION 


Since 1898 . . . Highest Quality Welded Steel Oilers and Supply Cans 
1229-43 GOEBEL STREET@® PITTSBURGH 33, PENNSYLVANIA 


SEND FOR THIS GEM MANUFACTURING CORP., Dept. 
lame Ga Whelc 1229 GOEBEL ST., PITTSBURGH 33, PA. 


Please rush copies of new GEM Catalog No. 100; 


we also information on GEM LINE profit opportunities. 
| T 3 & e RE! NAME (PRINT) 


MAIL couPON T° COMPANY 


ADDRESS 











SHOWS 141 GEM PRODUCTS... FULL AST — Se 
DESCRIPTIONS, SIZES, SPECIFICATIONS 
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To N 


pistributors 


ORTON 


Salesmen: 


Sell Norton portable 


TELL YOUR CUSTOMERS that Norton 
wheels cut their portable grinding costs. Tell 
them it’s because Norton wheels hug that 
work . . . keep on the job with continuous 
cutting action that pays off three ways. It 
means faster grinding, longer wheel life and 
less operator fatigue. 

Tell your customers that this cost-cutting, 
work-hugging feature of Norton portable 


grinding wheels comes from controlled uni- 
formity and built-in balance . . . recently ob- 
tained by Norton technicians to a degree 
never before achieved. 

That’s the sales message which Norton 
grinding wheel advertising is delivering dur- 
ing March, April, and May. It will pay you 
to follow through. 
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grinding wheels as the ones that 


...and land the orders 
for jobs like these: 


ROUGH GRINDING A SHIP'S PROPELLER is ty; 
jobs Norton cup wheels make easy. Tell your prospects th 
that fast-cutting, long-lasting Nortor 








, rey (NORTON) 

\ —_ ABRASIVES 

Making better products to make 
other products better 


NORTON COMPANY, WORCESTER 6, MASS. 


Abrasives + Grinding Wheels + Grinding ond Lapping 


Mochines + Refractories * Porous Mediums + Non-Slip Floors 
SMOOTHING DOWN WELDS k, easy, safe with Nort Boron Carbide Products 


REINFORCED Hub Wheels. A 
BD and the new, flexit 


just about 
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“ 


lt Helps You Sell B&D Tools! One of your 
strongest competitive selling arguments is the 
excellence of our Factory Service Branch Pro- 
gram. It puts modern factory-operated service 
branches (with ample off-street parking), fac- 
tory -trained mechanics, genuine replacement 
parts and special electric tool servicing ma- 
chinery within 24 hours of any customer! It 
helps the customer get maximum productive 
life out of his B&D Tools! 


it’s Convenient For You! Under the Black 
& Decker Factory Service Branch Program, 
you don’t have to stock a lot of replacement 
parts or send a tool to some distant factory. 
You don’t have the headache of deciding 
whether the guarantee should or should not be 
invoked. Our far-flung service operations re- 
lease you for your main job... selling new 
tools. Yet, you still make a good profit on the 
service business you place with us. 

















the moving of our Los Angeles, Cal., 
branch to a new B&D-owned site 
and building. 


Black & Decker is Continually 
Expanding and Improving its 
company-owned, company-operated 


BOSTON, MASSACHUSETTS 


service stations. During the past 
year, we moved to more strategi- 
cally-located sites and occupied 
efficient, modern/buildings in Buffalo, 
N. Y.; Boston, Mass.; St. Louis, Mo.; 
Minneapolis, Minn.; and Montreal, 
Canada. Entirely new locations were 
opened at Miami, Fla., and Winni- 
peg, Canada, and December marked 


“WHERE TO GET 
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During 1952, our plans include en- 
tirely new sub-branches in Milwau- 
kee, Wis., and Syracuse, N. Y., and 
a new location in Philadelphia, Pa. 
It’s all part of our ever-growing pro- 
gram of making genuine B&D factory 
service available to your customers. 


All Major Telephone Directories 
carry an ad featuring the local B&D 
service stations in their “yellow” 
classified sections-all B&D ads in 
The Saturday Evening Post and lead- 
ing trade magazines emphasize serv- 
ice—to attract electric tool users! 





Linco/n LUBRICATING EQUIPMENT 


IS A VERY PROFITABLE LINE... 
IT REQUIRES A MINIMUM OF SERVICE” 


Paul Faxon, Pres. 
Faxon Engineering Co., Inc. 
Hartford 6, Conn. 


“Lincoln Lubricating Equipment is one of our maior lines. 
As specialists, we tried to select a line of equipment 
which we could unhesitatingly recommend. Over the 
years we have been in business, we have found our 
judgment sustained by your product. 


“In the many special problems, we have found your staff 
of engineers ready at all times to cooperate with us to 
the fullest extent. 


“The equipment purchased from you has always been of 
the highest quality, and has operated with the very 
minimum of service requirements. We have guns in the 
field, working under severe conditions that have never 
required any service since the original installation. 


“We have installed the Lincoln CentrOmatic System in 
many different types of industries, and in every case it 
has proven itself through economy of lubricant and time, 
and removing the human element from lubrication.” 


Paul Faxon, Pres. 
Faxon Engineering Co., Inc. 
Hartford 6, Conn. 


THIS 1S ANOTHER 
EXAMPLE of successful 
business-building operation 
brought about by close co- 
operation between Lincoln 
and the Industrial Distributor 
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Liacobai'g nationally advertised complete line 
of equipment for the positive application of 


lubricants builds profitable volume for you 


Grease Fittings 
(A Complete Range) 


eee For One or Batteries of 
Machines 
(iMustrated, the New 
CentrOiler System for 
machines requiring periodic 
applications of ols.) 


Lever-Type Grease Guns 
15 of 19 oz. capacity 


Powertuber® 
(Ait-Motor Operated) 
60 Ib. capacity 
Two Wheel 
Truck 
Available 


400 ib. Drum Pumps 
(Air-Motor Operated) 


Bucket Pumps 
30 Ib capacity 


eoeoeeoeoeeeeeeeee @ 
Four Basic Types of CentrOmatic* Lubrication Systems for Applying + + © PIONEER BUILDERS 





Time clock controtied. Pumping 

unit automatically supplies lubri- 

cant in measured quentities 
injectors to all bearings at 

regular 

*Trademark Registered 








Time 


LINCOLN ENGINEERING COMPANY 
5739 Neturel Bridge Ave. + St. Levis 20, Me. 


Manually Controtied— Manually Timed 
Manual centralized lubrication that 
delivers a measured quantity of oil simul- 


' ly to all bearings previously serv- 
iced with old-fashioned oil cons. 





Automatically Controlied— Timed by 
Hydraulic Control on Machine 
Hydraulic control valve on machine actu- 





forces lubricant under pressure through 
the supply line to lubricant injectors. 
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DODGE 


Tri-Matic 
OT 
Release 


FOR THE FAMOUS DODGE 
TORQUE-ARM SPEED REDUCER 


\] LOOSENS THE BELTS 


.2 CUTS OFF POWER 


3 GIVES A WARNING 


Machine Protection 


That Means New Profit 
for You 


@ The Dodge Tri-Matic Overload Release 
is a simple, positive acting unit that re- 
places the stan rque arm that is reg- 
ularly furnishea he Dodge Speed Re- 
ducer. (The two are interchangeable.) 


@ Pressure exerted by an excessive load 
causes a piston to move lengthwise through 
the unit, activating the mechanism instantly. 


@ This movement shortens the torque arm, 
loosens the belts and cuts off current si- 
multaneously. 


® A warning system can be hooked up to 
the micro switch of the Tri-Matic—to acti- 
vate bell, siren or light. 


@ The Tri-Matic is calibrated for adjust- 
ment to the load conditions of any job. It 
can be set to act at any desired load up to 
the reducer’s maximum capacity. 


@ It is easy to reset the Tri-Matic. Just pull 
the speed reducer back into position. This 
automatically cocks the release mechanism. 
@ The Dodge Tri-Matic Overload Release 
is available from distributors’ stocks in sizes 
for all Dodge Torque-Arm Speed Reducers 


—in either single or double reduction series. 
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“Top Trade Acceptance Makes The . 


SKE Line Easiest To Sell!” 


says J. D. Craig, sales manager of 


General Industrial & Supply Corporation, Fort Worth, Texas 


This company, started four years 
ago with one salesman, now em- 
ploys 14salesmen who have upped 
the annual sales volume from 
$500,000 to well over $2,000,000. 
The organization recently closed 
an order for 1,000 SKIL Drills with 
Consolidated Vultee. 


“We distribute SKIL Tools exclusively,’ Mr. Craig says. ‘We 
do so for four big reasons: One, SKILSAW’s policy of selective 
distribution; two, the comprehensive sales training SKILSAW 
gives our salesmen; three, the efficient operation of SKILSAW's 
local factory branch; four, SKIL Tools are the top quality line 
in the field. These give SKIL top trade acceptance—as proved 
by the fact that our 1951 SKIL sales were 116.4% above 1950!” 








Z 
Works Hand In Hand 
With You! 


Here Norm Huseby (standing), SKILSAW's 
branch manager in Dallas, meets with Mr. Craig 


to discuss a part of the sales training program 


This is typical of the close co-operation between 
SKILSAW and distributors everywhere 


GENERAL INDUSTRIAL & SUPPLY COR- 
PORATION is a five-year-old company. They 
have been exclusive distributors of SKIL Tools 
for nearly four years. During this time they have 
done a big volume in SKIL Tools, attributing 
their success largely to the quality of the SKIL 
line and the great sales and service assistance of 
SKILSAW’s local factory branch, plus the fine 
trade acceptance of SKIL Tools 





7 models 


For complete information about top-quality See eo eeteteaty 
SKIL products and SKIL sales support, 5033 Beton Avenue, Chicege 30, Minels 
call your conveniently located SKILSAW 


. 4 h Office. Se er ees Se 


PORTABLE WO TOOLS _ 2601 reser trees Wor, Teron 9, Ont 








STOP and DRAIN 
Tee or Lever Handle 


STEAM STOP 
Flat or Square Head 


GAS STOP 
Fiat Square Tee Head 


Over 80 years of manufacturing experience 
. . « designed for easy installation, long, 
trouble-free, dependable service . . . finest 
materials and workmanship ... rigid in- 
spection and test. 


A complete line of brass and iron 
products for water, gas, steam, 
plumbing and industry is avail- 
able at a single source—HAYS. 


STOVE STOP 
Lever Handle with Check Pin 


HEXO STOP & DRAIN 
Female 1.P. or ae 
Connections for Copper Tube 
Tee or Lever Handle 


103-9 illustrat 

e 

Hays Industria} and 
‘umbing Produc. 

INDUSTRIAL ucts 


Illus > 
PRODUCTS ustrated fo 


4/80 available 

‘Ng the fo, 

met Sllowin 

Pr ducts Hays Cop. 

Per Tube Fitt Bes 
~ if 8 


Iders are 
> Jescrib 


HAYS MANUFACTURING COMPANY 


12TH & LIBERTY STREETS, ERIE, PA., U.S.A. 
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sat ‘is-fac’tion (sat’is-fak’shin), ae 
[fr. OF. satisfactium-(F. satisfaction), 
fr. L. satisfactio.] The state of 
being satisfied; as in the case of) 
Raybestos- Manhattan industrial 


rubber distributors and their 


customers; there is no better sales- 
man than a “satisfied customer.” 
Syn.—Condor Belts, Homoflex 
Hose, Homocord Conveyor Belts. 


in Business Week ond 47 industrial publications 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 











Other 8/M products include: Industriol Rubber « © Pocking 
Clutch Facings @ Asbestos Textiles © Sintered Metol Ports ¢ 
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assuReD accuRACY 


BRING 
THEY g TAPPING JOBS 


To YOU 


= ose ° : — a Tepe o*% INSPECTED TOOLS 
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BUTTERFIELD 


THE 100% INSPECTED TOOLS 


Every Tool Individually Inspected 


TAPS + OES REAMERS SCREW PLATES 











YOU GET 
REAL SOLID 
BACKING 


To Help You Sell 
Butterfield Taps 


When you sell Butterfield Tools 
you benefit by a yearly total of 
811,752 advertising messages to tool 
buyers in four leading metalworking 
trade magazines — AMERICAN 
MACHINIST, MACHINERY, 
TOOL ENGINEER, and MODERN 
MACHINE SHOP. 


These advertisements have two 
main objectives: 
1.To promote an exclusive basic 

sales idea — Butterfield... The 

100% Inspected Tools — ex- 

plaining why Butterfield tools 

are always so uniformly depend- 
able. 

*To emphasize your importance in 
the sales picture — with a large- 
type closing message telling cus- 
tomers to See Your Nearby But- 
terfield Distributor For Prompt 
Deliveries And Service. 

In addition, Butterfield provides 
you with a full line of merchandising 
aids — size charts, decimal equiva- 
lent charts, modern packaging and 
colorful literature with your imprint. 
And always available to you and your 
customers are Butterfield’s trained 
experts, for aid in any cutting tool 
problem. 

All of which — and more — are 
fully described in Butterfield’s Sales 
Policy, giving you definite, printed 
assurance of cooperation and pro- 
tection. If there’s still an opening in 
your area, it will pay you to give the 
Butterfield Sales Policy a thorough 
reading. Write to Union Twist Drill 
Company, BUTTERFIELD DIVI- 

wv SION, Derby Line, Vermont. 
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Look to 
the new 


For 
satisfied 


customers 
ae 


announcing... 


EXC he ” CELLOPHANE 
TAPE 


The first and only cellophane tape specially designed for commercial use! 


ieee It’s the newest addition to the TEXCEL line of cello- 
1296” length rolls phane tapes. And what a sales-clinching story it 
and 2592” length rolls. gives you. Blue Tab Long Length TEXCEL is “blue- 
printed” for office use...for packaging in retail out- 

lets and in industrial plants. This eye-appealing, 

golden-colored tape has better adhesion, less break- 

age. And the “Blue Tab” catches your customers’ 

attention—says, “Here's something special and new 

and just what you've been looking for!” Bigger 


- sales, more profits for you! 


and look to TEXCEL for this complete line of cellophane tapes... 





FOR PACKAGING AND IDENTIFYING... 
TE XCE L 45 CELLOPHANE TAPE 


beautifying the retail products in the 


ve or tactory; tor edging binding or sealing 


a manufactured item; for spot identification 
within a production plant. Eight standard col- 


ws with special colors, matched on request 


FOR EXTRA TOUGH HOLDING JOBS... 
TEXCEL 46 ceulcriane tare 


An extra-heavy spread of adhesive to bite into 


rough papers and wrappers. Specially de- 


signed for industrial packaging work 


FOR AUTOMATIC EQUIPMENT... 
TEXCEL 47 cuusenane tape 


A special adhesive formulation which really sticks- 


at-a-touch and then holds firmly. Releases from 


~asily, breakage is inconsequential. Tailored 


in automatic and mechanical equipment 


TEXCEL Cellophane Tapes are “tailor-made” for 


particular commercial and industrial uses 


TEXCEL Cellophane Tapes are sold exclu- 
sively through jobbers. Get your share of the 
market! 

Contact your Industrial Tape salesman to- 


These special formulations help you to sat- 


your custome! 
] 
ralit 


S completely thus expand- 


; and act 


ounts 
trade advertising is censtant and 
are directed to specific industries 


day...count on him for all the help you need 
in selling the most complete line of cellophane 
tapes on the market today! 


TEXCE cecommne mare 


INDUSTRIAL TAPE CORPORATION, NEW BRUNSWICK, N. J. 


Also makers of a complete line of PERMACEL® 
pressure-sensitive tapes for industry 





A FEATURE YOUR CUSTOMERS APPRECIATE 


Each valve packed individually in its own sturdy carton - fully 
protected against nicks, scratches, discoloration, and the 
harmful effects of dust or foreign matter. A little thing, 
yes — but a typical example of how Ohio Brass supports 

O-B distributors by doing even the /ittle things that 


insure complete customer satisfaction. 


BRONZE GLOBES - GATES - ANGLES - CHECKS - FOR INDUSTRIAL SERVICE 
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ndthor advaitage you caw soll with, 
PSON-WALTON 
“Tackle Bloeks. 


Extra strength at no extra cost 


AFE working loads of Upson-Walton tackle blocks exceed 
usual safe working loads by wide margins. (See table below.) 
They are engineered to withstand not only the weight of the load, but 
hoisting strength as well. In many cases a shackle is not required. 


Specify this extra strength vt no extra cost. It pays to specify 
Upson-Walton tackle blocks—wire rope and fittings too. Only 
Upson-Walton manufactures all three. 





COMPARE THESE SAFE WORKING LOADS! 


Usual Upson-Walton's 
Safe Working Safe Working 
Load load 


200 Ibs. 265 Ibs. 
300 Ibs. 
400 Ibs. 


400 Ibs. 

550 Ibs. 

ao eh et a 700 Ibs. 

5’” Single + ec 500 Ibs. 
5” Double , 750 Ibs. 4 
5”’ Triple . . 1000 Ibs. 1325 Ibs. 


6”” Single . . 1000 Ibs. 1320 Ibs. 
6” Double . . 1500 Ibs. 1900 Ibs. 
6” Triple - 2000 Ibs. 2640 Ibs. 


7”” Single. es ia 1500 Ibs. 1700 Ibs. 
7” Double . . » 2000 Ibs. 2575 Ibs. 
7” Triple. . . . 2500 tbs. 3000 Ibs. 


8’’ Single. . . ; oo 1700 Ibs. 2200 Ibs. 
8”’ Double 2450 Ibs. 2850 Ibs. 
«ee , - « + 3200 Ibs. 3500 Ibs. 


10’ Single. . . 2600 Ibs. 2750 Ibs. 
10°’ Double . . . ‘ ke 3400 Ibs. 3650 Ibs. 
10” Triple. . . . : ; ; 4200 Ibs. 4900 Ibs. 
12” Single 3000 Ibs. 3000 Ibs. 
12°” Double » ° ‘ . 3750 Ibs. 4600 Ibs. 
12” Triple of % . 4500 Ibs. 5400 Ibs. 











NOT THIS HOOK — but THIS HOOK THE UPSON-WALTON COMPANY 


Ne Upson-Walton hoist hooks are formed by 
bending. All are drop-forged to size and CLEVELAND, OHIO 


shape, with substantially heavier section at 
critical points. NEW YORK . CHICAGO ° PITTSBURGH 
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LUBRIPLATE LUBRICANTS 


EXCEL IN REDUCING FRICTION, WEAR, UPKEEP-COSTS AND 
POWER-CONSUMPTION...WITH BETTER MACHINE PERFORMANCE 





IN ALLINDUSTRIES 





“LUBRIPLATE ao pga " Sa! “THIS LUBRICANT 
is practically a mr ae 
universal lubricant” ee eal a3, SAVES 7 TIMES ITS 
so writes th Bo j ” cosT oy PRODUCING 
- e SPOKANE | — 
PORTLAND CEMENT CO. ! Sie | | SHOES” - says wowverine 
of Irwin, Wash. SHOE AND TANNING CORP. 





LYNCH CORPORATION of Toledo, 

Ohio, a leading manufacturer of 

packaging machinery Md Be ccgea 

says: No. 100 forlebre 

cating the chain 
“THIS LUBRICANT RE- 
DUCES SERVICE CALLS” 








drive on our pad- 
dle wheels which 
turn the hides 
immersed in a 
“With the introduction of LUBRI- solution in con- 
PLATE No. 630-AA, we were able to 


reduce our requirements so that today | | used in places where it is necessary to always soaked in a solution that is 
| 
| 


sometimes acid and sometimes caustic. 
Up to that time we had not found any 
lubri ant that would stay on the chains 
for any appreciable time. The average 
life of a chain was approximately one 
year. Since we have applied LUBRI- 
PLATE to these chains every two weeks 
for two years, not one chain has re- 
quired replacement, and they are still 
going strong. 

‘At this time it appears that for every 
dollar we have invested in LUBRI- 
PLATE, we have saved seven dollars 
in chains.” 





we are satisfying all our needs for solid wash them with steam and hot water 
type lubricants with only two LUBRI.- after each day's use. This naturally 
PLATE Products. LUBRIPLATE No. would remove any ordinary lubricant 
630-AA might almost be considered a and trouble would develop if the ma 
Universal Lubricant. Furthermore, it chines were not immediately relubri 
has effected a marked savings in lubri- | cated. With LUBRIPLATE there is 
cants and labor | | always a film left on the machine after 





Frank D. Neill 


General Superintendent 


washing. Our Service Engineers can 

readily spot machines that have had 
| other than LUBRIPLATE Lubrication, 
ee as these machines do not give the 
service they should 


“The majority of our machines are | crete vats. The chain during use is 


ina: 


REGARDLESS OF TYPE AND SIZE OF YOUR 
maAcHINERY LUBRIPLATE vusricants 
IMPROVE OPERATION AND GREATLY REDUCE 
MAINTENANCE COSTS. 

















Tr, Write today for LUBRIPLATE Data Book No. 1-52 
Ro © 
“want HERS REFINING CO LUBRIPLATE DIVISION 
“Sana, rweenee Fiske Brothers Refining Co. 
Newark 5, N. J. Toledo 5, Ohio 


DEALERS FROM COAST TO COAST—SEE YOUR CLASSIFIED TELEPHONE BOOK 
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eeting Aircraft Requirements Makes 
Quality A Weatherhead Habit 


Research on industrial hose assemblies at low, 
medium and high pressures has taught us how to 
make positive, leakproof connections; designed 
for quick, easy installation without special tools. 
Research on flow of liquids and gases has taught 
us how best to design couplings obstruction-free 
for maximum flow. And laboratory work has 
helped develop the rugged, all-steel hose ends 
which withstand every service condition. 
Weatherhead research has resulted in the use 
of our products in the manufacture of almost all 
U. S. airplanes, cars, trucks, tractors, and road 
machines. This skill and knowledge has guided 
the design and production of all Weatherhead 
products. That’s why you can recommend 
Weatherhead—in complete confidence! 


Vhe Mawd — = uadely 


FIRST IN 
HYDRAULIC CONNECTIONS 


Plants at Cleveland, O., Angola and Columbia City, Ind 


and St Thomas Ontario 
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TO HELP YOU SELL! 


Get the new Weatherhead Catalogs imprinted 
with your house name, address and phone. Write 
Dept. |, for sample catalogs. 


F-1456 Weatherhead Standard Fittings 
E-1457 Weatherhead ERMETO Fittings 
H-1451-A Weatherhead Hose & Reusable Ends 
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These 3 Patented 
\ 


ALEXANDER BELTS 
Each Solve a Special ff 


~~ 


. e 
Power Transmission 
franchise enjoys two big sales advantages. 
Second . . . three patented products that are 

G 7 Y M different from any others on the market. These 
l ve 0 U ore il sales cooperation and the most expensive ad- 
HHT vertising campaign in our history, add greatly 

i) Sell! | to the profit potential of the Alexander 


Problem oe First . . . the finest quality leather belting— 
eee F 
outstanding products, backed by complete 
franchise. 














PLUS 
. . . A Complete line of high 
quality Oak, Chrome and Re- 
tan leather belting to meet 
every power transmission re- 
quirement. Plus . . . a full line 
of industrial and textile leather 
products. Plus . . . Leather 
packings for all types of service 
conditions. Plus . . . famous 
Alexander Belt Dressing, the 


ideal revitalizer that keeps Send for mplele information 


leather belting in top condition ave 
n rolon i i i- 
een ALEXANDER <#BROTHERS 
Belting Company 
406 NORTH THIRD STREET, PHILADELPHIA 23, PA. 


slippage 


designe 


sicularly — 
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That’s right! Now is the tjg 
see and sell construction 
companies—to pick 
orders for Duff 
Braces. ‘‘Jack @ 

tor’s sales 

extra dol 

Jacks 

Bracg 

hang 

trg 

i 





ovr: 
JACKS 


THE DUFF-NORTON MANUFACTURING CO. 


MAIN PLANT and GENERAL OFFICES, PITTSBURGH 30, PA. 
CANADIAN PLANT, TORONTO 6, ONT. 
‘The House that Jocks Built 
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“What's the 


As a genuine aid toward higher production and 
better results, Nicholson has long and persistently 
advocated the use of The right file for the job. 
Hence every Nicholson or Black Diamond file 
offered has a good reason for its existence and a 
definite place for its use. Each has had laboratory 
and shop tests to prove its advantages. Many, in 
fact, have sprung from actual field studies: others 
from specific requests for file designs for special 
purposes or problems. 

Even among such familiar general purpose types 
as are shown here, the right shape (cross section, 
taper, edge), the right size, and the right cut 
(degree of coarseness) are important. 


Make “The right file for the job” your own service keynote 


By going down into the plants — along the work- 
benches and assembly lines — you and your salesmen 
can render appreciated, sales-building services to 


sete NICHOLSON FILE CO., 42 ACORN ST. PROVIDENCE 1, R. I. 


uv. 8. a. tH mn 
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file” 


your customers through the study of their file needs. 
Proper equipment and indoctrination are, of course, 
necessary. There should be: 
1. A full-line Nicholson catalog at your headquarters. 
2. A pocket-size Nicholson catalog in every sales kit. 
3. A copy of “File Filosophy” (Nicholson's great “text- 
book” on files and filing) in every sales kit. 





Tell us which and how many of each of the 
above you need to be well outfitted. 


1. MILL—for finishing, edge-sharpening, large-tooth-saw filing. 8 sizes, 
3 cuts 


~~ 


. TAPER—Regular, Slim, Extra Slim, Double Extra Slim—for smali-tooth- 
saw and other delicate filing 


. FLAT (tapered) and HAND (paraliel)—each in 8 sizes, 4 cuts 
HALF ROUND-7 sizes, 4 cuts 

ROUND-8 sizes, 3 cuts 

SQUARE-tapered in 8 sizes, 3 cuts; biunt in 4 sizes, | cut 
PILLAR-—5 sizes, 3 cuts 

KNIFE—4 sizes, 3 cuts 

THREE SQUARE-—4 sizes, 3 cuts 

WOOD RASP-—flat in 5 sizes, 2 cuts; half round in 6 sizes, 2 cuts. 


eeteaneveaw 


- 


re 2 oe 
ae te 


FILES tor every purpo 
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Do you get 3400 hours out of your speed reducer lubricant? 


3400 hours of lubricant service life is what a special processing of materials which produce 
manufacturer of building plasters is averaging low friction lubricants. The result is cooler, 
from Keystone Speed Reducer Lubricant, S.R. 
No. 1. The machinery involved is a 150 hp 


herringbone speed reducer—see insert—which 


smoother operation. Savings up to 12% in power 


consumption alone are indicated in test after test. 


drives a Hardinge Ball Mill. S.R. No. 1 was first 
installed in 1935 and has been used continuously 
since that time. The customer reports no replace- 
ment parts expense. What's more, his over-all 
lubrication costs are extremely low due to the 
long service life of S.R. No. 1. 


In manufacturing S.R. Lubricants, Keystone does 
not depend on high viscosity to achieve body and 
film strength, but accomplishes this end through 


Lower power costs and longer periods between 
oil changes are common with Keystone Special- 
ized Lubricants ...two of many reasons why the 
Keystone line is dependable, profitable, and 
high repeat value. 
KEYSTONE LUBRICAT- 
ING COMPANY, 2\Ist 
& Lippincott Streets, Phila- 
delphia 32, Pa., Est. 1884. 


in 


FOu,’ 
i 


\ 
SPECIALIZED ~~ 
\ LUBRICANTS 


\ A No. Vy 
~’® ae 


am” SPECIALIZED CUBRI CANT SS RE 
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ELIMINATES EXPENSIVE MACHINING OPERATIONS-— 
PRECISION GROUND, THICKNESS WITHIN .0O1- 
NO DECARB IMMEDIATE DELIVERY 


AMERICAN SAW & MFG. COMPANY - SPRINGFIELD, MASS. 
Hack Saws Band Saws Ground Flat Stock 
“THE TOOLS IN THE PLAID BOX” 


NERVOSA DDD RVBVP DBE RTDIWBRURIWIU DRT’ VDRVDVDRVWVRVRVTRVRVRVWVWRIRVRIWRwRIRVRRRVRARRAaA’R 
DRAW DVWSE RVD VD RSPEI VD RVWRIRVWR’ RTVTRRAIVDRVVRVIVRVRVRVRRVRRLARRKRARRRRRRRAR 
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SECLCULCOU! at distributors of 


non 1Oe00tond fastener products 


this insert is now available ee 


free for use in your catalogue 
ideal 


Remember: 


Send in your order Nou 


for as many inserts as 
you'll need. We'll im 
print them for you free 
of charge and ship in 
accordance with your 
instructions. 
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° 
"e Clips 
ite» Lam, 
De 
™ UPer ep lips win 
18 


A <>) io" 


) o fy 


SEND YOUR INSERT 
ORDERS TO: 


The LAMSON & SESSIONS Ca. . «+ General Offices: 1971 West 85th Street * Cleveland 2, Ohio 


Plants ot Cleveland and Kent, Ohio © Birmingham ¢ Chicago 
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Proven in all types of industrial applications, 
PEORIA CHAIN helps maintain uninterrupted pro- 
duction, month after month, year after year. Plant 
wide quality control puts dependability in every link 

whether made of PEORIA’S top quality malleable 
iron or the even stronger and longer lasting pearlitic 
iron, METAMAL. Sell your customer a chain of uni 
form high quality — profit-winning PEORIA CHAIN! 


YOU OWE YOURSELF 


PEORIA CHAIN 
PROTECTION 


PEORIA CHAIN distributors are protected by a 

sensible factory sales policy that safeguards their 

investment, time and effort. Sell this complete line 

of malleable iron chain. Order now or write for ee ee ee 
the PEORIA CHAIN free catalog 


H Class 
Drive Chain 4 


Peoria Ma te 


gT.. 
NDER 
ALEXA 
Ft. OF 


yy MAKERS 


/ i Detachable 
FOR 45 ai y Chain 


Root-Top 
Transfer 


cHAt 


Rolier-Top 

Transfer 

Chain H Class 
Refuse 
Chain 
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HIGH 9799), WITHOUT LOSS OF 


SURFACE FINISH 


MILLING Zio Ki 





A series of tests on a template follower job, illustrated above, proved conclusively 
to the user that C@eeland End Mills have two outstanding features: 


1—They possess unusual chip clearing ability. 
2—They permit the use of higher speeds and feeds than other mills without loss 
of surface finish or tool life. 
More than two years ago the entire line of C@eeland End Mills was com- 
pletely redesigned. Since that time they have been tested repeatedly in 
customers’ plants—and always have been found superior in chip clearing, 
accuracy, strength, durability, long life and cutting speed. con If you have 
not experienced the many advantages of these tools, we urge you to... 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 


Stockrooms: New York 7 + Detroit 2 + Chicage 6 + Dallas 2 + San Francisco 5 + Les Angeles 58 
E. P. Barrys, Ltd., London W. 3, England 


This advertisement reaches your customers who read the leading magazines in the metalworking field. 
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CUT-OFF SAW 
age oe < ted ‘ 
” - * i 9 t % % 3° hb 
sae cr nes secnanoms vi 


iss10 


LEA wed ER FOR ALL PORTABLE ELECTRIC 
HAND SAWS 
*MLADEL PHI us 


ae 


From Disston—for 112 years America’s 
leading producer of fine saws—comes 

this new and complete Disston ‘Leader’ Line of 

popular-priced, high quality, small circular saws. 

Made in all tooth types, with center holes to fit 
sasemn Saw every make of portable electric hand saw used by 
building contractors and industrial maintenance 
departments. Each blade is individually packaged 
and has etched on it the name and model number 
of the machine it fits. Stock the Disston ‘‘Leader” 
Line . . . lead your competitors in sales and profits 


in this fast-growing replacement market! 


NEW EFFICIENCY IN 
COMBINATION SAWING 

New, different design... based on advanced 
principles developed by Disston to meet 
portable electric saw manufacturers’ de- 
mand for a combination blade that would 
cut faster and cleaner . . . stay sharp longer 

.. put less strain on small motors. Made 
with various shapes of center hole® for 
all makes. 


Write for New, Attractive 
Discount Schedule on Disston “Leader” 
ies Guotan cnowmen 7 Circular Saws and Dado Heads 


PR AOES OF ORE OMENRONS 


FLOORING SAW 





% : eo CUT-OFF SAW 


3 DISSTON da 


LEADER FOR BENCH SAWS 


Mane pun? 


ties, Disston provides this new, complete line 


r . Stra & 
To round out your sales opportuni- a a 


mane 


of small circular saws for every bench saw 
need... all made by Disston of alloy steel 
with Disston skill. Each saw is individ- 
ually packaged and clearly labeled. High 
quality—and popular prices—will make 
the Disston ‘‘Leader” your fastest moving, (Alto made in Flat Ground 


easiest-to-sell line. Combination) 


RIP SAW 
LIST PRICES FOR 


DISSTON LEADER PORTABLE ELECTRIC 
AND BENCH CIRCULAR SAW BLADES 


FLAT GROUND 
634 erie: 
734’ oe a 2.00 ea. 
Oe en te te. ae 
ee” . 4s artis «= ee 
i. ee 
ee a a 


HOLLOW GROUND 


. $2.75 ea. 
3.15 ea. 
3.15 ea. 
3.95 ea. 
5.70 ea. 
7.45 ea. 
7.45 ea. 
9.95 ea. 





NEW SAFE-FEED SAW 


4 completely different, super-efficient blade for bench 
machines, especially designed to prevent **kick-back"’. 
Fewer teeth (only 8), combined with a more stable 
blade, produce smoother cutting with less power ex- 
penditure . . . help prolong motor life! 


; 


323 Tacony, Philadelphia 35, Pa., U.S.A. COMBINATION SAW | Pa 

Phe a 

Branches: Chicago, Seattle, Portland, Ore., Van- ‘ user 
couver, B. C. Canadian Factory: Toronto 3, Ont. A 
Australian Factory: Sydney, N.S. W. % 


BAND SAWS FOR WOOD AND METAL ¢ FILES AND RASPS ¢ CUTTER HEADS 
© CARBOLOY-FITTED SAWS AND KNIVES e SOLID AND INSERTED TOOTH 
CIRCULAR SAWS e¢ CHAIN SAWS e¢ TOOL STEELS © MACHINE KNIVES 








Count up the Profit Advantages in 





other 


powerful profit 


advantages 


Only 


"“Carborundum” is a registered 


The Carborundum Company, Niagara Falls 


50 


1 Attract other top-quality 
lines. CARBORUNDUM is an 
honored name among all 
manufacturers who sell to 
industry through distributors 


trademark of 


N.Y 


2 Represent the world’s 
best known brand name 
in abrasives. Customer 
acceptance for the brand 
name CARBORUNDUM IS So 
widespread that it amounts 
almost to demand. 
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3 Keep posted on the 
latest abrasive techniques. 
CARBORUNDUM broadcasts 
every new development, 
whether from its laboratory 
or a customer's shop floor. 


CARBO > 


TRA ODE 





the CARBORUNDUM Franchise... 


Many a CARBORUNDUM distributor counts COMPLETE-LINE SELLING the 
most important single value in his franchise. It’s far preferable to the practice 


of handling two or three abrasives lines from two or three 


different sources. Handling a// lines from one source is 


just good business practice— particularly in abrasives, 


where continual new developments in grinding and 


polishing techniques may logically call for a switch 


in method from grinding wheels to belts, or vice versa. 


o 2 





4 Get practical answers 
to every technical question. 
Continuous counsel from an 
engineering staff with the 
world’s widest experience. 


5 Save time and money. 
Simplified stock control and 
reduced paper work are 
natural results of doing busi- 


ness with a single source of 


supply on a// abrasive lines. 


6 Develop keener, more 
valuable salesmen. Incen- 
sive sales-training courses 
at the CARBORUNDUM plant 
—plus a year-round flow 
of application information. 


7 Be well received by every 
prospect. CARBORUNDUM's 
pin-pointed sales promotion 
and saturation advertising 
reach every key buying factor. 


MARK 


DISTRIBUTORS 


supply ALL abrasive products under ONE brand name 
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Do You Have a 
PULLING 
PUSHING 
LIFTING 


or LOWERING 
VERTICAL All Steel 


HOISTS PROBLEM? 


HORIZONTAL All Steel 


— For low-cost handling of 
£ CYLINDERS —sevrii, aioe 


component parts 





out «€ is RT 4 & AIR COMPRESSOR 


7“ FOR INDUSTRIAL APPLICATION 


Model C Water-Cooled Compressor, Curtis Model F 

Up to 50H. P. Fully Enclosed — Air Compressor, Up to 
Dust and Dirt-proof — Carbon-Free 10 H. P., Portable 
Valves, Timken Bearings. or Stationary. 


All Curtis equipment is 
precision made from 
top quality raw materials, 


MAIL coupon below for additional information. 
— oe EET ETT eT eT ee eee ee oe 


CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Co. 
1911 Kienlen Avenue, St. Lovis 20, Mo. 
| am interested in items checked below: 
[_] VERTICAL HOISTS 
Stroke Capacity 


|_| HORIZONTAL 
CYLINDERS 
Stroke Capacity 


AIR COMPRESSORS 
Pressure 
Voltage 
Phase 
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ae ie on 
It requires many commodities 

American Industry turning ot on ever-faster ré 

is tools! And the men who buy these tools (the men 

them too) have discovered the manifold advantages of dealing 
with Industrial Distributors handling standard products. In 
short, the Industrial Distributor has made himself indispensable 
to Industry by giving prompt service, by supplying quality 
products and by his specialized understanding of metal cutting 
problems! ... That's why the House of Atkins salutes the Indus- 
trial Distributor and his salesmen. They are part of a winning 
combination—like Tinker to Evers to Chance. We make the 
standard tools; the Industrial Distributor supplies them to 


Industry and Industry puts them to work! 


—E. Cc. ATKINS AND COMPANY Peon at 


402 South Illinois Street, Indi polis 9, Indi A T K | N S$ 


’ : ATHIMS ALWATS amtan 
pe — Don ab — Fine Too 





i i 
we * . | '. £ 

Ly a ‘ 
NA; V2 amt Hs 


2 


e 


“No METAL CUTTING SAWS 
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FEDERATED’S MACHINE-CAST SOLDER 
OUTSELLS ORDINARY BAR SOLDERS 


When vou stock Federated Castomatic® Solder you carry a unique product that sells and 


re-sell. because there is nothing like it on the market. No other bar solder compares! 
Castomatic Solder is machine-cast ... produced only by Federated Metals on patented 
electronically controlled machines 
Castomatic Solder is a dross-free solder . . . harmful oxides are excluded from the 
product because air is kept from the molten metal in the pressurized casting system 
Castomatic Solder is extra fine-grained has no hard spots, voids or soft spots to 
slow down work. 


Castomatic Solder comes in all standard sizes and compositions. Stock it... sell it! 


Gedertt Mitals Ditiion FE 


AMERICAN SMELTING AND REFINING COMPANY + 120 BROADWAY, NEW YORK 5, N. Y. 
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product 


Army Type 
WRIGHT SAFEWAY 


@ A steel hand hoist with compact, ad 
justable suspension and troiley to fit 
various width l-beams. Designed for low 
overhead. Easily converted to 2-wheel 
geared trolley unit. 
Longer-life features include: steel in 
all load-supporting parts, load sheaves 
with five formed pockets, automatic 
load chain lubricator, alloy steel load 2-wheel 


chain, swiveling drop-forged load hook; ' GEARED 
TROLLEY 
ASSEMBLY 





alloy steel, machine-cut gears; fully en 
closed, self-oiling gear case. 

Write for Bulletin DH-269 so you can 
tell your customers about this new 
WRIGHT SAFEWAY. 


WRIGHT 


Hoists 


WRIGHT HOIST DIVISION Trolleys 
AMERICAN CHAIN & CABLE Cranes 


York, Pa., Chicago, Denver, Detroit, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 
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Designed to give 
Walker-Turner Distributors 
a BIGGER share of ‘52's 
BIG Drill Press Market 


EVERYWHERE YOU GO, you run into it. Industry expanding. 
Defense orders mounting. Changes in your customers’ 
Operations. 


This is the year of the production drill! And in this new 15” 
Model, Walker-Turner Distributors have the drill press 
of the year. 


MORE SALES FOR YOU Even in a photograph, there’s se// in those 
clean, modern lines. Here's a drill that has speed and operat- 
ing efficiency stamped all over it! But it’s when your sales- 
man ticks off the specifications . . . talks machine flexibility 


that prospects see the new Walker-Turner 15” Drill Press 
for the production tool it is. 


72 DIFFERENT MODELS Such flexibility would swing a sizable 
share of the drill press sales in "52 your way if Walker- 
Turner designers had stopped right there. But they didn’t! 
You can offer this machine in 72 different models (with 
drill heads adaptable to hundreds of diversified uses). The 


drill press market is a volume market for the Walker- 
Turner Distributor. 





7 “TALKING POINTS” in the Walker-Turner Drill Press Head 
(right) that give you a greater sales advantage. Ta/k them! 


SOLD ONLY THROUGH AUTHORIZED DISTRIBUTORS 





DRILL PRESSES © RADIAL DRLLS © TRTING ARBOR SAWS © BELT end DISC SURFACERS © METAL-CUTTING BAND SAWS © SPINDLE SHAPERS © JOINTERS 
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Spring tension 
provides leveling 
action thot absorbs 
high impact, reduces 
vibration, protects load, 
lengthens life of caster 


Choice of 
wheels to 
Suit Load 
and Floor 


OH 2y//L02 U2 
yp CASTER)SALE 


We've taken the guesswork and the waste-motion 
out of caster selling, for industrial supply dis- 
tributors like you. Our 1952 Sales Plan is the 
most comprehensive, the most helpful and the 
most profitable program in the industry. It defi- 
nitely provides your salesmen with more caster 
prospects than ever before, and enables each man 
to accurately and instantly select the correct caster 
for every specific job. Your men are certain to sell 
more Faultless Casters this easy way. 





2 A complete Merchandising Program, 
All STEEL TRUCK LOCK personalized for direct use by the Dis- 
tributor to pre-sell new accounts, pull 

re-orders from present customers. 


at 


iu 
full Rows ° 
tol Bearind® 


i 


Sales Training personally conducted by 
Faultless sales-engineers, enables your 
own men to sell more casters to more 
customers. 


A complete line that produces compan- 
ion sales through variety as well as qual- 
éty—and assures re-orders from every 
customer. 


Quality on a volume basis—big modern 
factory, specially developed high-speed 
equipment with precision controlled 
manufacturing methods. 


Special Selling Aids for each salesman 
to carry in his brief case. Nowhere else 
in the caster industry will you find such 
effective on-the-spot selling material. 


Right now is the time to find out how we can help your 
men sell more casters. To get the complete story, write 
today for your 1952 Franchise. 
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“SPEAKING OF 


distributor 
policy... 


GET THE FACTS ON R/M PACKINGS!” 





When you're a distributor of R/M Packings and Gaskets, the basic 
R/M policy insures your profits. All R/M Packings for maintenance 
purposes are sold only through authorized R/M distributors. Your 


territory is yours to build, and yours alone to profit from. 











PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: 


RAYBESTOS. MANHATTAN. INC. Manufacturers of Packiigs © Asbestos Textiles »* Mechanical 
Rubber Products « Abrasive and Diamond Wheels 


« Rubber Covered Equipment + Brake Linings 
Brake Blocks « Clutch Facings « Fan Belts « 


Radiator Hose « Sintered Metal Products « Bowling Balls 
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Barkow Builds Specialty Crating Business.. 
POINTS WAY TO BIG TICKET SALES 
OF DELTA TOOLS 


By installing Delta tools to cut crating and boxing 
lumber, Barkow Manufacturing Co., Milwaukee, 
put mass-production speed and economy into its 
packing operations; and soon found itself in the 
business of processing export and defense ship- 
ments for neighbor industries. 

Everything from tiny repair parts to huge 
7000-lb. army shower units comes to the Barkow 
plant; and 300,000 board-feet of lumber per month 
is cut by Delta saws. 

Barkow’s battery of Delta tools includes four 
heavy duty radial saws, two 10-inch and one 
12-inch tilting arbor saws, a 14-inch band saw 
and a 17-inch drill press. Crating lumber is cross- 
cut by the radial saws, then ripped by the circular 
saws—all fast and accurate. The band saw turns 


DELTA TOOLS Another © Product 


out special pieces to brace crates for delicate 
precision equipment. 

Here is dramatic proof—if proof be needed 
that Delta tools will safeguard profits by establish- 
ing modern efficiency in the Shipping Department. 

You can think immediately of dozens of plants 
that can profit by that basic truth--to your own 
substantial cash benefit. 


Theres a Detta Power Tool for Every Customers Job 
WOOD AND METAL WORKING POWER TOOLS FOR HOME AND INDUSTRY 
53 Machines © 246 Models « More Than 1300 Accessories 





DELTA POWER TOOL DIVISION 


™ Rockwell 


M 
MANUFACTURING COMPANY 


625C E. VIENNA AVE. ¢ MILWAUKEE 1, WISCONSIN 
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There is a difference 
in fiuorescent lamps 





: = ends of these fluorescent lamps are aluminum. Rough handling doesn’t crack them. 


Cold can’t shrink them enough to make them crack the glass tube. They can be heated 


hot enough to make a tighter seal. They eliminate one reason why fluorescent lamps some- 
times fail before they should. They’re on G-E lamps, of course. This is one of many basic 


differences that make General Electric your customers’ best buy in fluorescent lamps. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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Grinding and 

finishing welds on 

a stainless steel tank 

with a Bayflex Rein- 
forced Disc-W heel, 9” dia. 


x 3/16” thick, weight 1 pound. 


Formerly this job required a 32 pound cup wheel for rough 
grinding plus a sanding disc for finish grinding. This caused 
operator fatigue and wasteful machine “down-time”. 


RESILIENCY 
° ++ @ de 
Possible elie of deflection ; 


factor, * ° @ Great Safety 


USiNg 
Pressure. e Machine for 


; ‘ nm f 
OF most Cfficiens poss 
Tat 
i?) 
THER APPLic 
"+. Welg , 


Speed 
10n, 





ATIONS 


eMoval o 
on angle 


The New Way .. . The Bayflex Way! 
Rough grind and finish where required with a single 


Bayflex disc-wheel in a fraction of the time . . . EASIER 
... SAFER... MORE ECONOMICAL. 


Bay State Abrasive Products Co. 
Westboro, Massachusetts 


Branch Offices and Warehouses — 
Chicago, Cleveland, Detroit, Pittsburgh 


In Canada: Bay State Abrasive Products Co. 
(Canada) Ltd., Brantford, Ontario 
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Selling SAFETY 


Whats 
af this bloc 


the mer 








... to build your sales 
of American CROSBY 


ko SAARI 


WIRE ROPE BLOCKS! 


Is this a frightening advertisement? We 
hope it is . . . because the danger of using 
an “unknown” wire rope block is a sober 
and serious fact. 

So here's a case where good, strong sell- 
ing is a real public service. For absolute 





if you dont know.., 4 don’t use it! 


hurt 
n wire rope block somebody may get 
ROSBY oa rope block, it's LOAD or *< 
sale working capacity embossed in the 8! 

t sim safety insurance? Amencan CROSBY a “ 
- rea od strength the same kind of quality fou 
anieate Jock Individually packaged, too, for delivery in 
bp diate y houses everywhere; 
AMERICAN HOIST & 


a 3t 
sn America 


find its 


wi 


rane t 
Sold by distributors and supp! 
the makers of genuine Crosby Clips 

tT PAUL 1 MINNESOTA 


near 


American 


safety, the ‘‘Load-Rated” feature of American 
CROSBY wire rope blocks is the simplest, 
best idea yet. The rating is embossed in the 
side plate, in strong raised letters that will 
always be readable. When engineers, safety 
men and buyers see it there, you can be 
sure they'll quit ordering unknown blocks, 
and specify American CROSBY. 

We give you outstanding merchandising 
features, too. Neat, clean individual cartons. 
Each carton numbered, for simplified stock- 
keeping. Prepaid freight on 100-lb. ship- 
ments. And CROSBY Blocks can be ordered 
with Crosby Clips. 

Here's the fastest-growing “'staple’’ line 
in the mill supply business. And our strong 
national advertising assures constantly 


growing DEMAND! 


WIRE ROPE BLOCKS 


This advertisement appears 


in leading national magazines 
reaching construction and 
industrial markets. 


Derrick Company 
ST. PAUL 1, MINNESOTA 
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HE'S BEING TOLD TO CONTACT YOU. Every Union advertisement urges readers to contact their local 
distributor. More than 1,062,800 messages will reach your market through your prospects’ favorite 
magazines: AMERICAN MACHINIST, MACHINERY, TOOL ENGINEER, and MODERN 
MACHINE SHOP. When you sell Union, you get backing 


YOU GET FURTHER BACKING through Union's 7-point policy guaranteeing coop- 
eration and fair treatment . . . plus Union's complete kit of sales aids including 
displays, ad reprints, folders, charts, gauges, and net price sheets to simplify your 
pricing and bookkeeping 


Milling Cutters S Gear Cutters 
— yer: 
of 


Reamers 
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Keep fhem within reach 


Substantially more money is going to be spent by Beall in 1952 to advertise 
Beall Spring Washers to your customers in the industrial field. This should 
aid you in your selling efforts by increasing the acceptance of and the de- 
mand for Beall Spring Washers. Keep them within reach. 


Beall Spring Washers are made to the exact dimensional standards of the 

A.S.A., the A.S.M.E., and the S.A.E. and are available in all sizes and metals. 
To make your job of stocking thig item 
as easy as possible, they are convenient- 
ly packaged in attractive cartons—also 
in kegs and cases. 


Sprimg Washer Specialists for 30 Y ears 
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TIGHT 


when assembled 


TIGHT 


m service 


TIGHT 


ofter long service 











your pulleys will drive your machines 
only as well as your belts drive your pulleys 


a 
if you want 


; pad 2 
EO. more production, 
Graton & Knight 
HEART OAK leather GRATON ca 
thera get leather belting for 


wool card 


more production-power 


Get a Graton & Knight “Live Traction” Leather Belt — 
because it is engineered to transmit maximum uniform 
horsepower at correct speeds and sustained R.P.M. — 
with ample reserve for load peaks, and “fluid drive 

action” to absorb starting torque and load shocks. 
For tough conditions, cross, shifter and idler drives, 
HEART OAK top grade center stock oak tannage. For 
short center, small pulley, cone pulley and serpentine 
precision drives, RESEARCH® premium quality. For 
ambient conditions. (steam, oil, water, acid and alkali 
fumes) SPARTAN® combination tannage . . . Whatever 
your conditions, you'll get more production-power with 

and keep your Graton & Knight Engineered Leather Belting. 

belts pulling for you 
Stop belt slippage — prolong belt New Belting Catalog and Manual 
cn, anal ok ae a. shows how to get more production-power with 


in leather tanning and belt manv- leather belting. Our representative will deliver 


sm facture. Preserves and lubricotes the your (free) copy upon request. 
fibres. Pint, quart and lion cons 


ty — 5-gallon and 50-gallon drums. GRATON & KNIGHT COMPANY 
Send for circuler t 356 Franklin St., Worcester 4, Mass 





and 


second centu 


engineered leather belting 


for more production-power 
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When Does a 


There are basic requirements of accuracy and proficiency 
that separate a “machine tool” from other power tools 

. characteristics such as those which distinguish a 
tool maker's screw-cutting, precision lathe from the wood- 
working lathes used in grade school manual training 
classes. Among metal-cutting band saws, only the 
MARVEL No. 8 Series Band Saws can qualify as machine 
tools, for only MARVEL Band Saws have the following 
capabilities and features: 


1 Angular cutting from 0 to 45 right or left with 
out moving the work. Built-in protractor. 

2 Vertical blade power-fed into material permits 
re-entrant cuts. notching, mitering, keyway saw- 
ing. etc 

3 Automatic power or manual feeds at the flick of 
a finger 





4 Feed pressure adjustable even when machine is 
running. Indicated in actual pounds of pressure. 

5 Work clamped to table of machine. Working area 
more than 835 square inches. 

6 Tee-slotted table facilitating clamping down of 
odd and irregular shaped pieces: easily sup 
ports heavy work or large and long structural 
shapes. Standard vise chucks work on either 
side of blade. 

7 Automatic blade tensioning device. Every blade 
at uniform tension regardless of operator effi 
ciency. 

8 Adjustable upper guide roller holder insuring 
minimum section of unsupported blade on all 
sizes of material. Quick acting. 

9 Built-in coolant system with delivery at blade 
entry point. Pump driven without belt or gears. 

10 Replaceable vise ratchet and table wear strips 


of tool steel New saw performance at all 
times 


11 LARGE CAPACITY. Standard: 19'2" x 18%4”. 
High column: 25 x 18% Handles 99°%o 
of all work 

Before buying any metal-cutting band saw. be sure to see 

the versatile MARVEL No. 8. Your local MARVEL Field 

Engineer will demonstrate its significant “machine tool” 

characteristics and their application to your work, with 

costs, savings, cutting speeds and methods. This techni 
cal service is provided. without obligation. in the interests 
of better metal sawina. 


If you prefer to ‘study it out for yourself 
write for the MARVEL C.-49 Catalog. 


7)’ 


ARMSTRONG-BLUM MFG. CO. 
5700 BLOOMINGDALE AVE CHICAGO, U.S. A 
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122 lbs. of Bronze Bearing Stock 
Saved on a 335 Ib. Job! 


..- because a shop specified Asarcon 773 
bronze bearing stock 


in exactly the length it required 


The shop needed sixteen 8” lengths of 244” 
solid bronze rod. If it had used standard 13” 
lengths, the shop would have bought 335 lbs. 
of metal ... of which 129 lbs. would be scrap! 


By specifying Asarcon 773 rod (SAE 660), 
the shop ordered 212 lbs. of metal... in tw@ 
66” lengths (including 4” for saw cuts and 
facing). No scrap...no rejects! A saving of 
over 36%! 

No SCRap 


When you order Asarcon Continuous Cast Bronze 
bar and bearing stock you pay only for the metal 
you use. 216 sizes of Asarcon 773 bronze . . . solid 
round or tubular in diameters of 4%” to 5”... are 
stocked in 105” lengths. Distributors will cut this 
warehouse stock long or short in exactly the length 


you need. 


Round or symmetrically shaped bars and tubes, 
special alloys and longer lengths can be made 
to specification. 


Send for the FREE catalog on Asarco Continuous 
Cast Bronzes. It contains physical properties, 
table of stock shapes and sizes, photomicrographs, 


West Coast Sales Agent weights, and other valuable information. 


KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif 


American Smelting and Refining Company 


OFFICES: Perth Amboy Piant, Barber, New Jersey 
Whiting, Indiana 
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... these Carey products 

go together on job after job... , 
sell them as a package... and ae © % these esa 
reduce costs, increase profits! Gre Gs close Gs 


your telephone 
Pipe Coverings 


Ww 


high and low temperature ATLANTA LAmar 5451 


BOSTON CHarlestown 2-1725 


Asbestos Paper | pping hot a we pipes—n » gaskets \ CHICAGO DEarborn 2-4775 


CINCINNATI POplar 1323 
CLEVELAND ....HEnderson 1-6500 
Asbestos Millboard § or fire « . , P noe . { - , DALLAS akan LOgan 5261 

; , , DETROIT sees TRinity 5-4680 

INDIANAPOLIS. ..... Riley 7332 

LOS ANGELES Richmond 5207 

, MONTREAL UNiversity 6-4086 

MW-50 Insulation Cement {he leading n hic ce Maximum insula- ( oat vene Vanden 6.1500 
excellent oo king PHILADELPHIA BAldwin 9-6430 

nstruction PITTSBURGH GRant 1-7490 

ST. LOUIS NEwstead 1930 

SAN FRANCISCO SUtter 1-450 

SEATTLE SEneca 2351 

WASHINGTON, D.C... OVerlook 2300 


FREE! New Carey reference list for 


asphalt, asbestos and magnesia products 
and specifications, including Army, Navy, 
MIL, Federal, ASTM. Clip and mail cou- 
kup ol —_ pon for your valuable FREE copy today 
1K UP Ol, grease, 
safety underfoot. 


The Philip Carey Mfg. ¢ 
Lockland, Cincinnati 15 
Department ID.3 


Gentiemen: Please rush my free copy of the Carey Reference 


Manval for Asphalt, Asbestos and Magnesia Products 
NAME 
ee ‘ eae ; 
The Philip Carey Mfg. Company, Lockland, Cincinnati 15, Ohio 
In Canada: The Philip Carey Co., Ltd., 277 Duke St., Montreal, 3 P. Q. 
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WHO IS THIS GUY WHO SOLICITS A SNACK? 
ONCE AS A SALESMAN HE BURNED UP THE TRACK 
ONCE A GO-GETTER... HE'S NOW A HAS-BEEN 
—WAITED FOR THINGS TO GET “NORMAL” AGIN/ 


@ 1500 standard items of steel equipment are still 
rolling off Lyon production lines. We’re not pro- 
ducing as much as we'd like. Deliveries aren’t as 
fast as we'd like them, either. Whose are? But the 
fact remains—we’ll make a lot of steel equipment 
in 1952 and it will be sold, at a good profit, by 
dealers who keep selling instead of waiting ‘‘for 
things to get normal agin.” 


2 STRATEGIC PLANT LOCATIONS... AURORA, ILL., AND YORK, PA 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 353 Monroe Avenue, Aurora, Illinois 


A{! 


‘STEEL EQUIPMENT 
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“ SALES 


follow the leader, too! 


Want an item you can be sure will lead the way to a lot of 


related selling? Pick the outstanding product in any field. 


In chucks, that’s Jacobs — out in front for almost fifty years, 
because they’ve never been equalled for gripping power, 
accuracy and durability. 

Cash in on these recognized leaders. Put them to work, 
building good will and sales. Backed by continuous national 
advertising to your customers, Jacobs Chucks will do a steady, 
profitable job of getting — and holding — business for you. The 


Jacobs Manufacturing Company, West Hartford 10, Conn. 


IF IT’S A 


4% JACOBS 


IT HOLDS... Business for You 
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THE FERRY CAP & SET SCREW CO. 


2163 SCRANTON ROAD s e CLEVELAND 13, OHIO 








“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin 
ished hexagon head cap screws— 
bright finieh. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock 


“LO-CARBS”’ 


Made of AISI C-1018 steel— bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise oeated 
with flat and chamfered machined 
pone Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
qpoemnes. _Supest y made by ithe 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the oall 
upset process. Cup points machine 
turned. Carried in stock 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock 


* 
ADJUSTING SCREWS 


Valve tap djusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered 


¥ 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed ge in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 





rod bolts 4 the cold upset process. 


tely milled 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — steel cover Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4" to 3/4" inclusive 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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carried by 
LEADING 
DISTRIBUTORS 


‘SPECIALS 

furnished to 
BLUE PRINT 
PECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





an 
product The Door is Wide Open 


@ Your customers, and new plants opening 
up near you, are faced with new material 
handling problems. As a major supplier of 
their operating tools, they expect YOU to 
help solve their problems. ACCO Registered 
Wire Rope Slings, many of which you can 
stock, enable you to render a real service 
:..deliver on the spot...when service counts. 

ACCO Registered Wire Rope Slings are 
exact tools, specifically designed for high- 
est efficiency in material handling. The 
matching of full rope strength with fittings 


fi * and attachments of equal or higher strengths 
eaturing permits the safe use of multiple sling hitches 


DuALoc™ 





Y for unusual lifts. Your customers know the 
- strength of each unit or complete assembly 
((\\ ‘ of ACCO Registered Wire Rope Slings. 
Wire or write today for full information. 
*Trade Mark Registered * 


Registered 


WIRE ROPE SLING DEPARTMENT Wire Rope 
AMERICAN CHAIN & CABLE Slings 


Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Odessa, Tex., Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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PROTECTED TERRITORY 


for aggressive distributors 


COMPLETE LINE 


Our cored and solid bars are available in over 400 sizes, in a wide range 
of alloys that meet many S.A.E., A.S.T.M. and government specifications. 
They cover practically every bronze bar requirement. 


HIGHEST QUALITY 


Federal-Mogul has specialized in bearings and bearing metals for over 
50 years, and is one of the world’s largest producers of these products, 
operating six plants in various parts of the country. Quality controls are 
of the most modern type, and assure you of true-to-alloy bronze bars, of 
uniform grain structure, free from hard spots and blow holes, with uniform 
wall thickness, all surfaces machined. 


NATIONALLY KNOWN NAME 


Federal-Mogul products are known for quality and dependable 
service the world over. If your territory is still open, here is an 
opportunity to add a valuable new source and dependable sales 
volume for yourself—write for full information. 


FEDERAL-MOGUL CORPORATION 
11057 Shoemaker, Detroit 13, Michigan 


‘as 
PHONE, WIRE OR WRITE... ' | Since 1899 
A few territories are still available for aggressive r 3 


distributors. Get full information! 
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Jacking Up Sales 


NOW THEY ARE 
NUT-CRACKERS 


Many a good jack account 
begins with a tough nut to 
crack. Take the customer 
who doesn’t believe there is 
a power in the world that can 
lift what he wants moved. If 
you can help him through an 
unusual situation or special 
problem, you may open the 
way to nice business for 
years to come... But you 
don't have to be a post-graduate expert on jacks. We T-K-people 
think about jacks 24 hours a day and can come up with answers 
that surprise even us. Drop us a new 2c postcard and tell us what's 
bothering your customer that, maybe, a Simplex Jack can cure. 
No miracles are offered but perhaps we can surprise you. 


LOOK, MA, ALL ON ONE TOE! 


Whether it's rated at 
6 or 25 tons capacity, a 
Simplex Ratchet Low 
ering Lever Jack will 
take the full burden 
On its toe if necessary 
(or on the cap). This 
is proof of strength 
and balance, but only 
one of the features that 
Make it a favorite when 
@ver shown. Shop, mine, 
oil field, ship yard, farm or 
€onstruction job, they all 
feed Simplex Ratchet 
Lowering Jacks. There 
are nineteen sizes to offer 


THEY'D RATHER BE HELPED THAN SOLD 


Whether this is a “wartime economy” we are in, or a “peak 
production cycle,” martenance is rated high in importance. You 
never know when you can replace what goes bad, or wears out. 
So, tell your customers about jack maintenance, too. It's helpful, 
constructive, wins their good will. For specific suggestions on 
jack maintenance refer to your Parts List of Simplex Jacks. 
This simple, easy care that will keep any Simplex on the job at 
top efficiency for years is good to know about, and pass on to 
customers 


eee e 
PULL YOURSELF TOGETHER 


Yes, pull your sales into line with your 

calls. Show every customer how the 

Simplex Util-A-Tool performs its wide 
range of tricks, how it pulls, pushes, spreads, bends, clamps, 
holds, lowers and lifts. 10 tons of power cleans up those time- 
consuming maintenance and repair jobs with the greatest of ease. 
Five sizes to choose from. 


TERRITORIES COVERED LIKE A BLANKET 


There used to be a simple nostrum that won fame because it 
worked while you slept. If it’s any comfort to you, TK advertising 
also works while you sleep, supposing you hit the hay early and 
your prospects and customers sit up reading their business 
magazines. A consistent series of advertisements is kept running 
in the magazines your customers read. They make contacts for 
you all over the territory when you must be somewhere else. 
You can’t be everywhere at once—and that’s something adver- 
tising can do for you. 


ONE BALL 


DOES IT ALL ; 4 


The large, single chrome-moly ball-bearing 
in the Simplex Screw Jack carries the entire 
load, reduces friction 88% and the load cannot 
flatten the ball. No wonder users have such 
confidence in these jacks to do the seemingly 
impossible. Simplex Screw Jacks handle a 
wide variety of heavy duty lifting and lower- 
ing jobs, with certainty and economy. They’re 
fast, too, on construction, shop maintenance, 
rigging, drilling and other operations. Each 
capacity is painted a different color for quick 
identification. 


STRICTLY FOR THE JACK-RABBITS 


When you first get interested in jacks, you go ‘round the territory 
noticing things down here which ought to be lifted up there. 
It’s only after you get to be really jack-minded that you notice 
buildings that should be moved because they cause jogs in the 
road, railroad embankments where dead-end streets should be 
put through, leaning utility poles which should be straightened— 
and so on— because jacks are so universal in their application, 
and the TK line is complete with a type for every job. You can 
do anything with the right jack. 


TEMPLETON, KENLY & CO 


6 S. Central Ave Chicago 44, 1 


4 INDUSTRIAL DISTRIBUTION © MARCH, 1952 








In 1952 
We're POUNDING ON THE DOOR 
of 9;176,752 Customers *for you 


LAUGHLIN'S STEADY, HARD-HITTING 
ADVERTISING HELPS YOU BECAUSE IT 


PRE-SELLS gets in there and tells your ¢ustomers and 
prospects what Laughlin products are, why 
they are first choice wherever wire rope and 
chain are used. We ‘‘soften ‘em up”’ before 
you call, 


by pointing out Laughlin's advantages of 
sefety, a complefe line, and exelusive prod- 
Ucts available from no other manufacturer. 

We ‘‘tell "em why”’ so they’ll call for you. 


KEEP LD it doesn’t let your prospects and customers 
S $© forget for a minute that the name of Laugh- 
lin stands for the leader in its field — in 


acceptance, in quality, and in performance. 
We “telf"em again” so they won't forget. 


Laughlin advertising reaches 

industry. It is baGk@d up by listing 

direct.mail prgmotion, and our big new 

with a complef@tilisting of almost 1500 Laugh 
Wherever yoweé!!, you can be sure Laughlin 


is on thesjob with you. THE THOMAS LAUGHLIN CO. 
212 FORE ST., PORTLAND, MAINE 


! 


LAUGHLIN PROTECTS THE DISTRIBUTOR 


een 


THE MOST COMPLETE _— OF DROP FORGED WIRE ROPE AND CHAIN FITTINGS 
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PREFERRED 
» WHERE JOBS ARE 
TOUGHEST 


All through industry, on all kinds of jobs, you'll 
see rope with red and green yarns in one strand 
They're put there co tell you that the rope is 
“American Brand” Pure Manila Rope. 


Why should you care about those markers? Be- 
cause it takes a mill expert to kmow the difference 
between good rope and poor rope without this 
visible mark of quality. Red and green markers are 
the trademark of American Manufacturing Com- 
pany, and like the trademark on your car, or suit, 


or favorite cigar, they stand for a uniform, well- 


made product upon which you can rely for depend- 


able service 


“American Brand’’ Rope has been the choice of 
rope buyers in every industry for more than sixty 
years. It always is made with the ideal balance of 
wear and weather resistance to stand up longest 


on the toughest jobs. 


BUY ROPE BY BRAND—BUY “AMERICAN BRAND” 
LOOK FOR THE RED AND GREEN MARKERS. 


44 ° 
' American 
Brand” 

can 


PURE MANILA ROPE 


» 


AMERICAN MANUFACTURING COMPANY, Brooklyn 22, N. Y. 
ROPE - TWINE + OAKUM + PACKING + CARPET AND ELECTRICAL YARNS 


St. Lovis Cordage Mills, St. Lovis 4, Mo. + Soles Offices: Boston + Chicago * Houston * New Orleans ~- Philadelphia + San Francisco 
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Talk of the Trade 


CONGRATULATIONS: For the last few months Frank 
O’Laughlin (Commander Mfg.) has been winding up 
trips by swinging through Fort Worth. . . It seemed 
strange to hear of Frank swinging from Detroit to Chi 
cago by way of Fort Worth but now it’s understandable 

Frank last month married a Fort Worth girl. . . Con 
gratulations Speaking of Commander reminds me that 
Jay Chamberlain, president, recently had an experience 
that proves even banks can make mistakes. . . Before 
leaving for the recent Paris Machine ‘Tool Show, Jay 
made arrangements with his banker to cable money when 
it was needed. . . A code was set up. . . Jay was on the 
last leg of his trip when he decided he was running 
close on money. . . He dispatched a cable, using the 
code word. . . No response. . . No money. . . Jay finally 
reached home and immediately got in touch with his 
banker who said he never received any cable but would 
investigate It turned out that a gal in the bank 
received the cable; puzzled over the coded message, 
decided it didn’t make sense and threw it away. . . And 
here I haven’t been checking my bank statements because 
I thought banks didn’t make errors 














BOTTLED GOODS: Speaking of errors, we pulled one 
in our Marketing and Products Number. . . Thanks to 
a typo on page 542 we put Alexander Brothers in the 
Bottling Business instead of the Belting business. 
Hank Watson, general sales manager, has promised to 
send us all inquiries he receives for bottled goods. . . 
What'll we do with ’em?. . . On second thought, don’t 
answer that question. 


I WISH DEPT.: It sure would be nice to be with Bill 
Wahl (Farquhar Machinery, Jacksonville) 


a South American cruise. 


. He’s on 


WHAT'S MY LINE? Did you happen to see the tele 
vision show when Hubert Groves of Dallas stumped the 
experts?. . . He’s a district manager of Fayette R. Plumb, 
Inc., but the experts couldn’t figure it out. 


EFFICIENCY PLUS: The next time you start com 
plaining about mail deliveries maybe the experience of 
Charlie Eadie (Milwaukee Brush Mfg.) will help calm 
you down. . . Charlie lives in Glen Ellyn, Ill, and, ot 
course, calls on Chicago distributors. . . One such dis- 
tributor wanted to get in touch with him recently but 
couldn’t remember his name. . . So, he just addressed 
a penny (two cents now) post card to “Brushes, Glen 
Ellyn, Il.”. . . There wasn’t even a delay in delivery. 


HOBBIES: One of the most unusual hobbies I’ve heard 
of in our field is the one indulged in by Tom Cross 
Federal-Mogul Corp.). . . During the summer months 
l'om puts two racing cars out on the country’s dirt 
tracks. . . He still does all the mechanical work himself 
but has almost completely given up driving himself. . . 
He explains that he used to drive until “pressure of 
business and a red headed wife curtailed me there’. . . 
Don Brisbin (Columbus McKinnon Chain) was telling 
us the other day about the hobby of Paul Flamm who 
works in Columbus’ Dixon plant. . . Paul makes minia- 
ture “Conestoga, 1849, covered wagons” . . . His latest one 
was auctioned off with the money going to a church 
building fund. . . Paul spends approximately 225 hours 
on each wagon and they ordinarily sell for $100 
He’s made 20 in the last two years. 


THOUGHT FOR THE MONTH: Better get those golf 
lubs cleaned up. . . It won’t be long before you'll be 
too busy playing to clean them 


RWB 
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Plus Powerful 


= SALES AND SERVICE 
Selling Tools and LITERATURE 


In 1952, Jenkins will prepare and 
distribute many new and revised 
pieces of product and service litera- 

Supporting Promotions ture . . . effective and time-saving 
“selling tools”. 





men who control valve specification and purchase 
throughout industry . . . in leading publications read by . . . 


Power Consultant and 
Plant Operating Engineers 


POWER 

NATIONAL ENGINEER 
INDUSTRY & POWER 
SO. POWER & INDUSTRY 
MECH. ENGINEERING 
PLANT ENGINEERING 
IND. EQUIPMENT NEWS 


Architects, Spec. Writers, 


Contractors 


ARCHITECTURAL RECORD 
ENG. NEWS RECORD 
HEATING, PIPING & 

AIR COND. 
HEATING & VENTILATING 
DOMESTIC ENGINEERING 
OFFICIAL BULLETIN 


Administrative Manage- 
ment and Approval Factors 
FORTUNE 

BUSINESS WEEK 


Plant Supervisory Staffs 
throughout Industry 
FACTORY 

MILL & FACTORY 


Plant Supervisory Staffs 
in major valve markets 


CHEMICAL ENGINEERING 
IND. & ENG. CHEMISTRY 
ENG. & MINING JOURNAL 
COAL AGE 

TEXTILE WORLD 

PAPER INDUSTRY 

FOOD INDUSTRIES 

Oll & GAS JOURNAL 


Purchasing Agents 
PURCHASING 


Design Engineers 
MACHINE DESIGN 


Industrial Distributors 
INDUSTRIAL DISTRIBUTION 


and to reach tomorrow's in- 

dustrial leaders, telling thern 

today about the quality and 

endurance of Jenkins Valves... 
Student Engineers 


21 TECHNICAL COLLEGE 
MAGAZINES 


steering more and more valve business to 


more 


MERCHANDISING AIDS 
FOR DISTRIBUTORS 


Jenkins Distributors will be fully 
equipped with mailers, counter dis- 
plays, and other sales helps, and with 
plates for local advertising. 


AT LEADING 
TRADE SHOWS 


Jenkins Booth will be ao prominent o> 
traction at the National Power Show, 
the Southern Textile Exposition, the 
inform-a-Show, and others, where im- 
portant vatve-users gather. 





Gnesi 
(En we 


Ys more algo 
\ 


Another Performance Story that helps Republic Rubber Distributors 
MAKE BIGGER SALES, BETTER PROFITS!! 


REPUBLIC’S 5-POINT POLICY 


WA LINE of rubber items sufficiently 
complete to permit effectively supplying 
the requirements of the trade solicited 


%® A QUALITY of product uniformly good 
and capable of delivering service results 


that should reasonably be expected 


WA PRICE basis inducing and making 
possible aggressive competition with 


reasonable profit return 


% FREEDOM from competition from his 
source of supply, either direct or indirect 
among the trade covered by his day to 


day solicitations 


w® SELLING helps of reasonable amounts 
so that his sales force may be given the 
advantage of specialized training and a 
knowledge of the product sold 


The Bradley Lumber Company of Warren, Arkansas, has a push- 
button controlled highway over which more than 275 million feet of 
rough, green | imber have traveled from sawmill to sorting chain 

The highway, a Distributor-sold, Distributor-installed, 1,378-foot 
Republic Record Maker Conveyor Belt has been traveling along at a 
steady 400 ft. per minute clip for the past 10 years and it’s still roll- 
ing along 

Actually, this belt may be the longest of its kind in operation 
Whether it is or isn’t though is of little importance because, as it con- 
tinues to move, its reputation keeps growing until everybody who's 
thinking about moving lumber over long distances automatically thinks 
about Republic Rubber and their local Republic Rubber Distributor. 

That's a highly profitable situation for the Republic Distributor 


who continues to benefit from Republic's famous 5-Point Sales Policy. 


INDUSTRIAL RUBBER PRODUCTS BY 


EPUBLIC RUBBER DIVISION 


Lee Rubber G&G Tire Corporation 


YOUNGSTOWN, OHIO 
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industrial Distribution- 





Sales—$4.1 Billion 


rhage POR sales in 1951 hit a new record 
high—$4,128,000,000. This compares with $3.2 
billion in 1950, a gain of 29.4 percent. For the sake 
of comparison, the dollar gain in sales in 195] over 
1950—$928,000,000—was more than the total sales 
of supply and equipment items through industrial 
distributors in the year 1939! 

Unlike 1950, which was marked by a sharply ris 
ing sales curve month after month, the year 1951 was 
characterized by sustained sales volume on a high 
plateau with only relatively minor monthly fluctua 
tions. This generally follows the pattern of distribu 
tor sales at the onset of World War IT and again in 
the immediate post war period (see historic chart on 
p. 98). In each instance, the industry was able to 
maintain the gains that had been made 


Annual Survey Results 


These figures are taken from our “Annual Survey 
of Changes in Distributor Operations” which appears 
each year in the March issue of INpustriat Distri 
BUTION (see p. 105). The figures are based on the 
actual dollar sales of hundreds of distributors through- 
out the country who supply us with their confidential 
operating results 

Not only does the survey present the sales picture 
for the industry in 1951, but changes in other phases 
of distributor operations are also recorded. Here are 
basic guideposts against which future plans may be 
laid. Here are “pars” against which you can check 
your own performance. Here are answers to the ques 
tions: How does the change in my inventory position 
correspond with that of other distributors in the 
industry? Are other distributors adding emplovees? 

salesmen? What has been happening to the size 
of the average invoice? Are sales per salesman on the 
increase? If so, how much? 


These measures of the changes in the industrv in 
1951, not elsewhere available, are shown in terms of 
national totals and for eight separate regions. Since 
performance varies widely among the several regions 
for a number of reasons, individual firm comparisons 
against regional averages yield more meaningful bases 
for evaluating changes 

Ihe value of the results of our annual surveys is 
only limited by the use management makes of the 
facts revealed. Surveys are sterile until the results are 
put to use. And the uses or applications by distribu 
tor management and by the distributor's sales organi- 
zation are many and varied. And certainly, too, for all 
those manufacturers who sell their output through 
distributors, there is a wealth of basic information 
If I were a manufacturer, I'd want to know how sales 
of my products in the various regions compared with 
the overall distributor sales showing for the region 


An Individual Job 


The successful use of these valuable bench mark 
statistics is a job for individual analysis. I can ask 
questions, but each firm must supply its own answers 

and corrective measures. Where a firm’s perform 
ance falls below the regional averages, management 
may well ask, “Why?”. And once causes (not ex 
cuses) have been revealed, remedial measures can be 
set up for improvement. It should be remembered, 
however, that the figures represent averages not 
goals. Top performance is always far above the aver 
ige. And it is on top performance that we should 
ilways set our sights 


pe em 
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SALESMAN I hart tter 


i i a tl year round n spite of 


1 variety of widely separated industries, works out of Portland 


Here’s How 


NORTHERN SALESMAN: 
; THE ENEMY of Salesman EF. L. Wishart, Cut 


revise 
| ter, Wood & Sanderson Co., Cambridge, Mass., who 
ks up a lot of mileage—150 to 200 before 
ly quota of customers 1 Because a mini 
f time has to be spent with the purchasing agent 
top, to say nothing of the other contacts in a 
begrudges the traveling interval 
Wishart’s area in Southern Mainc 
rom north to south. During the two days described 
cled app! ximately 
He picked up two orders; receive 
on the f h 


product to ten pur 
| 


miles 
visited 


overs 250 


400 miles and visited ten 
d word that 
appearance; 


iled in day 


new hasing agents 
( i froremen 

Wishart these were not 

ee much of him, and he trade 

1¢ maimtains a steady annual 

lollars worth of business 

etting out from his 

m., headed thi 


the Hvde W 


waiting for 


unusual twi 


icmonstrate 
ss and good 
lemonstt 


net 


iting 
mer s 


Mi 


Bath | 
\ ' 
ve th vesman iv a few mu s 1 S 

for M Wishart to obtain a OC I7C¢ I r fr 


hinward eurcl — 


SUID ITCTRASE 


m his 


which ind welding 


helmets from h = MNpAaNy 
Mr. Wishart’s next scheduled 
the Northern Chemical Co. and Summers Fertilizer 
Co., in Searsport. Maine. He had been working for 


some time with this sulfuric acid manufacturing company 


stop was 79 miles away 


Wood & Sanderson Co., 


sevVeTC 





Cold 


North 


Ten Calls 


This Technique 


Cambridge, Mass., 
Maine winter. He 








Distributor Salesmen 


to get his house’s line of lubricants into the plant. 
Checking in with the purchasing agent first, (because 
it is his strict policy never to go over the head of the 
P. A.) he passed the time of day with him, then spent 
a half hour with the engineer and another with the 
general manager. 

Next stop—the St. Regis Paper Co., Maine Seaboard 
Division, Bucksport. ‘There Salesman Wishart spent 
some time with Purchasing Agent James Bedell who 
buys hacksaws, snow shovels and polish for the paper 
mill's bright work from Mr. Wishart 

Mr. Bedell had a complaint waiting for the sales- 
man. A jar of polish, which the company had been 
buying in pint glass containers in case lots, had arrived 
broken. Mr. Wishart took advantage of the mishap to 
sell the purchasing agent on the idea that future pur- 
chases of the polish should be made in quart can units 

stressing economy and sturdier shipping containers. 
He then checked in with Mill Manager George D. Bearce, 

(Continued on page 84) 


PURCHASING AGENT John Parker, Hyde Windless Co., 
Bath, receives first call. After demonstrating new strapping 
tape, Mr. Wishart checks the company’s inventory of his 
lines, mentions approximate time of his next visit 
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or Hot 


or South 


or One Call 


or This Technique 








SHIRT SLEEVE WORK is possible year round in Florida and has a strong advocate 
in Jim Dukes, salesman for Harry P. Leu, Inc., Orlando. He believes in getting 
into plants and studying operations himself 


Get What They're After—Sales 


SOUTHERN SALESMAN: 


ae ATTIRE goes well with F'orida’s mild cli- 
mate. And James H. “Jim” Dukes likes to operate 
informally in selling for Harry P. Leu, Inc., Orlando. 
That is, with one exception he’s all for informality. 

That one exception, according to Mr. Dukes, is a 
strict adherence to the formality of working through 
the purchasing agent. To watch Mr. Dukes in action, 
you might think he was paying only lip service to this 
cardinal selling rule. Take, for example, his weekly call 
on the Plymouth Citrus Growers Association. It’s an 
all day call; a call at which Mr. Dukes winds up in the 
purchasing agent’s office instead of starting there. 

lo a casual observer, it would appear that Mr. Dukes’ 
complete tour of the Plymouth operation before calling 
on the purchasing agent would be a contradiction of his 
selling philosophy. In reality, though, it is confirmation 
Mr. Dukes is not bypassing the purchasing agent; he is 


A FRIENDLY DRINK of orange juice is enjoyed by 
Salesman Dukes and the purchasing agent for Plymouth 
Citrus Growers. The buyer is the last man Mr. Dukes sees 
in the plant—but that is with the buyer's approval. 


following through on a selling plan on which the pur- 
chasing agent is sold. 

Mr. Dukes’ system of making ten calls at one plant is 
a direct result of a campaign, an educational campaign 
conducted by Mr. Dukes. He has known ever since he 
started selling industrial supplies that the more places 
at which he could get beyond the front office, the more 
sales he would make. 

Basic as it may sound, Mr. Dukes maintains there’s 
only one sure way to win a buyer’s approval to roaming 
a large plant at will. That method, he says, is to prove 
to the buyer that you can render service, and that you 
can help the purchasing agent do his job better and 
easier. 

Fxcept in rare instances, presenting such evidence to 
i buyer is a long term project. It means, Mr. Dukes 
says, that you make yourself available to the buyer when 
he needs you; that at every opportunity you show the 
buyer how the products you sell will increase efficiency 
in his plant or lower costs; that, in brief, you are 
ready and willing to help him at all times. 

That is the type of educational campaign Mr. Dukes 
undertook with Plymouth Citrus Growers a few years 
igo. His opportunities to help developed fast because 
Plymouth was part of a rapidly growing industry 
frozen concentrate. 

Today when Mr. Dukes makes his weekly call on 
Plymouth he starts out with the tool room manager. 
Until recently this call included making a detailed 
check of inventory but now the tool room manager 
has a perpetual inventory system. In addition to check- 
ing tool room needs and making recommendations, Mr 
Dukes learns from the tool room manager if there are 
any special problems developing in the plant. 

Any mention by the tool room manager that some 
tool or piece of equipment is not working too well, 
is followed up by Mr. Dukes immediately. He does not 
consider himself a trouble shooter. 

“I think my job is one of helping to keep trouble 
from developing,” Mr. Dukes says 

After his visit in the tool room, Mr. Dukes ordinarily 

(Continued on page 85) 
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NORTHERN SALESMAN (CONTINUED) 


HOW'S YOUR SUPPLY of goggles and welding helmets? 
Mr. Wishart asks James G. Jenkins, assistant purchasing 


it t th Bath Iron W k Corp It's low 


ian leas with his first order of the day 


and the 


BUCKING MAINE WIND Salesman Wishart makes his 


way through yards of the Northern Chemical Co 


at Sears 


hecks in with pur hasing agent first, even though 


mtact in the maintenance department 


“YOU'RE LATE,” Purchasing Agent James Bedell of the 
St. Regis Paper Co, Bucksport, tells Mr. Wishart We 


just this minute mailed an order im to you.” So Mr 
gives him his pitch on the new strapping tape 


Wishart 


and with an assistant purchasing agent, who gave him 
an inquiry on more snow shovels. 

Driving to Bangor, Salesman Wishart registered at 
the Penobscot Hotel and had his supper. He had 
traveled 152 miles and visited four companies. Traveling 
time: four and a half hours. Lunch: a tral hour. Wait 
ing time: one hour. ‘Time spent actu illy talking business 
three and one-half hours. And his day was still not over 

he spent an hour in his hotel room writing orders, 
memos, and call reports. 

Due in Boston the following afternoon for the New 
England Iron & Hardware Association’s fifty-ninth an- 
nual banquet, Salesman Wishart had to cover 275 miles 

ind still do his day’s quota of business. 

First stop on the second day was at the Northern 
Maine Junction of the Bangor & Aroostook Railroad 
this line has a complete machine shop at Derby which 
Mr. Wishart supplies with power hacksaws and blades, 
bolts and nuts, and bits, used in rebuilding refrigerator 
Cars 

From there he drove eleven miles to Old Town, 
Maine, to visit ‘IT. M. Chapman Sons Co., a general 
machine shop which handles subcontracts for airplane 
manufacturers. Mr. Wishart checked their supply of 
drills, reamers, milling machine cutters and band saws. 
After demonstrating the new strapping tape for the 
purchasing agent there, he went to the Penobscot Chemi 
cal Fibre Co. in Greatworks, a section of Old Town. 
This company, which processes pulp and sells it to paper 
mills, is a good customer for hacksaw blades, maintenance 
wrenches and lightweight hoists. 

Two hours later and 74 miles further in his travels, 
Mr. Wishart arrived at The Diamond Match Co., Oak- 
land, where he discussed his company’s line of veneer 
knives with the purchasing agent. 

Next stop was Augusta, the Maine state capital. The 
Kennebec Division of the Hudson Pulp & Paper Co. is 
located here, a tissue manufacturing paper mill. They 
buy goggles, respirators and bolts and nuts from Mr 
Wishart. While in Augusta, he made a courtesy call 
at the State Capital where the Bureau of Purchases 
and Maintenance is located, with whom Mr. Wishart 
occasionally does business. 

With 165 miles between him and Boston, Salesman 
Wishart commenced to make tracks. 


NIGHT OIL BURNING, Salesman Wishart writes up his 
orders in Bangor hotel room. He plans six calls for the next 
day; must make Boston by late afternoon. His terntory 
covers 250 snowy miles from north to south. 
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SOUTHERN SALESMAN (CONTINUED) 


the canning plant where he talks with both the 
perintendent and the maintenance man. Stainless 
| pumps are the big items here and Mr. Dukes 


htting 
makes certain he is up on latest developments and 


Iscs 
From the canning plant Mr. Dukes goes to the con 
centrate plant, keeping his eyes and ears open at all times 
for “Trouble” spots or places where he can recommend 
improved products or systems 
Next on his list is the packing house. Here he talks 
with the maintenance superintendent. And here, also, 
kes a practice of checking over the conveyor belts, 
irag uperintendent and garage stock room 
ire the next to see Mr. Dukes. Periodically h« 
isits the paint spray department which is more o1 
f a subsidiary of the garage department 
Dukes’ sixth, seventh, eighth and ninth calls are 
1th iperintendents of the machine shop, the grove CALL NO. 1 finds the Florida salesman checking ovez 
spraying department, the feed mill and the fertilizer plarit transmission products with the stock room superintendent 
It is late afternoon by the time he has completed his Careful study of the movement of stock room products 
yunds. And, on the average day, he has obtained requ ives Mr. Dukes leads as to where trouble might develop 
sitions for a vaniety of products Some of the requisitions 
over products he brought to the attention of a super 
intendent or mechanic weeks before; some are for replace- 
ment parts to equipment already sold. There are few 
products in the catalog that are not purchased at some 
by Plymouth but for the most part Mr. Dukes ob 
ord for valves, pipe, fittings, motors, speed 
belting, hose, 1 pe, stainless steel, stainless stec 


time 


With his requisitions in hand, Salesman Dukes calls 
the purchasing agent. One by one he checks the 
requisitions with the buyer; in his order book, Mr. Dukes 
not only lists the products but also the order numbers 
under which the official orders will be written. 
When he returns to the Harry P. Leu, Inc. office that 
evening, he knows what orders will be coming in after 
they are processed by the Plymouth buying office. At 
the Leu company they start to work on the orders 
immediately; there is no delay when the orders are re 
eived in the mail shipments are made immediately CANNING FRUIT involves plenty of materials handling 
\s Mr. Dukes explains it, this is just another way to equipment and Mr. Dukes checks constantly to see that 
the superintendent is pleased with the operation and that 


uyer that you can render service. 
the equipment is working efficientls 


CONCENTRATE results from water being moved and 
of pipe, valves and 


CATTLE FEED may seem foreign to a citrus plant but it is 
Important from Mr. Dukes’ angle is the fact the process involves extensive use 

fittings. The superintendent is pointing to a newly installed 
valve Mr. Dukes sold a few weeks earlier 


a byproduct 
that the feed plant uses motors, reducers, gears and other 


power transmission pri ducts 
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MFETING BOUND at the Southern Association meeting in Biloxi are Jack Stites RESTING and talking after a meeting 
Cleveland Twist Dull ( W. G. Archer, Fulton Supply Co., Atlanta; I. P are H. R. Mernll (Behr Manning) and 
Farnum (Cl ind Twist) and George Winship, Fulton Supply Co R. M. Ostrom (Porter Cable Machine) 


GREETING LATE ARRIVALS in the lobby are Joe Pitts, Brown Roberts Hard- 


vare & Supply, Alexandria, La.; Gerald Grace (Columbus McKinnon Chain); Robert 
Belk and }. H. McDonald, both of Brown Roberts, and Joe Ballem (H. K. Porter) 


_ READY FOR ACTION are these two 
Annstrong Bros. Tool Co. men, R. M 
Jones and H. B. Austin 


FOOD AND SONG put this group in a happy frame of mind at the Standard Tool CHECKING NOTES in front of a 


Co. luncheon party. Grouped around Rose Marie are Mr. and Mrs. Richard Alcott, palm tree in the lobby of the Edge- 
Reichman Crosby Co., Memphis; Mr. and Mrs. Harry Alcott, Dabney-Alcott, Mem- water are two Goodyear Rubber men, 
phis, and Sheriff Dell Foote of Grenville, Miss. M. M. Calvert and Robert Thompson. 
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TALKING THINGS OVER are G. F. Murphy, Jr., Plow 


den Supply, Houston; R. J. Sals (National Twist); J. E 
Stone, Plowden, and G. A. Katzer (National Twist). 


ATLANTA NEIGHBORS eget together. They are Ben 
Barker, Pye-Barker Supply Co., and K. G. Saunders and 
R. L. Hill both of J. M. Tull Metal & Supply Co. 


650 Attend Southern Meeting 


Advertising, Washington developments, growth of South discussed at Biloxi; 


joint film committee authorized to proceed with distributor sales training film 


FoR THE FIFTH CONSECUTIVE YEAR, the Southern Indus- 
trial Distributors’ Association set a new attendance record 
it its mid-year meeting in Biloxi, Miss. More than 650 
distributors, manufacturers and guests from virtually every 
section of the country gathered in the Edgewater Gulf 
Hotel to hear talks on Washington developments, adver- 
tising, training films, sales meetings, and selling tech- 
niques. 

Considered one of the most important developments 
of the meeting was the announcement by C. McD 
England, Jr., of an advertising awards program to be 
undertaken jointly by the Southern and National Asso- 
ciations. A full report of the plan to honor manufacturers 
for advertising the distributor’s functions will be found 
on pages 126 and 127. Mr. England, of Logan Hard- 
ware & Supply Co., Logan, W. Va., is chairman of the 
Joint Advertising Committee of the two associations. 

Officially the three day meeting opened on Wednes- 
day, January 16, but, for the most part, the day was 
devoted to committee meetings and registration. A 
reception and cocktail party was held Wednesday evening 

Walker L. Wellford, Jr., of J. E. Dilworth Co., Mem- 
phis, president of the Southern Association, officially 
welcomed the members and guests at the first business 
meeting Thursday morning. Mr. Wellford told of the 
rapid growth of the South and tied this in with a report 
on distributors’ growth and their needs. 

William Haseltine of J. E. Haseltine Co., Portland, 
Ore., president of the National Industrial Distributors’ 
Association, gave a brief report on the conditions under 
which distributors operate in the Northwest. 

Ralph M. Johnson (Norton Co.), president of the 
American Supply & Machinery Manufacturers’ Associa- 
tion, discussed the joint activities of the three associa- 
tions. He. praised the work that has been along this 
line to date But then posed the problem: “Are we doing 


everything we can or are we ‘missing the boat’ on coordi- 
nation of the three associations?” 

A full report on Washington developments as they 
iffect distributors and manufacturers in the industrial 
supply industry was submitted by H. R. Rinehart, secre- 
tary of the Industrial Distributors’ Service Committee. 

Lloyd B. Mize of Industrial Supply Corp., Richmond, 
Va., reported that the Joint Film Committee of the 
National and Southern Associations, of which he is a 
member, has been reactivated. The committee had 
started work on a training film for salesmen early last 
year but work was suspended when the Korean situation 
developed and it was felt that training was not of para- 
mount importance. Now, Mr. Mize reported, the com- 
mittee has taken the project off the shelf and is going 
full speed ahead to finish production of the slide film. 

Harvey Conover of Conover-Mast Publications, showed 
a slide film which his company has produced. The film 
is designed to show the importance of the distributor in 
our industrial economy. 

James Y. Scott (Morse Twist Drill & Machine Co.), 
spoke on “A New Englander Looks At the Southern 
Market”. He pointed to the rapid growth of the south 
and warned that as industry grows it will be looking to 
the distributor for more and more help. “It is up to the 
distributor to keep pace with the growth by constantly 
improving service”, Mr. Scott said. 

The final business meeting of the session was under 
the direction of the Regional Meetings Committee, 
American Association. J. A. Proven (Porter Cable Ma- 
chine Co.), as chairman of the committee, presided. 
Joseph Bertotti (Carboloy) talked on “Distributors Sales 
Meetings”; L. W. Jander (Henry Disston & Sons) dis- 
cussed “The Efficient Use of Advertising” and William 
H. Gove (Minnesota Mining & Mfg.) spoke on ““Serve 
and Sell”. 


CONVENTION REPORT CONTINUED ON NEXT PAGE 








Southern Meeting (Cont'd) 


1S GOOD TO SEE YOU, says R alph Crook (Winter LUNCHEON HOST P. F. Lees (Standard Tool) chats 
| ’ greets Mr. and Mrs. Harold Young, The Murrav with Commander and Mrs. W. Richard Conway, and L. F 
( 1) t ktail part Perkins, Henry Walke Co., Norfolk 


Activities at the Convention Included: 


AFTER LUNCH TALK is enjoved by Alex P. Fox and COCKTAIL TIME brings together J. E. Power (U. S 
| B. Benskin (both of ' ngineering); W. HI Rubber) John Kegan, Budge Co., Miami; Julia Marx, South 
\ Ha Supply ! d m Hardware, Monroe, and H. P. Bond (U. S. Rubber 





OFF TO DINNER this trio pauses for the photographer. ENJOYING COFFEE after lunch at the Standard Tool 
Pictured are Mr. and Mrs. Ralph Johnson (Norton Co.) and party are E. B. Chamberlin (Jacobs Mfg.) and Mr. and Mrs 
Mrs. A. M. Morris, Inpustriat. Distripution W. D. Boldt (Templeton Kenly & Co.). 
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WARM WEATHER made outdoor strolls extremely pleasant. Above, left, are 

[ K I N Harris Carlock (Beaver Pipe Tools); Gene Lowery DeWalt); Perry Edwards (Clipper 

W A L Belt Lacer); Harold Edge (Hewitt Rubber) and Don Thayer (Clipper). Above, nght, 
are Mr. and Mrs. Ed. Meibeyer (Lufkin Rule Co 


LOBBY GROUPS found plenty to talk over. Here, above left, are C. A. Dolby 


ray ~ (Osborn Mfg.); Gordon Vaughan, W. M. Pattison Supply, Cleveland; Paul Rickman, 
: | A L K ] N G Bard Steel & Supply, Kalamazoo; Carl Hedner (Yale & Towne); and Harold Torell, 

* Syracuse Supply. Above, right, are W. H. Merriman (Boston Woven Hose) and 
M. F. Hilbert, Woodward, Wight & Co., New Orleans 


THREE ASSOCIATIONS are represented in the above (left) photo. At dinner are 

Mr. and Mrs. Ben Barker, Pye-Barker Supply, Atlanta; Mr. and Mrs. William Hasel 

- nin ‘ tine, Haseltine & Co., Portland, Ore.; Mr. and Mrs. Dan Northrup (Henry G 
E A I ] N G Thompson Co.); Mr. and Mrs. Howard Schramm, Turner Supply, Mobile; Mr. and 
= Mrs. ‘Ted Pugh, Southern Association, and Mr. and Mrs Ralph Johnson (Norton 


Co.). Above, right, about to select food at the Standard Tool luncheon party are 
W. R. Crow, and George Weaks, Weaks Supply Co., Monroe, La 


CONVENTION REPORT CONTINUED ON NEXT PAGE===——=> 








Southern Meeting (cont'd) 


READY AND WAITING for the meeting to start are Arch CHECKING THE PROGRAM before a meeting is Al 
Morris, Inpusraiar Distripurion; Charles Jordan, (Charles Fellinger (Link Belt) while two of his colleagues look on. 
Parker ( ind O. S. Fer 1, Rex Supply, Houston They are M. J. Perry and William J. Brinkworth 


While Men Met and Talked 


MANUFACTURERS LISTEN as E. F. Stauss, Stauss & FRIENDLY TALKS were numerous. Here are J. FE. Ellis, 
Haas, New Orleans, speaks. He's with S. D. Conant and Tennessee Mill & Mine, Knoxville; L. W. Jander (Disston) 
kK. B. Chamberlin (both of Jacobs Mfg and A. B, Williams, Columbus Iron Works, Columbus, Ga. 


SWAPPING OPINIONS are H. W. Rand and I. L REFRESHMENTS occupy the attention of Host P. T. 
Sumrall, both of American Supply Co., Alexandria, La., and Rackliffe (Standard Tool) and H. N. Folk, F. & H. Supply 
Thomas W. Thome (National Tube Co., Pensacola. 
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RECORDING THE SCORE for a hand of bridge is Mrs CANASTA ENTHUSIASTS also were kept busy. Here are 
Walker Welford. She played with Mrs. Ted Pugh, Mrs. Ben Mrs. W. Foster Hughes, Mrs. Albert Fellinger, Mrs. J. Steve 
Barker and Mrs. Howard M. Schramm Varley and Mrs. Fay Hurd 


Wives Met and Played Cards 


HEAVY MELDING marked the canasta game of this four- FIVE HANDED canasta was played by Mrs. Justin Ehman, 
some. Playing are Mrs. E. H. Meibeyer, Mrs. George Booth Mrs. Charles P. Shook, Jr., Mrs. A. A. Ringland, Mrs. R. T 
Mrs. Howard Swartz and Mrs. Harold Hargrave Rutherford, and Mrs. E. Price Williams 





ATTENDING A PARTY in the ballroom are T. S. Womack ALL DRESSED UP IS George Stanley (Delta File Works) 


and B. R. Stapp (both of Chicago Latrobe), with I. H. Buck, as he poses with Bob Jones (Armstrong Bros.) and Hugh Sims 
Tool Supply & Engineering, Dallas. (Fairbanks). 


CONVENTION REPORT CONTINUED ON PAGE 250 








Longer Life for Tools 


Can Help Beat Shortages 


SHOP LOO 
these 


md 


LS ARE HIGHLY EXPENDABLI 
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carcer \ planned, closely super: 
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reasing the life expectancy 
tools, according to the 

ment of ¢ 


ever\ 


of cutting 
Ss Depart 
ommernce 
entials of a good conserva 
ire listed by the depart 
mn Information Service 
Nid No 19 
the distributor 
his customer's welfare 
uppermost 1 


Production 

ile tool for 

ilesm with 

ind goodwill 
They are 

1) Selection of 

teel 

Grinding the tools 
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mind 
the best cutting 
tool 
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vhec ls 

+ | ine 
ting edges 

5) Hand stoning the tools 
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ool tipping 

8) Proper heat treating of salvage 
ible tool steel material 

)) Use of the best cutting oils 


surface finishing of cut 


Improved Steels 


Some improved tool steels, such as 
those containing tungsten, for ex 
imple, have cutting edges that last 
much longer than ordinary steels 
While most of these types require 
pecial heat treating practices, certain 
others do not, and still maintain a 
long-lived edge 

Ihe most expensive tool is easih 
rendered useless if the buyer does not 
know how to grind it properly, or 
the salesman cannot show him. The 
proper cutting angles are all-impor 
tant, particularly for drills, on which 
10 percent of failures have been 
traced to neglect of this adjustment 
Other pointers on the care of drills 
are: (1) sharpen with a machine, as 
this is the only to get correct 
measurements; be sure the lips 
have equal clearances, and the cutting 
edges have equal length and equal 
angles, or the drill will bind and break 
prematurely; and (3) insure proper 
design of work-holding jigs and fix- 
tures; otherwise bending under drill 
pressure will cause breakage. 


way 


Sclection of the right grinding 
wheel is a “must” for rea 
ind manufacturers’ imstructions 
should be carefully followed 

Fine surface finishing of cutting 
will help prevent premature 
breakdown of tools, since protruding 
points on cutting edges that are not 
perfectly smooth are subjected to an 
ibnormally heavy load concentration 
Also, chips cannot float away smoothly 
from an uneven cutting edge 

In addition to machine grinding 
of tools, some shops practice hand 
stoning to strengthen the cutting edge 
irea. This removes the ragged por 
tions of the cutting edge and mini 
mizes the tendency of the sharp edges 
to flake However, the tool should 
not be stoned more than is absolutely 
necessary to remove the slight burr 
usually found after 


obvious 
yO, 


edges 


or Wirt 
grinding 

Chromium plating is a valuable aid 
in tool preservation not yet appre 
ciated by many machine shops. The 
plate provides a working surface that 
is low-friction, non-wetting, non- 
galling, and wear-resistant, and also 
lids in chip flow, as it minimizes load 
ing of the tool. The result is cooler 
ope ration. 


edge 





i — 


ool-tipping, a well established 
practice in progressive shops, speeds 
production and helps conserve tools 
by permitting the use of special high- 
speed steel tips and carbides. The 
tip concentrates toughness where it 
is needed most, at the point of chip 
removal. There can be a great saving 
in replacements because tips are often 
taken from broken and salvaged tool 
stock. 

Four guiding principles to remem- 
ber in tool-tipping are: (1) select the 
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right shape of tip and depth of cut 
for the power, speed, and feed avail- 
ible on the machine on which the 
tool will be used; (2) apply the right 
cement or brazing material to hold 
securely; (3) maintain the recom- 
mended cooling, quenching, and 
drawing temperatures; and (4) grind 
the finished tool with the recom 
mended wheel, at the recommended 
angles 














Shop men should be cautioned to 
use a small tool grinding machine in 
tipping, to enable complete control 
of angles, and to insure that the op- 
erator selects the proper grade wheel. 
It should be impressed on the opera- 
tor that results depend on the method 
employed in dressing and truing his 
wheels. Also, the user of the tool 
should be warned to hold it firmly 
in a tool holder or on the arbor to 
avoid chatter and premature break- 
down. 

Tipping tools with carbides is a 
striking development in lengthening 
tool life and eliminating down-time, 
and is worth a special study by alert 
salesmen, since this method has such 
varied uses. The technique is simple 
but exacting. 

One obvious way to conserve tools 
is to salvage tools and parts that 
would otherwise adorn the scrap heap 
with expensive but seemingly useless 
metals. These bits and pieces can 
often be put back to work by means 
of improved heat-treatment methods 
that allow refashioning of tools with- 
out cracking, warping, or pitting. 
Recommendations on heating and 
cooling must be followed scrupulously, 
however, with materials containing 
tungsten, chromium, or vanadium, as 
in high speed tools, to insure success. 

(Continued on page 176) 
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“BELTS HAVE BLOWN”, T. M. Wicker calls down to J. A. Wells, executive vice 
president at Columbia Pipe Co. as salesman Jack Hoffman of Columbia Supply Co., 
Columbia, S. C. stands by to lend a hand at getting hammer mill in operation again 


BREAKDOWN! 


‘THE CLAY PIPE WAS ON “RUSH” for the A-bomb site in the 
Savannah River Basin. Soundings at the site had shown 
large areas of marshland and soft clay that would 
need an underground network of pipe for drainage 
Waste, too, must be carried off, and pipe sizes had 
to be equal to the load. 

That called for drain tile and sewerage pipe in sizes 
from 4 to 24 inches, though most of it would be in 
6-in. and 8-in. sizes. The contract of course was large, 
as is everything about the A-bomb project. Columbia 
Pipe Co., however, had facilities equal to the job—pro 
vided nothing went wrong in the pipe-making machinery 
itself. 


Something did go wrong though—as the pictures on 


CONVEYORS STOP as effects of hammer mill breakdown 
are felt throughout network that serves the plant. This one 
carries powder and water mixture, in lump form, from brick 
machine back to the presses. Drive is conventional unit 


this page demonstrate. A chunk of clay too hard to 
handle got caught in the trough of the hammer mill 
and wouldn’t crumble. When that happens, some- 
thing’s got to give, and something did. ‘Two of the four 
matched V-belts on the drive snapped under the grind- 
ing shock. 

Left too long idle, the hammer mill will shut down 
all operations in the plant. It’s the beginning of things 
at Columbia Pipe Co.; the hammer breaks the raw 
clay to fine powder and sends it, via a network of con- 
veyor belting, up to the top of the building and down 
again, through the various stages of clay-making, picking 
up sand here, water at another point, and so on, until 
the finished form is lifted from the clay press. 





Editor’s Note 


This is not the story our man went after. We 
wanted to do another “unusual industry” article, 
and thought clay pipe-making would be one good 
choice. So we sent a man into South Carolina, to 
the Columbia Pipe Co. He watched the manu 
facturing process a while, decided what pictures 
would tell the story, set up his camera and was 
about to take his first photo when there was a 
sudden sharp report nearby, not unlike a pistol 
shot 

The main V-belt drive (first picture) had 
snapped. Everything came to a grinding halt. The 
situation could have been serious—had Columbia 
Pipe Co. been a hand-to-mouth supplies buyer. 
For what actually did happen when the V-belts 


“blew”, turn the page. emai 
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BREAKDOWN! (CONTINUED) 


CONVEYORS START AGAIN when “C” 120’'s are re 
placed by new matched set. Jack Hoffman helped stand 
ardize pipe-maker Iris ill larg onvevors have identical 
head and tail p rings san rn ts down stocking 


Half An Hour Later 
Men Were Back At Work 


HARD STEEL KNIVES chop raw materials that fall from 


bottom of storage bins by gravity feed. Materials are mixed 


with water, pressed up into slugs of clav and fed to press 
Drive here is 28-in. flat belt, coupled to 100 hp. motor 


load, Jack Hoffman and T. M. Wicker watch raw materials 
travel up elevator belt. Small motor, left, operates belt that 
hanges direction of travel of the materials. 


Wuen tHE V-BELTS SNAPPED on the hammer mill at 
Columbia Pipe Co. no one got excited. Apparently it 
had happened before, although this particular set of 
belts had given extraordinary service. 

l'. M. Wicker, who stood nearby with Salesman Jack 
Hoffman when the thing happened, simply reached out 
in arm and pulled the switch that shut down the 10- 
motor drive, then sent a man up the line to “stores” for 
mother set of “C” 120’s. Naturally, the Columbia 
Supply Co. salesman got the replacement order. 

Machinery is hard to keep up at the pipe-making 
plant, due to the heavy working atmosphere. The fact 
has meant a great deal of repeat business for Jack Hoff 
man who, for example, already has replaced the firm’s 
20-25 reduction drives at least twice, and doubtless will 
replace them as long as he calls on the plant. 


TOP OF PIPE PRESS shows wet clay feeding into steam 
press cylinder. Clay first falls into de-airing chamber, then 
drops into mud chamber where it is subjected to terrific 
pressure and forced through mouth of cylinder into clay form. 
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é A i ~ 
BOTTOM OF PRESS shows lower end of mud chamber 
with 8-in. pipe just formed. The wet shape is lifted to turn 
table where other workers (left foreground) trim excess 
clay from top and bottom of form, load it onto power truck 


a rs a 


IN KILN, pipe made by Columbia Pipe Co. is set out for 
burning. Line across dark area inside kiln is temporary light 
When fires are set, light comes down, door is sealed with 
brick and clay, pipe gets 2100-deg. hotfoot 
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truck 
retains its shape 


forms then are re-loaded and sent out to the kiln areas 


GOING AT FULL BLAST, kilns of Columbia Pipe Co. 
belch smoke enough to blot out the sun. A worker gets a 
word of direction from general manager G. M. Magruder on 
where to spot his load, while Salesman Hoffman watches 


% 


IN DRYING ROOM, wet clay forms are unloaded from 
Pipe stands for several days and, though still soft, 
Air is dry as dust, ideal for pipe-aging. Pipe 
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Multitude of forms are printed on premises of Forslund Pump & Machinery Corp., Kansas City, Mo. 





Since 1946, the management of Fors- 
lund Pump & Machinery Corp., Kan- 


a sas City, Mo., has been printing its 

own forms—everything from blank 

all 0 rin checks to supplementary catalogs— 
and at great savings over usual com 


mercial printing charges. All of this 
work takes place in two rooms in 


Forslund’s building, neither of which 
is larger than 9 ft. x 12 ft. 
a A two-person staff—Russell Miller 
and Miss Doris Spreitzer—with only 
small assistance from a commercial 
photographer, handles .the layout, 
printing, binding and distribution of 
all Forslund’s printed matter. This in- 
cludes stationery, estimate sheets, sales 
orders, purchase orders, invoices, 
runs off all his other forms, from invoices to stationery, checks, direct mail pieces, supplemen- 
. tary catalogs, and whatever other 
on his own “‘press”’. Savings are tremendous forms are needed in the transaction 
of the company’s business. 
The only printed matter not han- 
dled by this small staff are calling 


A Kansas City distributor does, up to 16 pages. And he 
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DUMMYING of desired page is first step in process 
sell Miller pastes pictures and printing in proper place 


MULTILITH machine runs off as 


many as 6000 sheets per hour from the 
plate It operates like dupli itor 


cards and comprehensive catalogs. The 
cards cannot be printed by the com 
pany because of their small size, and 
a complete catalog presents a multi 
tude of problems that the manage 
ment at Forslund Pump believes can 
be best handled by a commercial cata 
log company 

But the bulk of printed matter is 
handled on Forslund’s own premises 
The latest job was a 16-page supple 
mentary catalog—4,500 copies—co 
ering fans, coolers, exhausters, blowers 
and accessories. The catalog is com- 
plete with descriptions, pictures, speci 
fications and prices. 

The equipment used for this work 
included: a drawing board, a Vari- 
type, a Dupliscope, a plate exposure 
box, a Multilith, gathering rack, paper 
punch, stapler, cutter, and folder. For 
distribution, Mr. Miller uses an Ad- 
dressograph machine and plates and 
in 1.B.M. typewriter. The total cost 


Rus 


comes 


plate 


PAPER PUNCH prepares the finished 
pages for binding. Some forms require 
only glueing into pads 


of the equipment wa ximatel 
$3000. O. A. Forslund, president, esti 
mates that this expenditure was 
in printing expenses during the first 
year of operation 

The heart of the operation is the 
Multilith machine, which looks like 
a glorified duplicating apparatus. The 
only difference is that forms produced 
by this machine look as though they 
were the result of a regulation print 
ing press. 


ipp! 


> ived 


Rudiments of Process 


The process requires only that text 
be set on the Varitype machine, a 
dummy form be made up, a photo 
graph taken of it, the negative made 
into a plate (which looks like the 
form printed on an aluminum sheet 
in reverse), and the plate inserted in 
the machine. The Multilith does the 
rest 

The only part of the process which 
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PHOTOGRAPH is made from dummy, and from negative 
The plate is made by Mr 


Miller in office 


SUPPLEMENTARY catalogs printed 
by Forslund Pump & Machinery are 
addressed by Miss Doris Spreitzer 


not performed by Forslund’s per 


onnel 1s the photography and devel 
ping. This costs, when done by a 
professional photographer, about 
$1.00 per page if there are no pi 
ind about $3.00 per page if 
there are pictures. 

Mr. Miller can run off as many as 
6000 sheets an hour on his reproduc 
tive machine. If there are forms, such 
1s invoices, they are stacked in pads 
and glued together at the top. If 
catalog pages, they can be punched 
and bound in his office just as a pro 
fessional job. 

Mr. Forslund stresses the fact that 
this operation is not one that requir 
a professional knowledge of printing 
rhe rudiments of handling the prepa 
ration and production of the various 
forms are easily mastered, and from 
there on out it’s simply a matter of 
more practice making for a more pro 
fessional appearing product 


tures, 
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MELLON MEMORIAL art gallery in Washington, D. C constructed of rose-white Tennessee marble, graded as to 
n the Mall and Constitution Ave., has an exterior shade, with the darkest at the base, but 


‘ 


Marble Is Just Rock, Until. . . 


SAND, WATER and dull steel knives saw away at hug DIAMOND CUTTING wheel trims slab to exact specified 
; one will make about 40 2-in. slabs size where it will fit when matched with other pieces. 


OLD WHEEL is dressed to new form on molding order DADO slab will be ground down to shape marked out on 
Mr. Slagle and Sam Strange, foreman, watch wheel go down. edge (arrow). Wheel is dressed to grind all required depths. 
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20-TON BLOCK of marble is sized BIG FLAT BELT job, eh! But you PRELIMINARY grinder gives the slab 
up by J. F. Slagle, Jr., The Tool Crib, also have to have pumps, hose, fittings, a surface for smoothing. Note the op- 
Knoxville, Tenn., in Gray-Knox Marble valves, pipe, chain and other items to erator true-ing up the flat surface on 


Co. plant. Note the sand-pile run the gang saw the wheel with a dresser 


. . Industrial supplies in the hands of skilled artisans 


bring out the colors, gloss, every cloud, spot and vein 


PERHAPS YOU HAVE ADMIRED, at one time, the beautiful 
marble interior of the imposing City Hall in Los Angeles 
or the classically designed Mellon Memorial in Wash- 
ington, D.C. Well, that marble came not from Vermont, 
as you might expect, but from the equally verdant hills 
of eastern Tennessee. And industrial supplies had a lot 
to do with making that marble beautiful 

In this case, the supplies were sold by Knoxville, Tenn. 
distributors of whom J. F. Slagle, Jr., of the Tool Crib, 
is one. One of Mr. Slagle’s customers is the Gray-Knox 
Marble Co., which turned out the slabs, columns and 
other decorative marble for those two buildings. 

From the quarries, where the 20-ton blocks are drilled 
and hoisted on to flat cars to the packing room, where 
the slabs, cornices, trim and shapes of all kinds are care 
fully packed for shipment all over, there are many sorts a 


of industrial supplies at work 
The industry is a large user of grinding wheels, both 2. 


silicon and diamond, diamond cutting wheels, dressers, COPING WHEEL cuts grooves on back of slab that shows 
brushes and buffers. These are the tools that shape the cracks or gain faults. Metal rods are cemented into grooves 
stone and bring out its beauty. 
However, these are not the only industrial supplies 
used. Bob White, plant superintendent, asserts that 
Gray-Knox is as up-to-date a marble finishing plant as 
there is in the country but, like the others, it has 
problems. For instance, he added, materials handling 
has improved over the past several years but there is still 
room for greater efficiency in the industry. And new cost- 
saving ideas are welcome from supply salesmen and their 
suppliers’ field men 
Naturally, big equipment is required to handle the 
cumbersome blocks as they are moved into the gang 
saws. These saws cut each block into about 40 or 50 
slabs, about 2 in. thick. But, from there on the units 
handled are small, a job done by industrial trucks, powered 
and non-powered. They cannot take rough handling and, 
as the work of shaping, grinding and polishing progresses, 


the value of each unit increases. : Pf 
Power transmission plays an important role because age | 
of the complete mechanization throughout the plant. ae 4 ’ 
This involves V-belts, pulleys, sheaves, flat-belting, coup- BUFFING WHEEL and compounds bring out beauty and 
(Next page, please) coloring of slab. Note mount of motor and drive. 
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MARBLE IS JUST ROCK, UNTIL. . . (CONT'D) 


SPECIAL JOBS like two mantles for East Room of White 
Hlouse Mr. Strange is showing Mr. Slagle are common 





HOUSEKEEPING 


1 mer plant. B 


mean clear aisles REQUIREMENTS are checked over by Mr. Slagle with p.a. 
or breakage F. E. Draper who keeps in advance of current work 


hand operation 

it the finishing 

ittin ermading and 

pumps, pipe, valve httings Chen 

the usual complement of hand tools, portabl 

tool iste housekeeping supplies and equip 
ment, fans, blows wire rope and fittings, slings, et 

All the marbk pecihications slabs for 

nteriors and exterior olumns, bases, fa 

m, statuary, ba 


( icle ind indoor 
reliefs, mausoleums, etc The variety 

f specifications call for constant re-tooling and re-dressing 
vheel All of which makes it advisable for Mr. Slagk 
to keep in constant touch with key operational personnel 
Wheels are saved and used virtually to the cores. If 

1 specified template cannot be matched, a wheel must bi 
dressed down. Hence, these wheels are dre 


' 


ssed to new 
forms and shapes much oftener than in plants engaged 
n standard jobs. A job calling for ornamental marble 
often means hacking out a lot of grinding wheel surface 
In spite of this, some wheels survive a long time. Sam 
Strange, the grinding room foreman, showed us one he 
thought was about 25 years old. There was just enough 


demand for the shape to warrant reserving the wheel SPECIFICATIONS on new jobs can mean new products as 
for the job 


Plant Superintendent Bob White shows Mr. Slagle 
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WASHINGTON BULLETIN 


FEBRUARY: Renegotiation Board postpones finan- 


cial statement filing date to May 1... Arnall favors 


decontrols, but ..!.. Stone now second in NPA command 


... Iber now running two branches in Metalworking 


Machinery Division...SDPA might help your customers... 


Bj Renegotiation Board 
Set Up For Business 


ELLIS ARNALL, former governor of 
Georgia, is now Administrator of the 
Office of Price Stabilization, succeed 
ing Michael DiSalle, who has resigned 
to seek the Democratic nomination for 
Senator from Ohio 


Price Decontrol 
Study Approved 
By Ellis Arnall 


Ellis Arnall, former Governor of 
Georgia, is now the Administrator of 
the Price Stabilization office and onc 
of his first statements was to the effect 
that he was going along with former 
\dministrator Mike DiSalle’s appoint- 
ment of a special committee of seven 
to study price decontrol. Which 
means that the committee will func 
tion as planned 

However, prospects of some imme 
diate decontrols weren’t enhanced by 
the new administrator's statement be 
fore the Senate Banking and Currency 
Committee that “we must not hasten 
headlong into decontrol.” 

Mr. Armall then explained that de- 
control should be effected when the 
facts are such that segments of the 


The Renegotiation Board is in 
business now that it has set up and 
staffed four regional offices in Chi 
cago, New York, Washington and 
Los Angeles. Offices in Washington 
and Los Angeles went into operation 
Jan. 20 and the Chicago and New 
York opened Feb. 4. 

The addresses: 

New York: John Wanamaker Bldg., 

10th & Broadway. 

Chicago: U. S. Courthouse, 219 

So. Clark St 
Washington: Rizik Bldg., 1737 | 
St. N.W. 

Los Angeles: 5504 Hollywood Blvd 

The immediate job assigned to 
these offices is to dispose of the 1948 
Act cases which were transferred to 





economy can be decontrolled without 
affecting the rest of our production 
Rather than accept the claims of tradc 
associations Mr. Arnall said he will 
base his decontrol decisions on facts 
dug up by the special committee. 

President Truman, however, hasn't 
mentioned decontrols so far. He is 
still asking that the Capehart and 
Herlong amendments be thrown out 
of the Defense Act. The Capehart 
amendment allows manufacturers to 
figure their price ceilings on the basis 
of all cost increases from pre-Korea 
through last July 26. Of more interest 
to you as a distributor, however, is 
the President’s attack on the Herlong 
amendment which provides for your 
traditional percentage markups. Mr. 
Truman has been particularly keen in 
his opposition to this amendment. 

The President also wants to elimi- 
nate a restriction imposed last year 
on tougher credit terms. 
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the Board by the Secretary of De- 
fense. There are about 1,900 of these, 
and few, if any, distributors are in 
volved. All steel, bearings, oil, ship 
ping and major rubber company cases 
were assigned to the Washington 
regional office. ‘This was done to re 
lieve the New York office of the 
work load. The assignment applies 
only to the 1948 Act cases and doesn’t 
indicate that the pattern will be fol 
lowed with the 1951 Act cases. 

If you have any 1951 renegotiable 
business (see February and January 
INDUSTRIAL DisrrisuTioN) you have a 
little more time to file your financial 
statements as the Board has extended 
the filing deadline. All firms with re- 
negotiable business (1951) with fiscal 
years ending on or before Dec. 31, 
1951 now have until May 1, 1952 to 
report (Form | of the Standard Form 
of Contractor’s Report). The former 
date was Mar. 1 for firms having fiscal 
years ending before Dec. 1 and April 
1 for those with fiscal years ending 
with the calendar year. 

Form 1B of the Report, which 
calls for more detailed financial data 
must be filed with Form 1, or as 
soon after as possible. The latest date 
on which this form can be filed now 
is 60 days after the new date for 
Form | 

If you have any renegotiable busi 
ness, regardless of whether or not it 
is $250,000 or under, you have to 
file. The act requires that all defense 
contractors and sub-contractors (the 
distributor is a sub-contractor if he 
sells items used “specifically” on de 
fense work) file financial statements 
with the Board as to the total 
amounts received at the end of their 
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fiscal years. If your renegotiable busi 
than the $250,000 figure, 


you have to answer only five questions 


re is less 


on Form | 
If you didn’t get a form, write to 
Ihe Renegotiation Board, Washing 
on 25, D. C., and ask for it 
Ihe regional boards at the above ad 
cs have been delegated authority 
to conduct renegotiation under the 
1948 and 1951 Acts within the limits 
prescribed by the Board. Some of these 
are set forth in procedural regulations 
for handling renegotiation under the 
1951 Act recently adopted. These 
include 
Part 1471—Assignment _ of 
tractors for Renegotiation 
Part 1472—Conduct of Renegotia 
tion 
Part 1473—Clearance Procedure 
Part 1474—Agreement Procedure 
Part 1475—Unilateral Order Pro 
cedure 
Part 1476 
Court 
Part 1477 
tractors 
Ihese regulations were published in 
the Feb. 13 issue of the Federal 
Register. They tell you how the 
Board handles renegotiation from the 
time if receives your report, deter 
mining whether or not you should be 
renegotiated nght through the actual 
negotiations and settlements 


Stone Made NPA 
Deputy Administrator 
Under Henry Fowler 


branz TI’. Stone, president of the 
Columbus McKinnon Cham = Corp., 
ind past president of the American 
Supply & Machinery Manufacturers 
Association, is now Deputy Adminis 
trator of the National 
Authority. In his new role, Mr. Stone 
is now second in command under 
NPA Administrator Henry H 

Supplanting Mr. Stone a 
Administrator im charge of 
dustnal & Agricultural 
Bureau, is Richard A. McDonald otf 
San Mr. McDonald is 
chairman of the executive committee 
of the Crown-Zellerbach Corp. He 
was executive vice president and 
director of that firm and of its sub 
sidiaries. He was also a 
Fibreboard Products Co. aad served 
as president of the Western Wax 
Paper Companies 


t 


are 


Con 


Review by the ‘Tax 


Statements to Con 


Production 


bowler 
Assistant 
the In 
I:quipment 


Francisco 


director ot 
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Customers Need Help? 
Maybe SDPA Has Answer 


The Small Defense Plants Adminis 
tration 1s setting up shop and more 
than likely its services is just what a 
lot of your customers might be need 
ing to get them over the rough spots 
during this “guns and bvtter’” pro 
duction set-up. 

As a distributor, you no doubt have 
quite a few “large customers” but 
that wouldn't necessarily make them 
“big business” in the eyes of SDPA, 
which was set up by Congress to 
help small business. Here’s some ex- 
amples: a Texas outfit needs $9 mil- 
lion to build a steel mill; a canning 
company in California wants $50,000 
to expand and an Illinois machine 
screw maker would like $350,000 to 
buy some machine tools. Where are 
they looking for help? From SDPA, 
ho less. 

What these companies and perhaps 
several of your customers have in com- 
mon, aside from their acute need of 
cash, is that SDPA considers them 
small business and is willing and able 
to help them 

Loans are being granted under pro 
cedures recently worked out by SDPA 
ind the RFC to carry out provisions 
of the Defense Act (Sec. 714). This 
ict set up a $100,000,000 loan fund 
to assist small business in defense 
of essential civilian production. In 

identally, there are indications that 
industrial distributors may be con 
idered “engaged in essential civilian 
production” and that their applica- 
tions for loans for expansion purposes 
mav be considered 

In any event, SDPA’s work is in 
teresting to distributors because of the 
probable beneficial effects it may have 
in bolstering up business from cus- 
tomers. SDPA so far has received a 
total of SO applications for loan rec 
ommendations from 26. states and 
Alaska totaling about $49 million 

Don't get the idea that these loans, 
when made, are handed out on a 
‘hand-out” basis. One of the first 


qualifications is that no private loan 
issistance 1s available and that a real 


need be proven. However, in these 
times, these may be actual handicaps 
to some of your customers. 

If your customer needs money, he 
goes to the RFC regional office where 
he files a routine application form 
and then asks for SPDA Form 22. 
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He has to ask for this or he won't 
get one. He files this form also. 

His RFC application is turned over 
to RFC but Form 22 goes over to 
SDPA. RFC puts its investigate s 
out to check his qualificaticns, ab:!.ty 
to repay, etc. The examiners then 
put their recommendation; to RFC in 
the report. ‘The chances are that 
RFC won't approve the loan. Before 
SDPA the matter would have ended 
there, but not if a Form 22 was filed. 

RFC tums over the application and 
its recommendation or lack of it to 
SDPA. The latter officials check over 
everything about it and, if they find 
out or come to the conclusion that 
there are some risks that might be 
unpalatable to RFC but that the 
applicant has a good opportunity to 
overcome them, they recommend that 
RFC make the loan. The file then 
goes back to RFC with SDPA’s rec- 
ommendation. RFC could have the 
last word on making the loan but, if 
it decides to do so, the loan is made 
on SDPA’s $100 million account, not 
on RFC’s 

Copies of the SDPA loan pamphlet 
explaining how small firms can get 
loans for defense or essential civilian 
production are available at all SDPA 
and RFC field offices and also through 
member banks of the Federal Deposit 
Insurance Corp. 

SDPA’s activities aren’t confined to 
the loan recommendation field. At 
present it is seeking an agreement 
with defense procurement on ear- 
marking certain contracts for small 
business and, where possible, to dis- 
tribute large contracts among several 
small operators rather than letting it 
go to one large concern. Telford 
l'avlor, SDPA Administrator, is using 
the 500 employee limit as an inter- 
pretation of small business only for 
statistical purposes. However, for pur- 
poses of aiding firms, it uses the new 
Department of Commerce classifica- 
tion of small business as a guide. 
This list is by industries and is a 
far more flexible interpretation. 


New NPA Assignment 


Edwin C. Garwood, former WPB 
and ECA official, was named deputy 
assistant administrator for the NPA, 
succeeding Frank M. Shields. 








Delayed Raises, Stee] Distributors 
Get Preferential List 


Steel distributors are required to give preferential treatment to m ichine tool 
builders’, military and atomic energy orders which can be filled from their 


Bonuses May Be 
Deducted From Tax 


If you petitioned OSS last year for 
salary increases or bonuses for your 
employees’ services during 1951 or 
earlier, you may deduct the payment 
made upon Federal income and excess 
profits tax retums for 1951 even 
though the petition wasn’t approved 
and the payment wasn’t made until 
this year. This is the gist of a Bureau 
of Internal Revenue ruling given re- 
cently to OSS. 

rhe ruling resulted from a letter 
written by Justin Miller, chairman 
of the SSB, to John B. Dunlap, Com- 
missioner of Internal Revenue. In 
his letter, Mr. Miller said, “The 
volume of applications for adjust- 
ments in salaries and other compensa- 
tion filed during 1951, a substantial 
number of which were received well 
before the close of the year, has been 
such that our limited sta was un- 
able to complete action upon many 
of them before the year-end. As a 
result, many applications which may 
be of a meritorious nature have not 
yet been acted upon.” 

Commissioner Seni stated that 
retroactive increases could be used as 
deductions for purposes of Federal 
income and excess profits taxes, apph 
ing the same principle as that which 
prevailed in 1945 in cases handled 
by the National Labor Relations 
Board 

An employee receiving a salary or 
bonus in 1952 relating to 195] 
services for which a petition was filed 
in 1951 can elect to be taxed as if 
he had received the payment in 195 
That is, providing the p.vment ex 
ceeds 15 percent of the cmployee’s 
gross income, 


Big Defense Orders 
Set For Hand Tools 


Orders for $20 to $22 millions worth 
of hand service tools will be placed 
by the Defense Department before 
June 30 as compared to contracts for 
some $6 millions worth let in 1952. 
The impact on the industry will be 
heavier this year than last year. 

Hand service tool manufacturers 
heard the information from a Defense 
Department official at a Washington 
meeting recently. 


inventories 
effective until June 16 


lhis was ordered in Direction 1 to Order M-6A 


The order is 


In the same direction, NPA set up the procedure by which these distributors 
can replace steel products sold for production of machine tools and metalwork- 
ing machinery and equipment by ordering additional steel, in excess of normal 





PHILIP MARSILIUS of Producto 
Machinery Co., Bridgeport, Conn., has 
left the Metalworking Machinery Div 
NPA, after serving since April, 1951 
His place as Tools, Dies & Fixtures 
section chief is being taken by Jake 
Demuth, president of the American 
Society of Tool Engineers 





Repair Customers 
Order Clarified 


If a customer is a repairman under 
the definition in CMP Reg. 7, he can 
use the “RE” allotment symbol on 
delivery orders for copper wire mill 
products for functional uses up to 
$150 worth or 20 percent (whichever 
is greater) of what he used in his re 
pair, maintenance and “‘installation” 
work in 1950. 

he provision — to work done 
for persons not eligible for a quota un- 
der CMP Reg. 5 (MRO) or any other 
NPA order or regulation, or virtually 


all non-business or non-industrial cus- 


tomers of the repairman who want 
work done. 

NPA amended CMP Reg. 7 to 
make this clearer. The amendment 
doesn’t change the major provisions. 
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base-period tonnages. 

Any authorized controlled material 
order bearing the allotment symbols 
A, B, C, E or Z-2 has to be accepted 
in preference to any other ACM or- 
ders whenever the particular product 
can be supplied from the distributor’s 
inventory: He can reject the preferen- 
tial orders if terms of sale are not met 
and if they are not placed according 
to other CMP regulations. 

Under the new procedure, mini 
mum tonnage required to be shipped 
to steel distributors must be increased 
whenever the distributor certifies that 
he is entitled to it because he filled 
Z-2 or N-8 (metalworking machinery 
and equipment) purchase orders. If 
the disiributor delivered one or more 
steel products from inventory to fill 
7-2 and N-8 orders in November and 
December 1951, he can place orders 
for 124 percent of the weight of each 
product he delivered himself 

At present (after Feb. 1) a dis 
tributor who delivered one more steel 
products from inventory to fill Z-2 
orders in January, can place up to 25 
percent of the weight delivered. 

These quantities are in excess ot 
those required to be shipped to dis- 
tributors under Order M-6A. When 
ordering additional tonnage. distribu- 
tors have to identify his purchase order 
as “Direction 1 to M-6A orders”. 
Identification is made by placing or 
stamping “Direction 1, M-6A” on a 
prominent place on the order. 

These orders must also bear the 
following certification, signed accord 
ing to NPA Reg. 2: 

“Certified under 
Order M-6A”’. 


Direction 1 to 


Tax Information 


If you want to catch up on the tax 
situation, you could make good use 
of a bulletin named “Basic Tax In- 
formation for Small Business” which 
you can have for the asking by writ 
ing to the Division of Printing Serv- 
ices, U.S. Department of Commerce, 
Washington 25, D.C. 
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Iber in New Role 
As Chief Of Two 
Machinery Branches 


Iber, president of O. Iber 
Co., Chicago, was promoted to the 
twin job as chief of the Industrial 
Supplies Branch, and acting chief of 
the Machinery Branch of the Metal 
working Division of NPA. ‘The divi 
sion is one of 10 in the Industrial and 
Agricultural Equipment Bureau 

Mr. Iber, now the sole industrial 
distributor left on the NPA staff, was 
formerly chief of the machine tool at 
tachments section of the Machinery 
Branch. The post is now open but it 
vas reported that it has been offered 
to Jack Radcliff of the E. A. Kinsey 
Co., Cincinnati 

As Chief of the Industrial Supplies 
Branch, Mr. Iber directs the work of 
the following chiefs and their sec 
tions: Ralph Anderson, Abrasive Prod 
icts; Wiley Buchanan, Cutting Tools 
Edward Masterson, Gages & Pre« 
Measuring Instruments; W. B. Brown 

*, Welding Equipment; Herbert 
Newman, Light Power Driven Equip 
ment; Jack Demuth, Tools, Dies & 
Fixtures; F. EF. Fisher, Foundry & 
Supp lic 

section 
Machinern 


Oscar 


sion 


hiefs and sections in the 
Branch also include: Fred 
Crosby, Jr., Machine ‘Tools; Howard 
Carhsle, Forge & Pr Equipment; 
Joseph Fitzgerald, Wire Drawing & 
Rolling Mill Equipment; Charles 
Kentnor, Industrial Heating 


Utilities May Place 
Advance Orders 


If you're m the 
business 


orders 


metal warehouse 
you may be getting advance 
from the clectric utility cus 
tomers. They can now place orders for 
illotments of controlled materials for 
“minor requirements” for the second 
quarter and advance allotments in the 
following three quarter This was 
made possible by an amendment to 
M.50. The symbols “H-3” and “H-4” 
are used for controlled materials and 
“DO-H-3” and “DO-H-4" are 
for MRO supplies 

Percentages of advance allotments 
to utilities for the next four quarters 
are for aluminum, copper and copper 
base alloys, carbon steel, alloy steel, 
and stainless steel 


used 
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DO-MRO Not Applicable 
To Most Machine Tools 


Ihe recent liberalization of the 
MRO regulation (CMP Reg. 5) 
wasn't too much of a boon after all, 
if vou handle metalworking machin 
ery. The recent amendments to the 
regulation boosted the limitation on 
use of the DO-MRO rating to get 
minor capital additions” from $750 
to $1,000. The catch, however, is 
that metal working machines which 
list at $350 or more aren't included 
in “minor capital additions”. 

Sales of Bee machines are restricted 
by NPA Orders M-41 and M-41A., In 
order to get one of these machines, 
your customer has to get a special 
rating, probably a DO-AZ-1 

Included on this restrictive list ar 
balancing, beading, boring, broaching, 
buffing, centering, chamfering, cut-off, 
die-sinking, drilling, duplicating, ex 
truding, gear-cutting, gear-finishing, 
grinding, key-seating, lapping, mark 
ing, measuring and testing, mulling, 
nibbling, oil-grooving, pipe-flanging 
expanding, polishing and _ buffing, 
profiling, punching, reaming, riveting, 
rolling, sawing, screw and bar, lap 
ping, threading and shearing ma 
chines; brakes, forging rolls, hammers, 
headers, lathes, levelers, _ planers 
presses, shapers, swagers and upset 
ters. If they list $350 or more, you 
can’t use the DO-MRO to get them 

Naturally, these restrictions severely 

mit your customers’ chances of or 


dering such machines. There are cer 


tain conditions under which your sup 
plier could deliver one of them, even 


without a rating. If the dollar amount 
of your supplier's shipments on rated 
orders in a month is lower than his 
base period dollar amount (total dollar 
shipments from Jan. 1 to June 30, 
1950, divided by six and multiplied by 
70 percent) he can schedule your ship 
ment in that month. Your order can 
not, however, put him over his base 
period figure 

Your customer can apply for a spe 
cial rating to get one of these ma 
chines by writing to the industry di 
vision of NPA which gives him his 
allotments of steel, copper and alu 
minum. In order to get an allotment, 
he has to be a Class B product pro- 
ducer. The amount of goods he can 
make with his allotment in a quarter 
is his authorized production schedule. 
hese are part of the conditions quali- 
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fying him to apply for the special rat 
ing to get a machine tool. 

He then cither (1) has to own a 
machine which cannot be used for 
production in his plant any longer 
because of its condition; he cannot 
obtain one in the “‘free’’ market and 
replacement is necessary to maintain 
his authorized production schedule; 
or (2) his 1951 first quarter shipments 
were lower than his estimated ship 
ments for the quarter in which he ts 
applying for the rating. 

It works this way: your customer 
makes athletic goods, which are for 
CMP purposes classified as Class B 
product. He gets allotments of steel, 
copper and aluminum from the Con 
sumer Durables Goods Division, 
NPA, to make so many athletic goods 
in the second quarter. But an old 
punching machine (replacement cost, 
$600) breaks down and cannot be re 
paired. He cannot buy one any place 
without the special rating. 

Ihe customer makes out his appli 
cation for the rating on NPA Forms 
138 and 13Sa (obtainable at the near 
est Commerce Department _ field 
ofhce). On the back of the form, he 
explains all pertinent facts and gives 
reasons why he needs and should have 
the machine. He sends this in to “Na- 
tional Production Authority, Con- 
sumer Durables Goods Div., Wash- 
ington 25, D.C., Ref: M41A”, and 
waits for a reply. 

If he gets the rating, he is not con 
fined to a particular make of machine. 

Indications are, however, that NPA 
may divert such customers to used 
machine tool dealers. An inventory or- 
der to collect complete statistics on 
the supply of about 38 tvpes of used 
ind imported metalworking machines 
in the hands of dealers and rebuilders 
throughout the country is in the 
works. The information will enable 
NPA to direct applicants for priorities 
to the dealer who has a machine. 

The order will (1) require complete 
inventory reports from all dealers, 
brokers and rebuilders of about 38 
types of used and imported machine 
tools, and (2) provide that NPA could 
at any time specifically direct any 
dealer or rebuilder to withhold from 
sale a particular used or imported ma- 
chine tool for seven days for specific 
purchaser or purchasers to inspect it. 








Annual Survey of 
Distributor Operations—1951 


NATIONAL PERCENTAGE CHANGES 195! 
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Sales Hit New High—$4.1 Billion 


With bigger 1951 sales, inventories, and employee and sales forces, 
distributors face big problems, and look cautiously at 1952’s prospects 


INpusTRIAL Distrisution has completed its sixth 
Annual Survey of Distributor Operations. Returns 
tabulated from all parts of the country show that in 
dustrial distributors in the U.S. ended 1951 with a 
new sales record—$4,128 million. This was a 29.4% 
increase over 1950's sales figure 

Other facts brought out by the Survey revealed 
inventories up by 20.9%, number of invoices billed 
up 12.7%, imvoice value higher by 11.5%, 7.3‘ 
more employees, 5.7% more salesmen, and greater 
individual sales for each 

On the following pages, you'll find these and 
other facts analyzed, nationally and regionally. 

Ihe Survey revealed, also, many distributors’ 
problems. For example, most distributors are seri 
ously disturbed about their lack of working capital 
money they must have to carry on business at today’s 


high levels. Where and how to get it is more than 
an academic question; it’s the industry’s number 
one problem 

Perhaps because of this and other problems, dis 
tributors answering the Survey questionnaire were 
unusually cautious about 1952’s sales prospects 
Over 40% of them expected their sales to remain 
about the same as 1951.” 

You'll find both problems and prospects discussed 
on page 104. 

The editors of INpusrriat Disrriputton wish to 
thank the entire industry—and especially the hun 
dreds of distributors who furnished confidential fig 
ures—for making this Survey possible. Their gen 
erous help and cooperation has enabled us to pub 
lish the only reliable statistical picture of a key 
American ‘industry. 
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Increased Inventories, More Problems 


On January 1, 1952, 
inventories than they did a vear ago 
significant, for two reasons 

lirst, because of controlled prices during the vear, 
it is more of a physical increase than was the case a 
Second, it’s entirely normal for higher in 
to follow higher but today’s higher 

present a problem due to lack of working 


distributors held 20.9% 


This 


MO;e 


mcrease 1S 


\Cal igo 
ventorics 
inventorics 
capital 
Significantly, while inventories 20.9% 
on January 1 of this vear, the December, 1951, sales of 
distributors were $8 below those for December 1950 
The West and West South Central regions showed 
the inventory increases (28.6 and 34.6%, re 
spectively). Except in the Middle Atlantic region’s 
where sales expanded 42.5% but inventories onl 
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ENTRAL 


REGION-BY-REGION comparison of dollar sales shows 
New England and Middle Atlantic distributors out in front 


11.4%, inventory increases held a fairly consistent rela 
tionship to sales gains in every region 


Number and Productivity of 
Salesmen and Employees Up 


Across the country, there was a general increase in 
the number of distributors’ employees and outside sales 
men. ‘The Middle Atlantic region led in incréased num 
12.1% the West in’ salesmen 
10.8% Ihe national average increase im number of 
cimplovees was 7.3 


bers of emplovees 


, In salesmen 5.7% 

Running parallel with the steady growth in working 
forces was the improvement in their productivity during 
1951. Dollar sales per emplovee jumped 18.1% to 
$38,558. New England had the largest increase, 41% 

Similarly, outside salesmen increased their individual 
sales by 19 reaching an all-time high of $227,157 


More Invoices Billed 


Distributors billed 12.7% more invoices in 1951, 
compared to 1950. New England distributors showed 
the biggest increase (24.5%), West South Central dis 
tributors the least (5%). In the average amount of each 
invoice, however, the latter region was far out in front 
with $61.73 

Kor the U. S. as a whole, the average amount per 
invoice jumped 11.5% from $43.99 to $49.50. ‘The 
biggest increase regionally was that for East North Cen 
tral distributors. East South Central distributors actually 






































ncaa 


MIDOLE 
ATLANTIC 


EAST NORTH 
CENTRAL 


NEW 
ENGLAND 


Pacific region fell from first to sixth place, East South Cen 
tral fell from third to last. ‘The national average was 29.4% 


fell behind in the per-invoice valuc 7% less than 
1950 
Below is the regional comparison 

West South Central $61.73 
Pacific 58.07 
East South Central 55.7 
West 48.50 
South 46.57 
East North Central 42.1] 
Middle Atlantic 41.37 
New England 38.33 


Customers on Defense Contracts 


Last vear’s Survey revealed that over half of the dis 
tributors questioned doubted whether many of their 
customers were engaged in defense work. This year, by 
far the greatest number estimate their customers arc 
from 20 to 70% involved in defense work, thus showing 
the impact of mobilization over a 12-month period 


Have Distributors Reached a Plateau? 


During 1950, the fortunes of industrial distributors 
were tied to the tail of an economy rushing to catch up 
with reality in Korea. As the chart on the previous pag« 
shows, distributor sales zoomed 

During the course of last year, the economy moved 
into high gear after reaching more level ground. Dis 
tributor sales followed suit. It seems likelv sales will 
continue on a plateau, just as they did during World 
War II and previous sustained periods 
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PERCENTAGE CHANGES 1950-!951 
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NEW ENGLAND 


inventory 





invoices 
billed 


LEADER IN SALES GRowTH during 1951 was New Eng 
land, with a spectacular 46.3% gain over 1950. The 
range of percentage increases among individual distrib 
utors ran from 4 to 91%. 
Inventories increased 22 
and the first day of 1952. 
a Ihe number of invoices billed increased 24.5% during 
the year; the average amount per invoice increased 15%, 
from $33.34 to $38.33 
eamen lhe number of employees and salesmen both increased 
employee by 9.3%. Average annual sales for both groups of em 
ployees was up sharply during the year. For each em 
ployee they increased 31% to $33,320; for each outsidc 
Soles per alesman, 30.9% to $171,887. 
soleemen Distributors in this region reported that from 10 to 
of their customers were engaged in defense work 


No of 
employees 


c 


© between January 1, 1951 


OU 





PERCENTAGE CHANGES 1950-195! 


MIDDLE 
» ATLANTIC 


+20 +30 +40 +50 
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IN sates incREASES, the Middle Atlantic region’s in 
dustrial distributors ranked second (first: New England). 
Sales for 195] were 42.5% greater than in 1950. Among 
individual firms, sales changes varied widely—from minus 
t°o to plus 113% : 
No of Distributors’ inventory position on Jan. 1, 1952 was 
employees up by 11.4% over that prevailing Jan. 1, 1951. 
Invoices billed during the year were 16.4% more than 
in 1950. ‘The average amount of cach invoice billed was 
No of $41.37, an increase of 24.6% over 1950. 
salesmen The region led all others, too, in increased number 
of employees—12.1°% more than in 1950. But in the 
number of outside salesmen, the increase was only 4.5%. 
ee Average annual sales per employee were up 29.4% to 
$44,464 (highest per capita figure for any region). The 
percentage imcrease im average sales per salesman was 
euien: ite also the highest in the country—38.8%, to $235,853. 
salesman The majority of distributors reported most of their 
customers as being on defense work 
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SOUTHERN DISTRIBUTORS enjoyed a 1951 sales volum«e 
which was ahead of 1950 by 27.7 This was close to 
the national average of 29.4 Increases reported by 
individual firms ranged from 5 to SO 


Inventories on Jan. 1, 1952, were higher by 20 


than on the same day last vear 
The number of invoices billed during the year was 
up by a healthy 14.5 over 1950, and the average 
umount of cach invoice had increased 12.8% to $46.57 
I'he increase in the number of employees was second 
only to that of the Middle Atlantic region—11.8 
Average annual sales per employee rose 15.6 to 
$39.107. The outside sales force increased 3.6%, but 
ndividual sales jumped 24.7% to a record $243,908 
According to distributors, only a few of their cus 
tomers were involved in detense work—1 to 30% 
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SALES FOR THE East Norru CErenrrat region in 195] 
vere 30.4 thead of the previous yeal he growth 
n the sales of individual firms reporting to the Survey 
red a modcrate range from 3 to 50 
Inventorics kept pace with the bigger sales volum« 


On Jan. 1, 1952 were 22.6 greater than on Jan. | 


ist North Central distributors billed 12.8% more 

woices in 1951 than in 1950 The amount of cach 
nvoice advanced 16.2% to $42.11, which was about 7 

ss than the national average 

Ihe number of employces and salesmen was increased 

by 7.9 and 3.1°% respectively. Sales per employee went ; 
up during the year by 21.5% to $41,694. The average one 
iles per salesman went up 27.2 to $246,431, well 
ibove the U. S. average 

Many of their customers, said distributors answering 
the Survey questionnaire, were heavily engaged in de 


fense work 


Sales per 
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WHILE SALES IN THESE FOUR STATES registered an 11.7% 
gain over 1950, the increase was several percentage points 
below the national average. Among individual firms, 
the 1951 sales situation was erratic, varying from a 
10% loss in one case to a 113% increase, over 1950 

Inventories on Jan. 1, 1952, showed an increase of 
only 8.3% over those reported for the corresponding 
date last vear 

Although the number of invoices billed during the 
vear was 14.1% above 1950's billings, the average 
amount of each invoice actually fell 1.7% to $55.71 
Nevertheless, this figure exceeded the national average. 

Employees on the payroll increased 4.9%, and _ sales 
for each employee increased 6.9% to $34,938. The 
number of outside salesmen was up by 6.5%, their sales 
by 5.3% to $198,933. 

Distributors reported that only from 10 to 20% of 
their customers had defense contracts 
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Durinc 1951, distributors in the vast western region 
sold 30.4% more than in 1950. Variations among in 
dividual firms ran from a 7 to a 67% gain 

Inventories on the first dav of 1952 were 28.6% higher 
than on Jan. 1, 1951 

Kirms in this region billed 7.9% more invoices during 
1951 than in 1950. The average amount of cach invoice 
was up 12.2% to $48.50 

Employees numbered 6.1% more in 1951, and thei 
per capita sales were 14.1% higher, reaching $36,954 
The number of salesmen was up 10.8% (highest in 
crease for any region), and their individual sales were 
9.3% more at $168,344 

According to distnbutors who replied to the Survey, 
only a few of their customers were engaged in defense 
work—not more than 30% 
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Sates FoR 1951 made a 19.2% gain over those for usaebann 
1950. Sales gains for individual distributors covered a billed 
relatively narrow range, from 5 to 34% 

On Jan. 1, 1952, the region’s inventories were 34.6% 
higher than they were a year ago. This increase was the No of 

employees 
greatest for any region 

Che region also led the country in the average amount 
of each imvoice billed—$61.73, up 11.9% from 1950 
The number of invoices billed, however, was only 5° 
thead of the previous year. 

The number of employees was 4.2% greater than 
in 1950, and sales per employee amounted to $35,373, Sales per 
12.8% more The number of outside salesmen in employee 
creased 9.3%, and their individual sales hit $281,689, 
the highest in the country, a 7.5% increase over 1950 

Only a minority of their customers have defense con Sales per 

solesmon 
tracts, say distributors in this region—possibly not more 
than 20%, on the average 


No. of 
solesmnen 
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Inventory 





Invoices 
billed 
On tHe Paciric Coast, distributors rang up 27.1% 
more sales in 1951 than in 1950. One firm, indeed, 
showed a record increase of no less than 197% No of 
I'he inventory position in this region at the beginning employees 
of 1952 was 18.3% ahead of the previous year. 
Invoices billed during 1951 were increased 10.7% 
over 1950. ‘The average amount of each invoice was No. of 
$58.07, more than the 1950 average by 9.9% ee 
Modest increases were shown in the number of em 
ployees and salesmen, being 5.3 and 4.5%, respectively ee 
Individual sales in each case, however, were up con ouen 
sideraly. For emplovees, the figure was $41,608, 15.5% 
more than in 1950. For salesmen, it was $270,213, 
16.4% higher than in 1950 Sales per 
Distributors estimated that from 1 to 75% of their salesman 
customers were engaged in defense work 
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Distributors Look at 1952’s Prospects 





Kstimate Sales in 
1952 will be: 
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Distributors Discuss Their Problems 


The Annual Survey asked firms an- 
swering the questionnaires what they 
believed were “the most important 
problems” facing them and the in 
at jarge. The burthen of the 
replies ran: “Faxes . . . margins . 
quantity working capi- 
tal higher costs taxes . 
controls.” But here are some typical 
observations 


dustry 


pricing 


Pennsylvania Distributor 


can be 
which 

re 

IS ack 
but not 
make 


must get 


Ohio Distributor 


Idaho Distributor 


wentor 
with 

shortage of 
i definite problem.” 
Pennsylvania Distributor 


" 
working 


Government control, such as CPR 


ind other 


SY 


—Virginia Distributor 


Phe most important thing is to keep 
feet on the ground, and not be 
tampeded by a lot of snap-judgment 
bo \ little horse-sense goes a long 
vav. You can’t do business with an 
mpty but ilso can 
th 


your 


wagon you get 


C ithe I 
old horse 


much im 
break it down 
mt pull it.” 


you 
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thy poor 


Illinois Distributor 
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} 
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Arkansas Distributor 


etard operation and ex 


Virginia Distributor 
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1S¢ d 


itory. taxes which 


profit Incré 
Colossal volum 
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crninent re gulations 
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sales volume to 


operating costs without 


sufficient 


finance the in 


, ] 
carned 


—California Distributor 
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“The need to educate the customer 
to the fact that specialty houses such 
is Ours (power transmission equip 
ment) should be entitled to the re 
placement business on drives, con 
vevors, motors, etc., in which they 
the original engineers and dc 
Too much of this replace 
going to general 
houses who do not have the 
experience manpower to engincer 
the original installations. ‘They 
times skim off enough of the cream 
to make it difficult for the specialist 
to 


were 
SIEMICTS 
ment 


supply 


business — is 


or 


SOTA 


continue operations.” 
—Washington Distributor 


High taxes 
—New York Distributor 


“Rising labor costs and tax squeez 
on profits. Effect on working capi 
tal of federal taxes on income speed-up 
Control of inventory in relation to 
Metal shortages. Maintaining 
volume after Korea armistice 
if and when).” 

—Massachusetts Distributor 


sales 


sales 


Maintenance of prompt deliveries.’ 
—Minnesota Distributor 


Mounting — expenses Inadequate 
imargins which are practically the same 
is 15 ago. Lower net income 
through taxation. Inability to accu- 
mulate working capital.” 

Connecticut Distributor 


years 





This ad appears in leading business papers 
TO HELP YOU SELL OSBORN BRUSHES 








Specify “OSBORN” 
»»e you know it’s good 


pes take no chances when you specify leading brands. They’ve 
got to be good...top quality merchandise...dependable service. 


You are sure to get the best in workmanship and materials when 
you specify OSBORN industrial brushes, for they are backed by 60 
years of service to industry. 


And it’s simple to buy Osborn brushes. Just order them auto- 
matically from your Industrial Distributor along with other mill 
supplies. Write for handy pocket catalog. The Osborn Manufacturing 
Company, Dept. 662, 5401 Hamilton Avenue, Cleveland 14, Ohio. 


Osbou Brus 


OSBORN POWER, MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 


SOLVES PROBLEM. Two Osborn Disc- 
Center* Wire Wheel Brushes, mount- 
ed as shown, remove dirt and scale 
continuously from conveyor as it oper- 
ates. Eliminates former dismantling, 
down-time and cleaning expense. Prob- 
lems of all kinds . . . maintenance and 
production . . . are being solved every 
day with Osborn power brushes. 


SAVES TIME. Why not adopt a standard 
policy of saving time by specifying 
OSBORN on all requisitions for paint, 
maintenance and power brushes? No 
need to “shop around.” You know 
you're getting top quality and low end- 
of-service cost with OSBORN brush- 
ing tools. 


STREAMLINES BUYING, You can make one 
order cover OSBORN Brushes and 
other leading-brand mill supplies when 
you buy from your [ndustrial Distribu- 
tor. He can supply the right OSBORN 
Brushes for your every need, promptly. 
This standard practice streamlines your 
purchasing, cuts your supplies inveno- 
tory, assures you good service. 
*Trademark 
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Supply Sales Trend 
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MEET THE NEED FOR SPEED IN 
Mairitnance Thevada 
of PIPE and BOLTS 


WITH OSTER“WILCO” PIPE MACHINES 





r__Ne- : ; Cut-Off Time 
ding Time : d 
bag oe in Seconds 


N 


Ea 


Ts 1 


r Sizes in P 


c . +-Off Time 
Treading 
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No. 714 “WILCO.” Range 1” to 4” pipe. 


Memo to Oster Distributors 


@ We're telling your customers to get in touch with you 
about these NEW Oster “Wilco” pipe threading machines. 
(See our advertisement in March issue of MILL & FACTORY.) 


Memo to Salesmen of Oster Distributors 


Are you prepared with the latest facts about these NEW 
Oster ““WiLCO” machines? Do you know their outstanding 
features? There’s need for them in your territory! It’s 
good business. Go after it! 


Send for illustrated bulletin on 
the NEW Oster “WILCO” machine. 


THE OSTER MFG. COMPANY 
2041 East 615¢ Street * Cleveland 3, Ohio 


No. 716 “WILCO.” 
Range 1" to 6” pipe. 
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SALES TRENDS (Continued) 
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Compared with Compared with Compared with 
November 1951 December 1050 Jan.-Dee. 1950 
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lowa North Dakota -—6 1 1 5 1 
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Are You Gadget Minded? 


Ihe irc a lot of gadgets, equipment, tools and services 


g made available today and many of them were de 
gned to help businessmen improve their internal opera 
tions. ‘The question is how can you learn about them and 
where can you get them 
That is where we come in. Starting with this issue, 
INpusrRiAL DistriputTion will carry a column describing 
ich items and probable uses. Some of them will fit into 
vour scheme and some won't. See Page 178 and read 
OPERATIONAL IDEAS; CAN YOU USE THEM?” It 
may help vou solve some of your problems or give you 


new ideas 
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cuts the heating 
cycle on presses... 


by 7 minutes, 
\ 4 


PROBLEM: What to do when production requirements call for 
a'speed-up in the heating cycle. 


SOLUTION: (A typical one supplied by a western molded-rubber plant) 
Equip presses with Yarway Impulse Steam Traps. 


RESULT: Heating cycle now 8 minutes instead of their usual 15, a saving of nearly 50%. 


Yarway Impulse Steam Traps are designed to get equipment hotter, sooner, 
and keep it hot—thereby increasing production. In operation, 

Yarways send the most premium B.T.U.’s 

at top temperatures into your product or process. 


Other reasons why over 750,000 Yarways have already been installed are— 
one moving part, low maintenance, small size, easy installation, 
good for all pressures, made of stainless steel, low cost. 


It's easy to buy Yarway Impulse Steam Traps. 
One of 216 industrial distributors 
who stock and sell them is located near you. 


FREE! NEW TRAP SELECTOR 
The right steam trap in the right place is important. 
Find quickly and easily which is the right 


Vv 
Yarway trap for each application in your plant. the steam trap designed 


Write for your free copy of this 


new 16-page Selector with production in mind 


YARNALL-WARING COMPANY e 111 MERMAID AVE., PHILADELPHIA 18, PA. 
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The Outlook For Business 





PLANT SPENDING 


INVENTORIES 


INFLATION 


Business spending for plant and equipment will be up in 1952. 


The 13 per cent increase in spending over 1951—that’s what business now plans 
—means big activity in expansion and modernization of industry. (For a detailed 
analysis of business plans, see the McGraw-Hill’s Department of Economics survey 
of capital expenditures for 1952 on page 7.) 


Big surprise of the survey was volume of spending industry plans from 1953 to 
1955. 


This could do a lot to keep prosperity in the business outlook for years ahead. 
According to the survey, 83 per cent of the companies answering plan substantial 
further modernization, 48 per cent will need more capacity to make present products, 
and 33 per cent plan additional capacity to make new products. 


Like business spending, other spending in the economy will stay high in 1952, 


Consumer spending and government defense spending will be going up. And in- 
dustrial production and prices will climb too, But there are weak spots. Residential 
and commercial construction will drop considerably in 1952. It’s government cutbacks 
in favor of defense that’ll hold down construction, just as government will check auto 
and appliance production, 


Businessmen are working off some of their inventories. 


Retailers, especially, have cut inventories heavily. Since last May’s peak, retail 
inventories have dropped nearly $2.5 billion. Wholesalers have bettered their position 
too. Non-durable goods in wholesaler’s inventories at 1951’s end were below 1950’s 
end, Wholesaler’s stocks of durable goods were higher on December 31, 1951, than at 
end of 1950. But at end of 1951 these stocks stood at a level $300 million under 
July’s inventory peak. 


Manufacturers watched their inventories mount steadily, but were pleased that 
the increases were getting smaller and smaller. Rise in December inventories was 
only $200 million, compared to November’s $300 million boost. 


So production may begin to speed up. 

Because some lines have been moving inventory recently, chances are there’ll 
be a pickup in production of consumer goods such as in textiles and shoes, Along 
with this, the defense output is sure to climb Result: Industrial production, as a 
whole, will move up. 


And don’t expect too much inflation—at least until late Spring. 


The inflationary pressures are with us. Wage increases, together with consumer 
and government spending, could start an inflationary push of some size by then. 


Wages are going up—no question about that. Steel will start the ball rolling and 
will follow with price increases. That means an upturn in many industrial prices, The 


past two months have seen a leveling off of the BLS industrial Price Index after 7 
months of consecutive decline, 


Food prices go down during the late Winter season. And food is a big part of cost 
of living, So cost of living won’t go up until the end of March when retail prices will 
Start their upturn, And that’s when inflation’s danger can begin. 
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LASTER, 
LESS COSTLY 


Material Handling 


) 


Ss 


HOISTS — 


Chester Spur-Geared Chain Hoists are ex- 
pertly designed and ruggedly built... to 
give you rapid lifting and lowering with the 
least effort and lowest cost. Made in sizes 
from \4 to 2 and built into a num- 
ber of special-purpose hoists such as Ex- 
tended Handwheel and Low Headroom. 
Timken Bearings reduce friction on work- 
ing parts, insure smooth operation and long 
life. Chester Differential Hoists are also 
available—in ‘4, '2, 1 and 1'2-ton sizes. Ask 
your distributor, or write us, for complete 
catalog, and tell us your requirements. 


CHESTER HOIST DIVISION 


The National Screw & Mfg. Company 
Lisbon, Ohio 


5 tons 


FAST SERVICE ON 
“’Specials”’ 


With a, modern, compact, 


completely integrated plant, 


we can give 
special type 
Headroom ' 


fast service on 
s such as Low 
lrolley Hoists. 


Let your distributor quote 
on your specifications, or 


write us direct. 


\ 





: 7— 
silted doe. f S7 FASTENERS HODELL CHAINS CHESTER HOISTS 
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YOu’LL BE SURE 
WHEN YOU 


SELL CHESTER 


The steadily growing number of 
Chester Hoist distributors and 
Chester industrial users adds up to 
just one thing: you can sell Chester 
with complete confidence. 


Here Are Reasons Why 


THEY'RE DURABLE 


We build long life into Chester 
Hoists with quality castings and 
forged parts from hook to hook . . . 
and with Timken Tapered Bears 
ings for smoother operation and 
longer wear. 


THEY'RE DEPENDABLE 


We build Chester Hoists to deliver 
high mechanical efficiency day in 
and day out. We test them to 50% 
overload ... but we actually design 
and make them to a safety factor of 
5 times the rated load as a safeguard 
for both men-and equipment in use. 


THEY'RE ECONOMICAL 
We make Chester Hoists for easy 
maintenance. Because we use Timken 
instead of ordinary roller bearings, 
Chester Hoists can be much more 
readily torn down and reassembled 
serviced on the spot in a matter 
of minutes with ordinary tools, 


THEY'RE SPEED-SERVICED 

We quickly supply any part as 
needed. Should factory overhaul 
and testing be wanted, we'll do it 
fast and right, and rush the hoist 
right back to work. 


THAT’S WHY YOU CAN 
BE SURE... 


SELL CHESTER 


19 





weas: How you can... 


~ 


... bolster shelves without losing storage or display space 


A cure for sagging wooden shelves has been found 
by Teague Hardware Co., Montgomery, Ala., that is 
effective and does not result in loss of storage or display 
spacc 

Many times display, and even warehouse, wooden 
shelves sag under normal loading of metal products due 
to a variety of causes. This means unsightly storage and 
loss of space 

To overcome this problem half inch or three-quarter 
inch galvanized pipe was used as support in the center 
of the shelves, running top to bottom. A metal flange, 
screwed top and bottom, keeps the support in space. 

Merchandise can be stocked easily, and more weight 
can be added to the shelves 

At left, James C. Jackson demonstrates the ease in 
stocking packaged metal goods when display shelves are 
supported with galvanized pipe supports. 


t Maddock & Co., distributing firm in Philadelphia, 

\ me lives by the old slogan: Don’t run when 

can walk; don’t walk when you can stand still; don’t 

till when you can sit down, ete The idea is 
istrated most effectively at Maddock in the ware 

vhere it has become Don’t pick up heavy 

ights when we've got our hydraulic lift truck handy. 
he truck has a capacity of 700 Ibs. and is completely 
portable. It is used most often for loading and unloading 
the hea merchandise delivered to or sent out of 
Maddock hipping department The “‘lift’’ carries 
m as high as the tail board of most trucks 





father and daughter, Louis Klieber and 
Townsend, demonstrate the new Maddock 
1 700-Ib. capacity hydraulic lift truck 


| mn 


SIGN OF THE TIMES is this ultra 
modern 14-foot piece that dwarfs store 
manager M. G. Thomas of The Henry 
Walke Co., Charlotte, N. C. branch and 
subtly directs customers into the store 


+ 


WIRE ROPE MEASUREMENT is 
made easy by this automatic counter that 
‘thinks off” to the proper footage for 
Eldred Rauton, in shipping at Charleston 
Supply Co., Charleston, §. C 
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“For every *1,000 
we had in inventory 
we now have *600 
— give better 
service, too — 


thanks to KARDE 
inventory control’ 


Says Mr. E. C. BOYKIN, President 
Boykin Tool & Supply Co. 


This is no time to have your money tied up in excessive 
inventory. Yet you must have on hand the items your 
customers need. 

That’s why you will be interested in the savings made 
by Boykin Tool & Supply Co., hardware, tool, and paint 
wholesaler of Atlanta. In addition to reducing inventory 


Kardex Inventory Control cabinets at Boykin Tool & Supply Co 


This system effected a 40% reduction in inventory investment 
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All essential records—purchasing, receiving, sales summaries and 
Time consumed 
in the operation of this record is cut to a minimum by coding, an@ 
by the chart and signals in the 


back orders—are combined in one compact unit 


visible margin 


investment by 40%, Mr. Boykin reports that their Kardex 
system paid for itself in a little over a year in reduction of 
clerical overhead alone. 

We have ready for you a booklet giving in Mr. Boykin’s 
own words the full story of how Kardex simplified inven¢ 
increased turns 
well. Send the 


tory control, improved customer service, 
over—and reduced clerical overhead as 


coupon today to receive your free copy. 


ee eS a ee ae 


Memington. Fland. 


Management Controls Library, Room 1734 
315 Fourth Avenue, New York 10, N.Y. 


Yes, I would like a copy of SN774 
Name 

Firm 

Address 

City 


Zone State 


Se 
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TO MAKE YOUR SELLING EASIER—ADVERTISING ! 
WALKER-TURNER TOOLS and GILMER LIGHT-DUTY V-BELTS 





—~ 





drill press (Belt guard removed) 
t h is standard 


5 speeds 


OU get dependable pulling power with Gilmer 
Light-Duty V-Belts...strong and steady, 
shift after shift. And you can count on them to 
meet the rugged service 

ae es requirements that today’s 


high production schedules Gilmer NC V-Belts 


demand for oil, heat and static conditions 


The straight sidewalls of 
Gilmer V-Belts hug the 


grooves with a firm, non- WS top od und teat codeting Wanpiene 
slip grip. “C" for conduction of static. The multiple 
Rayon Pulling Cords—25‘; stronger than old- V-Belt of this construction is the Gilmer Super 
style cotton cords—are processed for stretch con- Service Belt, built for extra long life in heavy- 
trol, and correctly placed to permit easy flexing Guty cardes. Fuling cards axe Wyten, with 
. 40% greater tensile strength than ordinary 

and cool running : : “ah 
multiple V-Belts. Sizes for all applications. 


Both Gilmer Light-Duty and Multiple V-Belts 
may be had in NC construction which means 


Sturdy double jackets withstand hard service, 
assure long life. Less down time. Less frequent 
replacements 


And the line of Gilmer Light-Duty V-Belts is 
complete. Whatever the machine, if it’s a V-Belt 
Drive, there’s a Gilmer V-Belt to fit 


L. H. GILMER COMPANY 304 Tacony, Philadelphia 35, Pa. I 
y 





TO MAKE YOUR SALES PROFITABLE—A POLICY! 


pea 


GILMER V-BELTS — Multiple and Light Duty. Set the 
standards for pulling power! Made with durable 
rayon pulling cords; Gilmer quality. Gilmer’s aasort- 
ment of V-molds—the world’s largest 
complete line of precision-built V-Belts. 


assures @ 


GILMER TAPE—Friction and Rehber. A handy pair for 
extra profits! Gilmer Friction Tape is straight-tearing, 
non-raveling; has high insulation and adhesion quali 
ties. Gilmer Rubber Tape has excellent insulation 
qualities; fuses readily without heat. Both Friction 
and Rubber Tape available in bulk and handy 
10-roll shop packages, 


INDUSTRIAL PACKINGS. A top-quality line for indus- 
trial needs. Various types to meet conditions of high, 
medium or low pressures super-heated or satu- 
rated steam, air, water, many acids and alkalies 
Gilmer Packings include Asbestos Rod, Braided Rod, 
Cross Expansion, Square Plaited, Asbestos Sheet. 


GILMER ADVERTISING 
ties in with the Gilmer Sales Policy. 
In all its advertising to industrial 
users, Gilmer tells readers 
“BUY THROUGH YOUR GILMER 
DISTRIBUTOR" 


KABLE KORD ® FLAT BELTS—beth endless and in rolls. 
Gilmer’s “‘number one’’ flat belt! Combines two belts 
in one—contactor and power. This unique feature, 
together with extra-strong Kable Kord construction, 
makes it a top seller! 


GILMER INDUSTRIAL HOSES —a popular line of rugged 
constructions for Air Drill; Small Air, Welding and 
Cutting; Steam; Water; Suction; Lacquer Spray and 
Solvent, among others. All are made with tough, 
wear-resistant cover over a strong carcass, and fine 
quality tube, according to requirements of use. Take 
standard couplings. 


GILMER SHOCK-PADS. A general purpose machinery 
mount and shock absorber. Minimizes effects of both 
machine and building vibration— eliminates need for 
bolting equipment to floor. Built of molded Neoprene 
resists oil, heat, water, and cleaning compounds. 
Simply cement to the floor. No bolting required. 


SPECIAL PURPOSE ENDLESS FLAT BELTS. A broad line 
for all your customers’ needs: Saw Mill Belts; Tube 
Winders; Sand Slingers; Band Saw Bands; Light 
Conveyor Belts; Planer Belts for the lumbering indus- 
try; Lickerin, Cone, Winder, and Spinner Belts for 
textile plants; Farm Belts. 


NOTE: Besides standard V-Belts 
and Flat Belting, Gilmer also 
makes a wide range of Special Pur- 
pose Belts. These are in constant 
demand by plant engineers; need 
not be carried in stock; are pot: 
subject to general competition. 
Another extra profit opportunity 
in the Gilmer line! 


AND DON'T FORGET THE 
SOUND GILMER SALES POLICY! 
A strict “buy through Distributor” 


policy; no factory sales in com- 
petition. 

A_ widely-experienced District 
Manager available for direct 
sales help. 


Branch stocks strategically located 
as listed below. 


Factory power transmission spe- 
cialists to give engineering assist- 
ance when needed. 

Distributor protection. 

Uniform discount schedules. 


A profit on every sale. 


. Full jobber profit on non-stocking 
Special Purpose Belts. 


A balanced promotional program 
featuring national advertising and 
valuable catalogs. 


Monthly bulletins from the factory. 











DISTRIBUTOR * NEWS * MANUFACTURER 


Wilson Will Address Maryland Industrial Marketers Honor Apsey 


Tool Society in Chicago 


Charles FE. Wilson, Director of Dx 
fense Mobilization, will address the 
Oth annual banquet of the American 
Socicty of ‘Tool Engineers March 20 
in Chicago, at the Conrad Hilton 
Hotel 
+] 


The meeting, along with a compre 




















hensive technical program, is planned 
ynjunction with the ASTE. Indu 
Exposition, to be open March 
| in the Chicago Amphitheati 
C,enera ib on th program, 
mH d itor ire 
Precision Control, with 
on n lurning and 
olerance Prof. O. W 
of Mich R. C. Peter 
m Engineering 
Core nlee Bro 
Ingersoll Milling Mach 
| urbank Morse R B 
tern | le tri ] bj Sc VW 


John F. Apsey, Jr., advertising manager of The Black & Decker Mfg. Co., and president 
National Industrial Advertisers Association, receives a plaque from Howard W 
lliams, president of Maryland Industnal Marketers at testimonial dinner in Balti 


Drill), G. H. Rigeman re, as Mrs. Apsey looks on 
Roper), and G. C. John 
& John Barne John FL Apse Jr., The Black & 





18, Metal Cutting, with Decker Mfg. Co., was given a testi 
Drilling’: Vitas Thoma monial dinner recently by members of 
-roducts), F. 'T. Wruk (Peer. the Maryland Industrial Marketers, the { 
h.), W.N. Reinhardt (Racine — Baltimore Chapter of NIAA. } <2 
. Mach W. C. Davidson Mr. Apsey was presented with a | 
M ic Mf G.S. Strambeck (Ra- plaque with a gavel mounted on it, as 
ine Vo nal School), G. F. ‘Tigges a token of the high esteem his fellow ve 
Modu C. Waldo (Gen- members of M.I.M. have for him. In = 
ral Mot Ht. Arndt (Massey expressing his thanks to the group, 
Har R 1) Walker Mfg onsisting of approximately 300 guests, 
ind G. W. Christiansen (Racine ‘Tool Mr. Apsey pointed out that the success 
& Mach if NLAA is based on teamwork. 
March 19, Materials Forming, panel Main speaker of the evening was 
1 “Metal Stamping Dies and Opera Brigadier General A. Robert Guins 
H. M. Chamber Intern. burgh, AAF, who was a former aide to 
R. W. Wallace (San both the late Secretary of War Robert 
of. JN. Edmonson Patterson and General Douglas Mac D. A. Herrick 
2. FE. Bodendoer (Arthur. General Ginsburgh comment - . 
F. Miller (Schlitt. ed on world and national events, in Herrick Heads Sales Div. 
J. Kane (San luding the Far and Middle East situa For The Ohio Injector Co. 
H. Brneson (Am NIONS and the military budget for D. A. Herrick has been appointed 


a Ilan ow Mf i hc Heimat shales Cleveland divisional sales manager for 
Clearer Brook l R Ww. The Ohio Injector Co. He succeeds 
Sten rind Wheel hine Drives and Controls”: R. 1] W. G. Shephard, who has been moved 
Marcl ), Grinding and Finishing, Beebe (Winkelmann). G. M. Waller — to € hicago to supervise OIC’s central 
panel on “Finish Grinding”: D. H Brugess Norton Mfg.), S. R. Cope division from headquarters there 
Brighton. R. W. Bavk ind PD. I Acme School of Design Engineer Mr. Herrick has been with the valve 
Hartt iterpillar Tractor), J. O ng), J. C. Yoder (Martin Mach.), manufacturing firm, which has its plant 
Knight (L. R. Nelson Mfg.), W. H. B. J. Phillips (Phillips Auto Parts), at Wadsworth, Ohio, for eight years 
Logue and Gordon Swardenski (Cater- H. J. Braun (Foote Bros. Gear & He has been in Cleveland since 1948, 
pillar Tractor), and M. L. Bengtson Mach.), and R. O. Knudson (Green- during which time he served as district 
Mercury Engineering lee Bros representative. The divisional trading 
March 21, Machine Accessories, Tours of Chicago industries have area covers Ohio and extends to Buffalo 
Drives And Controls, panel on “Ma been arranged for each morning ind Pittsburgh. 
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Lunkenheimer Reorganizes Sales Staff Territories 


A general 
ritories 


reorganization of sales ter 

and ex appointments, 
closer coordination of sales 

s throughout the United States, 
been made by The Lunkenheimer 
Cincinnati, Ohio 

Under th 


country 1 


cutive 
umed at 


ingement, the 
divided into three Lunken 
heimer sales areas—an Eastern divi 
sion, under Melvin W. Pauly, sales 
manager; Central division, headed by 
Harold H. Layritz, sales manager; and 
Western division, directed by Charles 
W. Burrage 

R. J. Sardieck, with headquarters in 
Philadelphia, has been appointed dis 
trict manager in the 
E. R. Tiberman has been named dis 
trict manager in the Central division 
with headquarters in Dallas, Texas. C 
B. Rosser, Jr., district manager, will 
head the Western division with head 
quarters in Los Angeles 

Observance of the company’s 90th 
imniversary keynoted the 1952 
conference in Cincinnati recently 
Lunkenheimer officials and sales per 
onnel from all over the United States 
and foreign countries participated in 
the annual meeting 


new TT 


, Sales manager 


Eastern division 


sales 


Tool Co. Founded 


A new Buffalo, N. Y., 
American Diamond ‘Tool Co., of 232 
Delaware Ave., has listed itself on 
the Erie County records. Peter | 
Battista filed the 


firm name 


firm, the 


Melvin W. Pauly 


Charles W. Burrage 





Taylor Supply Co. Meets With D. T. Williams 


Winter get-together between executives of the D. T 
and The Taylor Supply Co., 


of the Schaible Co., 
Feeley, Taylor Supply Co.; 
Goza, all of D. 'T 


William C 


Cash, William B 


Williams Valve Co 
Detroit, brought together Fred 
C 


Brinkman 


Williams; and Frank Feeley, of Taylor Suppl; 


ind W 


, Div sion 


Harold H, Layritz 





Carborundum Co. Elects 
C. F. Robinson President 


The board of directors of The Car 
berundum Co., Niagara Falls, N. Y., 
clected Clinton F. Robinson, presi 
dent and director of the company to 
succeed H. K. Clark who resigned as 
president 

P. B. Brown, C. E. Hawke and 
W. H. Wendel, formerly managers of 
the bonded products and grain divi 
sion, s division and coated 
products division respectively, were 
clected vice presidents in charge of 
their divisions 

Mr. Clark, who will continue with 
the company as a member of the 
board of directors, resigned according 
to his stated intention, once Carbo 
rundum’s reorganization, moderniza- 
tion and rehabilitation program was ef 
fectively under way 

Mr. Robinson, a native of Ohio 
was formerly president of Frederic B 
Harris Co., New York, and is a direc 
tor of Fansteel Metallurgical Corp., 
Chicago, and a member of the Execu 
tive Committee of R. P. Bennett Co 
I'rederick, Md. He has engineering 
degrees from West Point and Cornell 

After the War, Mr. Robinson, who 
was a staff officer in the headquarter 
of the Army Service Forces, was d 
tailed to the War Assets Administra 
tion as Deputy Administrator. Lat 
he performed a special mission to 
Europe for the Secretary of War t 
prepare a report on industrial mobil 
zation and military logistic 
of our allies 
World War II 
a detail as assistant 
of the National 


retractor 


pra tic 

and Germany during 
This was followed by 
to the chairman 
Security Resource 
Board, handling organization and 
work of the staff of the Board. H 
held the rank of Major General 


FOR ADDITIONAL NEWS, SEE PAGE 128 ee oe 





Distributors Plan Awards 


Te all Sales Managers Whe sell 


through 
Industrial Distributors 








announcing 
ed ft 


The First Annual Advertising Awards of the Nationa! oo 
year of 1962 will be eligible 


and South Industrial Dietrih ‘2 ‘ 
next year's competition 





A new opportunity for your company AND TIME OF AWARDS 
Post-mark deadline for all etitries 
te secure national recognition is Midnight, May 1, 1962 
Awards will be made in time to be 
announced at the Triple Industrial 


The purpose and objective of the strating Supply Convention, Traymere Ho- 

ee ES a ip es core gustr tel, Atlantic City, N. J, May 19 
1962 

PASS C— Bist single business Pe = Winning entries will be displayed 

advertisement which features in the booths of both the Southern 

benefits to user-buyers {fom and the National Industrial Distrib- 

. . . ing through Industrial Distrib utors’ Associations Award plaques 

To all advertisers (and their agencies) " SS oe ee eee 

LASS @—Hest series (two or in time for winning suppliers to 

re) of business paper advertise- display them in their own conven 


from buying through Final judging will be by a commit 


Pr buyers 

bustrial Distributors tee composed of Albert W Frey 

* ° ° Professor of Marketing, The Amos 
Industrial Distributors Pn ne thcanete Seitlege Tuck School of Business Adminis 
which the Distributor Services tration, Dartmouth College. CF 

p included as plus values. Ogden, Detroit Edison Company 
and President of the National As 
~eags . sociation of Purchasing Agents 
. at J. F. Apsey, Jr, President. Ne 
announcing i nile ‘ceaaiiitllalian al ve Material ad- ‘tional Industrial Advertisers’ As 


Distributors is sociation 








The First Annual Advertising Awards of the d a < “elinibhe = SEND FOR ENTRY FORMS 
: emitter 7 RIGHT AWAY 
th 


Entry forms, complete rules, and 
uct users from buying through —heipful hints for preparing entries 
ustrial Distributors may be obtained by writing H R 


11 and Southern Industrial Distributors’ Associations 


DEADLINE FOR ENTRIES y 
AND TIME OF AWARDS RO 1S GLIGIBLE TO EWTER— Any Rinehart. Executive Secretary No 
A new opportunity for manufacturers nufacturer who normally selle tional Industrial Distributors’ Ax 
Pree J - 7 all res or part of his production through sociation, 19th & Arch Streets 
te secure netional recognition . n. Ma ' ustrial Distributors (Advertis- Philadelphia 3, Pa 
Agencies may enter work pre 
ed for their clients Awards, REMEMBER: deedine fer oll enuries ie 


THE INDUSTRIAL DISTRIBUTOR CLAMS BB wer, will be made to the client.) form and rules today 


JOINT ADVERTISING COMMITTEE 
NATIONAL ond SOUTHERN 
INDUSTRIAL DISTRIBUTOR'S ASSOCIATIONS 


Duseribones, A McGraw Hill Pubbcanon 330 West ¢2nd New York 16 N T 





sie elite ida Since these advertisements appeared, 
— H. F. Jones, past president of the Na- 


AWARDS le for conuderation mareriat EMtrY forms. complete rules. and helplul a os a Ks 
uted must mention at least one aring emsrirs may be ob tional Association of Purchasing Agents, 
Nanvonal Industral 


“es Girvan Smmatns h sd Arh has replaced C. F. Ogden, current 
may se al ane N.A.P.A. president, on the judges 


wow panel. Recent developments make it 
impossible for Mr. Ogden to serve. 





JOINT ADVERTISING COMMITTEE 
NATIONAL AND SOUTHERN 
INDUSTRIAL DISTRIBUTORS’ ASSOCIATIONS 





by INDUSTRIAL DISTRIBUTION, ¢ McGrew Hill Publiwotion (OH fied W NY MN FY 
Preprint from PRINTERS [VK FERRE ARY 15 102 








Since the Joint Advertising Committee’s funds for manufacturers in full page advertisements in the Feb 
its program of developing greater “appreciation of the ruary issue of ‘‘Printers’ Ink”, reaching manufacturers, 
real value of industrial distributors’ are limited, two advertising managers and agencies, and in the Feb 
publishers came to the rescue with offers of free adver ruary Ist issue of “Sales Management” which goes to 
tising space in three nationally circulated magazines sales managers 

Arch Morris, publisher of Inpusrriat Disrrint Harvey Conover, president of Conover-Mast, donated 
rI0N, told the committee that he would donate spac« space in the March issue of “Industrial Marketing” 
for the announcement of the new awards to be given to which circulates to advertising managers and agencies. 
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For Manufacturers’ Advertising 


England, chairman of Joint Distributor Committee, announces program to 


stimulate advertising that promotes benefits of buying from distributors 


Awarps to manufacturer suppliers, 
whose advertising best “spells out the 
plus values accruing to the consumer 
through the existing services of indus 
trial distributors,” will be presented by 
the Southern and National Industrial 
Distributors’ Associations at the Triple 
Industrial Supply Convention in At 
lantic City on May 19th and yearly 
thereafter 

The awards will be made for 

1.—The best direct mail piece 

The best direct mail campaign. 
The best single trade publica 

on advertising 

4.—The trade publica 
ion advertising campaign or series. 
5—The best catalog advertising 

Certificates of Merit will be 
iwarded These will go to those 
manufacturers whose entries are judged 
to be worthy of note 

Judging of entrics will be done bv 
a panel of experts selected by the Joint 
Advertising Comnittee, a sub-com 
mittee of the Joint Research and 
Planning Committee of the two asso 
ciations. The selected panel includes 
Albert W. Frev of Amos Tuck School 
of Business Administration; J. F. 
Apsey, president of the National In 
dustrial Advertisers Association, and 
H. I. Jones, past president of the Na 
tional Association of Purchasing 
Agents 


best single 


} 
also 


On the Committee 


Announcement of the awards was 
made by C. McDonald England of 
the Logan Hardware & Supply Co., 
Logan, W. Va., chairman of the Joint 
Advertising Committee, in a speech 
at the Southern Industrial Distribu- 
tors’ Association meeting in Biloxi. 
Serving with Mr. England on the com 
mittee are: Harold Torell, Syracuse 
Supply Co., Syracuse, N. Y., and 
James Ruddell, Central Rubber & 
Supply Co., Indianapolis, representing 
the National Association; and Alex 
Davies, Moore-Handley Hardware Co., 
Birmingham. 

The awards are a feature of a con 
tinuing campaign adopted by the com- 
mittee at the recommendation of the 
Joint Research and Planning Commit- 
tee in its report last November. To 
aid manufacturers and their advertis- 
ing agencies in preparing their adver- 
tising pieces, the Joint Advertising 


C. McDONALD ENGLAND, chair 
man of the Jomt Advertising Commit 
tee, announced a program of advertis 
ing awards for manufacturers when 
he spoke at the Southern Industrial 
Distributors’ Association meeting in 
the Edgewater Gulf Hotel, Biloxi, Miss 


Committee is also conducting a direct 
mail campaign to manufacturers and 
advertising agencies. A prime feature 
of this campaign is a booklet prepared 
by the committee telling manufac 
turers and advertising agencies the spe 
cific benefits accruing to industrial 
consumers and to the national econ 
omy generally when goods are sold 
through distributors. It also contains 
suggested illustrations suitable for 
various types of advertising literature 
which manufacturers make available 
for direct mailings and catalogs as well 
as other advertising. 

“We are in effect saying to sup 
pliers,” Mr. England commented, 
“This is what you ought to do for 
yourselves if any considerable part of 
your product is normally sold through 
industrial distributors’’. 

The National Affairs Committee of 
the two associations has made a sum 
of $5,000 available to the advertising 
committee for the campaign. Before 
deciding on the campaign, the com- 
mittee did considerable research and 
received suggestions and advice from 
Arch Morris, publisher of INpustriat 
Distriput10n; Harvey Conover, presi- 
dent of Conover-Mast; Harry Rine 
hart, secretary of the National Asso 
ciation, and Carl McWade (Skilsaw) 


representing the American Associa 
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tion, Mr. McWade is chairman of 
the Sales Promotion Committee of his 
association 

Ihe findings of the Joint Research 
and Planning Committee, as re ported 
by Mr. Torell, to the National Affairs 
Committee, resulted in a recommenda 
tion for such a program. 

The report said that manufacturers 
generally were placing distributors’ 
names and addresses on advertising 
literature but that most industrial ad 
vertisers were not giving consideration 
to selling “quality” distribution as a 
substantial plus element to the product 
itself. Moreover, the report stated 
that all products normally handled by 
distributors lent themselves to closer, 
more specific advertising tic-ins with 
“quality” distribution 

Ihe committee felt that distributor 
tie-ins on direct mail could 
profitably command a minimum of 
4 of the total space in a conventional 
four-page piece. Several advertisers 
were found who use a quarter of the 
space or one page out of four for the 
purpose. 


piece s 


Four Reasons For Tie-ins 


As to why distributors have to sug 
gest distributor tie-ins, the committec 
said it found that 

(1) Distributors’ services are not 
clearly understood or evaluated by ad 
vertising counsel or advertising writers; 
(2) There is an erroneous impression 
prevailing that distributors do not pay 
the big share of the cost in getting 
direct mail into the proper hands; 
(3) There is a prevalent impression 
that distributors are not interested in 
advertising and (4) Distributors them 
selves do not ordinarily design and 
print the story of “Highest Quality 
Distribution At Lowest Cost.” 

The two recommendations con 
tained in the report included the 
formation of the Joint Advertising 
Committee and appropnation of suf 
ficient funds to the committce to “do 
a good job, which in our opinion, 
would call for the employment of 
advertising counsel competent to take 
the factual data which the Commit- 
tee would be possessed of, and present 
it with suitable illustrations and in an 
attractive manner”. The recommenda 
tions were adopted unanimously by 
the National Affairs Committce. 
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Erie Industrial Supply Sponsors Bantam Team 


ial Supply Co 


vith executives of the st ppl 


Pa. Bantam title 


baseball team were 


ionored at a recent 


ompany, won ove! 


M. J. Kearins 





trial Supph Co., playoff 
of the 1951 Kne Daily 


i league, were honored at Weed & Co. Employees 


ently, Dave Schuler, man 


Attend Annual Dinner 
oss Milliken, office man 


| the dinner Some 150 
Neal, president of R. C Co., Buffalo, 


Buffalo, directing man tended the fin 


Industral Supply Co 
' 

rr the same SpONsol 
cuit next summer 19th member 
ommented on the sea 25-Year Club 

| team members and the sponsor 
uted with a trophy bv Lee 


| 
thman, ‘Times baseball director monies 


15th annual dinn turer 
party recently 
p of 14 and urged Rochester, N. ¥ 
Joseph Car 


mnstalicd as th 


company acted 


United Drill & Tool Buys 
Control in J. H. Williams 


Ihe United Dull and Tool Corp., 


Chicago, has bought the controlling 


employees of Weed & interest in J. H. Williams & Co., Buf 


distributor, at falo, N. Y., drop-forgings manufac 
Powers Hote \. D. Armitage, United Drill and 
Tool director for many years, was 
named chairman of the board of J. H. 


1) 


of the employee group Williams at the annual J. H. Williams 
Roland E. Roberts, v 


president and general manager th Club, in New York. Other officers 
master of r elected were: M. J. Kearins, president; 


meeting held recently at the Harvard 


Continued on page 309) 





New England Iron & Hardware Association Meets At Boston 


Clearing up some matters prior to New England Area meeting 
of National Industral Distributors’ As 


H. RK. Rinehardt, national 


SO 


1ation members are 
ecretary; Miles I. Stray, Charles 
4. Templeton, Inc., Waterbury, Conn., chairman, and Ralph 
Johnson (Norton Co.), president of American Supply & 
Machinery Manufacturers Association, principal speaker 
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Top Brass of New England Iron & Hardware Association hold 
confab at annual Banquet in Boston — H. E. Clark (Bigelow 
& Dowse Co.) vice president; F. Marsena Butts, Butts & 
Ordway Co., Cambridge, Mass., president, and H. J. Lamb, 
secretary. Story and more pictures on page 306. 

News continued on page 198 
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There's a - 
22) 


N’. Lots of your customers already have 
A read in their favorite magazines about 
YALE’s better way of saving time, cost and 
effort in all lifting operations. To help you 
in ‘‘selling’’ them, YALE now is telling them 
about the famous Load King Electric Hoist. 


This is the hoist being featured currently in 
— a continuous promotion of YALE Hand and 
VY, to 1% tons Electric Hoists of every kind—with capacities 
from 500 Ibs. to 40 tons. 
Remember on all your calls to turn YALE 
advertising effort into profitable hoist sales. 
ee Suggest the cheaper, easier, better YALE 
Load King Electric Hoist to , way of lifting. Mention the YALE Load King 


save manpower on the pro- , Electric Hoist. 
duction line... or for lifting 
time and cost savings wher- 
ever they’re needed. Speedy, 
dependable Load King per- 


formance writes off its cost 
many times over in contin- 4:y E & T OW N E 
uous lifting economies. * 


The Yale & Towne Manufacturing Co., 
Philadelphia 15, Pa. 


YALE is a registered trade mark of The Yale & Towne Mfg. Co. 


YALE HAND AND ELECTRIC HOISTS © YALE GAS AND ELECTRIC INDUSTRIAL TRUCKS © YALE WORKSAVERS © YALE HAND TRUCKS 
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, Door Openers To Sales 








Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks. 


LIGHIENING FLASHES: Lightning bolts don’t come from the blue, and 
t fi don’t hit the earth. Actually thev jump skyward at a rate of 
t niles per second. One could streak three-quarters of the way around 


Look out! 


i} 


DON’T FEEL SO BAD. At the last check, six out of every ten American families 
owed money, and some 47 percent of non-farm homes occupied by owners carried 
debt. But most people aren’t heavily burdened by their liabilities. About one 
fourth of all consumer debt is owed by the ten percent of families with the highest 
ind only about five percent of the families owe more than $1,000 other 





mcomsres 


than on real estate 


BRING 'EM BACK ASLEEP. Our zoos may soon abound with a surplus of 
ld} ts if a South African hunter has his wav. He suggests that future safaris 


i 


1 bullets, each tipped with a hypodermic needle containing a dope 
The quick acting sedative promptly puts Leo to sleep while the 


ted bullet causes only minor damage to bone or tissue 


NO MORE SKIDS! Skidding automobiles, long a leading cause of accidents, 
may be a thing of the past if a new product works out. Named “Gyro Skid Control”, 
the device is said to be able to harness those forces that result in skids and balance 
them by counter-centrifugal force. Easilv installed, and selling for $39.95, it is 


uid to be ready for retail sale 


CONGRESS AND DOGS: Do you ever wonder what Congress does when it 


vt le iting on great national issues? It’s serving as the Board of Alderman 
ty of Washington, which doesn’t have any government of its own. One 
to the hopper of our national parliamentary body recently was called: 

te a revenue in the District of Columbia by levving a tax on all 


1 to make such dogs personal property, and for other purposes.” 


SMILE WHEN YOU SAY THAT. When a purchasing agent looks you straight 
1 the eve these days, it’s probably because he is afraid to turn his back. A recent 
rvev found that more than half of the P.A.’s queried feel there has been a 

general deterioration of ethical standards during the past few vears. Sixty-six 
vercent attribute it to the general national laxity, and fifty-nine percent feel there 


is an inabilitv to do business by normal methods 
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RUST-OLEUM is one of the few products you 
handle that you can talk on every call! 





| The Practical Answer To Your Customer's Rust Problems 


So easy to use that one man often does the work of two. May be 
applied over surfaces already rusted by brush, dip, or spray... after 
removing rust scale and loose particles with wirebrush and sharp 
scrapers. Saves time, work, and money — there's a practical sales 
story your buyers understand and need! 

‘ 


Beautifies As It Protects -- 
Available In All Colors, Aluminum, and White 


With RUST-OLEUM, you've got the answer — you Stop and Prevent 
Rust for your customers; and you provide double protection with 
RUST-OLEUM finish coats in all colors, aluminum, and white. This 
means your customers receive maximum rust prevention — and 
beautify as they protect! 


3 You Receive High-Profit, Fast-Turnover, Repeat-Sales 


RUST-OLEUM is a high-profit line backed by a sound, protected 
distributor policy for you. The fact that every type of plant, indus- 
try, and business is a RUST-OLEUM prospect means fast-turnover and 
repeat-sales for you the year ‘round. It’s one of the few products 
you can talk on every call 


RUST-OLEUM 


Dramatic 
National Advertising 
Month-After-Month 
in 
TIME MAGAZINE 
NEWSWEEK 
BUSINESS WEEK 
FACTORY 
MODERN INDUSTRY 
MILL & FACTORY 
and 50 other 
important publications 
makes your sales job 
easier! 


Be Sure Your Company Is Signed Up 
For The Hard-Hitting RUST-OLEUM Direct 
Mail Campaign To Your Customers In 
Your Trading Area! It’s A Proved 
Business-Getter! Write For Details! 
RUST-OLEUM CORPORATION 


2414 Oakton Street, Evanston, Illinois 
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ON ‘THE MARKET .... 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 
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Safety Handle 











Keeps Fingers 
Out of Vises 


hop 














Shop Stool 


Adjustable 
To 15 Positions 


ingic 
1} doul le 
p the nut 
nce the two angles 
lightly la 
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ingle feature 
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KCC tight and the 
r thar } 

rger than the 

, 

lamped on the 
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nct ; 
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bolt is drawn up tigl 
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iction 1s ex on 
the nut, keeping it locked in place 
that three times a 


It is claimed 
many knock-down stools as unboxed 


to in DACKE in 


, 
mventiona 


t ght car 

Standard Pressed Steel ¢ 
town, P: Industrial 
March | 


o., Jenkin 
Distribution, 
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Grinding Wheel 


Triple Purpose, 
With Safety Web 


can rough grind 

otch, all with the same 
ising the new “BER” flexible 
ding 


wheel 


| 
finish 


grinding 


manufacture! 


4 use on nght-angle o1 
portable 


] yt 


grinders, the 
b material 
grain. Its 
welds, 
urs, and 


irded we 
with abrasive 
moothing down 
es on cont 
in Castings 


by a 


safcty 
f the wheel 


nh web 


ichieved 


into the back 


1 ITCAK t 


holds 
ther until the machine 


Worcester, Mass 
Distribution, March 1952 
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Tube Bender 


For Two Sizes 
On Same Setup 


\ dual purpose tube bender that 
in be used for both 4-inch and g-inch 
without changing parts between 
perations has recently been devel 
»ped 
Catalogued as No. 362-F, the ben 
der is designed for O.D. copper, alu 
minum, brass, and other soft, thin 
wall metal tubing. It has a dual siz 
and mandrel which permits 
quick adjustment to either size. Of 
two piece construction, it comes apart 
ind slips over to the point wher 
the bend is needed. ‘Tubing with one 
end connected can be handled 
Bending angles reach 180 degre« 
ind the tool is calibrated to show po 
sitions. ‘The bender weighs 3 Ibs 
The Imperial Brass Mfg. Co., Chi 
Industrial Distribution, March 


shoe 


casily 


cago 


For Home Shops, 
Schools, Builders 


A new line of blades, individ 
ually packaged, is being offered for 
home workshops, schools and building 
contractors 


Made of electric 


SaW 


furnace steel, the 
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--. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





Simonds Saw © 
burg, Mas Indu 
March 1952 














For Filtering 
Exhaust Systems 


exhaust am 
fan | gned for 
ind plants whe volumes 
ir¢ needcd 
Utilizing di 
werloading 


ty pe prope lle 
. > 


C 


I 75 are determined 

Code of the American Soci 

ng & Ventilation Engineer 
Ihe fan is adaptable f 
stems, and 


or duct work 


Plain 
Distribution 


Chelsea Fan @& Blower Co.., 
field, N. ].—Industrial 
March 1952 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 


Non-Slip Paint 


Prevents Accidents 
On Plant Floors 


\ floor paint ibrasive 

being marketed S y devic 

; : 

ants with slippery walking 
Adaptable for steel walks, stairs, fire 

facto 


} ) 
in be applied lik« 


truck | s, and othe 
rs, the materia! « 
ordinary paint, rough 
smooth surfaces rT 
ind detergents, according 
facturcr Three 1 I olors 
tile red, and black are availabk 
Oil-Dry Corp. of America, Chicag 
Industrial March 


Distribution 
195? 


Pallet Trucks 


Two-Truck Team 
for Warehouse 


\ two-truck combination, one for 
hauling pallets and the other for tier 


; designed to service ware 
with aisles of less than 6-ft 


NOUSCS 
vidth 

The pallet truck, available in ca 
pacities up to 6,000 Ibs., is operated 
‘lic foot-hft 


borward-loading for con 


multiple-stroke hydr 
to + inches 
enience, it has constant wheel basc 
ind light arc-welded design 

Ihe tiering truck, called the ‘Jack 
starter’, has the same load capacities 
both in telescopic and non-telescopi 
models. It operates under storage-bat 
tery power. Designed for easy mainte 
nance, it has sealed ball-bearings and 
clflubricating bronze bushings in 
stead of fittings Lhe 
unit is said to be replaceable in 20 


LZTCAsC power 
minutes 

Controls are in the handle head 
so that every operation can be per 
formed with the handle in the vertical 
or any other position. The load can 
be lifted while the truck is moving 

Lewis-Shepard Products, Inc., Wa 
tertown, Mass Industrial Distribu 
tion, March 1952 














Timing Belt 


Also Designed For 
Power Transmission 


The Gilmer “Timing” Belt is said 
to utilize a tooth-grip design that 
makes positive engagement with 
grooved pulleys, thus not depending 
upon frictional grip for the transmi 
sion of power 

Pulling element consists of a heli 
cally-wound steel cable 
the belt tensile strength and elim 
inates the problem of stretch \ 
the pulling clement is embedded in 
Neoprene, the belt is said to be highh 
oil- and heat-resistant 


which give 


Continued on page 137 
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NATIONAL 


bole 


Like all cutting tools that bear the 
NATIONAL name, NATIONAL Ream- 
ers enjoy a decided customer prefer- 
ence. Points of superiority in their 
design and manufacture mean better 


performance, smoother finish, longer 


life. You can recommend with confi- 
dence the complete NATIONAL line, 
which includes twist drills, reamers, 
counterbores, milling cutters, end 
mills, hobs, and special tools. 


NATIONAL TWIST DRILL 
AND TOOL COMPANY 
Rochester, Michigan, U.S.A. 


Distributors in principal cities. Factory 
Branches: New York, Chicago, Cleveland, 
Detroit, San Francisco. 

















ELLER 


NUCUT ic: FILE 


o US fer OF 


Only a NUCUT 
gives you 
“doubling-in-brass”’ filing 


\ 


AXAKLS 

\\ \ \' RNY 

WAAXKVAAXR 
‘ AW xT 
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) 
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AY 
‘ AN 
AY ‘) WY ) 


NY 





/, CUTTING ACTION 


At every stroke 


2. SMOOTHING ACTION 





_ with a NUCUT is like using 
two files in one. With each and every 


stroke, the coarse teeth slice off metal ‘ How to protect files 


fast, true. At the same time the fine teeth A file is a cutting tool. To give you 


finish the surface smooth. No skidding ‘ its best service, it must be carefully 





or waste motion, no clogging that re- : handled and safely stored. 
quires frequent cleaning, no scratches 
to remove. In short—better, faster, easier 
filing ; WRONG: Throwing 
¢ on s files together or with 
You can tell a NUCUT both by the other tools results in 
WHITE TANG—and from the wavy ap ‘ dull or broken teeth. 
pearance of the patented teeth when you 
hold the file at an angle. Your distributor 
will gladly tell you the right sizes, shapes RIGHT: Keep files sep- 
and cuts to reduce your filing costs to a ‘ arated, You can do 
minimum. » this easily by hanging 
‘ files in racks . . . or 
HELLER BROTHERS : placing them in wood 


partitions, Either way 


COMPANY affords good protec- 


° : : tion. 
America’s Oldest File Manufacturer : on 


WHITE TANG 


Newcomerstown, Ohio 


MR. DISTRIBUTOR: NUCUT advertising is appearing in publications that reach the impor 


tant users and buyers of files in your territory. Please note that it directs these prospects to you 





INDUSTRIAL DISTRIBUTION © MARCH, 1952 











“s- 
5 


"7 ha “2% 





THE “GUN” TAP, the Original spiral pointed tap, was developed by 
GREENFIELD to lick tap enemy No. 1, breakage due to chips clogging 
in the flutes. This problem is especially troublesome in 


stringy’ metals 
where the chip is long and curling. 


The Gun point solves the problem in through holes by causing the chips 
eM Lal tol aelale MM tile lol MMMol I Mel l-Tolo Me} Ml ,1 Mie oR 
In some cases even blind holes can be tapped with the new Bottoming 


Gun Taps now furnished in machine screw and %"-516" sizes. 


GREENFIELD TAP and DIE CORPORATION 


GREENFIELD, MASSACHUSETTS 
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RUGGEDNESS AND REFINEMENT are two things you might not 
expect to find combined in one tool. You will find both, however, in 
GTD-AMPCO End Mills 

The precision finish of the shanks, the uniformity of the cutting teeth 
the exactness of size assure accuracy in use. Design, steel selection 


relate Mola -Tal 1-1) Meaolalicelii-toMlal-leohmeia-tolilale Mel h7-MEial tu Ma lal-tl ama tlefel-telal 11) 


AMPCO TWIST DRILL DIVISION 
GREENFIELD TAP and DIE CORPORATION 


GREENFIELD, MASSACHUSETTS 
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On The Market Today 


(Starts on page 132 





Designed as a timing part or power positive drive; precision timing; no 
transmission belt, no initial tension — stretch; low or high speeds; fixed cen 

required for most applications, ters—no adjustments; no initial ten 
which permits the timing belt to sion; high tensile strength; low 
yperate on fixed centers. Since there operating noise level; no lubrication; 

no stretch, no tensioning of the compactness; small pulley diameters; 
belt is necessary. In the design of the case of installation; economy and 
drive, the low initial tension features — versatility. 
in many Cases effect substantial econ L. H. Gilmer Co., Philadelphia, Pa 
omy Industrial Distribution, March 


Advantages claimed are: completeh 
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Safety Handle 
Wilton ‘Tool Mfg Co 


Shop Stool 
Standard Pressed Steel Co 
Grinding Wheel 
Norton Co 
Tube Bender 
The Imperial Brass Mtg 
Co 
Saws 
Simonds Saw & Steel Co. 
Fan 
Chelsea Fan & Blower Co. 
Non-Slip Paint 
Oil-Dry Corp. of America 
Pallet Trucks 
Lewis-Shepard Products, 
Inc. 
Timing Belt 
L. H. Gilmer Co 
Overload Release 
Dodge Mfg. Corp 
Steel Tubing 
The Babcock & Wilcox Co. 
Load Binder 
Canton Cast Products Co. 
Conveyors 
Oral ‘T. Carter & Assoc., 
Inc 
Lamp Guards 
The McGill Mfg. Co 
Conveyor 
Market Forge Co. . 
Hook 
Brummel Hook Co 


Volt-Ammeter 
Pyramid Instrument Corp. 





Index of Manufacturers’ Products 


Connecting Links 
The Interstate Drop Forge 
Co. 
Respirator 
Mine Safety Appliance Co 
Conveyor Coating 
Samuel Moore & Co 


Detachable Ram 
The Baker-Raulang Co 


Portable Crane 
Lempco Products, Inc 


Flexible Shaft Machine 
Wyzenbeek & Staff, Inc 


Air Mover 
Mine Safety Appliances Co 


Shop Stool 


Lyon Metal Products, Inc. 


Mercury Lamp 
General Electric Co 


Lens Cleaner 
The Wilkins Co 


Lighting Fitting 
Russel & Stoll Co 


Tool Post Turrets 
Royal Products 


Screwdriver 
Continental Screw Co 


Clamp 
Alpha Tool & Supply Co 


Lathe 


Rivett Lathe & Grinder, 


Inc. . 


Reduction Gears 
National Transmission Prod 
ucts, Inc. 
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@ Who doesn’t like having company? 
At David Round & Son it's a great 
pieasure. Stor and see us the next time 
you are in Cleveland, or the vicinity. 
Take a look at the new David Round 
plant—28,000 square feet of factory 
carefully planned to achieve the high- 
est possible efficiency in production of 
hoisting equipment. See the machine 
capacity for increased production and 
the methods by which the quality stand- 
ards of David Round 
Equipment are main- 
tained. You will 
be welcome! David 
Round & Son, 35000 
Aurora Road, Cleve- 
land, 22, Ohio. 

Superior Ball 

Bearing Chain 


Hoist. Capacities 
1/4 f0 20 tons 


The David Round Line includes Chain 
Hoists, Electric Hoists, Trolleys, 
Cranes, Winches and related types 


of hoisting equipment. Catalog No. 
81 gives complete information. 


HOISTING EQUIPMENT 


ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 
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| Overload Release 


POWER TRANSMISSION 
EQUIPMENT CATALOGS 


Correction! Not just catalogs, but guide books crammed with 
engineering data and other helpful information 

on the most complete line of power 

transmission equipment available from 

any single source anywhere! 


Get yours immediately! 
You need them for 
reference—and to help 
give your customers 
better, faster, more 
dependable 

service. 


market! 

Medart’s reputation 

for design perfection and 

mechanical dependability 
for ability to solve 

every complicated 

mechanical power trans- 

mission problem—for a complete 

line to meet every requirement—is your 

assurance that Medart is easier and 

more profitable to sell! 


Loosens Belt, Cuts 
Current, Rings Bell 


A tnple purpose overload release 
that loosens the belt, cuts off the cur- 
rent, and activates a warning bell, 
siren, or light on a laboring motor has 
been developed for the protection of 
motors, driven machines, and speed 
reducers. 

Named the Tri-Matic, the new at 
tachment has been designed for the 
Dodge Torque-Arm Speed Reducer. 

The release acts instantly when a 
machine is overloaded. Pressure ex 
erted by excessive load causes a piston 
to move lengthwise through the unit, 
loosening the belts and cutting off the 
current. The warning system is at 
tached to the micro switch. To reset 
it after tripping, the speed reducer is 
simply pulled back manually into posi- 
tion. This automatically cocks the 
release mechanism. 

The Tri-Matic is calibrated for ad 
justment to the load conditions of any 
job. It replaces, and is interchange 
able with, the standard torque arm 
that is regularly furnished with the 
Dodge Speed Reducer. It is available 
in sizes for all speed reducers in either 
single or double-reduction series. 

Dodge Mfg. Corp., Mishawaka, 
Ind.—Industrial Distribution, March 
1952 


| Steel Tubing 


MEDART CO., 3535 DeKalb St., St. Lowis 18, Mo 
Send the following Medart Catalogs 


MEDART 
COMPANY 


3535 DeKalb Street 
St. Louis 18, Mo. 


OC) V- Belts & Sheaves 
© Power Transmission Equipment 


OC Speed Reducers 
© Gears 





| 
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From “Ugine-Sejournet” 
Extrusion Process 


Seamless stainless steel tubing, pro- 
duced in a plant designed specifically 
to make tubing by the “Ugine-Sejour 

(Continued on page 141) 











Ole 


FOUNDED 1883 


or VALVES 


Ford Motor Company’s new foundry at 
Cleveland employed many OIC Valves; 
forged and cast steel for the power 
plant, iron and bronze valves for the 
heating and process piping. 


THE OHIO INJECTOR COMPANY 
WADSWORTH, OHIO 


VALVES 


FORGED AND CAST STEEi - IRON - BRONZE 
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Bac? Ue 
- for B-RIGHT-ON <2 uo 
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An industrial distributor does not live on a one-way 
street . . . with all traffic flowing to his customers. To back 
him up he must have his supplier giving the same 
prompt service and assistance fo him that his customers 
expect from him. 
Brighton gives this service to its dealers, the kind of 
cooperation that simplifies your sales job. A compact, 
fast-on-its-feet organization devoted exclusively to 
manufacture and sale of top quality socket 


screw products, Brighton is behind you all the way. 


Sin Get the service 
. you like to give... 
b with B-RIGHT-ON! 


e@ Socket Set Screws 

e@ Socket Head Cap Screws 
e Socket Pipe Plugs 

e Socket Head Stripper Bolts 
e Socket Screw Specials 

e@ Socket Screw Key Kits 


Write for Details . . . 


















net” extrusion method, is now avail 
able in the U. S., following licensing 
igreements with French developers of 
the process 

The new method makes it possible 
tor the first time to extrude hollow and 
solid sections of metals which forge 
with great difficulty. It also permits 
finer and more complicated sections 


than heretofore possible even with 
more readily forgeable allovs, it is 
claimed. Distinguishing feature of the 


process is the use of glass for an ex 
tremely short time to act as lubricant 
for the hot worked metal and as an in 
sulator for the die system 

The first lot of extruded seamless 
tubing produced at the new plant was 
known as B&W Crolovy 18-Ss, an 18 
percent chromium, 8 percent nickel, 
stainless steel allov 

I'he Babcock & Wilcox Co 
Falls, Pa Industrial 
March 1952 


. Beaver 
Distribution, 








Load Binder 


Heavy Spring Vi NC E 


Takes Up Shock 


climinate breakage of 
chains and hooks binding truck loads 
that move over rough terrain, a new 
load binder has been developed fea 
turing spring-action. A heavy spring 
inaintains uniform tension, and the 
handle has continuous-action “‘take 
up” for additional safety. Four models 
now in production begin at 9,000 Ibs 
capacity. 

Canton Cast Products Co 
Ohio 


1952 


lo help 


Canton, 
Industrial Distribution, March 
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Yes, there’s real profit for jobbers in a stock of Vincent 
Dressers and Cutters ... a fact that has been proven time and 
again during the past forty years by jobbers throughout the 
country. Here are a few of the reasons: 

Vincent Dressers have an exclusive design that minimizes 
costly dresser replacement and gives better dressings on 
every application. And, Vincent Cutters provide the exact 
degree of hardness that prevents teeth from breaking or 
from mushing over. They're heat treated right in our own 
plant—one of the three largest in the country. 

Added to these important features, Vincent Dressers and 
Cutters are available in sizes and styles to meet every 
dressing need. Combine these tangible selling points with 
the fact that the Vincent line has been continually advertised 
to your customers in leading trade publications, and you have 
a sure-fire profit picture that’s hard to beat. Why not 
investigate today? Vincent Steel Process Company, 
2424 Bellevve Avenve, Detroit 7, Michigan 
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SINCE 1909 


Designed — Built — Merchandised 


to do a better job...for the user—for you 


Producers of + WSS TOOL BITS + CONICAL CUTTERS AND HOLDERS » DIAMOND 


DRESSING TOOLS + TUBECLEANER CUTTERS + HIGHWAY SURFACER CUTTERS 
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VINCENT Dressers and Cutters 
for every grinding operation 


Lew and 


141 
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ow 


handy way 


to help your customers toward easier, faster metal- 
cutting — sell them VICTOR hand and power hack- 
saw blades and flexible-back band saws. 


They'll appreciate, too, having copies of the timely 
authoritative VICTOR Metal-cutting Booklet. Be sure 
you have a supply on hand. We’re making sure, with con- 
sistent advertising, that your customers know about them. 


Sold 
only 
through 
recognized 
distributors VIC R 
OB 


SAW WORKS, INC 
Makers of Hand and Power Hack Sau Blades 


* MIDDLETOWN, NY, USA 


Frames and Metal Cutting Band Saw Blades 
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Conveyors 


Penetrating Oil 
Lubricates Parts 


A complete line of conveyor equip 
ment and machinery, known as “Black 
Velvet” conveyors, has been intro- 
duced featuring a new process in lubri 
cation of wheels and rollers. 

Bearings and working parts are 
treated with a deep penetrating oil 
said to insure a salt-lubricated opera- 
tion, as well as prevention of rust. 

Oral T. Carter @& Assoc., Inc. 
Cincinnati — Industrial Distribution, 
March 1952 








Lamp Guards 


With 3-Wire Outlet 
For Power Tools 


\ new line of lamp guards provides 
1 grounded portable light with an ap- 
proved three-wire convenience outlet 
for portable lighting and power tools. 

There are two cage designs, one fea 
turing a concentrating end lense and 
rotary reflector for focusing light where 
needed and the other a standard No 
Rol cage-and-reflector unit of heavy 
steel wire. 

Labeled the 5,000-G series, the 
guards have molded phenolic-handles 
which are non-conductive, heat-and- 
impact resisting, and insulated. They 
ire equipped with the Levolier switch, 
with three-wire red thermoplastic cord 
optional. 

The new assembly makes it possible 
to connect drills, saws, and other tools 
quickly at the working area without 
extra extension cords. 

The McGill Mfg. Co., Valparaiso, 


Ind.—Industrial Distribution, March 
1952 

















Why SIOUX Valve Grinding Machines 
Are Better! 











3 Rollers grip 







»y Aigner moves Oil Cups 


ir r out tor ditterent 








valve firmly 








lenaths of valves 











SIOUX | 


QUICK-ACTING 
ROLLER CHUCK 


% Wet Grinding Built-in. A fea- ye Removable coolant tank for 
ture appreciated by every auto- easy cleaning. 
poet on repairman. A pace: % No other method equals wet 
smoother, more accurate an _ Peg 
finished jobs. Reduces wheel as for valve recondition 


dressing to a minimum. te Wet grindi —— 

et grinding eliminates hea 

%* Worn rocker arms refaced to and distortion, producing finest 
original efficiency. Scientific finish and factory precision 
design lines up rocker arm face ; 













d center in 


nters the 








with bearing. _ 
: . 622-N— Valve F, Gri 
% Trues up valve tappets. Simp- Mach: lace Grinding 
lifies valve stem grinding and achine, Wet Grinder 
adjustment. 






_ 


® 





No. 645—Valve Face Grindi 
Machine, Wet Grinder No. ae , Grinding 
chine, rinder 


Sold only through Authorized SIOUX Distributors 







No. 682—Valve Face Grinding | STANDARD 
Machine, Wet Grinder | THE WORLD 
OVER ° 
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How 


MADESCO 


TACKLE BLOCKS 
Make Repeat Sales 
EASY !... 


Customers know from their 

own experience that the materials and work- 
manship in every Madesco product pay off 
in long and efficient service. That's why they 
re-order. Make sure that you have an ade- 
quate stock on hand. Our descriptive catalog 
will be a great sales help. Send for your 
copy today. 


MADESCO 


TACKLE BLOCK COMPANY 


Over 
@ quarter 


century PENNSYLVANIA 
of service 


EASTON, 


INDUSTRIAL DISTRIBUTION © MARCH, 1952 











Conveyor 


Weighs 69 lIbs., 
Holds 42 Ton 


The new “Load-Veyor’, a light 
weight, heavy-duty conveyor, is de 
signed to take loads up to 1,000 Tbs 
covering the conveyor surface and in 
dividual loads of 300-Ibs. per unit 
Tension members provide — extra 
strength without unnecessary weight, 
it is claimed. Weight of a 10-ft. sec- 
tion is 69 Ibs. 

The conveyor is 12 in. wide and 
comes in either 5 or 10-ft. sections, 
with 45 and 90-degree curves to suit 
individual needs. Ball-bearing wheels 
of 2-in. diameter and %-in. wide are 
spaced on slightly less than 3-in. cen 
ters. Welded-on connectors, inter 
connectable with most other conveyors 
of the same size, are available. 

Market Forge Co., Everett, Mass 
~— Industrial Distribution, March 
1952. 











Hook 


Turn of Fingers 
Joins Connectors 


Quick connecting hooks recently 
developed can be joined by a tum 
of the fingers, making hook-ups casv, 
even in the dark. Thev cannot con 
apart unless intentionally unhooked 

Made of manganese bronze in 
heavy-duty types and aluminum-basc 
“ternalloy” in lighter models, the 
hooks are available in a number of 
tvpes and sizes, including fast or fixed 
eve hooks, fixed jaw, bolt, and floor 











fittings Among. their 
as safety hooks for such de- 
ices as power press safety harness, 
ifety belt, entrance guard and _ tar 
paulin lashings, and as materials han 
dling aids to connect hoists, slings, 
braces, and guy wires 

Brummel Hook Co., Chicago—In 
dustrial Distribution, March 1952 


platform 


uses are 














Volt-Ammeter 


Small Size, Measures 
Up To 1200 Amperes 


A high-current Amprobe volt-am- 
meter that measures up to 1200 am- 
peres, yet can be carried in the coat 
pocket, has been introduced. Known 
as the Amprobe Model 1200, it is 
the “snap-around” type, which meas- 
ures current instantly without being 
connected to the conductor. The 
reading therefore can be taken with- 
out interrupting the circuit or shut- 
ting down cquipment. 

It uses a newly-developed dough- 
nut-type transformer and incorporates 
six ammeter ranges and three volt- 
meter ranges in one instrument: 
0-50/60/150/300/600/1200 amperes 
A.C., and 0-150/300/600 volts A. C. 

he voltage test leads are equipped 
with the new Amprobe §safety-type 
plug which is said to automatically in- 
sulate itself when removed from the 
meter. Probe jaws are insulated down 
into the sockets, to eliminate the dan- 
ger of shorts while working in crowded 
switch boxes and distributing panels. 

\ wide-angle, high-visibility win- 
dow makes it possible to take a quick, 
accurate reading from practically any 
position, even in poor light. 

Pyramid Instrument Corp., Lyn- 
brook, N. Y.—Industrial Distribution, 
March 1952 
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Comparison with similar 
couplings lies in veneral 
appearance, alone. Sery- 
ice-tested materials. 
precision manufacture 
and careful inspection 


assure unrivaled —per- 


under all con- 
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cadmium plated, or 


lormance 
ditions. iron. 


bronze. 


=. Pat. Of 


Diy < IN VALUES 


F Jhe Quality Lins 


BOSS’ “GJ-BOSS'"' ‘'DIXON”’ 


INDUSTRIAL DISTRIBUTION © MARCH, 1952 


Di q 


“KING 


“AIR KING 


DIX-LOCK 








Connecting Links 


For Chain Repairs, 
Sling Assemblies 


\ multi-purpose safety connecting 
link, the Wedglok Universal, has been 
designed for carbon and alloy chain 
users, 

Only two sizes of links are needed 
to connect any size chain from }-inch 
to j-inch, depending on the type of 
chain used. The links are stronget 
than alloy steel chain of comparable 
size, it is claimed 

The links are said to obviate the 
need of maintaining stocks for com 

" plicated emergency chain repairs. They 

permit users to take up chain slings 

, : safely and quickly from running 
\ e | eran _— lengths of chain 

} rr ; The Interstate Drop Forge Co., 

+ : Milwaukee, Wis Industrial Distri 


Soldi ers ¢ bution, March 1952 


. 
of the 
> ve Here's a profit cue: More Ahlberg Pre 
| r 0 { i | cisioneered Bearings are being ‘‘drafted”’ 
into D.O. production line duty than ever 
before in Ahlberg history. It’s an Ahlberg 
Distributor success story that is strength- 
ening America today and strengthening 
relations with manufacturers from coast- 
to-coast. The basic reason is simple: No 
finer ball bearings are made—accura- 
cies up to 25 millionths of an inch is just 
one reason. And Ahlberg distributors 
stress quality. By building on “‘the best,”’ 
old Ahlberg users KEEP “sold”; new 
Ahlberg users STAY “converted.” Ahl- 
berg Bearing Company, 3025 West 47th 
Street, Chicago 32, Illinois 
































Respirator 
Lighter, Cuts 


AHLBERG treath Resistance 


A new respirator, Dustfoe No. 55, 
PRECISIONeered Anti-Friction Products has been developed which cuts breath- 

Since 1908 ing resistance in half and weighs 25 
percent less than the previous model, 


according to the manufacturer. 
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U.S. Security Rubber Tape 
is unbeatable for perfect 
splicing when used with 
U.S. Security Friction Tape. 


QUALITY PRODUCTS OF 


~—_—~ 


SECURITY 








FRICTION TAPE 


{ 

| 
{ 
if 
! 
t 
? 
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perfect picture of profit 


U.S. Security sells quickly and easily, pulls in solid profits 
because it has stronger selling points. Security has a strong 
grip, has high-dielectric strength and will not ravel. Its high- 
tensile, straight-tearing fabric is free from dangerous pin- 
holes. Dealers and contractors everywhere prefer Security 
for electrical and general-purpose jobs. Have you enough 


Security in stock? 


STATES RUBBER COMPANY 


TAPE DEPARTMENT * ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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THE 


SKINNER 


CHUCK CO. 


346 Church Street, New Britain 
Connecticut 
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Designed for comfort, it weighs 23 
mimees. A narrower filter holder de 
reases blind-spot areas and provides 
more downward vision. ‘The formabk 
iluminum facepiece and replaceable 
‘tite-seal” face cushion are intended 
to conform to all normal face patterns 
for a perfect seal without undue pres 
sure 

Quick changing of filters and rm 
placement of parts are provided for, it 
is claimed. The filter is made of 
charged resin-treated felt which cr 
ites a static clectrical field and sup 
plements the mechanical filtering ac 
tion by trapping dust particles. ‘The 
air intake is located at the lowest point 
on the respirator so that counter grav- 
ity flow cuts down on the entry of 
heavier dust particles 

Mine Safety Appliances Co., Pitts 
burgh, Pa.—lIndustrial Distribution, 
March 1952 


Conveyor Coating 


To Keep Rollers 
From Corrosion 


Plastic armor coating called “De 
koron” is available which can be ap 
plied to the rollers of a conveyor for 
protection against corrosion due to 
moisture, salt, acids, alkalis, and other 
influences. Metal-tubing conveyor 
rollers already treated with the mate 
rial have also been developed. 

he plastic coating is extruded over 
the rollers, varying the thickness to 
suit needs. A semi-rigid vinyl coating 
about s2-in. thick is most often used. 

Samuel Moore ( Co., Mantua, 
Ohio—Industrial Distribution, March 
1952 


Detachable Ram 


To Speed Handling 
Of Coiled Wire 


lo prov ide a faster means of mov 
ing coiled wire from storage to wire 
drawing machines in metalworking 





plants, an industrial truck manufac- 
turer has developed a detachable ram 
that can be fitted easily to truck car- 
rlages 

The 10-foot ram can be installed or 
detached in seconds, it is claimed. 
The operator positions his truck and 
raises the carriage so that cradle arms 
on the carriage engage a mounting 
spool on the ram. To disengage it, 
he lowers the CalTiage. 

The ram can be left in the wire 
feeder and the truck is free to pick up 
another coil. It is claimed that one 
truck and six rams can keep three 
wire drawing machines going full time. 

Ihe Baker-Raulang Co., Cleveland 

Industrial Distribution, March 


1952 














Portable Crane 


Hydraulic Lift 
With Hand Pump 


\ new hydraulic portable crane, an 
improved model of the “Series TM”, 
has been designed for lifting one or 
two-ton weights. 

It is of all-welded girder-type con- 
struction with square instead of tubu- 
lar members and weighs somewhat less 
than its predecessor, but offers greater 
stability and maneuverability, accord- 
ing to the manufacturer. 

rhe single unit pump, operated by 
hand, has variable speed. It is designed 
to be removed or reconditioned as eas- 
ily as an automobile jack. There are 
no hose couplings, and the pump has 
1 built-in check valve to prevent sud 
den lowering of a load. 

I'he crane comes in either the one 
or two-ton size, with low and high 
mast styles in the two-ton model. 
Optional accessories-include an attach 
ment for stacking ar moving-miscella- 
neous drums or crétes, a telescoping 
boom extension, ané a cradle for mov- 
ing transmission ani dua! wheels into 


place. 


INGENUITY 


can solve any problem 





co ay ° 348 5 Rh involves the 


higher production of threaded parts 


HY-PRO TAPS 


= can help 
you toa 
TOOL CO. solution 


NEW BEDFORD, MASS., U.S.A. nr, : 
(! /// 


Subsidiary of 


Continental Screw Co * 


Order from your distributor 
or call the HY-PRO SALES ENGINEER 
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COLYMBIAN Hydraulic Vises 
speed up production 


"2 free both of 
\ operator's hands 


ERE is a modern vise . 
operations. 


Its use enables operators to employ both hands to handle and 
position work. 


Vise is controlled by two simple foot pedals — one for power, 
the other for release. Stop control is adjustable so that the vise 
grips and holds production work with a single power stroke. 


Vise closing speed is /%"’ per pump stroke. Jaws close without 
damaging the “held” object. Full vise opening can be accomplished 
in 3 seconds. 


Maximum hydraulic pressure is 7,000 P.S.I. Maximum jaw 
pressure is 4,000 lbs. Safety valve protects against overloading. 


COLYMBIAN 
LC4EA ve columbian Vise & Wg bo. 


CLEVELAND 4, 


. . designed for today’s high speed 


ounio 


SLEDGE-TESTED 
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Another model is equipped with a 
revolving base instead of legs and can 
be used on a truck or shipping plat 
form to serve the purpose of a mov- 
able chain hoist. 

Lempco Products, Inc., Bedford, 
Ohio—Industrial Distribution, Marcl 
1952 














Flexible Shaft Machine 


Variable Speed 
Up to 3-1 Ratio 


Variable speed drive is offered in 
the new “Wycomatic” flexible shaft 
machine, available in three sizes (4, 
4, and 3 hp) and two speed ranges 
1200-3600 and 2000-6000 rpm). 

lo prevent tipping over, the motot 
is placed low on the base of the cab 
inct Pulleys and V-belt are fully 
enclosed in a baked enamel steel cab 
inet Straight handpieces or angle 
heads to fit the machine are provided 
with a quick-change coupling to speed 
changes between various operations 
The infinitely variable speed con 
rol, which the manufacturer claims 
s superior to 3 or 4-step V-belt drive, 
will give maximum speed ratio of 
to l. 
Wyzenbeek & Staff, Inc., Chicago 
Industrial Distribution, March 
1952 


Air Mover 


For Rapid Movement 
Of Large Air Volume 


\ deviee for moving large volumes 
of air quickly and economically in 
situations requiring intermittent or 
emergency ventilation has been de- 
veloped Said to be portable and 








cc 


product 


TOUGH! 
-«e but Snooth 


@ Electric furnace steel is used 
in making R-PaC Cast Steel 
Valves. With all parts of equa! 
strength, they are tough. Bodies 
resist distortion. One-piece yoke 
is rigid, provides permanent 
alignment. Gland packing stays 
tight at high pressures and tem 
peratures. Requires little servic 
ing. Internal design permits 
smooth flow, positive shut-off. 








These tough valves are just 
one type in the R-Pa&C line which 
enables you to offer complete 
valve service to your customers. 
Write the nearest R-PaC office 
today. 





R-P&C VALVE DIVISION va Ives 


AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn 
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Sales are easier when you carry 

the complete line of 

STAR metal-cutting products. 

Over the years, 

a combination of a good product along with 
consistent advertising to your Customers 

has made STAR hacksaw blades, 

frames, and metal-cutting band saws 

the easy brand to sell. 


MSON BROS., Inc. 
IDDLETOWN, N.Y., U.S.A. 


Mokers of Hand and Power Hack Sow Biedes, 
Frames, Mete! Cutting Bond Sew Blades 
and Clemson Lown Machines 
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light-weight, it employs compressed 
air or steam in its principle of opera 
tion. 

Horn shaped, with a bell-formed 
base, the Air-Mover converts pressure 
of compressed air or steam from any 
supply source into a large induced 
volume of moving air. ‘The steam or 
compressed air is fed through a side 
inlet at the ball end. Expanded at 
high velocity it is discharged through 
the outlet horn, drawing with it a 
large volume of the atmosphere to 
be moved 

Three models are available: the No 
3, which weighs 64 Ibs., is capable 
of moving 800 cubic ft. of air per 
minute with a 90-Ib. line pressurc 
supply; the No. 6, weighing 31 Ibs., 
moves as much as 3,150 cubic ft. per 
minute at 70-Ib. line pressure; and 
the No. 10, weighing 47 Ib., handles 
5,160 cubic ft. at 80-Tb. line pressure 

Mine Safety Appliances Co.. Pitts 
burgh, Pa.—Industnal Distnbution 
March 1952 





24” high 











Shop Stool 


80 Models, 
5 Heights 


Steel stools in this line are offered 
in 80 models and 5 heights. ‘They are 
all-welded, with legs of round-edge 
steel band, to prevent the snagging of 
clothes on rough edges. Legs taper 
out to insure against tipping. They 
are available with steel or pressed 
wood seats, and adjustable stecl backs 
if desired. 

Lyon Metal Products, Inc., Aurora, 
{1—tndustnal Distribution, March 
1952. 


Mercury Lamp 


52,000 Lumens 
For Factories 


A powerful 1,000-watt mercury 
lamp has been developed for indus 
tries where medium or high-bay light 
ing is needed. 

Producing 52,000 lumens, it is de 
signed to fill the gap between 400 
and 3,000-watt lamps in the mercury 
line. Its life rating is 3,000 hours at 





Here Are Some of the 
Outstanding Tools You Can Offer: 


IMPERIA 


The favorite with men who work with 
tubing. Free Wheeling Ball-Bearing Action 
makes tube cutting, faster, better, easier. 
Roller-type with flare cut-off groove. No. 
274-F Hi-Duty Tube Cutter for hard or 
sofe tubing 4%” to 1” O.D. Other models 
for tubing up to 244" O.D. 


Tubing Tool | SEeey 
Headquarters 


CONTROL KNOB 
FOR BURNISHING 


] 
ra TOOL for EVERY JOB: 


. double flaring, ing .-- The tool that both Flares 
to ge or and pinch- ff tubing and Burnishes Tubing. 3 rollers — 
= ; pe Bundyweld, in spreader cone roll out the flare in the air, 
bending, brass, aluminum, . : Note that flare is not formed against die 
tools for copper d other steel tubing - - block. Makes stronger flares—will not score 
ss + inless steel, sic an the tubing. No. 355-F flares 1/4”, 5/16”, 
sta 


3/8”, 1/2”, 5/8” O.D. Tubing. 
esT i 
the FIN 
You offer 


ionee 
ade by IMPERIAL— the eae years a 
ere tool 


You can offe 


ols for cutting, 


reaming, swed 


n tubing tools! 
d leader in IMPERIAL HAND 

ran 

TUBE BENDERS 


s for more — 


TUBE WORKING HANDBOOK 


If your customers work with or connect tubing by all 

means give them this ready reference on modern These strong, smooth-operating, calibrated 
tubing connection practice. It is a must for every tube benders form neat accurate bends to 
man who has any problems in tubing connection. a short radius without deforming tubing 
Gives practical how-to-do-it information on tube . . . bend to any angle up to 180°. Open 
cutting, flaring, bending, reaming, etc. Ask for a side type. No. 364-F .. . individual benders 
copy of this valuable handbook today. for each size of tubing from 4/16” to 

3/4” O.D. Also gear-type tube bend- fF 


THE IMPERIAL BRASS MFG. CO. 511 5. Racine Ave., Chicago 7, ms. © £07 1/2” 40 1-1/8" O.D. tubing. 
In Canada: The imperiol Brass Mfg. Co., 33 Church S1., Toronto, Ontario 


TUBE FITTINGS and TUBE WORKING TOOLS 
Catalog 350 shows a wide range of 
sizes, types and styles. Write for copy. 


“Look for the Diamond on every fitting 
and tool you buy” 








INDUSTRIAL DISTRIBUTION © MARCH, 1952 





“Show ’im some signs!” 


Remember the days when the Little Fellow had taken all he could 
swallow from the School Bully - and they squared away? 
There were always those among the assembled (and delighted 
spectators who called for “‘signs.”’ Just what they meant was 
not too clear. Maybe sparring skill, or fancy footwork, or 
just plain haymakers. From research conducted recently in books 
on schoolboy slang, however, it appears that “signs” 
probably meant “‘science.”’ 

SCIENCE! 

Some of the same thing we use here at Donnelley’s in putting 
together a catalog so that it will have the effectiveness you want. 
Knowing what won't work, and what will. Building and 
producing a book to fit the convenience of the customer. One 
that he will use. One that will sell. If you feel that you could 
use some “‘signs”’ of that sort in your next book, let’s talk it over. 
No obligation. Just drop us a line. 


Catalog Compiling Department 


R.R. DONNELLEY & SONS COMPANY 


350 East Twenty-second Street, Chicago 16 





Printers - Binders : Engravers « Lithographers 
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Recently delivered 
Donnellev-butlt 
catalogs. First three 
re repeat orders 


arth s "Me 
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5 burning hours per start, operating on 
440-480 volts for best efficiency. The 
voltage makes it possible to operate 
with a simple, low-cost ballast, the 
manufacturer says 

The lamp is 144 in. long. 

General Electric Co., Nela Park, 
Cleveland Industrial Distribution, 
March 1952 


Lens Cleaner 


Kit Includes 
Anti-Fog Liquid 
A new pocket-size K-Lens-M dis 


penser called ‘Twinkit, an individual 
plastic kit containing lens eleaner and 
anti-fogging liquid, has been intro 
duced. The kit has been developed 
it is said, in response to a demand 
from industrial safety engineers for 
individual, off-premise use of K-Lens 
M products by workers who must 
wear glasses or goggles. 

The importance of the lens clean 
ing and = anti-fogging products is 
stressed, since it has been demon- 
strated that workers will wear eye pro- 
tection if visibility is not obscured by 
blinding steam or moisture. K-Lens- 
M products are claimed to be non 
hazardous, non-inflammable; they will 
not impair vision, and are effective 
on glass or plastic \pplication usu 
lly lasts a full work-dav or longer 
according to the severity of conditions 

Phe Wilkins Co., Inc., Cortland 

Industrial Distribution, March 


Lighting Fitting 


Flexible, Tested 
For Safety 


New explosion proof, swivel type 
flexible lighting-fixture fittings are de- 
signed for a total swing angle of 30 
degrees, universal movement. They 
conform to the 1951 code, Under- 
writers’ Laboratories listed and ap- 
proved for Class I, Groups C and D 

Threaded joints are free-floating 











QUAKER Production-eered BELTING 


iyora oney 
DOSKIN Fy 


QUAKER CONVEYOR BELTING 


TINY LIVE RUBBER FINGERS GRIP CARTONS, STOP SLIPPAGE ON SLOPE OF 45° 


High production, high efficj 
maintenance. “Pile-ups” el 
That's the amazing success 
saving Rough-Top Conve 
by Quaker for Doeskin, Ip 


<a LL QUAKER... for 
Tiny rubber fingers grip eac 


: : : ou j scements appearing in more 
as it climbs this 4S inck This is just one of the big colorful m9 million contacts in ‘52. 
storescom. By freeing one og ith more than : roved facts, and 
was to free pile-ups, the com than 36 pv builders with quality, P' Quaker Line of 
a month These can be a ice if you handle the Que 

sales winning te ! 
Just one more example of OR belting, hose and packings. 


: , ine for you in ‘52! ae 
oe ——. or for ‘ae new Quaker Teamed For 
sales 2a? 


Plan” now! 


QUAKER RUBBER CORPORATION 


DIVISION OF H. K. PORTER COMPANY, INC. 
PHILADELPHIA 24, PA. + BRANCHES IN PRINCIPAL CITIES 


tep to bigger 
Take the first step Profits 
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Recommend a MULCONROY 


SPECIAL HOSE CONSTRUCTION 


For virtually every kind of hose service, there's a Mulconroy Special 
Hose Construction that will fight fatigue and failure far beyond the 
limits of conventional rubber hose... will stay on the job longer 
under severest working conditions. 


You can build extra business, profit- 

ably, by recommending MULCONROY Th “p Lock” 
Special Hose Constructions for steam, e ress- 

air, water, gas, chemicals and other . 
applications, where super-resistance 

to pressure, temperature, flexing, wear 


and abuse will aid production and 
minimize replacements. 


MULCONROY HYDRAULIC HOSE 
ASSEMBLIES 

Long known for their reliable effi- 
ciency and safety, now made the 
leaders in their field through the use 
of Mulconroy's new ‘'Press-Lock 
Hydraulic Hose Coupling— proven by 
every test superior to all others of 
the pressed-on type 


"“MULCONROY Siéard,... 


|MULCONROY CO. (2) Ate Si Sine 0 


eS ST., PHILADELPHIA 3! 
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and high-temperature _ lubricated 
against freezing The fittings are 
self-aligning, with no self soldered 
joints. 

Dimensions are 72 in. long by 23 
in. They are made of cast metals 
which can be selected compatible 
with the conduit system 

Russell & Stoll Co., New York 
Industrial Distribution, March 1952 


Tool Post Turrets 


Twelve-Position 
Indexing Provided 


Tool post turrets providing 12-posi 
tion indexing have been developed in 
three models, designed for accuracy 
and flexibility. 

Ihe size range is offered in 24-in.. 
34-in., and 44-in. models. The turrets 
are of heavy duty stcel throughout and 
treated to resist rust. Working parts 
are protected against dirt and metal 
chips. 

Roval Products, Mineola, N. Y 
Industrial Distribution, March 1952. 


Screwdriver 


Has Four Bit Sizes, 
Easily Removable 


\ hand screwdriver with removable 
bits has been designed for driving 
Phillips recessed-head screws 

Bits come in four sizes and can b 
easily replaced when worn out. One 











sscd-t pe CrCcWS 

Unusual durability is claimed, since 
its are made by a ‘reserve cold head 
g | to that used in 
cold heading the screws for which they 
ir intended 

Drivers and bits are packaged six to 
1 box for counter display. For indus 
trial 1 | me in packages of 25 


, } 
ing process , Simlatr 


Trial we pits 
100 
Continental Screw Co., New Bed 

ford, Mass.—Industrial Distribution 

March 1952 











Clamp 


Self-setting 
Without Packing 


\ self-setting clamp for presses and 
tools, called the ‘‘Autoset’”’, 
s designed to grip machines rigidly 
vithout the use of packing. With 
three inter-related curved contact sur 
faces, the clamp has gripping capacity 
to accommodate various thicknesses of 
bolsters. Elimination of packing is 
said to insure against slippage 

lhe Autoset can be used for normal 
clamping on power and hand presses, 
lathes, drills, milling machines, shap 
ers, planers, grinders, and other ma- 
chines. It is available in sizes from 
3-in. long with 14-in. height to 8 in. 
and 3} in 

Alpha Tool & Supply Co., West- 
wood, N. ].—!ndustrial Distribution, 
March 1952 


Nad hin 


Lathe 


Precision Turning 
For Instruments 


An instrument lathe for small pre- 

rk has been developed to 

turn or bore within 0.0001 in six 

inches work held in collet or between 
centers 

The Model 608 is an 84-in. swing 

lathe, back-geared, screw-cutting. It 

has a bronze bearing spindle capable 

of extreme turning and ample slide 


there’s no 
with 


HIGH QUALITY 


BETTER SERVICE 
BETTER PROFITS 


STANDARD LIST PRICE 


BLADE HAS NO SECOND QUALITY LINE. 
When you stock the BLADE line of 
Circular Saws you're carrying the finest 
quality . . . the one and only BLADE 
Quality Line. 

BLADE OFFERS ONE STANDARD PRICE 
ust. All BLADE Saws covered by one 
list price. 

Complete line includes a wide selection 
of tooth spaces, gauges and hole sizes 
at no extra cost. 

ALL BLADE prices are equal to, or 
lower than any other first quality saw- 
blade. 

BLADE MAKES THE SAWS THAT PAY 
THEIR WAY. Extra liberal discounts 
mean better profits for you on all 
BLADE Circular Saw sales. Fast mov- 


SEND FOR your BLADE 


CATALOG 


ing, money making saws that carry their 
own guarantee. 

BLADE CARRIES A LARGE AND VARIED 
STOCK. More than 150 sizes and types 
of circular saws are available in regu- 
lar stock, including blades for all stand- 
ard makes of Electric Hand Saws. 
BLADE SHIPS PROMPTLY. STOCK ITEMS 
SHIPPED WITHIN 7 DAYS AFTER RECEIPT 
OF ORDER. SAWS MADE TO SPECIAL 
ORDER SHIPPED WITHIN 3 TO 4 WEEKS 


909 W. THIRD AVENUE 
COLUMBUS 8, OHIO 


Hor loot profit, fester Seite anne 


costs, stock a complete line of 
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Cireular Saws. 





eas, cyualling those ot much large 
lathes, according to the manufacturet 

Performance within guaranteed lim 
its is attained by a three-point bed 
mounting, a double bevel alignment 
for head and tailstock, a carriage bear 
ing of 76 sq. in. on the bedways, sep 
arate lead screw for thread cutting, 
double taper, self-aligning spindle 
bearings, and a heat-treated, precision 
ground feed screw. Attachments are 
available for 8 special operations. 

Rivett Lathe €& Grinder, Inc., Bos 
ton Industrial Distribution, March 
1952 














Reduction Gears 


Offer Ratios 
5-1 to 100-1 


\ new line of worm reduction gears, 
called “Radiation” speed reducers, 
offers a variety of ratios from 5 to ] 
through 100 to 1 and from fractional 
up to 400 hp. 

The smaller units (14-in., 13-in., 
and 2}-in.<lia.) feature universal 
mounting for worm and bottom, top 
or vertical installation. Legs are remov 
able and can be mated to other holes 
in housing to permit vertical mount 
ing. 

The ten sizes ranging from 34-in 
through 14-in. are all fan-cooled. 

National ‘Transmission Products, 
Inc., New York—Industrial Distribu- 
tion, March 1952. 


Correction 


In the February issue, under a 

“a description of a barrel cradle being 

the Reamer Specialists manufactured by The American Pulley 

Co., we incorrectly stated that the 

LAVALLEE & IDE, INC. manufacturer was located in Fitch- 


burg, Mass. The correct address of 
CHICOPEE, MASS. this company is 4200 Wissahickon 


Ave., Philadelphia 29, Pa. 
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Sales Helps From Manufacturers 








DISTRIBUTOR 
BUYING TABLE 


Distributor Disc. 61% 
Multiplier 39 


| —reeneeutor cost 
DIMES | CENTS 
List | | Net | List | Net 
04 | 07 | 01 
T6901 
13 











SAMPLE TABLE—‘does the work” 
Shaded areas show list and net figures 
parallel. List price is broken down into 
dollars, dimes and cents. Three similar 
net figures are added to find net cost at 
prescribed discount. 


New Tables Designed 
For Easier Pricing 


New discount and net price sched 
ules are being issued by the Maurey 
Mfg. Corp. to enable distributors and 
salesmen to obtain quickly and ac 
curately cost and selling prices. ‘The 
schedules feature calculating tables 
developed by Joseph Maurey, presi 
dent, and Joseph I. ‘Taylor, manager 
of the V-Belt Sales Div., Goodyear 
Tire & Rubber Co 

The schedule featuring these net 
price cé alculating tables cover the com 
pany’s full line of fhp V-pulleys and 
fhp V-belts—a total of 552 part num- 
bers. In order to print net prices for 
all these, Mr. Maurey explained that 
it would take 6,963 computations and 
16 page booklets to cover all classes 
of trade. And this would be the 
distributor's booklet only. In the 
event of any price changes, it would 
be necessary to change 6 
of type. 

By use of the tables, the same 
range of part numbers is covered and 
only 845 computations are required 
Io prove the tables’ accuracy, Messrs 
Maurey and Taylor took 50 list prices 
and computed a net price of $157.11 
hen they totaled the same list prices 
and took the discount of 17—25 per 
cent (multiplier .6225) and came up 
with a net of $187.06—a difference 
of only 5 cents! 


963 pieces 


The advantage to the distributor, 
Mr. Maurey explained, is that the 
tables show clearly the discount at 
which the net price is computed. It 
also gives the distributor an idea of 
his dollars and cents profit on a given 
list total 

I'he company is publishing list 
prices in its catalog. “It is not our 
intention,” Mr. Maurey said, “to pub 
lish a catalog and have it used as a 
book to look at pictures only. If our 
catalog is not used by the distributor 
and salesman, we certainly lose the 
effect of our advertising dollar, plus 
the fact that the distributor may also 
lose.” 


Ihe basic table of net price cal- 


culations shows the class of buyer 
(whether above $100 or below); the 
discounts at which the net prices were 
computed; the multiplier and parallel 
columns showing list and net prices. 
Ihe innovation comes in the way 
these columns are set up and the way 
they are used. 


DRAFTERS—of Maurey Mfg. Corp.'s 
new discount and net price tables check 
over printed schedule copy. Joseph 
Maurey, president, checks copy with 
Joseph F. Taylor, V-belt sales div. man- 
ager, Goodyear Tire & Rubber. 


(Continued on page 162) 





B & H LOCK WASHERS 


Packaged 
for Easy 
Identificatjén 


Strong, durable cartons 
Prompt delivery... all sizes 


The fecewlea 
"Siaeel 


t A. S.A. — S. A. E.— A. S. M. E. 


BUTCHER & HART MANUFACTURING CO. 
TOLEDO 6, OHIO 
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Harry A. Burdorf, 


Vice President in Chorge of Soles 
THE LUNKENHEIMER COMPANY 
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Announcing ue oxear new 


Built like a 
ilateMuialeldallatem cote) 


Full of fast-selling features 


@ Range 4’ to 2” pipe; 4” to 2” bolts. 

@ Cutting, threading and reaming tools operate 
independently and right up to chuck, swing 
up out of way when not in use. 

@e New RIGID quick-opening quadritype, 
dualtype and monotype die heads save time 
and work 

@ Concealed oil system, reversible pump, no 
priming 

@ More than 20 other efficiency improvements— 
write for complete profit story on this new 


RiGeatb ‘500’. 
THE RIDGE TOOL CO. e ELYRIA, OHIO 
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The list and net columns are di 
vided into three categories: (1) lists 
in dollar amounts; (2) lists in dimes 
10, 20, etc., and (3) lists in cents, 
1, 2, 3, etc. Thus, taking the dis 
tributor’s cost table, he determines 
the list amount of his item, say $2.64. 
Opposite $2.00 on the table, he finds 
a net figure of $.78; opposite 60 cents 
he finds $.23, and in the last cat 
egory he finds opposite $.04 list, a 
$.02 net. Thus, the three parts of 
list—$2, $.60 and $.04 amount to 
$2.64. Similarly, the three parts of 
net—$.78, $.23 and $.02 amount to 
$1.03, the distributor’s net cost. 

There are similar tables for com 
puting dealer's cost, industrial con 
sumer’s cost and domestic consumer's 
cost 

On certain items there are quantity 
prices computed for purchases under 
$100 and over $100 














FLEXIBLE PACKINGS — Flexible 
metallic packings are described in an 
8-page catalog of Raybestos-Manhat- 
tan, Inc., Manheim, Pa. 

Included are service recommenda 
tions and illustrations of “V” metal 
insert packings, and metallic valve 
stem, plastic core metallic face, all 
metallic, flexible metallic, high tem 
perature aluminum, and braided cop 
per packings 

Manhattan  single-groove V-belts 
are described in a pocket-size folder, 
Bulletin 6830B, released by Raybes 
tos-Manhattan’s rubber division. 

New standardized belt numbers 


| and a list of standard sizes of belts 


are included. <A diagram illustrates 
inner construction of the belts, with 
their special ‘“‘truss ply” feature de 
signed to eliminate vibration. 


FLOOR PATCHER-A brochure de 
scribing floor patching and resurfacing 
material composed of pulverized nat- 
ural rubber, limestone, and asphalt has 





eepeees +R 


cyrtbols fru PRECISION 


A “mike” and an Allen Key keep steady company wherever 

precision measurements and precision adjustments go hand in hand 
... and where positive locking and vibration-free performance 

are important to maintaining precision. 


Look for the First Name in precision screws at the Industrial 
Distributor who stands first in his field in 

your locality. He has the stock, the experience, and a 

wealth of specific information on applications for 

precision fastenings that you will 

find invaluable. 


ALLEN 


MANUFACTURING COMPANY 
Hertford 2, Connecticut, U. $. A 


ee eee eee eeeeens 
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been published by Flash-Stone Co., 
Inc., Philadelphia. The bulletin ex 
plains how to apply the product, la 
belled “Immediate-Set” 


WIRE ROPE —A new catalog on wit 
rope assemblies for machine parts and 
operating devices has been released by 
Macwhyte Co., Kenosha, Wis. It con 
tains 21 pages of illustrations and dia 
grams, with specification tables for th 
different size assemblies 





drives where clearances limit 
the number of belts that may 


be weed 
SEND FOR CATALOG 192 





A quick. practical method of 

connecting lineshafts withour 

wttin ywoys Tapered 

sieeve grips shaft ends under 
powerful compression. Rec 

Pulleys ore evel 

me tom 4 wo 38 carden end to isto ection 

saat to lightly loaded shafts 


BULLETIN 493 WRITE FOR CATALOG 94 





ommended for emergency 
wanes 





bie in all types This coupling consists of two 
high strength cast iron Ranges 
with hubs cast integrally and 
accurately mechined for bel 


* pulleys, solid 
multiple arm. 


red Bronze 











cio! devigns mode teminoted fabric 
1s specifications discs can be turnished if spec 
fied Cartoned in smal! sizes 
£D INFOR 


CONVEYORS -— Oscillating convey 
WRITE FOR BULLETIN 293 
ors for moving, feeding, cooling, 

and screening loose bulk materials are 

ceo illustrated in a 24-page brochure, 
Pitlow Blocks. Permenentty Book No. 2444, being distributed by 
ee ee ee Link-Belt Co., Chicago 
further lubncemen 1s required 
Housing fe of modern design Included are dimensions, weights, 
Gecrings ere Stenderd 200 ind capacity and horsepower charts 
Series with wide inner roce 
dnansiaie dh dita coven on ‘Torsion Mount oscillators for 
ture heavy duty as well as the lighter duty 
Klexmounts. ‘The booklet shows th« 
handling of shakeout sand, food prod 
ucts, cement clinker, metal chips, hot 
mineral sands, hot castings, silicon 
carbide, and cullet 


STEEL TUBING-—F actors affecting 
The Wood's Line consists of just about every woop’s Propucts tube life in high-pressure, high tem 
item needed by Industrial Plants. It is backed SHEAVES + FLAT BELT PULLEYS - HANGERS perature applications are presented in 
by nearly 100 years Foundry, Machine Shop PILLOW BLOCKS + COUPLINGS - BEARINGS a 40-page booklet, “Some Experiences 
ond Engineering Experience—and is sold by COLLARS + ‘‘SURE-GRIP'’ SHEAVES AND PUL- Se . > . ’ 

te in Service (Power, Oil, an em 
leading Industrial Distributors. Yes, it is LEYS + “'SURE-GRIP"’ STANDARD, SUPER AND “ crvi r l, and Chemical 
grettebis” Kevinmedt te ecb end © soll STEEL CABLE V-BELTS - COMPLETE DRIVES Plants)”, published by the Babcock 
becouse it's Designed right and Built right & W ilcox Co., lubular Product 
Write for literature and ovr interesting Dis > Beaver Falls, Pa 

Distributor Proposition 





e WRITE FOR BULLETIN 194 
weite 





st 4 to 
FOR BULLETIN 393 








Che illustrated manual presents the 
results of investigations of failures of 
carbon steel, intermediate chromium 


molybdenum alloy steel, and stainless 
T. B. SONS COMPANY steel tubing in boilers, cracking mulls 
heaters, and heat exchangers dunng 

CHAMBERSBURG, PA. ; 


service at elevated temperatures and 
Mechanical Power 1 Ission Manuf Since 1857. pressures 





MOTORS Single and _ poly-phase 
electric motors are described in a 
pamphlet distributed by Wagner Elec 


BRANCHES BOSTON, MASS * NEWARK N J. * DALLAS, TEX * CLEVELAND, OHIO 
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Helping your customers solve problems 
Helping you build sales 


Ready availability of trained engineers is one of the most 
important services Card renders to both tool users and Dis- 
tributors. 


When it comes to cutting tool problems these factory repre- 
sentatives know how to steer your customers right — and how 
to help build good will and sales for you. 


Card deals you in, too, in regular nation-wide advertising in 
AMERICAN MACHINIST, MACHINERY, TOOL ENGI- 
NEER, MODERN MACHINE SHOP. Each of the total of 
811,752 Card messages in these preferred metal-working trade 


magazines directs the reader to you, as his local Card Dis- 
tributor 


Add a full line of merchandising and sales aids, plus prompt 
deliveries from seven warehouses across the country — and 
you have some of the highlights of a progressive sales policy 
that’s been working out profitably for Card Distributors for 


over half a century. Why not get the whole story from your 
Card representative? S. W. CARD MANUFACTURING 
COMPANY, Mansfield, Massachusetts. DIVISION OF 
UNION TWIST DRILL CO. 


TAPS 


Alse makers of DIES + SCREW PLATES + DIE STOCKS 
TAP WRENCHES 
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CAP SCREWS 
Hex, flat, button or 
fillister heads 


MACHINE BOLTS 
Square, hex, or 

countersunk heads 

Rolled or cut threads 


CARRIAGE BOLTS 
Round or special 
heads. Rolled or 

cut threads 


SEMI- FINISHED 
NUTS 
American Standard 
light and heavy 


g Hexagon 





SET SCREWS 
Squore heads, cup 
points 


LAG BOLTS 
Square heads, 
gimlet points. 


PLOW BOLTS 
American Standard 
heads 


CASTELLATED 


NUTS 
American Standard 
light castle hexagon. 











A Good Target for Buyers of Threaded Fasteners 
Why do we buy fasteners in the first place? Obviously to 
hold parts together. The most important function therefore 
is holding power. So why not try Triplex? The line that’s 
tough and true is the line for you and me too. If your 
catalog or wall chart is getting frayed, ask for a new one. 
The Triplex Screw Co., 5317 Grant Ave., Cleveland 5, Ohio. 


CAP AND SET SCREWS 
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tric Corp., St. Louis. Inside workings 
of a motor are illustrated. The com- 
pany’s dry-type transformers are also 
described 


FLOOR COMPOUND -A brochure 
describing compounds to resist slip- 
ping on floors has been published by 
the Wilbur & Williams Co., Boston, 
Mass. It analyzes various problems 
connected with concrete industrial 
floors 


BELTS-—Instructions on __ installing 
and maintaining conveyor and eleva 
tor belting are included in a new cata- 
log published by C. R. Daniels, Inc., 
Daniels, Md. Stitched canvas belts are 
listed, along with compounds for treat- 
ing belts to make them last longer. 


ELECTRIC WIRES-—Electrical wires 
and cables for the coal mining indus 
try is the subject of a new 52-page 
engineering catalog published by U. S. 
Rubber Co., N. Y. Items listed in 
clude insulation and jacket com 
pounds, portable cords and cables, and 
miscellaneous equipment such as blast 
ing wires and miners’ lamp cord. 


FLOOR RESURFACER-—The Mon 
roe Co., Inc., Cleveland, has available 
a new bulletin describing plastic floor 
resurfacing material. Photographs show 
the manufacture of the product and 
its application to repair floors from 
ready-mixed cans. 








PLANES — A special set of bench 
planes, Unit HW6, has been packaged 
by Stanley Tools, New Britain, Conn., 
as a promotional device for a limited 
time. Six planes, two jack, two block, 
and two smooth planes, are included, 
and priced as a unit, with colorfully 
printed tags. 

The company has also published 
a brochure announcing the unit. 

Another promotion device consists 
of advertising mats which the com 
pany is offering distributors on both 
the screwdriver set and planes set 


| MAGNETS-—A listing of Carboloy 


| Alnico permanent magnets is pub 





For DISTRIBUTORS 


Electrical Tapes 
in SHOP SIZE PACKAGES 


Your customers find economy and convenience in 

shop-size packages. These tamper-proof and shop-size 
packages protect tape against light and dust and 

offer ideal storage conditions ... they keep reserve rolls 

in excellent condition in the stock room. They are packaged 
in quantities best suited to your customers’ demands. 


lf you are not already handling OUTCH BRAND 

DUTCH BRAND Plastic Pt goo shop-size packages of electrical tapes, now is the 

Electrical Tape— . 

Master Shop Package 

Contains five rolls of % in. by 

44 feet in a re-usable screw- 
top container. Also .010” and other 

Plastic Electrical Tape in 36 yd. ' o 
rolls, all widths, for heavy- j Dutch Brand Products 


duty industrial uses 


time to do so . . . order today. 


available to distributors 


DUTCH BRAND Friction Tape ‘e 


—Jumbo Package 
Contains ten No. 8 rolls each : Electro Coil Tape 
(% in. by 68 feet) in sealed Glass Fibre Tape 
tamper-proof container. Techni Tape 
(cloth tape for industrial uses) 
Anti-Squeak Body Tape 
Cork and Rubber stripping with adhesive 
Molded Rubber Products to specifications 
Die Cut Rubber Products to specifications 
DUTCH BRAND Rubber Tape Sheet Sponge Rubber 
—Hippo Package Neoprene Sponge Rubber 
Contains ten No. 8 rolls ino Sponge Rubber (with edhesives) 
sealed tamper-proof container. Sponge Rubber Weatherstripping 
Gasket Sealing Moterials 
Rubber Bonding Cements 
Special Cements to specifications 
Rubber Aprons 


VAN CLEEF BROS. NC. 


Meaviacturers of Rubber Products 


DIVISION OF Johns Manv ille 


7800 WOODLAWN AVE. e CHICAGO 19, IKLLINOTS 
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Helical Gear Type 


Pat. Differential Type 


Worm Geor Type 


There are numerous reasons why 
machinery and equipment makers 
are standardizing on Winsmith 
Speed Reducers on such a large 
scale. The fact that Winsmith is 
the most complete, standardized 
line available from stock (1/100 to 
85 hp) is hardly sufficient in itseif. 


Tested Winsmith performance 
. assuring quiet, smooth opera- 
tion; long operating life; minimum 
maintenance... that’s what rea//v 
counts with design engineers. 


And that performance-testing is 
three-fold ...it’s the Triple Check 
that every Winsmith reducer un- 
dergoes: (1) All components are first 
rigidly checked for accuracy and 
finish before assembly. (2) During 
set stages in assembly, complete 
conformity to specifications, precise 
adjustment of bearings, accurate 
centering of gears and perfect tooth 
contact are all closely checked. 
(3) Each completed unit is run-in 
under load and carefully checked 
for rated performance. 


Information in “Save Through 
Standardization” folder. Write. 


12 Eaton St. 


Springville (Erie County), N. Y. 
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lished in bulletin PM-100, now avail 
able from Carboloy Dept., General 
Electric Co., Detroit. The 20-pagc 
illustrated catalog contains pull curve 
and size information on stocked types 
of magnets, both cast and sintered, as 
well as size and application data on 
holding assemblies, including sheet 
metal separators, magnetic retrievers, 
and magnetic stands. ‘There is also a 
list of patterns for Cast Alnico bars, 
blocks, rods, rings, and sleeves. Thre« 
tvpes of magnetizers are described 


ROLL MARKER-—The Model “€ 

automatic roll marker for screw ma 
chines is described in technical bulle 
tin No. 500-C, issued by New Method 
Steel Stamps, Inc., Detroit. Instruc 
tions for operating, setup, use of offset 
dies, and correct locating of starting 
pad are included. 








_—_ 








SPRINGS—Aimed at users of flat 
springs as power source, a 20-page 
brochure, “Sandsteel Springs for Dual 
Power”, has been published by the 
Sandsteel Spring Div., Sandvik Steel, 
Inc., New York. Subjects covered in 
clude selection of springs for various 
industrial uses, such as clocks, motors, 
and recording devices, the manufac 
ture of spring steel, and departments 
of the company’s plant. 


I'WIST DRILLS—A whimsical com 
mentary on price changes in_ twist 
drills is the subject of a recent issue 
of the ‘Newsletter’, by Century 
Drill & Tool Works, New York. The 
brochure explains the reasons for price 
fluctuations in cartoons and an. in- 
formal letter, which concludes that 
the printers and the paper merchants 
who peddle catalogs to the drill man 
ufacturers . to sav nothing of the 
accountants and attorneys” are the 
real beneficiaries of frequent ups and 
downs in prices 

The company has also published 
1 pocket-size brochure describing its 
Black Magic line of high-speed, m« 
chanics’ length drill bits 





Theyte Good Bolts 
in Every Way 





rn Bolts are good, dependable bolts in every way. They 
are made from quality steel. They have accurate, well-formed heads for 
easy wrench-grip, and smooth-running threads for accurate fit. What's 
more, Bethlehem Bolts are made in hundreds of individual types and sizes, 
to enable you to meet the varied fastener requirements of your customers. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


sific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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FOR SPECIAL SHEAVES 


Wi... nm your customer 


needs a special sheave 


one with flywheel 


effect or offset hub or, 


in fact, any type of 
, PRESS 
FLYWHEEL 


round casting used for 
power transmission, 
you Can give extra serv- 
ice and make a big 
profi by sending spec- 
ifications and rough 
sketch to Pyot Diam- 
eter casting range is wo 
to 144° — 

SHEAVE 


and in 
practically any desired 
hub, spoke, face width 
or rim desi 
cally all 


from 2 


go—practi- 
made from 
stock pattern equip- 


ment 


FOR STANDARD SHEAVES 


—_ delivery of 
your stock require- 
ments in fixed bore 
and inte: hangeable 
hub types of sheaves is 
one reason why more 
and more distributors 
rely on Pyot. A few 
franchises in selected 
territories are avail. 
able. Why not write 
for our interesting plan 
today. Pyott has inter- 
changeable stock flat 
belt pulleys. 
FIXED BORE 
SHEAVE 


oa oe ae 


ee 8 ee oe 


310 N. Sangamon St., Chicago 7, Illinois 


FOOLS—A complete listing 

if small tools with pictures 

ol description, is included in « italog 

N cently published by Browne 

& Sharpe Mfg. Co., Providence, R. L. 
Among items listed in the 224-page 
bull machinists tools, ele 

ng equipment, gages, 

cutters, hobs, 

ipter and collets, screw ma 

ols, pumps, ground flat stock, 

nd magnet chucks 

cw ordering system under which 

ire identified regardless - of 

iz incorporated with the 

; price list, a separate catalog. 


ck mulling 
id 


AIR MOVER - [hi 
mover, a steam Or ct 
ible ventilating devi 
Bulletin No 
by Min 


burg 


MES.A 


MN pres 


Lamb air 
ed-air port 
is descnbed in 
DP-5, recently published 
Safety Appliances Co., Pitts 
Illustrated to show uses for the 
device, the 


tables 


t-page brochure includes 


on performance data 








SCREW DRIVERS 
unit, consisting of 
screwdriver, convertible to a = small 
hand drill, and a drill point set, is 
being distributed by North Bros. Mfg 
Co., Philadelphia, for promotional 
purposes. Four of the units are packed 
together in a special counter merchan 
diset \ brochure with illustrations 
ind price list has been published 


\ special tool 
a spiral ratchet 


SHAFT MACHINES-—Foredom 
Electric Co., New York, has pub 
lished an 8-page illustrated catalog on 
its flexible shaft machines, including 
price lists. Seven models of the ma 
hines, designed for small-work 
of grinding and finishing, are 
well as accessori 
stats, machine kits, wall racks, and 


reducing chuck 


jobs 
shown 
including rheo 


PROTECTIVE COATINGS-Coat- 


ings develope d to resist acids, alkalies, 
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ALEKS 


‘Tops 


IN QUALITY! 


“Since 1857"’ Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the mostcomplete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 


Write for your free copy 
of the Klein Pocket Tool 
Guide today! 
DISTRIBUTED 
THROUGH 
JOBBERS 
Foreign Distributor: 


InternationalStand- 
ard Electric Corp., 


Mathias m9 TLE YN & ae 


3200 BELMONT AVE CHICAGO 18. IL 





TOOL UP FOR PROGRESS 


TOLEDO 


--eLeader in Pipe Tools for 


A 
¢ /* 
ww 
SS ’ 


Years! 


Threading 3” pipe was a slow, tedious job with Today, 4” pipe can be cut off, reamed, threaded in 
this old-time device (not a Toledo). close to a minute using Toledo N-. 1-2-4 machine. 
. 


Horseless carriages on Maia Street were evidence Today, super cars and other amazing products are 
of industrial progress fifty years ago. 


made in plants served by miles of threaded pipe. 
z 


Da = 


ne ah 
ie 
) 


years ago...in the days of Henry Ford’s first car and the Wright Brothers’ 


. a revolutionary new principle \n pipe threading was discovered by 
. Vosper, inventor of Toledo Pipe Tpols and now Chairman of the Board. 
his was destined to ease the work an¥ save time of mechanics for years to 
! Instead of solid dies, segments weke used with only enough teeth on 
tting edge to form a thread—thus rdducing friction. Also, as the thread 

was cut the dies receded—thereby further felieving friction. 
is was the beginning of Toledo Pipe Tools in 1902 . . . the Leader in its 
field sir\ce the very start. Today—better mechanics from coast to coast prefer 
hand tools and power pipe machinds . . . to speed the work and reduce 


costs! ite for new catalog. The Toledo Pipe Threading Machine Co., 
Toledo, Ohio. New York Office: 165 Broadway, Room “® 


: RELY ON THE LEADER 
Toledo Simpact, os 
contained, 1” to 
threader. 


Toledo No,999 q Oo L EL 50” PIPE TOOLS... 


Machine POWER PIPE MACHINES .\. POWER DRIVES 
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Whatever you want in 
Hose Fittings - your best bet is 
ALLENCO 


Clamps 
Couplings 
Nozzles 
Fusible Plugs 
Valves, etc. 


Proved by Performance 


Esteblished 1887 in thousands of installations 


W. D. ALLEN Manufacturing Co. ; : : 
CHICAGO 6 «© NEW YORK 7 First in Interior 
Fire Protection 


HAND TRUCKS 


LIFT JACK SYSTEM toe 


TRAILERS 
Lower Your Equipment Cost 


+ 
Decrease Equipment Storage Space 
Increase Handling Speed 


LIFT JACK SYSTEMS 


JANSING CO. BARROWS 


1881 
LANSING, MICHIGAN LANCO MATERIAL WANDLING FoUrPaENT / mghath tc 
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water, abrasion and other damaging 
influences are described in a booklet 
published by David FE. Long Corp., 
New York 

Instructions on surface preparation 
ind application are included. Among 
oatings described are the Series “A” 
through ‘fF’, all-metal washcoat 
primer, transparent waterproofing, 
mish, and aluminum No. “HFT” 
for high heat 


GRINDING MACHINE—Nord In- 
ternational Corp., Denville, N. J., has 
iailable a new illustrated folder on 
its Di-Profiler grinding and polishing 
machine. Photographs show various 
uses of the tool and accessories 


BELTING—How to lay out a drive 
or specify a belt is explained in a new 
catalog on conveyor and elevator belt- 
ing published by New York Belting 
& Packing Co., Passaic, N. J 

Complete tables on carrying capaci- 
ties, horsepower factors, pully diam- 
eters, maximum and minimum plies 
for proper troughing, and other en- 
ginecring data are included 


ELEVATING TABLE —A_ brightly 
illustrated folder recently published by 
the Raymond Corp., Greene, N. Y., 
describes the company’s line of hy- 
draulic elevating tables. Specifications 
ire given for the regular portable 
table, the sheet and strip feeding 
table, the sheet feeding table, and the 
scissors-tvpe sheet feeding table 


PACKAGES—“How Aluminum Can 
Save Tin”, a 26-page booklet pub- 
lished bv Revnolds Metals Co., Louis- 
ville, Ky., describes the company’s 
line of packaging materials that com- 
bine aluminum with paper, wax or 
plastic materials as a substitute for 
tin. It explains application of the 
packaging to 22 dry food products. 


GEARMOTOR-How to select the 
right size gearmotor is explained in 
the January issue of the “P.T.C. 
Bulletin”, issued by the Power ‘Trans- 
mission Council, Inc., New York. 
Illustrated with diagrams and car- 
toons, the bulletin explains why and 
when a gearmotor is needed to sup- 
plement an electric motor, and lists 
factors determining the life of gears. 
Other information contained in the 
pocket-size, easy-to-read folder: a table 
of center distances for belt drives 
based on power and ratios, and a 
troubleshooter’s table for flat leather 
transmission belts. 


FRICTION ELEMENTS — Sintered 
metal friction elements for various 
industries, including automotive and 
agricultural, are pictured in a brochure 
published by Raybestos-Manhattan, 





Make 
important 
production 
_ Savings 


wit Jewel Brand Coated Abrasive 


SAVINGS OF 30% and more on your abrasive cost: are possible with 
longer-lasting, faster-cutting Jewel Brand Coated Abrasive Belts. Add 
to this the increased productivity and lower labor costs, and you can 
easily see why it’s well worth your while to use Jewel Brand Coated 
Abrasives. 

RESIN BONDED JEWEL BRAND BELTS eliminate cooling fluids and 
shedding. In addition, all Jewel Brand belts have an exclusive Velvet 
Joint that adds many hours of productivity, since poor joints can cut 
belt life up to 80%. 

MAKE THE WASTE BARREL TEST! Send us a letter size sample ( prefer- 
ably including the joint) of a used belt taken from your waste barrel. 
In most cases, Jewel Brand Abrasive Engineers 

can recommend a Jewel Brand Belt that will 

do a better job, faster and for less money. No 


obligation of any kind. Simply fill in the ABRASIVE 
coupon and send with used belt sample. —~> PRODUCTS, INC. 
ee ee eae 561 Pearl Street 
‘ South Braintree 85, 


asaasves. 5 





my 
Se” Yes, want to make the Waste Barrel Test! Mass. 


Enclosed is somple of used belt from our plant 


NAME 

POSITION 

COMPANY 

TYPE OF PRODUCT MATERIAL 
WE USE APPROXIMATELY BELTS PER MONTH 


BELT LENGTH 


SOSSSHSSSESSSHSSHSSSSHSSSSHSSSHESHSHSSHSSHSSESESEHSEESESSEHESEEEE 
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THERE'S A WIDE MARKET 
BEFORE YOU... 


* 








WHERE PROFITABLE 


SALES 


CAN BE YOURS 


ry 


MACHINISTS’ 
BENCH VISE 
Setid Jaw and Swivel Base 


machinists’ 
bench 


steel metal 
workers 


combination 
pipe 


garage vise 


solid nut 
continuous 
screw 


woodworking 


quick action 


ORGAN 


SEMI-STEEL 1" / $ & & Ss 


he greater the production needs of 

industry, the greater is the need for 
dependable Morgan Vises. Today, with 
production in high gear, the time is 
excellent for you to build your vise 
sales with Morgan quality. You can 
supply all your customers’ needs from 
this complete line. As you add new 
buyers to your list you add good profit 
to your earnings. Morgan Vises are 
nationally known and advertised and 
unconditionally guaranteed for long 
service. Get details today 


MORGAN VISE COMPANY 


CHICAGO 6 


108-112 N. JEFFERSON ST 


COMBINATION 
PIPE VISE 
Swivel Base 


"4 


MACHINISTS’ BENCH 
Solid Jaw and Stationary Base 


| We alwoys suggest | 
| to users that they 
| buy thru their local | 
| distributor 


INDUSTRIAL DISTRIBUTION © MARCH, 1952 


Inc., Chicago, describing its new mid- 
western plant at Crowfordsville, Ind., 
the initial unit of which is now in 
operation for defense projects. The 
brochure also lists the company’s 
products and its other plant divisions. 


MOTORS~—Recent improvements in 
electric motors and circuit controls 
ire described in the 50-page year-book, 
Engineering Highlights”, published 
by Westinghouse Electric Corp., Pitts 
burg. The book covers developments 
in the entire electrical field, from 
heavy-industry power units to home 
ippliances. It also includes technical 
data on various types of motors, “sys 
tem engineering” for packaged drives, 
load-o-matic” control (regulation of 
lifting speed in materials handling 
machines), and plant illumination and 
ur-conditioning. Featured in the sec 
tion on research, among other prod 
ucts, is a special molybdenum disul- 
fide lubricant developed recently for 
use On moving parts that operate too 
hot for ordinary oils and greases 


PIPE TOOLS—Beaver Pipe ‘Tools, 
Warren, Ohio, has completed its 
1952 catalog describing its three pipe 
ind bolt machines, power units, 
ratchet threaders, reamers, cutters and 
other pipe tools in the hand and 
powcr lines 

Che brochure includes an “Operat 
ing Guide”, with pen-and-ink draw 
and technical copv describing 
trouble-shooting technique 


ings 


SAWS-—A_ 30-page booklet, pocket 
size, has been published by Spartan 
Saw Works, Inc., Springfield, Mass., 
is a catalog and instruction manual 
for the company’s line of hack and 
band saws and other saw equipment 

Products illustrated include hack 
saw blades, hack saw frames, band 
saw blades, for both wood and metal 
cutting, tool bits, shaper steel and 
planer knives, compass saws, keyholk 
saws, pruning saws, and saw handles 
lables explain correct saw and teeth 
size for various jobs 


FUSES—Describing the Trico line of 
clectrical and lubricating products, an 
illustrated, quick-reference folder has 
been published by Trico Fuse Mfg 
Co., Milwaukee, Wis 

The section on automatic oilers can 
be spread out for use as a handy wall 
chart, with simple instructions and 
photographs of actual installations 
Diagrams and pictures describe the 
electrical devices, which include pow 
der-packed renewable one-time and 
plug fuses, Kliplock clamps for fuse 
clips, fuse pullers, and Kliplock fuse 


clamps 





WEINBERG ¢& McKEE 


SPECIALISTS IN COMPILING AND PRINTING 
Mode 
INDUSTRIAL SUPPLY CATALOGS 


WITH SPECIAL; ' FEATURES i sene 


The good-will of 

our customers is 

indicated by their 

repeat orders. 

Included in our 

list of customers 

are many of the 

nation’s leading distributors. 

When you are in Chicago come in 
and visit us—meet the organization 
and learn why our modern photo- 
offset way works to your benefit. 


All prices of tools made of High Speed Steel 
are printed in RED. Action illustrations 
demonstrate the use of many products. 
Manufacturers’ trade marks are reproduced 
in the headings of well-known brands. 
Pages are made up into two columns with a 
dividing line making a more effective presen- 
tation. These and other improvements, make 
each catalog most modern in composition. 


WY EINBERG & MC KEE, INC., are solidly estab- 

lished in the business of producing indus- 
trial supply catalogs. 

Each department member is an expert in his 


particular function and the entire personnel works under the supervision of 
department heads who are specialists. 

The members of this organization, to a very high percentage, have been 
employed here for a long number of years. Each takes particular pride in his work 
and in his individual contribution to the excellence of each catalog that is 


produced. 


An Organization of Experts 


Our customers remain with us for the reason 
that a Weinberg & McKee catalog production 
is correct in all details. The layout, the printing 
(the modern offset way), the arrangement all 
are specialty operations that get specialized 
attention. 

Whether yours is a small catalog or an extra 
large one—whether the run is small or into the 
thousands you get the full cooperation of this 
organization trom the executives down thru the 
personnel—you too get the benefit of every pos- 
sible saving—you get that much desired top 
quality so important as a sales aid. 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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Worl wide recognition for 
q ~ this outstanding line of 
~ electric soldering irons — 


VA, 


- specified by the big names 
for the TOUGH JOBS! Important 


news to 3 


* RADIO CORP. OF AMERICA HEXACON soldering irons 
* STROMBERG-CARLSON are a profitable line for the 


distributor, dealer and user be- 


* WESTERN ELECTRIC sonst Conaite tas Same 
* WESTINGHOUSE ae Geen Ge aan 
* EMERSON ~siee goeaclian euunainn 1 
* KAISER x quate hasan 
x BENDIX men in month each <, 
* SPERRY, y/ i 

ete. HEXACON ELECTRIC CO. 


W. CLAY AVE.. ROSELLE PARK NEW JERSEY 





For Your 


Convenience XCELITE 


Adjustable Socket Wrench 


We Are Now 


XCELITE  — (=@ 


-- _ oom 
- ———— 


INCORPORATED XCELITE Combination 


Detachable Screwdriver 


Though it's been “Park Metalware” for Xcelite Incorporated, makers of Xcelite 
thirty-one years. the name of Xcelite Tools! Incidentally 


. there's no change 
tools became so well known that we've 


in the quality of those Xcelite Tools that 


adopted that name. It makes it easier the experts have always preferred! 


for customers to communicate with 


XCELITE INCORPORATED 


Formerly 


Park Metalware Co., Inc ot Origin 
Dept. F. Orchard Park, N. Y. 4, 
Cree XCELITE 
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F. Birney Farrington, Pres. 











Longer Life 
For Tools 


Starts 





Small furnaces are now available em- 
ploving latest techniques tor this work 

lor plain carbon steel, case-harden 
ing processes known as carburizing 
nitriding, and cvaniding can be used 
to toughen the material 

Ihe best machined tool cannot 
last long without proper attention to 
cutting oils, to keep it cool and clean 
despite stepped-up production and 
deep cuts. In selecting the coolant, 
factors to consider are the nature of 
the tool material, capacity of the ma- 
chine, finishes and tolerances required, 
and feeds and speeds employed. 

For machining aluminum, soluble 
oil emulsions or kerosene and lard oil 
mixtures are satisfactory, while for 
aluminum turning jobs, lard or min- 
cral oils are best. For plain carbon 
or high-speed steel reamers, pure lard 
oils, a mixture of paraffin oil, or a 
petroleum and turpentine mixture 1s 
generally preferred. For carbide-tipped 
reamers, soap solutions are popular. 
For tools cutting copper and_ brass, 
light mineral oil with or without small 
ulditions of lard oil is generally used. 

Leading steel and lubricating oil 
manufacturers have cooperated in 
compiling a list of the recommended 
oils for each purpose 





On February 4 the British meat 
ration was decreased to 9¢ per head 
For many families this will mean only 
one meat mec! a week 











. says he’s the ‘follow-up’ on some 
direct mail campaign.” 
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a complete line of coated abrasives 


\ 


The finest plant 


Fa . . ( : 

C 2) A LO 
j Gi 
— 4 


f 


and advertising in all these magazines 


}} | \ help you sell more ARMOUR COATED ABRASIVES 


INDUSTRIAL DISTRIBUTION 


Our modern equipment and production 
methods have improved the quality, variety 
and quantity of our coated abrasives. Armour's 
national advertising in leading publications 
keeps selling your customers and prospects on 
Armour’s complete line of coated abrasive 
products. Every single Armour ad helps send 
customers to you with this featured copy: 
We recommend buying through 

your Industrial Distributor 
Write today on your business letterhead for 


more information regarding distributorships 


Coated Abeasives Division 


Armour and Company + North Benton Road «+ Alliance, Ohio 
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SERVICE 
WITH A 
SEQUEL . . 








TRL ‘TUGIT kidd 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Shaw-Box'’ Cranes, ‘Budgit 
Hoists and ott 
Ashcroft’ Gauges. ‘Hancock 
jated Safety and Relief Valves 


an’ Industrial Instruments 





Operations Ideas— 
Can You Use Any? 





About Signs 


Do you like the looks of the van 
igns you use for display? If not, 
get uniformity, neatness and 
istinction by making your own. Re- 
utly we learned of two new methods 


e for what they're worth 


1 in 


they ar 
» you 
New, 
from one to four in 
1, black and £ 
waking casy, 


molded styrene plastic letters 
high coming in 
make your sign- 
quick and economical. 
Ihe three-dimensional letters can be 
permanently affixed to sheet lucite or 
ylexiglass in three Another 
ipplication method fixes letters to 
metal and other sur 
faces and permits removal and re-use 
Signs are legible even in dimly lit 
Can be used to identify stairs, 
toilets, offices, stock rooms, bays and 
other things. (| Barron Associ- 
ites, 110 Power Bldg., 224 E. Sth St., 

incinnati 2, Ohio 
Then there’s a new 
making device, for users of small dis 
signs. It is compact, convenient 

| simple to operate. 


reen 


seconds 


r| Iss, ¢ irdboard, 


reas 


' ] y 
model sign 


| Any clerk can 
xduce professional looking jobs 
~ X11 in. and smaller The Morgai 
Co., 3984 Avondale Ave., Chicago 
And, did vou ever think of 
that free 


tr 


dvertising space on 
A new decal is av 
pplication to side panels and 
trucks. ‘Thev are ap 

plicd in a fraction of the time and 
st of hang They are 

ible weather-tested and they last 
Overnight 
trucks on the job 


5323 W. Lake St 


ck panels? iilable 


icks of deli ery 


painting wash 
lic ition keeps yvour 

Mevercord Co., 
Chicago 


Truck Fires 


Did your truck ever catch fire? Prob 
ibly not but there’s always the chance 
\ new switch—simple and positive 

eing made to prevent fires resulting 
f m trucks and cars 
battery during storage 

mnects gencrator in 
1utomatically in 
(Rochester Mfg 


m short circuit 
It disconnect 

f vehick dis 
road emergency and 
dicates short 


Co., Rochester 


cuts 


N. 7 


Employee Inventory 


If vou want to find out what vour 
employees honestly think about their 
jobs, their pay, their bosses and the 
company, you could use a new ques 
tionnaire recently introduced. It is 
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PEED 
COUNTS 


When a breakdown occurs and 
your customer needs a length 
of flexible metal hose at 
once, it is good to know 

that ATLANTIC is al- 

most as close as your 

own stock room. 

The telephone at your 

elbow—the telegram 

blank on your desk 

activate a top notch 

production service 

that insures maxi 

mum speed and 

accuracy in de 

livering what 

you want 


for conveying 
chemicals 
steam, oils, tars, 
asphalt, alkalis, 
gases, light solids, 
refrigerants, gasoline . . . for absorb- 
ing vibration, correcting misalign- 
ments, mobile service, eliminating 
thermal expansion strains. 
In all workable metals from 4”— 
36” I.D. inclusive. Standard or 
special couplings. 


Write for Bulletin 100 
See our Catalogs in Sweet's 
Files for Product Designers and 

Mechanical Industries. 


ATLANTIC 


METAL HOSE CO., INC. 


New York 23, N.Y 











104 W t 64th St 











A WORKING GIANT 


in a small package 


wilh hind 


There's always a call for a motor that will do a big job in a 
small amount of working space. And Hoover has it 


els that mean sales for distributors and dealers. 


in mod 


Starting torque to spin hard-to-start machinery into action 
without strain or vibration. Running torque to carry a steady or 
varying load smoothly—with reserve power to spare. And 
tamina to take the grind of long operating cycles or the daily 
punishment of frequent starts and stops. 

Fully self-cooled as they run, and engineered to do away 
with drag or friction, Hoover Motors stay cool, quiet, reli 
able. Economical, too. Each watt of electricity gives its most 
in usable power. 

And service? When it’s needed, where it’s needed. Hoover's 
service facilities are world-wide—always ready to protect your 
customers and to guard your good name. 


THE HOOVER COMPANY 
Kingston-Conley Division 
30 Brook Avenue North Plainfield, New Jersey 


Hoover. 
electric 
motors 


since 1934 
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Among Hoover's general-purpose 
motors, there are models that give 
distributors and dealers a widely 
varied line of Capacttor-Start and 
Poly-Phase Motors 

In special-purpose motors, too 
there are Hoovers that will meet 
most of your Customers’ specifica 
tions “as is’ —including models 
for pumps, oil burners, fans and 
blowers 

Write for descriptive literature 
and full informiaueon 


— 


| 
* 


PIG Saar AP 











Plenty of holding power has 

always been a strong feature of 
Desmond-Simplex vises, due to the 
exclusive STEEL SLIDE, milled from 


the solid, and fully guaranteed for the 


life of the vise not to bend or break 
The screw is fully enclosed for pro 
tection and instantly accessible for 


lubrication by removal of outside screw 


retainer. Step milled jaw inserts fit on 
shoulder, take heaviest blows without 
strain on holding screws, are easily 
replaced when necessary . . . Best 

of all, Desmond-Simplex extra 
features do not cost extra. You'll be 
value-ahead to standardize on 
Desmond Simplex: complete line 
available through leading 
distributors THE DESMOND 
STEPHAN MFG. CO., URBANA. 
OHIO 


SIMPLEX :1':: 











VISES 
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iip t y INCXPeNsiy il 
sublisher laims its 


liahl 
| rehabl 
being 
? 


1 help in dis 


uning pin-pointing = Weab 
pot \ r organization 


| ] 
aowl | ) 
1 ¢ ipt 


cutting 
ind building 
(Science Re 


Grand Av 


turnover 
good will 
Associates, 57 W 
10 


mmunity 
scar h 


( hicago 


Photo Copying 
You can do 


iting of 


1 lot of your own ill 
literature and 
typed, printed 
i new machin 
the market. It also makes 
burn-in plates up to 1] x 17 in. for all 
tvpes of off-set Cost $185 
General Photo Co., Inc., 
Chatham, N. | 


idvertising 
ypies of anything 
vritten or drawn with 


1OW mn 


presses. 
Products 


Good Will Service 


\ packaged “good will” service i 
being offered to small businesses with 
limited time, budgets and markets. A 
full year’s campaign for 250 prospect 
ind customers. You don’t do a thing 
but pay for it. Free booklet is avail 
(H. Oswald, c/o Wall Catalog 
59 E. Madison St. Chicago 3 


ible 
Co., 


Payroll Tax 


\ quick method of computing pai 
roll taxes for unemployment compen- 
ind Federal Insurance Con 
tributions Act, which have different 
bascs is now being offered. It is a 
1cw payroll posting board form. Th¢ 
vublisher claims that a solution for 
nathematical difficulties involved 
into the board fon 


icorporated 
I'odd Co., Rochester, N. Y 


sation 


Dehumidifier 


Certain stock items affected bi 
humidity and dampness can now bi 
protected by a new portable electri 
dehumidifier. It’s small (17 in. high, 
12 in. wide, 18 in. long) and weighs 
only 58 Ibs. Features drawer for ex 

moisture instead of bucket, mak 
easy to and empty 
can be removed to permit 
to drop in drain if con 
Fresh'nd-Aire Cox., 221 
LaSalle St., Chicago | 


remove 


moisture 
venicnt 


No 


Procurement Information 


weekl 


You should be getting the 
“Synopsis of Awards” from your near 
est Department of Commerce office to 
know what defense contracts your cus 
tomers or prospects are getting. The 
Munitions Board recently revised its 
policy on giving such information 


Now all unclassified negotiated 1 


ana 





Here 
are the 
Tools 
Build y bon 


~—< ' @r™ Sales 


The many and varied 
applications for Johnson 
GP Bearings more than justify great efforts 
to familiarize incustry with these bearings. 
GP's are stock items, standard size bearings 
in a great range of sizes .. . over 850 sizes 
. that will meet over 90% of industry’s 
needs. Many of your customers know them 
for maintenance uses, of course. But do 
they consider them for production runs on 
products they manufacture?’ Advertise- 
ments in the above industrial papers tell 
them of the convenience and cost savings 
of GP’s. Johnson Bronze will furnish you 
with the direct mail folder, personalized, 
for your own mailings. Place Johnson Bear- 
ing Catalogs in your customers’ hands so 
they may know the stock sizes available 
and may order by part number. Tell them 
about the advantages of nearby Johnson 
warehouses, which supplement your own 
stocks. Use these tools daily—they will 
build sales for you. 


JOHNSON BRONZE COMPANY 
535 South Mill St., New Castle, Pa. 


JOHNSO) 


1F YOU ARE NOT A 
JOHNSON DISTRIBUTOR, 
WRITE FOR DETAILS. 
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MODEL 400 


NATIONAL 























STRAIGHT-LINE ACTION 


National Models 300 and 300A are recipro- 
cating, straight-line action air sanders. With 
this action, lacquer may be applied directly on 
sanded surface as there are no patterns to con- 
ceal. Woodinthe white can be sanded without 
fear of swirls, circles or cross-graining. 





q 
i 














ORBITAL ACTION 


National Models 100 and 400 are orbital 
action, single pad, air sanders. Orbital action 
provides fast cutting and long abrasive life. 
Where rapid stock removal is desired, orbital 
action cannot be matched. Superior for sand- 
ing on wood or metal, and for finish sanding 
with opaque finishes. 


SELL YOUR CUSTOMERS 
NATIONAL’S COMPLETE LINE 


National offers both Orbital and Straight-Line 
action sanders. Whether your customers are 
working with metal, plastic, wood, leather, or 
other material there is a National Sander 
adapted to their needs. Write today for details 
on National's selective distribution system. 


NATIONAL AIR SANDER, INC. 
2818 AUBURN ST., ROCKFORD, 
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sat. 


formally advertised contracts in excess 
of $25,000 are prepared by all purchas- 
ing offices and given to the Commerce 
Department. Each synopsis now con- 
tains the name of the purchasing office, 
brief description of commodity or 
service, quantity, dollar amount of 
contract and name and address of con- 
tractor. (Department of Commerce 
Field Offices 


Sales Promotion 


Here’s a plan that could easily be 
adapted to your own sales force. A 
manufacturer of domestic appliances 
recently organized a sales club within 
his own sales organization. To be 
eligible to “join” the 100 Club, a 
salesman has to reach 100 percent of 
his sales quota during the calendar 
year. Each member gets a money 
clip gold watch engraved with the 
club's name and the year in which 
membership was attained 





FROM THE 


oo FILES » 


25 YEARS AGO 

Editorial comment: “. . . the creation 
of our large national debt to finance 
the war has been a positive benefit 
and a measurable blessing which 
has spread universal _ prosperity 
through all strata of society.” 

“The more we read the newspapers 
and periodicals, the more there 
seems to be the thought that the 
jobbers are doomed to go out of 
business.”—C. D. Garretson, presi- 
dent, Electric Hose & Rubber Co., 
Wilmington, Del. 

Alvan T. Simonds, president of the 
Simonds Saw & Steel Co., Fitch- 
burg, Mass., offered two prizes, one 
of $1,000 and one of $500, for the 
best essays on an economic subject. 

The editors attempted to dispel 
rumors that the steamship Noronic, 
chartered for a_ three-association 
outing, was to be “very wet’’, since 
it was a Canadian boat. “That fear 
is groundless. The boat is dry . . .” 
the article stated. 

The Power Transmission Association 
met in New York and authorized 
an award of $250 for the best slo- 
gan and emblem for the associa- 
tion’s use. 

H. R. Grant, president of the Allen 
Mfg. Co., Inc., Hartford, Conn., 
called up a British distributor on 
the new trans-Atlantic telephone. 
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.». when you handle the 
broad Brown & Sharpe line 


With the wide variety that you can 
offer in the complete Brown & Sharpe 
line, there’s hardly an industrial com- 
pany in your area that isn’t a healthy 
sales prospect. 

Brown & Sharpe's broad range of 
products can get you into many new 
doors . . . often with a small order 
that opens the way to regular, large- 
scale business. You can become 
known by your customers as the 
single source for all their tool needs. 


To make your sales job easier, you 
have the help of constant “‘pre- 
selling’ by Brown & Sharpe's 
extensive advertising—appearing 
regularly in thirty-five leading in- 
dustrial, machine shop, purchasing, 
and engineering publications. 
Expand your market and write up 
bigger orders by handling and push- 
ing the complete Brown & Sharpe 
line. Brown & Sharpe Mfg. Co., 
Providence 1, R. I., U.S.A. 















Visit Booth No. 1435 
A. S$. T. E. Show, Chicago. 





WE URGE BUYING (BS. THE DISTRIBUTOR 
Brown & Sharpe 


Machinists’ Tools © Cutters © Permanent Magnet Chucks 
Johansson Gage Blocks ° Electronic Measuring Equipment 
Pumps °¢ Arbors and Collets «¢ Machine Tool Accessories 
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Another Strong Link 
in Your Chain... 


Good performers, these 


Roper Pumps. Good 
sellers and sub- 
stantial profit- 
Value- 


makers, too! 


wise, they are ‘ 


right up” to 
the other fine products 
and rec- 


The 
Roper link is 


you stock 


commend. 


a strong link in 


your chain 


Hook-up with 


Roper now! 


WIDE RANGE OF SIZES... 
Pumps For Every Purpose 


Roper 


4600, F, I 


Pumps Series 
l,andK are 
simple in design; come 
in ranges trom 1 to 300 
£-P.m., pressures to 
1000 p.s.i. They are 
used in diversified 
industrial and commer 
cial applications, pumping 


both thick and thin clean liquids 


Send for Catalog 


a the tacts and specifications on 
Roper line Wree for your tree 
today 


GEO. D. ROPER CORP. 
333 Blackhawk Park Ave. 
Rockford, Ill. 


vith Stand 
nt Co. 
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quipiii 

ed Casanave 
i 
hang 
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1 


land 

matin 

| laborator 
outhern Supply ¢ 


1 1 it 
mice 


, Baltimore 
vas open for busin 
tory building at ¢ 
oga Sts. 


10 YEARS AGO 


h | that industrial 
might be 


pul ha ( 


granted permis 
retreaded or 1 
ipped tires for business purposes 
Hloward S. Wialhams, president of 
Mau-Sherwood Supply Co., Cleve 
ind, spent two weeks at Carmel 
Calif., where he and Mrs. Wilhams 
ited their son, John, m= militar 
crvi on the Coast 
irl J. Beck and Id | 
clected secretarv-treasurct and vice 
president, respectively, of Anderson 
& White Supply Co., Chicago 
\llegheny-Ludlum Steel Corp. an 
nounced the formation of a 
rap and salvage 
the company’s 


new 
department, at 
Brackenridge, Pa., 
Kggleston, of Eggleston Supply 
»., Boston, advised distributors to 
ontinue calling 
in the wartime 
Lhe customers 
i\ Nov 
ire 
J. Harvey Walliams, president of J 
Hl. Williams & Co., New York, and 
past president of the American Sup 
ply & Machinery Mfg.’s Associa 
tion, died at Doctor's Hospital 
cw York 
The Carey Machinerv & Supply Co., 
Baltimore, established a_ partially 
mechanized tem for accumulat 
ing rated orders 
James W. Moyle, president of Capen 
Belting & Rubber Co., St. Louis, 
ted that as part of a time 
onserving program for overworked 
‘fee staff, persons answering the 
telephone could omit the word 
Hello 
Qucen City Supply Co., 
issued a 400-page 
rating the 
1S90 


ular custom 
market 
he pointed out, will 
know who our friends 


on reg 


SC Il 1s” 


V we 


Cincinnati, 
catalog com- 
mem founding of the 


firm in 
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.--Helping Distributors 
Sell the Revolutionary* 


Sier-Bath 


Flexible 


GEAR COUPLINGS 


% 3/5 Usual Size,'/2 Usual Weight! 

3% Assembled, Uncoupled in Seconds! 
% Slash Assembly Costs, Down-Time! 
x Reduce Wear on Equipment! 


A’ in the above leading maga 
zines introduce the Sier-Bath 
Coupling to O.E.M. and Replace- 
ment User prospects . . . continually 
pound home the tremendous advan- 
tages these new couplings make 
available. All inquiries and orders 
from Distributors’ territories are re- 
ferred to them . . . prices are com- 
petitive .. . discounts are standard. 
The three ‘‘P’s”’ of Profit—Product, 
Promotion and Policy—are right 
for Sier-Bath Coupling Distributors, 
so 

WRITE FOR BULLETIN, POLICY DETAKS! 
Bulletin gives installation om, advan- 

tages, “po poe Wy 

\ floating shaft types — sizes oy8 108 ,4P 4 

| to550. * Special and sizes on request.) 

Rough bore couplings available from stock. 


Also Manufacturers of Precision Gears 
and Screw and Gearex Rotary Pumps 


Sier-Bath GEAR and PUMP CO., Inc 


9243 Hudson Boulevard, North Bergen, N. J. 











WE HAVE 
THE ANSWER FOR 
EVERY ONE OF- THEM 


GEARMOTORS 
Available from Stock 1 to 30 HP 
Drip-Proof, Enclosed, Explesion-Proof 


Yes Sir! When you have a motor 
problem, call on Mr. Motor. Take these 
Gearmotors for example — Mr. Motor 
builds a complete line from 1to 150 HP 
in drip-proof, enclosed and explosion- 


proof enclosures for his Distributors. 


Mr. Motor tells us, “It’s easy to sell 
these Foote Bros.-Louis Allis Gear- 
motors, but remember men, you have 
to tell your-customers about them and 
ask for the order to get the business.” 


Bulletin 1000 describes these units, 
and the prices and dimensions for 
stock ratings are listed in the Con- 
solidated Catalog No. 103. 





Sales —_— — 


Check your customer list for: 


ee 


TEXTILE MILLS where these self- BEVERAGE AND FOOD PLANTS 
cleaning textile motors do the trick. which need a Sanitary Motor. 


@ @ 


PAPER MILLS where splash-proof CHEMICAL and REFINING PLANTS 


motors are required. where Explosion-proof motors ore 


needed. 


THE LOUIS ALLIS CO. 


MILWAUKEE 7, WISCONSIN 
*Trademark of The Louis Allis Co. Copyrighted, 1951. 
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Plus the 


\atest sim ‘ed catalog gives 
a 


ae way ad antag 


yous 3 


Get the benefit of top-quality bolts, packed in 
clearly-labeled, sturdy corrugated board con- 
tainers. Use the up-to-date information of our 
concise, simple to use catalog to order and 

stock Buffalo Bolts. 

You'll get the perfect combination of supe- 
rior bolts in superior cartons at the same 
price as ordinary bolts. Order in either car- 
load or Lcl lots. They're easier to stock, 
and handle... move better. Write for 
Catalog #51 and also ask for circular on 
uantities, weights and types of bolts in 

Handy Pack cartons. 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities 
PRODUCERS OF CIRCLE @ PRODUCTS— BOLTS @ NUTS @ RIVETS AND SPECIAL FASTENERS 
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TOOL STEEL HANDBOOK 


Published by Allegheny Steel 
Corporation 


Publication of “Tool Steel Hand 
book,” a 197-page volume designed 
for engineers, teachers, metallurgists 
and others interested in tool, die and 
allied steels, is announced by Alle- 
gheny Ludlum Steel Corporation. 
The volume is intended also as com- 
panion literature to the previously 
published “Stainless Steel Handbook,” 
and “Strength of Stainless Steel Struc- 
tural Members as Function of De- 
sign” as well as other literature on sili- 
con and electrical steels and other 
Specialloy steels to be published later. 

I'he volume on tool steels begins 
with charts and tables giving specific 
and comparative data on roperties, 
analyses and applications. This is fol- 
lowed by detailed descriptions of all 
important grades, arranged alphabeti- 
cally for easy reference. Later chapters 
deal with the many forms and finishes 
of tool and die steels and such allied 
products as the sintered carbides 
marketed under the name of CAR- 
MET. Final sections are comprised 
of extensive discussions of heat treat- 
ing and — techniques as ap- 
plied to tool and high speed steels and 
a complete set of weight tables and 
other useful reference material. 

“Tool Steel Handbook” brings un 
der one cover for the first time the 
combined data and technical informa 
tion of Allegheny Ludlum and many 
of its customer companies. Free copies 
of the voluine will be sent to qualified 
persons on request to Allegheny Lud 
lum Steel Corporation. 








NEW LINES 
taken on by 
DISTRIBUTORS 





Pye-Barker Supply Co., Atlanta, Ga., 
has been named a distributor for the 
following: 

e Hoist line of Manning, Maxwell & 
Moore, Bridgeport, Conn. 

e Hose couplings and fittings of Fos- 
ter Mfg. Co., St. Louis. 


Wallace Tube Co., Milwaukee, Wis.. 
has been named a distributor of 
tube fittings of the Parker Appli 
ance Co., Cleveland. 





jou dave on 


Hoist Mainlonance 


WITH COFFING... 


-- -QUIK-LIFTS 


Here are just a few of the “extras” that keep Coffing 
Quik-Lift electric hoists on the job, save maintenance: 


® Gears are drop-forged alloy steel, hard-faced for extra wear, 
soft-cored for added strength. Teeth are larger, stronger. 


® Moving parts run on lubri-sealed ball bearings. 


* Pendant rope controls are used for more dependable 
and trouble-free service over the years. j 








® Load-holding parts are tested at 100 percent overload. 


Quik-Lift electric hoists available in 
17 models, 500 te 4,000-Ib. capacities. 


-- CHALLENGERS 


Coffing Challenger spur gear hoists are completely new 
throughout...with new lightness, new strength, new design simplicity: 


® Housing is formed steel plate—withstands shock loads 
and rough handling. 


® Laminated steel back plate gives extra support to hoist mechanism. 
® Has five-to-one safety factor, tested at 100 percent overload. 
® Gears and bearings have lifetime lubrication. 


ates en ® ak ® The Challenger has only 29 basic parts—simplest spur gear 


other Coffing spur «= @ Gs hoist ever made. 
gear hoists in w oo 


Satie: tenn any ® May be completely disassembled in minutes with ordinary tools. 


Wom. Test these points yourself. Pick out the toughest hoist job you have, install 
the right Coffing electric or spur gear hoist — then see how little mainte- 


nance is required, how they stay on the job. For further information on Quik- 
Lifts and Challengers, write Dept. A3. 


COFFING HOIST COMPANY 


Danville, Illinois 


PO 
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In CHICAGO 


GEORGE POPLAR says: 


G. B. Poplar. of Patlyn Gears and Transmissions Corp 


“As interest-arousers in engineering depart- 
ments, ANGlgears can’t be beaten. And 
wherever there has been a need for power 
transmission at right angles, we haven't lost 
a sale. ANGLgears are really in demand.” 


At Patlyn Gears & Transmissions Corp., they pocket this mighty 
mite of right-angle drives, make calls and show it. ANGLgear - 

1 unique, standardized, bevel-gear drive with the capacity of units 
many times its size—sells itself. Among its customers for 
ANGLgear, Patlyn’ has found the following applications: on 
oven conveyors in a biscuit bakery + on coil winders at a 
frequency coil manufacturer's plant + on machines used for 
closing egg cartons in the factory of a carton producer + on 
conveyors used in canning paint + operating a turntable on 
conveying system in candy plant + on food equipment 
machinery + on heat treating equipment controls. 


You have similar manufacturers and 
applications in your territory. Make 


it a point to call on them and shou 
them ANGLgear. You'll find the re- 
ception good, 

A FEW CHOICE TERRITORIES ARE 
STILL OPEN. WRITE US. 


The Ohio E quipment Co., Inc., Cleve- 
land, has been appointed —— 
utor for the Revolvator Co., N. 
Bergen, N. J 


Aero Bolt & Screw Co., Inglewood, 
Calif., has become distributor for 
O-ring seals manufactured by the 
Parker Appliance Co. 


Continental Sales & Equipment Co., 
Hibbing, Minn., has been named 
distributor in that territory for the 
Jeffrey Mfg. Co., Columbus, Ohio. 


W. P. & R. Mars Co., Duluth, 
Minn., has . named a distribu 
tor of industrial rubber products of 
the Goodyear Tire & Rubber Co., 
Inc., Akron, Ohio. 


The Alert Supply Co., Los Angeles, 
has become Western distributor 
for the Northwest Chemical Co., 
Detroit 


W. P. & R. S. Mars Co., Duluth, 
Minn., has been named a distribu 
tor for industrial rubber products of 
I'he Goodyear Tire & Rubber Co., 


Inc. 


Sager Spuck Supply Co., Inc., Albany, 
NX. ’. has been named a dis 
tributor for industrial wax lubricants 
and wax coolants of S. C. Johnson & 
Sons, Inc. 





The Buyer Looks 
at Business 





Composite opinion of — purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee 


General Business Conditions 


I'he slowdown of over-all industrial 
activity reported in December is con 
firmed by January reports of purchas 
ing executives. 35 percent of the 
members surveyed report further re 
ductions in order backlogs. 24 per 
cent, the largest number since August, 
show declining production. The lag 
between declining order bookings and 
curtailment of production shows the 
first indication of closing the gap re- 
ported the past four months, Prices 
continue in a sidewise movement, “ 
lack some of the strength noted i 


xrevious months. Inventories are 
ACCESSORIES CORPORATION 


lower, and becoming better balanced. 


CAAC Employment is sharply off, with over- 


1414 CHESTNUT AVENUE © HILLSIDE 5, NEW JERSEY 
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Piumb Hammers are products of '‘over- 

all” engineering, too. The tough, special 
analysis steel head is scientifically 

balanced on its sturdy but resilient second 
growth hickory handle. The claws are 
specially tempered to give extra grip. Asa 
result any job that calls for a hammer can 

be done faster—easier—and better with a 
Plumb. Furthermore, Plumb’s extra quality 
guarantees a long, long life of service. Users, 
by the million, want the extra speed and 
ease Plumb design provides—that is why 
they choose Plumb hammers over all others. 


Quality Comes FIRST PLUMB is FIRST in Quality 


HAMMERS — 
HATCHETS — 
AXES 
FILES 





BRAND NEW SAWS 
by Rockwell / 


ta 
BUILDS 


NyMsB 33: 
26 mee t.2 ‘ovr gouge taper 
ground, two stroke bevel fled; 
handie— beech, full carved, 
mohogany stained, four nickel 
screws and medallion; plain finish, 
limed off. Available 5'4-8-10 pt 
Packed '4 dozen to a carton f 


NUMBER 22 

26° straight back, two gouge taper 
ground, one stroke bevel fled, 
hondie— beech, mahogany stained 
grip corved only, three nickel 
plated screws and medallion 

plain finish, limed off 
Available 544-8-10 pt 
Packed 'y dozen 

to @ carton 


NUMBER 11; 

26° straight back, flat ground, 
straight filed, handie— beech, 
mahogany stained, nocarving, 
three nickel plated screws =” 
ond medaliion, plain 

finish, no liming off 

Available 54% 

8-10 pt 

Packed 

twelve to 

@ master 

carton 


Rockwell Tools, Inc. 


> Finer in Appearance 
’ Superion in Quality 
yy Outstanding Long life Performance 


FORMERLY OMLEN-BISHOP MANUFACTURING COMPANY 


Subsidiary of ROCKWELL MANUFACTURING COMPANY 


1314 KINNEAR ROAD, COLUMBUS 12, OHIO 


00 Yeats o 
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time and work weeks being reduced in 
civilian production plants. Skilled 
men out of work in some regions are 
slow to move into defense boom areas. 
Buying policy for industrial purchas- 
ing is pointing to the mid-range of 
“hand-to-mouth” to 90 days. 

Defense business still does not bulk 
large in the over-all production pic- 
ture. More military production is re 
corded for the month and more new 
orders have been placed, but they are 
far below the oltsetting dropoff of 
civilian orders and production. Much 
of the new defense business is still in 
the paper stage, and will not hit pro 
duction lines for several months 
Many other defense orders are for 
small quantities, with extended deliv 
crv auaae Unless there is a 
worsening in the international situa 
tion, purchasing agents do not look 
for a reversal of the over-all industrial 
down trend in the next few months. 


Commodity Prices 


The trend of industrial material 
prices in January is a continuation of 
the sidewise movement reported in 
December. The strength mentioned 
then is barely being maintained. Cape 
hart Amendment price adjustments 
continue to trickle through, and there 
have been a few rollbacks. Falling 
order backlogs and high break-even 
points are creating a keen competitive 
market for many fabricated items. 
Some materials in easier supply posi 
tion are open to price concessions for 
immediate shipment. In the opinion 
of purchasing agents, there are more 
elements pointing to price declines 
than increases in the next few months; 
and they estimate that much of the 
force behind inflation has—tempora 
rily, at least—been spent. 


Inventories 


Inventories are reported sharply 
down again this month. Many mem- 
bers report them in better balance. 
I'he reduced production schedules, 
shortages of controlled materials, and 
cutbacks in allotments, all indicate 
further stock liquidation. Those Te- 
porting increases attribute them to de- 
fense operations, holdup of orders by 
customers, and sooner than scheduled 
deliveries. 


Employment 


The highest number (29 percent) 
in many months report pay roll sep 
arations, climination of overtime, and 
reduced work week in January. Lack 
of orders or materials and heavy fin 
ished goods inventories are given as the 
major causes. Several areas are cur- 
rently hard hit. Other spots, heavy 
with defense business, are having difh 
culty in obtaining skilled workers. Un 





Do Too Many Small Orders 
Cut Into Your Cutting Tool Profits? « 


“Big Volume” Busan 


Much as you may bewail “small orders”, 
practical distributors recognize the 
necessity of handling them as a part of 
service leading to “big order” business. 
And, since “small orders” can’t be com- 
pletely eliminated, the next best thing 

is to minimize their profit-reducing effects 


by seeking more volume-user sales. 


8% 
: 


’ 


fox Better Profits 


‘ 


As a manufacturer there is little we can do 

to reduce the actual number of small orders Besly 
Distributors may have to handle; BUT, 

there is much we can do to help them get more 

of the Cutting Tool business from volume 
users... and thus reduce their percentage of small 
orders so that overall profits are increased. 


It is to this policy that Besly is committed— 
and here’s how we help Besly Distributors to get 
more “cake” and fewer “crumbs” 

in their territories: 





1 . . Superior Quality Tools 


BESLY Taps, Drills and Reamers are consistently “The 
World's Most Accurate’’—made and kept to, and above, 
the exacting standards of the biggest users 


Unsurpassed accuracy at all vital points 
Microcentric CHAMFER Solid Ground 

THREAD FORM 

For angle ond lead ac 

curacy, eliminates gauging 

problems and contro! of 

pitch diameter to tenths 

of thousandths. 


“*Right"’ ROCKWELL 
Tops pre-inspected for cor- 
rect Rockwell hardness. 


Micro finish, concentric to 
tenths of thousands. Cuts 
freely and to size without 
burring of welding 
Mirror Finish FLUTES 
Correct design to provide 


freer chip flow and longer 
tap life 


%L) 


BESLY-WELLES 
CORPORATION 
Established as Charlies H. Besly & Company 
in 1875 


Tru-Squore DRIVER 

Square ond shonk fit correctly 
in chucks ond holders. No wob- 
ble to couse oversize holes 





BELOIT, WISCONSIN 
TAPS, DRILLS and REAMERS 


BESLY 


2 .. Preferred Service 


BESLY is realistic about the service that big-volume users 


require—and gives “what it takes” in preferential treat- 


This applies to order handling and 
“standard” tools> 


ment to hold them 


delivery of “specials” as well as 


. . Better Engineering Service 


BESLY Field Engincers are not only factory-trained in the 
design and manufacture of Cutting Tools, they are also 
long-experienced in applications and methods—with par- 
ticular emphasis on the mass-production operations of 
big-volume tool They help to sell by practical 
demonstration of how and where Besly Taps, Drills and 
Reamers cut costs and improve production 


users 


This adds to primary concentration on the bigger users, though 
not to the exclusion of today’s small-order customer who may 
some day be big. We think it adds up to a considerable advan- 
tage for the distributor through intensive, specialized help 
in selling and servicing those 25% of your prospects who buy 
75% of the cutting tools. 


If this makes sense to you, ask us for down-to-earth details on 
how we could work together, : 


BESLY-TITAN ABRASIVE WHEELS 





GRINDERS and GRINDING ACCESSORIES 


BESLY 
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GUN NOZZLES 
1050 combinations 


SOUND DEADERING EQUIPMENT 
§ models of pumps 


PORTABLE SPRAY UNITS 
4 capacity for every job 


EVER THING 


HOSE AND ACCESSORIES 
12 types of hose, 
all accessories 


You sell everything 


AUTOMATIC EQUIPMENT 
for lower production costs 





for better spray finishing 


and that’s just one reason why it pays to handle Binks 


Handling Binks means a bigger volume for you because the complete- 
ness of the line creates opportunities for several sales at once. You 
have everything a customer needs, from a hose connection to a com- 
plete finishing department. And selling is easier because customers 
like such Binks features as interchangeability of nozzles and standard 
threads on hose couplings and other accessories. 

The completeness of the Binks line makes the distributor salesman 
more effective, too. He’s got a variety of products to talk about and 
so can generate result-getting enthusiasm for every sales call. 

And, to help sell each product in the line, Binks provides engineer- 
ing assistance for special problems and a substantial volume of adver- 
tising in business and trade magazines. 


Send for a copy of Catalog Data Book No. 955 

for each of your salesmen. It gives them the selling facts 
they need about Binks complete line of products. 
Address: Binks Manufacturing Company, 

3128-30 Carroll Ave., West, Chicago 12, Ill. 


< 

: } : gee >, 
——— 7 & 

GUNS © SPRAY BOOTHS © MATERIAL TANKS « EXTRACTORS & ACCESSORIES 


REPRESENTATIVES IN PRINCIPAL U S. & CANADIAN CITIES «© SEE YOUR CLA sir eo ee pinectoRy 





| 
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employment insurance, high _ taxes, 
moving costs, seniority rights and 
home ownership are holding back 
worker migration 


Buying Policy 


Industrial purchasing commitment 
range is again within a 90-day policy 
87 percent, the same number for the 
past three months, report holding to 
this conservative view of the markets 
Vhere is a distinct movement from the 
top side of this bracket into “hand-to 
mouth,” 30- and 60-day buying. Gov 
ernment and self-imposed inventory 
restrictions, easier availability, short 
term backlogs, and price soft spots 
appearing in a number of markets, 
support a very cautious buying atti- 
tude 


Specific Commodity Changes 


In general, industrial commodities 
show no important price movement in 
January. More moderate declines than 
raises indicate some temporary soft 
spots. 

On the up side: Abrasives, sulphuric 
acid, new cars, castings, cement, chro 
mates, cornstarch, motors, dairy prod 
ucts, Douglas fir plywood, machine 
tools, mica, wire. 

Reported down: Fatty acids, alco 
hol, 1951 cars, clothing, corrugated 
containers, ethyl] acetate, cutting tools, 
dic heads, drills, electrical meters, 
fasteners, sugar, meat, eggs, furniture, 
glycerin, leather, lumber, mixed for 
cign lead, mercury, vegetable 
wastepaper, rubber hose. reamers, 
small tools, soap, stearates, 
taps, tires, washers, work gloves. 

Hard to get: Sulphuric acid, alu 
minum, bearings, brass, steel castings, 
copper, forgings, lead, scrap iron and 
stecl, machine tools, nickel, pipe, 
steel, sulphur, tungsten carbide, wire, 
zinc, 

Easing up: Cellophane, chorline, 
glycerin, packaging materials, small 
motors, most grades of lumber, mill 
supplies, paper, zinc, some. stainless 
steel, fats. 


oils, 


screws, 


Canada 


Comparing Canadian survey reports 
with industrial conditions in the 
United States, indicates a greater de 
cline in production, back orders and 
employment, but more price increases. 
Inventories and buying policy are 
about the same. Canadian purchasing 
men view the current situation as 
temporary. Severe weather has been 
one drawback Defense business, 
which has been lagging, is scheduled 
to pick up and exports are improving 
Construction will be very large this 
vear and the easing of credit restric- 
tions will be helpful. 
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OF PACKAGED FASTENERS 


A strong, attractively 

designed telescope-type package. 

Color coded labels. Finely fabricated 
products that generate quick, repeat sales. 


WOOD SCREWS © STOVE BOLTS © SEMS SCREWS 

TAPPING SCREWS ¢ MACHINE SCREWS © THUMB SCREWS 

DRIVE SCREWS © STANDARD SLOTTED AND PHILLIPS RECESSED 

WING NUTS © CAP NUTS @ HEXAGON AND SQUARE NUTS e WASHERS 
THE CHOICE OF BETTER DISTRIBUTORS 


CHICAGO, HL KEENE WH 


nm Depend on Central 


(Arm) CENTRAL SCREW COMPANY 


COMPRA 3501 SHIELDS AVE. CHICAGO 9 ILLINOIS 
3028 € ELEVENTH ST 


LOS ANGELES, 23 CALIF © 149 EMERALD ST, KEENE N H 
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GREATER PROFITS 
CLIPPER 


¥ Constant Consumer Demand 
IY VNo Factory Sales to Users 
'/Nationally Advertised 
/ Firm Resale Price Policy 
vV Highest Uniform Quality 


It's Easy to Increase Your Sealing Compound 
Sales and Profits with KEY’S Sales Help 


NATIONAL ADVERTISING 
LIBERAL SAMPLING PROGRAM 
ALL DIRECT ORDERS TURNED OVER TO DISTRIBUTOR 
DIRECT MAIL TO YOUR CUSTOMERS 
MISSIONARY WORK 
PRODUCT AND APPLICATION INFORMATION 


When you stock Key Pipe Joint Sealing 
Compounds, you receive plenty of sales 
help to increase your volume and profits 
Continuous national advertising tells your 
customers about Key-Tite and Key Graph 
ite Paste, and invites prospects to write 
for a free sample. All orders are turned 
over to distributors 


In addition to product and product applica- 
tion information, the Key Company has a 
cooperative direct mail program for dis- 
tributors that is a proven sales builder 


Key's representatives are always ready to 


help you solve joint sealing problems and 
also do a lot of solo missionary work to 
help the stocking jobbers increase their 
volume of business on Key compounds. 


Increase your volume and profits with Key's 
sales help. You can get the facts and full 
information by writing. 





&: 





The shortage of copper pipe and the greater use 
of galvanized and black pipe is creating a greater 
demand than ever for Key Sealing Compounds. 
Get your share of this business NOW! 








2621 McCASLAND AVENUE, EAST ST. LOUIS, ILL. 
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OBITUARIES 





Fred S. Pulver 


Fred S. Pulver, Founder, 
Pulver Machinists Supply 


Fred S. Pulver, founder of Pulver 
Machinists Supply Co., Chicago, IIl., 
died suddenly on January 12. 

Mr. Pulver, co-partner in the firm 
he founded with his brother Harry A., 
was a prominent figure in industrial 
distribution circles for more than 25 
vears. 

Surviving besides his brother are a 
sister, and one nephew, Sanford J. 
Berg, sales manager of the Pulver firm 


L. H. Williams, Chairman, 
The Williams Hardware Co. 


Louis Hudson Williams, 78, chair 
man of the board of The Williams 
Hardware Co., Minneapolis, Minn., 
died January 16. 

Mr. Williams completed sixty years 
of service with his firm in 1951. He 
was a trustee of Macalester College, a 
member of the Minneapolis Club, 
Minikahda Club, and the Minneapolis 
Athletic Club. 

He is survived by his wife, two 
daughters, his brother, a sister and five 
grandchildren. 


Cortland A. Mehl, 
American Cyanamid 


Cortland A. Mehl, 36, New York 
district salesman for American Cyana- 
mid Co’s industrial chemical divi- 
sion, died January 23, at Watertown, 
N. Y., of a heart attack. 

Mr. Mehl, a World War II veteran, 
joined the company in 1935. He be- 
came a salesman in 1947. 





This fast-moving Alemite meeting gives you : 
ALL the answers...costs you nothing. ise tt! 


@ Thorough! Complete! Effective! This well planned, point- 
by-point Alemite 15-Item Meeting is sure to bring results. 
Surveys your lubrication market potential. Shows you where 
to look for sales. Puts over the top profit Alemite items with 
quick, easy-to-remember sales points and features. Points 
the way to more sales, with fewer items, fewer calls for you. 


Act Now: This meeting is available to you free of charge. 
Your nearest Alemite office will gladly make the arrange- 
ments and conduct the meeting for your organization. 


Why not contact them today? a. 


Keeping you in . 
the picture BIG! 


Alemite Advertising — every two weeks throughout the year in 


Post and Collier's — spotlights you ... and the role you play in 
industry as an Alemite “Friction Fighter.” Keeps you constantly 
2 H E M I Bs E in the picture as the man backed by the world’s largest manu- 


facturer of lubrication equipment. Definitely the man to see, 
to listen to, to send for first! 
Modern Lubrication Methods that Cut Production Costs 
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@® SurerDuty 


PORTABLE ELECTRIC DRILLS 


For Production—Maintenance—Construction Work 





Drills~ puty 
yo rp™ 


\ models: 


WEW) , also Superduty 34” and 34” Drills 


An Opportunity for Easier Sales— 
MORE PROFITS 


Advertisements in leading industry and business magazines are now 
telling the SUPERDUTY story to your customers and prospects. Get 
details NOW! Ask about SuPERDUTY’s attractive distributor pro- 
posal. Be set for your share of easier sales . . . more profits. 


PORTABLE ELEectric TOOLS, INC. 


341 West 83rd Street, Chicago 20, Illinois 
in Canada: 369 Danforth Road, Toronto 13, Ontario 
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D-A-T-E-§ 
TO REMEMBER 





March 14—Sales Management Re 
gional Meeting of American Supply 
& Machinery Mfgs. Association, 
Palmer House, Chicago 

March 17-24—ASTE Industrial Ex 
position, International Amphi 
theatre, Chicago. 

April 6-10—The Southern Hardware 
Convention, Palm Beach Biltmore, 
Palm Beach, Fla. 

\pril 7-9—American Society of Lubri- 
cation Engineers, Statler Hotel, 
Cleveland. 

May 6-9—4th International Lighting 
I:xposition and Conference, Cleve 
land 

May 19-21—Trple Industrial Supply 
Convention, Atlantic City. 

June 16-20—Industrial Pinishing Ex 
position of 1952, In‘tertational 
Amphitheatre, Chicago, Ili. 

Oct. 6-10—National Hardware Show, 
Grand Central Pal-ce, New York 





When your customer feels in his heart 
that you are genuinely interested in him, 
that you understand him, that you want 
to help him, then you become “his sales- 
man” the one with whom he prefers to do 
business. Sooner or later you also be- 
come his friend, and he enjoys doing busi- 
ness with you. 

—By Robert E. Moore 
The Human Side of Selling 


“Boy, that sales manager! One day he 
says ‘Get on the ball’ . . . today, it’s 
‘Get on your toes’! 





"We are mighty happy to b 


Mr. Bird is a new Dayton V-Belt Distributor, who 
recently took on the Dayton line after thorough 
investigation. Here are his reasons for deciding on 
Dayton; 

“We took on the Dayton V-Belt line because of 
excellent quality and their assortment of products 


a Dayton exclusive. Adding up all these advantages 
we are mighty happy to be a Dayton Distributor.” 


to meet every drive requirement. Dayton has a fine 
Distributor plan, including engineering help, sales 
promotion and advertising which will help us do a 
bigger and better job. 

“Dayton also offers the famous Cog-Belt which is 


Mr. Bird's teasons for becoming a Dayton Dis- 
tributor are worth considering by amy jobber who 
wants a bigger share of the profitable V-Belt busi- 
ness! One of our representatives will be glad to talk 
facts and figures about our franchise with you. Just 


write, wire or phone. © O.R. 1952 


DAYTON ‘‘TWINS’’ CUT V-BELT COSTS! 


Dayton Therobred, with pat- 
ented three prime section de- 
sign, is the universal belt for all 
normal applications. It has set 
completely new standards for 
long-life and trouble-free serv- 
ice at minimum cost. 


Merchandising plays a big part in the 
success of The Cincinnati Supply Company. 


DAYTON RUBBER COMPANY, DAYTON 


,*° \ 


aA 


Dayton Cog-Belt*— for un- 
usually tough drive problems! 
Delivers 40% more power, size 
for size, than any other belt. 
Operates over smaller pulleys, 
becouse it's scientifically de- 
signed to bend as easily as 
your finger. 

“TM, 


1, OHIO 


Jayton Rubber 


Since /905 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 
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ROYERSFORD 


HARD-TO-GET ITEMS 


Standard Compression Couplings 


POWER TRANSMISSION 
Caba EQUIPMENT 
ee For service on hard-to-get items in 
power transmission equipment, come to 
Royersford. Distributors find they can 
take care of customers for Power trans- 
mission specialties from our wide selec- 
tion as illustrated. Quick “out of stock” 
service from our large stocks is what has 
made the reputation of the name 
Royersford—for dependability. 


Roller Bearings 


Commercia WE ALSO MANUFACTURE 


Drill Presses, Hack Saw Machines, Foot 
Presses, Arbor Presses and Foundry 
Tumbling Barrels. 

Universal 


Ring Otling 
Hangers 








ROYERSFORD foundry & Machine Co., Inc. 
Since 882 GWT SUL LUE Mera eee OhANE CUI 


e KNOCK-OUT PINS 
e PUNCHES 


OTHER USES 


er Te) 3) 


CUTTING 
TOOLS 


ROLLERS 


DOWELS 


a 
Send specifications for 040” to 1.000’ 
quick quote and samples 


ACE DRILL CORP. . 
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Diameter 


RIAN, michican 





NEWS 





Continued from page 128) 


. * 
J >-re= 


SPEAKERS—John Clark (Charles A 
Schieren Co.) and Harold Winton 
U.S. Rubber) sit next to Charles G 
ksterle president New York Power 
Transmission Council, at dinner re 
cently. Mr. Winton described sales 
training program 


New York P.T.C. Hears 
*“*How to Lose a Sale” 


“Wear vour hat, smoke a cigar, and 
slap the customer on the back.” This, 
according to Harold Winton, of U.S 
Rubber Co., is a certain formula for 
losing a sale. 

Mr. Winton, director of sales train 
ing for U. S Rubber, addressed a re- 
cent meeting of the New York Chap 
ter, Power ‘Transmission Council, on 
“How to Be a Successful Failure.” 
John Clark, of Charles A. Schieren 
Co., spoke on leather V-belts 

More than 50 manufacturers’ men 


AL SHAW, of Frank Tracy, Inc., dis 
cusses power transmission problems 
with J. F. Mansfield (Dayton Rubber) 
and John Clark (Charles A. Schieren 
at P.T.C. dinner 








SIMONDS 
Si-cLon® 
ee 


SIMONDS 
78 








WADE SAW AneD TERA 


And how they're selling . . . these new, high-quality, popular- 
priced saws for home workshops, schools, contractors and light 
industrial machines. 

For the Simonds SI-CLONE Line includes 13 types of saws (up to 
12” in diameter) furnished with round or special shape 
center holes . . . individually and distinctively packaged 
... and nationally advertised, priced and discounted 
to make TOP PROFIT for YOU! And 
every saw is backed by Simonds fa- 
mous rock-solid guarantee. Write the 
nearest Factory Branch Office 
today for full details on this new 
Simonds SI-CLONE deal. 





IMMEDIATE DELIVERY 


up to 12”) 
Special Shape Center Hole 


Any oe _— Any Size ( 
fith Round of 
NEW LIBERAL DISCOUNT 
4 Y ‘ 
SEND ne ee ene now! 
Factory Branches in Boston, Chicago, San Francisco and Portland, Ore. Canadian Factory in Montreal, Que. 
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AN IMPORTANT 
MESSAGE TO SALESMEN 


eee : 


2% 


FLEXIBLE SHAFT « 


MACHINES 


“SMALL WORK 
GRINDING & FINISHING thes 


) 


you can uncover instances where nor 
can eftect important et ee A *i 
ted in me 
tomers are actively interes i 
nS ev sama work” jobs of grinding and finishing — 
nag oa ye the increase now that the rearmament progra 
are very 
getting into high gear With par 
labor again playing an important ver 
in industry, the fatigue eliminating o 
ities of Foredom’s feather-weight, smo 
as-a-pencil handpieces are finding an 
aopreciative audience 


EVERY DAY, 


HOURS CAN pe CUT TO 


MINUTES on some tasks where an ex 
down and _ . = 
up is eliminate oredo' 
tac andpiaces frequently render a 
ssible. This 's powerful sales - 4 
ition for you Remember too that, ' aia 
contrast to cor ventiona yp 
We grinders, Foredom’s motor size 
does not have to be duerted & 
fit the hand, hence you can = 
your customers MORE PO 
and LONGER MOTOR LIFE 


pensive tear 


eis 


i 


D Iling job compara- 

>ANGE OF MODELS mokes your se 2 

. —. Sesides Model 100 illustrated which sells ag = 
ot ere heavy-duty models of both the hang-up " 


k or slung from the shoulder, 
can be suspended ive ae ee on k-detachable hand- 


s, enabling the user 


ftectively 
piec 


to fit the han 
to Foredom’s out 


through year-round 


POWERFUL PRE-SELLING scehye=viens, 


publications reduces sales resistance to a minimum. If your 
firm is not already distributing Foredoms, it should be to 
your advantage to ask your sales manager to get our 
sales plan. We may have a distributorship 
open in your area. 
FOREDOM ELECTRIC CO., Dept. F-2251, 27 Park Place, New York 7, N. Y. 
Send your catalog No. F-2251, pas 


i and distributor plan. 
SS ARR AARNE see 


200 


Address 
City & Zone 
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| and distributors attended the dinner 
meeting. Wayne Holt, of Allis-Chal 
mers Mfg. Co., presided 
Mr. Clark listed nine wavs for a 
salesman to insure that he will fail 
| 1) “Don’t 
hazard.” 
(2) “Don’t classify your products; 
give the same time to the $100 ac 
count as the $10,000 account.” 
(3) “Don’t prepare for your calls.” 
(4) In the customer's office, ““Make 
yourself comfortable, talk his head off, 
jingle your change.” 
(5) In the presentation, “Do all 
the talking, give him the full treat- 
ment with inconsequential informa 
tion.” 
6) In the 
demonstrate 
word for it.” 
| (7) “When a customer objects, tell 
him he doesn’t know what he is talk 
| ing about. Walk out in a huff.” 
8) In closing the sale, “Don’t ask 
| for the order and tell him how to get 
it; let him guess.” 
9y If the customer is dissatisfied, 
“Avoid him like the plague.” 
Mr. Winton said that sales training 
programs were generally directed at 
three types of salesmen: the “old 
| times”” the war-time salesman who re 

members when little selling effort was 

needed, and the technical salesman 
forte ‘is the story of how 
the product works, rather than what 
it does for the’customer 

Mr. Clark described his company’s 
line of leather belting and demon- 
strated the Schieren ““Tension-Guard” 
V-belt, designed to resist stretch with 
special ravon-core construction 


prospect; be 


hap 





demonstration, “Don’t 
it, let him take vour 


| 
} 
whose only 





SEEING DOUBLE? You'd think so 
if you stopped into Charleston Supply 
Co. in South Carolina, where twin 
Eldred Rauton works in shipping, and 
brother twin Meldred Rauton handles 
counter trade 





Sr ANDARD 0 . 
Clevetone. Joo. ( a 





Red Shield win 
sell for you... 
PUT HIM TO WORK! 


FE. doesn’t cost a cent to have Red Shield making 


friends and winning customers for youall day long. 


His kit of tools for making sales is complete. Every 
tool in the kit is proven effective—many of them arc 
illustrated at the right. Use them to increase your 
sales of Standard Red Shield Tools. Your request will 


have our very prompt consideration. Write 


STANDARD [OOL ([0. ctevevane nome 
New York + Detroit + Chicago + San Francisco 


STANDARDIZE AND SAVE WITH STANDARD RED SHIELD METAL CUTTING TOOLS | eS ESS 
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Knot it! Kink It! 
..alT WONT HURT beter 
A Tuffy SLING! === 


J. M. Tull Metal & Supply Co., dis 
cusses policies with J. Pollard ‘Turman 


Get your FREE Tuffy 3-ft. sample newly elected president of the Atlanta 
sling and see for yourself how | frm 

Tuffy’s patented braided wire fabric 

makes an extra flexible sling. Tie it | Tull Metal & Supply 

in knots, kink it, then see how Promotes Three Officers 
easily it is straightened without 


bain dee Joseph M. ‘Tull has been elevated 
damaging it in any way. 


from president to chairman of the 
The reason is Tuffy’s unique con- board of J. M. Tull Metal & Supply 


: g Co., Inc., Atlanta, Ga. J. Pollard ‘Tur- 
struction. (See enlarged photo- man, executive vice-president, was 


graph). Scores of wires are stranded named president, and John F. Nation 


into 9 parts, then machine woven | was elected a vice-president. 
into a wire fabric that has unusual Mr. Tull has been president since 
flexibility and strength. Even cut- 1915 when he organized the company 


‘ = He will remain active in the affairs of 
ting one of the 9 parts will not ae ae. — . 


cause stranding. Mr. Turman, besides his vears with 
7 ' - | J. M. Tull, has had wide legal and 

11 Types of Tuffy Slings Available Tuffy, banking experience. 

There's a Tuffy Sling for your needs. If not, “neuen \ A graduate of the Carnegie Insti 

Union Wire Rope engineers will help work out tute of Technology in mining engi 

pecial slings. Each one is proof-tested to twice neering, Mr. Nation has been man 

its safe working load and the safe working load ~¢€ ; wer of the monel and nickel alloy 

is stamped on metal tag attached to each sling. 

If you have your own rigging loft, Tuffy fabric 

s available by the reel 


MAIL COUPON FOR YOUR FREE SLING 


See for yourself that all the things we claim for 
Tuffy Slings are true. A free 3-foot sample is 
yours for the asking. Just mail the coupon and 
your Union fieldman will deliver yours to you. 


Patent No 44 


UNION WIRE RODE CORPORATION 
Specialists in Wire Rope, Braided Wire Fabric and High Carbon Wire 
2236 Manchester Ave. Kansas City, Mo. 


Gentlemen: Please have my Union Wire Rope Fieldman 
deliver my free Tuffy sling sample. 
NAME__ 
FIRM NAME 
more stee ADDRESS. , sa 
More scrap ogo cad JOHN F. NATION was. recently 
turn yo : ZONE eee named vice president, J. Ml. Tull Metal 


academe eeanell & Supply 





ee 
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RELIANCE SELLS YOU 
Another advertisement in the out- 
standing Eaton-Reliance series that 
is helping distributors to bigger 
sales and better customer relations. 
We'll gladly furnish reprints. 


You’d Pay More for Many Things if it 


Were Not for Your Industrial Distributor 


® Thanks to mass production, you can buy 
many things for your plant today at a frac- 
tion of their cost of a few years ago—and 
you get better quality. 


@ Without the industrial distributor, bow- 
ever, you could not enjoy such benefits. 


® Mass production requires large volume 
business and concentration of manufacturing 
in large, costly plants. Obviously such plants 
cannot be located close to all users of the 
products they turn out. 


@ So the industrial distributor stocks the 
manufacturers’ products in quantities suffi- 
cient to meet the needs of many users in his 
area, making his profit from quantity dis- 
counts and savings in transportation costs. 
Without him— 


@ — Production would have to be split up 
among smaller plants, widely-scattered to 
satisfactorily serve principal consuming cen- 
ters. This would entail heavy capital invest- 
ment and most of the economies and efficient 
operation of mass production would be lost. 


or 


@ — Each manufacturer would have to set 
up expensive, unwieldy order, credit and ship- 
ping departments to handle the many small 
orders now filled by the industrial distribu- 
tor. Costs would rise; service would suffer. 


or 


@® — You'd have to buy all your require- 
ments in volume large enough to justify 


direct-factory purchases. The price advan- 
tage you might gain would be eaten up by 
added costs of handling, storage, insurance, 
depreciation and obsolescence, to say nothing 
of interest on frozen capital. 


@ in any case, things you buy now from 
your industrial distributor would cost you 
much more. And service, certainly, would 
not be improved. 


@ Get acquainted with your local industrial 
distributor. Learn the products he stocks 
that you can use, Tell him the items you buy 
and your supply and production problems. 
He can save you headaches as well as money. 


RELIANCE DIVISION 


EATON MANUFACTURING COMPANY 
MAIN OFFICE AND PLANTS: MASSILLON, OHIO 


Sales Offices: New York, Cleveland, Detroit, Chicago, 
St. Louis, San Francisco, Montreal 
In Canada, Eaton Automotive Products, Ltd., London, Ont. 








Dependable Distributors 
stock Dependable 


RELIANCE 
Spuig 


LOCK WASHERS 








Reliance Spring Lock Washers are manufactured to Government Specifications 


in Carbon, Alloy and Stainless Steel, Phosphor Bronze, K-Monel and Aluminum. 
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" department sin 1931. He ha 


been with the company since 1921 


* 
Other officers of the company in Built to 
lude Joseph A. Naylor, vice-president ; 
| sell your 


ind general sales manager; K. G 


ice-president of the indus 


upply department; G M. Clem é b il d 
ecretary, and George Smith , hard- oe 


GE Makes Staff Changes 
At Nela Park Division 
General Electric Co. has made sev 
i] management changes in the Lamp 
ision at Nela Park, Ohio 
red J. Borch, former manager ot 
operations, has been assigned 
ial administrative duties Carl 
Olson, former manager of lamp 
nanufacturing, has been named man 
wer of engineering. Henry FF. De 
Long has taken Mr. Olson’s former 
post and Wilham | Davidson has 
iB ceded Nir Bor h 1 ik ope 1 
frons manager 
Leo G. Cover has retired as man 
ger of Gk’s two wire producing fac 


3 BASIC MODELS 
ories at Euclid, Ohio and Dover MEET EVERY NEED! 
Mot ted 
; He is succeeded by Herman I... Weiss, pci acdsee 
- > " t t 77 and belt-driven 
Eaier to identify see how the label a ee contrifugals — 
sizes /, to 20 H.P. 
—with high inter 
. changeability of 
Rawlplug Celebrates parts to minimize 
' nventory. 


stands out? It's easy to read —from the top-most 
shelf. Different colors identify different screws 
bolts, nuts, metals, plating, etc Saves time! 
" 
f , | 
« G4ie to hand € Pheoll products are ‘ . 
j > , 

packed in sturdy boxes that won't “bow out 30th Annive rsary 
when opened or stacked. Covers slip on and off , 
with just the right friction grip. Easy to handle, The Rawlplug Co., Inc., New York, 
pack and ship. No tearing, spilling or loss celebrated its 30th) anniversary re 
yy 

> ly } r 
- adie to Get Prompt, reliable deliv- cently with a dinner preceded by a 
ery through convenient factory warehouses ocktail party at the Gramercy Park 
Your Pheoll stocks cover most needs. Depend +] 
on this one source for a broad range of “in Hotel in New York 
demand” fasteners Founded by the late Winthrop R 
0? Howard, the mpanv manufactu 

> ce > co icfures 
~~ G4de’1 to sell Pheoll products are . 4 
money makers because they're casy to sell TOW inchors expansion bolt <The 


Test this new Myers line on your 
They're fast movers. They repeat because they're masonry drill 3 


marie to build your business. Our reputation is toughest prospects—men who 
pu Geaaees really pick a product apart. They'll 
P be quick to spot the special ad- 
P vantages built into new Myers 
0 ; , sntrifugal Pumps. Compact de- 

{| b ; Centrifugal P Cc t d 
£0 USiness builders sign makes easier installation and 
Ps ne Screws Mech ne Bolt : servicing self-evident. Rugged, 
-aheet Mets ines Leg Boner g carefully balanced construction 
Cap Screw Brass Washers 4 leaves no doubt about durability 
Headie. ae Set Screws oy, ; guarantees greatest freedom 
Socket Set Screws “Semi-Fin hed a? from thrust, stress and wear. Here 
*Thumb Sercmat? Serews “Wing Nut e are Centrifugal Pumps with an 
Knurled aS unlimited sales potential in every 
; industrial market...types to han- 
dle most liquids at temperatures 
to 220° F . in capacities to 650 
gpm. against heads up to 280 ft. 
@ Write, wire or phone > ‘ Here is quality you can sell with 

malt confidence. 





t 


Crew en 


T*Stove Bolts 
Thteadea Rods 
4 and Pr 
ps Rececs 
1 and Bross ested Heads 


WRITE TODAY FOR 


COMPLETE 
SALES-MINDED MEN, A. P. Taylor TRADE 


imager f mull pplies ne I 
. a oe INFORMATION! 
keV manager of the Charlestor 


SCREWS © BOLTS e branch of The Cameron & Barkley 
report “good business” for tl The F. E. Myers & Bros. Co. 


138 Orange St., Ashland, Ohio 
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Wherever wheels turn 
wil there’s a need for 
PYREX brand gauge glasses 


Defense production is shifting into high gear, wheels 
turning faster than ever ... More and more power is 

... Thousands of boilers are operating day and night under 
continuous pressure. This means increased demand for 
quality protection and careful maintenance of expensive 
machinery and boiler investment. 

No wonder then that engineers and plant maintenance 
men are demanding the best in Gauge Glasses . . . PYREX 
Brand . . . They are harder, stronger and last longer than any 
other make, domestic or foreign. 

THE MARKET IS THERE. Corning’s Gauge Glasses, Sight 
Glasses, Lubricator and Oil Cup Glasses are nationally adver- 
tised in every field. Products of CORNING RESEARCH, they are 
well known to your customers. Get your share of this growing 
market . . . steady profits . . . constant demand . . . customer 
satisfaction guaranteed. 

ACT NOW! ... If you are not handling Corning industrial glass- 
ware write Corning today for the facts. 





¢ CORNING GLASS WORKS, CORNING, N. Y. 


Comming meant rebeach ix Cleat VISIT THE NEW CORNING GLASS CENTER (@) 


CORNING INDUSTRIAL GLASSWARE IS STOCKED AND SOLD BY LEADING WAREHOUSING DISTRIBUTORS 
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OLD FRIENDS 


PRENTISS 


“BULL DOG” VISES 
Ie 


The Complete Line 
Machinists @ Top Swivel Jaw 
Combination Pipe @ Hinge Pipe 
Woodworkers @ Utility 


Sold 100% through distributors 


PRENTISS VISE DIVISION, MERIDEN, CONN. 


OF THE CHARLES PARKER CO. 


PRENTITISS 


CALDER 


for Bigger Profits... Easier Sales 
UOMO QDR YYYYR 


BUILT RIGHT—Best materials 
‘ steel cutters .. 


the Dresser Line 


throughout . . . tool 
; ae and Left hand Threaded Bushings 


~~ 


_ EASY TO HOLD 


Extra 
\\ Weight well 


distributed \_ 
\\ for smooth handling. 
; » RAN SS CEA 
Diamond Dressing Tools aN 
NN eae “sw NS NOR NNN RS ANN \ 
' SOLD ONLY THROUGH DISTRIB AN 
ARADO 


CALDER MANUFACTURING ef oF 


2049 North Prince Street Lancaster, Pennsylvania 


7 


INDUSTRIAL DISTRIBUTION * MARCH, 1952 


Claude E. Wells 


Ellfeldt Machinery Opens 
New Office in Wichita 
Ee ifeldt Machine 


insas City, Mo., has 
t in. Wichita 


& Supply Co., 
opened a new 
Kansas 

0 sales engineers have’ been 
ed to the staff, and two others will 
iter. Vhe new men are grad 
1 special cutting 
onducted by th 

Co. in Detroit 
E.. Wells, president of Ell 
hinery & Supply Co., Kansas 
, Mo., ha igned to take over 
general management of the Pyra 
mid Products Co., also of Kansas City. 


Pyramid Products, a hardware and 
floor and wall covering wholesaler, 1s 


to larger head 

quarters in line with its expansion 

plan. Mr. Wells said the management 
onsidering the addition of an indus 
il supplies department 


tool school 
General 


In process ft moving 





WRENCHES wanted in a hurry by a 
tomer of Remco Supply Inc., 
reensboro, N. C. are given to driver 


lin F. Lindsey by the firm’s president, 
rnest M. Remmey 





Your men simply sell from our catalog on their regular 
calls and we make drop shipments on your orders. There 
are no “hidden” charges against the very worthwhile profits 
you earn! You don’t have to invest a penny or stock 

a single additional item! Today every business is con- 
cerned with the need to reduce material handling costs. 


That means practically every plant your men call upon can 
use one or more of these cost-cutting S-A items. Our 
sales surveys show that initial sales in an area usually lead 
to additional sales to new users. Take advantage of this 
demand. Round out your present line with the S-A 
“bonus” line and watch your profits rise. 


S-A S-A 
Hand and Motorized . CAR PULLERS 
WINCHES ; save manpower. One 
enable one man to lift man — unaided —can 
—or move—heavy loads ae? move and spot up to 
—up to 3000 pounds. ae . z > six loaded cars 
Ask for Bulletin No. 340. : Every firm with a 
switch track can use 
one. Bulletin No. 
13349 


S-A 
; SPEED REDUCERS 
“TELLEVEL : 
acne thls Deal adapt standard full 
ee ee ee speed motors to any 
automatically — . Ss 
speed required. Saves 
controls material A 
level in bins, tanks a eo Se 
oad prong silos stallation costs and 
. - . ‘ maintenance. Bulle- 
; Bulletin No. 1048. tin No. 643 


S-A 
BOX CAR 
LOADERS S-A 
SWIVELOADERS" 
speed up loading 
and trimming of 
loose, small lump 
materials into box 
cars. One man, 
part time. can op- 
erate. Bulletin No. 
. i 948. 
Full Information—~ 5 i 
Prices and Discounts » 


fill and trim dry bulk 
materials — up to 2” 
size—into cars, bins and 
storage spaces at low 
cost. Bulletin No. 1046. 


MERCHANDISE DIVISION 


STEPHEN Gs DAMSON 


IDGEWAY AVENUE, AURORA, ILLINOIS MBG. CO. 








LOS ANGELES, CALIFORNIA @® BELLEVILLE, ONTARIO 
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THE CHUCK THAT LIVES UP TO 


208 


Hoes w wothwhile combination... 


A TOP-PERFORMING PRODUCT 


EXCELLENT DISTRIBUTOR POLICY 


isivitons WHO ENJOY 


IDEAL SELLING ARRANGEMENTS SHOULD HANDLE... 


SUPREME srano CHUCKS 


Our main sales force is made up of ex- 
perienced distributors who find a ready 
sale for Supreme Brand Chucks. 


Y is to distributors’ liking and 
makes an ideal working arrangement. 


t is a quality product. It 
is individually checked for accuracy and 
you can depend upon it. You'll find that 
it has customer acceptance. 


AR 


MAND means everyday sales 


for chucks. With the stepped-up defense 
program, distributors have an oppor- 
tunity to sell Supreme Brand Chucks on 
practically every call they make. 


. Supreme Brand 
Chucks are priced right and the profit 
is to a distributor's liking. 
NATIONALLY ADVERTISED. Active cam- 
paigns are being run in trade journals 
telling your prospects about Supreme 
Brand Chucks... they are known. 


WRITE TODAY REGARDING OUR DISTRIBUTOR PLAN 


Supreme Products, inc., 2222 South Calumet Avenue, Chicago, Illinois 


INDUSTRIAL DISTRIBUTION 


BRAND 


ITS NAME...SUPREME 
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Russell H. Smith 


Ft. Worth Steel Names 
Two District Managers 


ort Worth Stecl & Machinery 
Co., Fort Worth, ‘Texas, has ap 
pointed two new district managers 

Russell H. Smith is manager of the 
Chicago territory, and R. Raymond 
Whisenhant will manage the Kansas 
City district. Mr. Smith was formerly 
with the Gates Rubber Co. Mr 
Whisenhant was sales engineer for a 
nechanical rubber 


goods manufac 


turer 


R. Raymond Whisenhant 


Carolina Lumber & Supply 
Appoints Vice President 


Carolina Lumber & Supply Co., 
\tlanta, Ga., has appointed Edward 
G. Merritt vice president 

A graduate of Georgia Tech in 
1924, Mr. Merritt was recently con 
nected with the Southern Belting Co., 
\tlanta 





ee 


Q4 wee —e 
PORTER“. | 
CUTTERS 


Sell 


VICE 
CTRICAL 
STEEL 

ACHINE SHOPS 
SHIPBUILDING 


evry Industry 


rter Cutters for 
ce e¢ Production 


Service 


THERE ARE PORTER METAL CUTTERS FOR ALL 


ee y & 
W BOLTS / RODS i WIRE ROPE (1) BAR STOCK 


P 5. 4 ne 
Also manufacturers of PORTER-FERGUSON Auto Body and Fender Tools and Equipment PORTER PRUNERS 
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CLEVELAND 


Tq Lua 
fasteners 


are prestige builders 
for your 
Fastener Department 


[cap Screws 


Hex (bright and high carbon), 
Socket, Flat Socket, Fillister, Flat 


TSet Screws 


Square head, cup points standard 
—other points special 


[Milled Studs 


Standard or 
special threads 


Complete range of sizes 
from %"’ dia. Also larg- 
er than usually listed— 
Hex Heads to 24" dia.; 
Flat Heads to 1” dia.; 
Set Screws to 1%" dia., 
in required lengths. 
Write for catalog. 
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D. C. Weiss 


To Handle Sales Area 
For Niles Tool Works 


Niles Tool Works Co., division of 
Baldwin-Lima-Hamilton Corp., Hamil 
ton, Ohio, has appointed D. C. Weiss 
sales representative in western Penn 
sylvania, eastern Ohio, and West Vir 
ginia, with headquarters in Pittsburg. 

Niles tools were formerly handled in 
the Pittsburg area by MacBeth Ma 
chinery Co., Pittsburg. The changc 
s a result of the merger of Baldwin 
ind Lima-Hamilton. 


Buffalo Distributor 
Awarded “Y” Gold Key 


J. Frederick Rogers, president of 
Beals, McCarthy & Rogers, Inc., Buf 
falo, N. Y., received the annual Gold 
Key award of the Buffalo YMCA for 
1951 at a “Y” centennial meeting 
recently. 

Mr. Rogers served as president of 
the Buffalo YMCA from 1947 to 
1951. He has been a member of 
the board since 1930. 





INSIDE SALESMAN, C. M. Lane 
checks back on an order for a good 
customer of the Smith-Courtney branch 
in Greensboro, N. C 





‘ 1 
(ontrol at the Source 


Veans a Finer Rope 


The grade of Manila fibre each Filipino produces depends largely on his 
thoroughness in stripping the pulp from the freshly cut Abaca stalks. 


Immediately after stripping, the fibre is hung to dry in the sun. Its 
quality is ruined if it is not dried at once, or if it gets wet while drying. 
Carelessness in either of these operations—stripping and drying— can 
seriously impair the strength of a rope you may someday use. 


In order to obtain fibre of the finest quality we have our own organ- 
ization in the Philippines (Columbian Rope Company of Philippines, 
Inc.,) which comprises our own expert buyers as well as four grading 
and baling stations. This organization in the Philippines also supplies 
Manila fibre to other manufacturers throughout the world. 


COLUMBIAN ROPE COMPANY, 320-50 GENESEE STREET 
AUBURN “The Cordage City”, N. Y. 


Abecea, from which Manila fibre 
is obtained, is a species of ba 
nana plant native to the Philip- 
pines. The average plont beors 
in two yeors and must be har 
vested before blossoming since 
the amount of good fibre 
diminishes after flowers appear. 


After the plont is cut down, na 
tives peel off the layers of fibre 
in much the same way you strip 
a stalk of celery. Uniess stripped 
within two days, the fibre be 
comes weak and discolored 


The origin of rope making is lost 
in antiquity. No one people (not 
even the Russians) can claim to 
have invented rope. The Egyp 
tions, Greeks, Persions, Romans, 
and later the North American 
Indians, Peruvians and Nootka 
Indians of Vancouver Island, all 
knew how to make satisfactory 
rope and cord 


Here's how to identify Columbian 
Pure Manila Rope. On all sizes of 
54° diameter and larger, you'll 
find the distinctive red, white 
ond blue surface markers. In one 
of the strands there is a red, 
white and biue paper tape which 
is your guarantee of the finest 


COLUMBIAN / 
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TWINES 4 
{ oA 











PICK "EM RIGHT 
OUT OF THE BOOK..5. 


FORMERLY with American Labora 
tory Co., Hector Scalzo is now selling 
for Sherman Bros. Mill Supply Co., 
Louisville, Ky 





Minnesota Mining & Mfg. 
Promotes Six Executives 

Minnesota Mining & Manutactu 
ing Co., St. Paul, recently promoted 
IX exccutives 

Louis Ff. Weyland, vice president 
ind board member, became execu 
tive vice president. Robert W.. Young, 
president of the 3M International Co., 
wholly owned subsidiary, became that 
organization’s board chairman He 
was succeeded as president by Clar 
ence B. Sampair, former vice presi 
dent. Mr. Sampair retained his post 
; is vice president of the parent com 
two very special reasons pany 

John A. Borden, vice president and 
gencral manager, cellophane tape divi 
sion, Was named sales and marketing 
onsultant for all 3M tapes. George 
Pa i in W. Swenson and Hubert Tierney 
finished taps. You get were elected vice mone of the 

parent company 


*MAXIMUM LIFE — 
CONTROLLED ACCURACY... 


for buying Hanson- Whitney 





the same high quality 
identified with H-W special made-to-order 
taps but at no extra cost. The best that money can buy... 


and right out of the book to fit your requirements. 


HANSON-WHITNEY COMPANY, HARTFORD 2, CONN. 


DIVISION OF WHITNEY CHAIN COMPANY 
GROUND THREAD TAPS 


THREAD GAGES 
e THREAD MILLING CUTTERS 
anso itney THREAD CHASERS + ROLLS 
GEAR HOSS + FORM CUTTERS 


THREAD MILLING AND 


THREAD GRINDING MACHINES 


STEEL LENGTHS stored on racks are 
casily measured by Scott Davis and Sid 
CONTROLLED QUALITY FROM START TO FINISH ney Mergens, Pye-Barker Supply Co 
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jobs Monvl 


KING OF THE MONTH 


J-M INTERLOCKED 
BRAIDED ROD PACKING 


STYLE #255 


... For customers who want 
a packing that stands up 
under the severest service 





Where to sell it: This star order-getter > cause Interlocked is braided square, not 
makes steady customers wherever a tough, just pressed into shape, it provides a maximum 
long-wearing packing is required for hard- of contact area, making 4 tight seal with 
working shafts—either rotating OF recipro- minimum gland pressure. 
cating. Plant men like it because it gives a ead ‘ ” 5 
8 te 8 How it is furnished: Interlocked Style No. 255 
tight, long-lasting seal against saturated and ; : ; ; 
og : is supplied in both coil and ring form, lubri- 
superheated steam to 500F; and hot, cold, ; hg 4 - 
; a : : cated and graphited, in sizes from %" to 1 
fresh and salt water. (For service against Caus- Yiameter. (Style No. 253 += Iubricated b 
7 . : . aia eter. (Style No. 2535 1s 4u icate uttf 
tics, Style No. 254 1s furnished. For hot oil caphited.) ; - t not 
: = zraphited. 
service, use Style No. 270.) rT 
Backed by National advertising: Through 
What its selling points are: Thanks to a unique leading national publications, Johns- Manville 
method of braiding asbestos yarn, Interlocked advertising reaches packing users in every im- 
has no jackets to wear through; no plaits to portant industrial area—refers them to their 
work loose. The long-fibre asbestos yarns are local J-M Packing Distributor as the place to 
strongly interlocked into a dense structure buy. Your selling job is easier when you push 
that cannot come apart in service. And be- Johns- Manville Packings! 


Note to Salesmanagers: For copies of this advertisement for distribution 
to your sales organization, write Johns-Manville, Box 290, New York 16, N.Y. 
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LOGAN 


ARIDIFIE 


REMOVES 92% OF 
OIL, WATER AND 
DIRT FROM GAS 
AND AIR LINES BY 


CENTRIFUGAL FORCE 


For paint and lacquer 
spraying, ceramic sand blasting, 
air cleaning, etc. Make new instal- 
lations more efficient. Easily 
replaces any standard type of 
drier. Saves tools. Capacity range 
7CFM to 17,000 C.F.M. 


PROFITABLE 


Backed by national 
advertising, dealer helps and a 
distributor policy 
that guarantees 
stock movement. 

Write for details 
of our sure-fire 
sales plan. 

+ 
Exploded 


shows how air move- 


illustration 
ment operates multi 
blade rotors at high 
speed, thereby remov 
ing contamination 


from line 





MANUFACTURERS’ 
AGENTS WANTED 
Some territory still 
evailable. Write giving 
complete information 
on lines you handle and 
territery you cover 











The Aridifier is made by 
the builders of Legon 
Lethes and Shapers 


ENGINEERING 
COMPANY 


ADVERTISING MANAGER recently 
named by Lewis-Shepard Products, 
Inc., Watertown, Mass., is David W 
Niven 





Butts & Ordway Honors 
Frances A. Mahoney 


l'o help celebrate 53 years of con 
tinuous service of Miss Frances A 
Mahoney, veteran employee of Butts 
& Ordway Co., Cambridge, Mass., a 
tea was given recently at the home of 
Mr. and Mrs. F. Marsena Butts, in 
Newton, attended by employees of 
the company and their wives. 

Miss Mahoney received a diamond 
wrist watch from her fellow workers 
About eighty guests attended the tea 
in her honor. 

Recent changes announced in the 
executive lineup of the 
I'rederic H. Butts Il, vice president; 
M. Parker Butts, ass’t treasurer; and 
Walter R. Jones, controller. These, 
with John ‘I’. Clark, sales manager, 
ind Edward H. Stacey, warehouse 
manager, now constitute the executive 
group assisting F. Marsena Butts, who 
continues as president and treasurer 


« ompany are 


Remington Appoints Eight 
To Industrial Sales Div. 


The Industrial Sales Division of 
Remington Arms Co., Inc., Bridge- 
port, Conn., has appointed eight new 
field representatives who 
ssigned as follows 

G. H. Eiser, Jr., 
trict; Rex FE. Dickey, Pacifi 
district; J. R. Hildreth, Minneapolis 
district; G. G. D. Rockwell, Chicago 
district; R. C. Wyneken, Cleveland 
distnct; J. S. Grainer, Memphis and 
Jacksonville districts; Townsend 
Wheeler, Boston and New York dis 
tricts; and H. K. Lincoln, Pittsburgh 


have been 


Pacific C 








SERIES 600 


LE-HI Makes a 
Good Connection 


.yT00! 


Specify LE-HI for 
all Hose Couplings! 
Wherever hose is used there is a 
LE-HI hose coupling to match— 
from small tubing to large indus- 
trial applications. ... The complete 
LE-HI line includes: 
@ Air Tool Couplings 
@ Welding Hose Couplings 
@ Steam Hose Couplings 
@ Fire Hose Couplings 
@ Acid Hose Couplings 
@ Sand and Blower Hose 
Couplings SERIES 100 
@ Drilling Hose Couplings 
@ Oil and Gas Hose 
Couplings 
@ Agricultural Hose 
Couplings 


. plus complete lines of 
~ hose clamps, air valves and 
manifolds. 


Sold through leading distributors 
and rubber manufacturers only. 


“Old Doc” says: “Write now 
for your free copy of the 





plete LE-HI catalog” 


HOSE ACCESSORIES 9 “> 


COMPANY 
1706 Lehigh Ave. 
Philadelphia, Pa. 
LE-H!I Makes a 
Good Connection! 


HI 





COUPLINGS 


EMARK RE 


4911 W. Lawrence Avenue + Chicago 30, lil nd Greensboro distncts 
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“We maintenance men go 
for Blackhawk wrenches! 


here’s why...” 


BLACKHAWK 

WRENCHES DESIGNED 
FOR INDUSTRY 

Sell ‘‘Treasure Chest’’ — 
either 7OR (67 wrenches) or 
9OR (87 wrenches) 


it’s easy to sell 
wrenches this way! 


Show the Blackhawk Wrench 
Catalog and a _ sparkling 
wrench to your key customers 
They ll spot the difference be 
tween Blackhawk and ordi- 
nary wrenches in a flash! 


Big Blackhawk sets put 
new speed and safety 
into maintenance 


Just as Blackhawk Wrenches are indus- 
try’s choice for production efficiency, so 
are they tops with maintenance men. 
Tool for tool —every gleaming, silver- 
bright wrench in this “Treasure Chest” 
holds instant appeal for any professional. 
You'll clean up with this “clean,” fast- 
turnover line. More — you get protec- 
tion — because Blackhawk has selective 
distribution. Blackhawk Mfg. Co., Dept. 
W-1732, Milwaukee 1, Wis. 


HERE’S A PORTABLE 
“WRENCH BENCH” 


Double-duty stand holds 52 sockets 
from 4/16” to 1-3/16", 24 open-end 
and box-type wrenches and 26 handles 
and attachments. The last word in 
practical efficiency. Specify No. 100DD. 


& 


SSS 


FOR EXTRA-HEAVY DUTY 


This 1” sq. drive wrench set for tough 
jobs. Sockets range from 11/4" to 244". 
Specify No. 1SED. 


Paty 
=— 

300.9 SS 
MILLWRIGHT ASSORTMENT 
Basically a socket set, has %”, 14” 
and %” drive wrenches with sockets 
ranging from %” to 1%". Master 


mechanics can start right, add later. 
Specify No, $2CA. 


BLACKHAWK 
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TRIPLE-THREAT 


SAF-T-eSAWS 
Proven 
Profit Makers 


Here is a- HACK SAW BLADE 
your customers will buy again 


We brought this blade out one year ago. 


Industry has showa.proven acceptance. 
A new welded edge High Speed Power 
Hack Saw Blade— 

Three strips of steel welded together for 


more durability and straightness. 


This blade is Shatter-Proof, will stand extra 


tension and strains. SPARTANIZED heat 


treatment. 


Vries SAF ST Say 


Have your customer's safety-engineers try 
them. They'll be back for more. 


SPARTA 


Sell Your Trade 
These 
SAF-T-SAWS 


THE COMPLETE SPARTAN LINE 
Hack Saws—Band Saws—Tool Bits—Compass Saws— 
Hack Saw Frames 


Sold Through Distributors 


ALFRED E. DOROD has been added 
to the Baker-Rauling Co., Cleveland, 
staff of field engineers, as well as . . 


. RICHARD T. TIEBOUT, who 
vill also work with Federal agencies in 
ipplying Baker equipment and experi- 

wwe to special handling requirements 





Pye-Barker Supply Co. 
Names Sales Engineer 

Pye-Barker Supply Co., Atlanta, Ga., 
has appointed R. S$. Connaster sales 
engineer to assist with specialized 
equipment 

Mr. Connaster, a University of Ala 
bama graduate engineer, has been with 
the company for the past six years in 
the sales department. 

Ben O'Callaghan, formerly handling 
quotations and correspondence, has 
been transferred to the sales depart- 
ment and will travel the middle-west 
Georgia territory. 

Carl Camp, who was with the Lock- 
heed Aircraft plant at Marietta, has 
rejoined the company as inside sales- 


man 





SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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Widely used: widely sdvertiond add widely peeferred 
cat ree Citest vr ceny uni cee 
in che Goals abel bias market. No need to make 
excuses for an unknown, unproved line. | ! 


2, \asot quarry 


Because of the large amount 
used in so many plants, frequently involve 
substantial . For the distributor, this means 
lower unit sales costs and more attractive business 
from every stand-point. 


De _—REPEAT ORDERS 


Recognition of the distributor as a source of high 
quality flexible metal hose assures a steady stream 
of virtually automatic orders for replacement of 
worn hose on a wide variety of equipment to which 


metal hose is essential to operation, 
Flexible Metal Hose 
means profits for you... A. 
, * 





GENEROUS 
PROFIT MARGINS 


The generous margins offered distributors make 
the sale of CMH flexible metal hose attractive and 
profitable. Coupled with large quantity sales and 
steady repeat orders it means dig profits. 


Tue CMH line is the complete line of flexible 

metal hose, and a necessary line to any distributor 

foe attempting to offer a complete service to his customers. 

Further, it gives you the benefit of a sound distributor policy 
uk duedh aed coun he that includes such features as engineering and product 
(right, above). The complete CMH application assistance, sales promotion aid and extensive 


distributor line includes all other business and trade journal advertising designed to bring 
related types of hose as well as customers to vou. 
standard hose assemblies. , 


Don't delay—write for full information, today. 


% CHICAGO METAL HOSE Division 
‘G 


Flexonic oriporation 
—e 1314 S. Third Avenue * Maywood, Illinois 


CMH products thot . 

hove served industry Manufacturers of C luted ond C d Flexible Metal Hose in o Variety of 

for over 50 years Metals Exponsion Joints for Piping Systems - Stainless Steel ond Brass 
{ Bellows + Fiexible Metol Conduit and Armor + Assemblies of These Components 

pe in Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 

kK 1 

| es 
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Socket Set Screws 
New precision- 
ground threads 
with finest super- 
smooth finish 





H. Walter Wagner 


MN 


oe 
Socket Screw Keys Norton Research Head 
In all sizes. Short » aa Retires After 33 Years 
or long arm series 
Hi. Walter Wagner, head of the 
Sock Eo mechanical section of the research and 
OC et Lap screws Also used for cam Socket Set Screw development department, Norton Co 
Sturdy cold- motions, link at- : Wes Bea M | catien® after 3 
formed head tachments, etc Point Styles orcester, aSS., NAS FCUeS Arte! 


continuous fibre C 3 vears’ Service 
up Point : 
structure ~~ Oval Point \ leading authority on many phases 


Flat Head Flat Point if grinding and wheel performanc 
Socket Cap Screws Cone Point ; Mr. Wagner is co-holder of patent 
Flush type, fit poene-Eieg Pelnt r high strength grinding whec 
countersink — Le J phe no ind two-fluid grinding. Also a photog 

odes raphy hobbist, he is the author of th 


book, “Snow and Ice Photography 


Socket Stripper Bolts 





Form Machinery Corp. 


A machinery manufacturer, Fai 
mango, Inc., New Orleans, La., ha 
been granted charter of incorporation 

Socket a by the state of Louisiana. Capital 
Pipe Plugs stock is listed as 50,000 shares, no pai 
Made of high value 

grade alloy steel. 
Heads don’t pro- 
trude. Precision- 
cut threads 





“Blue Devil’’ Socket 

Screw products are sold 

only through industrial 
, supply distributors. 


YLALL SLT YW S 
‘——"~" SareTY SOCKET SCREW COMPANY 


6500 AVONDALE AVE., CHICAGO 31, ILL. «© 11 Park Place, N. Y. 7, N. Y. 
Werehoused in the West by Liberty Equipment & Supply Co., 2010 E. 7th St., Los Angeles 21 
NEW PRESIDENT of National Twist 
Weorehoused in Canada by HM. Paulin & Co., lid., 10-16 St. Patrick $t., Toronto Drill & ‘Tool Co. is Howard L. M 


Gregor, Jr 
STORER ATES 8 
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KEEP YOUR V-BELT INVENTORY 





OV THE WOVE 





WITH VEELOS 





Heavy inventories mean dollars not 
at work! Is it good business then to 
tie-up important working capital and 
overload your warehouse with hundreds 
of sizes of endless v-belt when a few 
reels of Veelos can replace up to 316 
different sizes in the O, A, B, and 
C widths ? 

You don't have to Carry slow-moving 
endless sizes when a complete stock of 


v-belts can be maintained with just a 


few reels of each standard width of 
Veelos. Add to this the fact that you 
save costly inventory control and you 
cut down on the money-wasting han- 
dling of small orders 

Any way you look at it there’s more 
profit selling Veelos. And remember 
this the saving in v-belt inventory 
and inventory control is just as impor- 


tant fo your customers aS iC 1S tO You. 


VEELOS PROMOTION... A national advertising program in 21 publications 
will give you the added boost of over 3,500,000 Veelos messages in 1952. 


You can make extra sales and profits by pushing 


Veelos. Use your Veelos Data Book and make sure 


that each of your customers and prospects has a copy. 


MANHEIM MANUFACTURING & BELTING CO. 
608 Manbel St., Manheim, Pennsylvania 


ADJUSTABLE TO ANY LENGTH e ADAPTABLE TO ANY DRIVE 


Made in all widths in three types: regular, oil-proof and static conducting. Also 
double V in O, A and B. Packaged on reels in 100-foot lengths. Sales engineers 
in principal cities. VEELOS is known os VEELINK outside the United States. 
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Steel Grip 


INDUSTRIAL 


Safety A ppa rel 


To be sure 
of the Genuine 
Demand this Trade Mark 


ANAGEMENT directs its attention 
more and more to safety for employees. 
They leave the door wide open to you to 
help them in this important step 
You can give them everything required .n 
safety apparel with the Industrial line. You 
can give them the right kind of protection 
against every hazard and make excellent 
money in doing it 
Each Industrial article is correct in every 
detail for its particular job. Each was de- 
signed and styled by experts who knew best 
how to combine durability, comfort, and 
full protection 
Here is a source of supply that you can 
depend upon—here are sellers that are pur- 
chased in all seasons—here is a line that will 
make customers for you and establish con- 


tinuous sales outlets 


Guard demonstrates how 
the safety needs of 
istrial introduced 


The Finger 
close loadustrial ts to 
indus < 

Steel-Grip open 

have been used successtully in every 
type of Ame Made in 
open and closed end styles, in a choice 
Ask for literature describ 


pes. SIZES FOR MEN 


inger Guards, the 
rican industry 


of materials 
ing the vartous ¢ 
AND WOMEN 
US Pate No 2,351 


N 


SELLING 


SAFETY MEANS 


SS 


See 


peol-Grip ‘ 


INDUSTRIAL 
eo a 


4 


GLOVES * MITTENS 

HAND GUARDS 

ARM PROTECTORS 

LEGGINGS * SPATS * SHINGUARDS 
APRONS + COATS * PANTS 


Safeguards furnished in your 
required materials 


INDUSTRIAL GLOVES COMPANY 


A Corporation 


1641 Garfield Street, Danville, Illinois 
(In Canada: Safety Supply Co., Toronto) 
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Karl H. Dressel 


Lee Rubber & Tire Corp. 
Appoints Field Engineer 


Karl Hl. Dressel has been promoted 
to ficld engineer for the Republic 
Rubber Div., Lee Rubber & ‘Tire 
Corp., Youngstown, Ohio 

Hhis territory will be Missouri, with 
headquarters in St. Louis, for the 
ompany’s ind 
molded and extruded rubber product 

\l 1 re 


ion im insic 


line of belting, hose, 

scl has been with the di 

sales work since gradu 

iting from Ohio State Univ. in 1950 
1 veteran of World War II 
n the Marine Corps 


Heard & Silvey Moves 


( 





T'WENTY-FIVE YEARS with Worth 
ington Pump & Machinery Corp. is 
record of Alvin F. Welsh, manager, re- 
ciprocating pump sales department 





Standard Stock Bearings 
842 sizes 


Bunting Bronze 
Electric Motor Bearings 
316 sizes 


Bunting 


Precision Bronze Bars 
256 sizes 





Completely machined and finished, mecting all bearing 
requirements in the production and maintenance of machine tools, 
industrial machinery and clectric motors. 


/ 


ar 


BRONZE BEARINGS © PRECISION BRONZE BARS @ BUSHINGS 


-e- IN STOCK EVERYWHERE 
Bunting products are instantly 
available in all markets, from the 
stocks of leading industrial distrib- 
utors and distributors of special- 
ized industrial items. Ask your 


distributor or write for catalog. 


As advertised in Business Week + Factory M 9 and Mai * Steel « 
tron Age + Mill and Factory + Southern Power and Industry « Industrial Distribution 





THE BUNTING BRASS & BRONZE COMPANY © TOLEDO 1, OHIO + BRANCHES PRINCIPAL cities 
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ain-TESTED te 
AiR-REFINED RECESSED 


MALLEABLE 180 BRASS SEAT 


The Line that is POPULAR 
with 


INDUSTRIAL DISTRIBUTORS 


Here are some of the many reasons why Jefferson is a pre 
{erred source of supply for pipe unions: 


. . the line is complete in types and sizes. 
... an effective, easily-demonstrated and performance-proved 
—— sales feature is offered in Jefferson's exclusive Recessed Brass 
Seat which assures per t tigh 
. . users appreciate the high quality of “Jeffersons” which 
~~ 





are of air-refined malleable iron. 


. air testing of every union before shipment assures depend. 
able, care-free performance after installation. 


.. all pipe union business can be solicited and handled from 
a single source of 
supply. 


~~ 
aH . .. ability to capi- 
na talize on the Jeffer- 
fi ' son name and repu 
tation for quality. 
4 


Investigate the 
Jetterson line 
today. 


oy SO! UNION CO. 


671 W.26thST..NEW YORK 1,N.Y. 


9 Green St.,lockport,N.Y. 49 FletcherAve.,lexington 73,Mass 
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INTENT ON ORDER being given 

by customer over phone, is M. Parker 
tt Butts & Ordway Ce Cam 
d Ma 





Five-Year Warranty 
Offered by Brunner 


Brunner Mfg. Co., Utica, N. Y., 
has adopted a 5-year optional pro 
tection plan on open-type commercial 
refrigeration compressors. 

The compressor or any of its parts 
will be repaired or exchanged without 
charge during the 5-year period. Some 
23 air and water cooled models, from 
t to 10 hp, will come under this pro- 
tection, as well as compressors in 4 
models of air-conditioners. 

Application forms are shipped from 
the factory, and distributors availing 
themselves of the plan must return 
them. The protection policy is then 
mailed to the customer. Application 
forms attached to it are used if re 
pairs are needed, the customer sub 
initting the application to the distrib 
utor for transmittal to the factory 
The form is returned to the customer 
for further use The distributor 
makes only usual charges for labor 
ind_ transportation 


Ohio Subcontractor First 
With Wheel Parts for B-47 


Che first B-47 jet bomber wheels 
and brake drums produced under a 
ubcontract are coming off production 
lines at the Pryor Mfg. Co., Mans- 
field, Ohio. 

The company is under subcontract 
to the B. F. Goodrich Co. in line with 
defense policy of decentralizing indus- 
trv. Tooling the new plant, starting 
with bare buildings last suinmer, was 
accomplished in 6 months. 


Campbell Chain Names 
N. Y. Man 
The Campbell Chain Co., York, 


Pa., has appointed G. J. Kohler as 
New York state sales representative. 








~ 


. 


Keeping You Out in Front... 


that’s what MORSE does... every time 


You, as a Morse-Franchised Distributor, receive the complete co- 
operation of every member of the Morse team . . . plus the field-lead- 
ing advantages of Morse quality, Morse leadership in engineering and 
design and accelerated Morse sales promotion, powered by double- 
spreads in color in the leading Trade Publications. Morse Twist Drill & 
Machine Co., New Bedford, Massachusetts. 





MORSE MEANS 100% DISTRIBUTOR-PROTECTION 


MOR S E; enaneane Tools 


INDUSTRIAL DISTRIBUTION © MARCH, 1952 














@ Alligator V-Belt Fasteners*and open-end (long 
length) V-belting in rolls will enable you to make 
up multiple V-belt drives for a wide variety of 
applications. 

Available for B, C and D sizes of V-belting. 

Not to be used for repairing endless cord V-belts. 

Bulletin V-211 will give you complete details. 
A copy mailed on request. 

Order from your supply house 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington St., Chicago 44, Illinois 


Also sole manufacturers of Alligator Stee! Belt Lacing for flat 
conveyor and transmission belts and FLEXCO Belt Fasteners 
and Rip Plates for fastening and repairing conveyor belts 


SADA 


INDUSTRIAL 


BRUSHES and BROOMS 








ALL SEASONS 
ARE SALES SEASONS 


Present industrial production indicates a 
need for more and more maintenance 
equipment. This is your opportunity — 
CAPITAL Industrial Brushes and Brooms 
are made of fine material, especially con- 
structed and they give long-time, economi- 
cal service. You can supply just the right 
type of equipment for a given job from this 
complete line. There is no end to sales 
opportunity and we urge users to buy thru 
their local distributors. 

MARKETS — ng Plants Power 


Aviation Plants 
Paper Mills Road and Building Contractors 
Mines Textile Mills Public Buildings 
Dd tes Hotels Schools Garages 
Railroads Packing Plants Warehouses 


"INDIANAPOLIS BRUSH AND BROOM MFG. CO. 


R. N. Nelson 


R. N. Nelson Appointed 
Sundstrand Sales Head 
Robert N. Nelson has been pro 


moted to sales manager of the pneu- 
matic division, Sundstrand Machine 
lool Co., Rockford, Hl. 

\ vetcran of 5 years’ Army service, 
Mr. Nelson joined the company in 
194 Ile became assistant division 
ies manager in 195] 


Packaging Conference 
Planned for April 1-3 


Plans are complete for the 21st an 
nual Conference on Packaging, Pack 
ing, and Shipping, to be held con 
currently with the National Packag- 
ing Exposition in the Public Audi 
torium, Atlantic City, April 1-3. The 
exposition will remain open April 4 

\ graphic story of the packaging pro 
cedures of the General Motors Co., for 
which a half day has been set aside, 
will highlight the 4-day events. A day 
; also devoted to materials handling 
problems related to packaging. 

Some of the topics to be covered: are 

April 1: the supply situation for 
materials and equipment, long-range 
trends in packaging; consumer and re 
tail packaging; purchasing _ policy, 
quality control, and other subjects (for 
production executives 

\pril 2: General Motors presenta 
tion; cost reduction 

\pril 3: materials handling, cost de 
termination 

The exposition, occupying both 

vels of the auditorium for the first 
ime, will be the largest in the history 
if the event. Some 300 companies 
will be represented. A special outdoor 
iction exhibit will demonstrate new 
techniques for loading railroad cars 





Corner Brush and Broom Streets Est. 1890 Indianapolis 7, Indiena and trailers. 





nN 
nN 
= 
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Line-O-Power drives 


\ : _ 


PACKAGED WITH 
BASE PLATE AND COUPLING 


Pao Ne) Mite) SL ba Uae yale) | 
OF YOUR OWN MOTOR 


Foote Bros.- 
Louis Allis 
Gearmotors 


To assure permanently correct alignment of motor and en- 
closed gear drive, Line-O-Power Drives are now available 
with base plates. These plates are of rigid cast iron with 
smooth surfaces and rounded corners, making an attrac- 
tive installation. Their use assures rapid assembly of units 
and prevents misalignment of shafts. 


Faces of lugs on which unit and motor are mounted are 
precision machined, and bolt holes are accurately drilled 
and spaced. 


Line-O-Power straight line helical gear drives with Duti- 
Rated high hardness gears offer economy in original cost 
and economy in operation. They are available with or 
without base plates for prompt delivery. Write for prices 
and complete information or see the Foote Bros. repre- 
sentative near you. 


FOODIES BROS 





Bailar Tower Taadkethooton, Theough Gottee Gears 


Maxi-Power 
Helical 
Gear Drives 


Hygrade 
Enclosed Worm 
Gear Drives 


Foote Bros. Gear and 

Machine Corporation 

Dept. ID, 4545 S. Western Boulevard 
Chicago 9, Illinois 

Please send me Bulletin LPC contain- 


ing complete information on Line-O- 
Power Drives and base plates. 


—_——_—-—- 


Name 
Address 


mas =City 
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YES SIR... 
WE CAN DELIVER 
A PUMP FROM STOCK 
TOMORROW 


J. Harold Mulherin 


Mulherin Elected Head 
Of Georgia Supply Co. 


J. Harold Mulherin has been elected 

president of the Georgia Supply Co., 

Savannah, Ga. He succeeds Walter 

* S. Blun, who becomes chairman of the 

How to get a Reputation the: board after serving as president since 
92? 


brings you NEW CUSTOMERS loci ints wink ech atthe 
company and W. B. Weeks of Jack 


If vou can “deliver the goods” on time and when needed, sonville, manager of the welding de 
industrial users of equipment begin to think of you as the partment, were named assistant vice 
place to call first. All factory shipments under present presidents. 
conditions are apt to be extended. The distributor with Frank M. Brooks, manager of the 
‘pumps in stock” makes the sale! Jacksonville branch, was reelected vicx 
You can get the reputation for delivering pumps on president of the company. 
time when needed by using the Goulds stocking plan. It’s Mr Mulherin has waen wie Oe 
as simple as this: Place your order for a stock of Goulds company since 1733 
pumps now. Reorder whenever your stock gets low. 
For advice on the most saleable items to stock—and 
for help in selling and merchandising, call your nearest . : . . 
Goulds Branch or write Pump Headquarters. Plant, Sales Executives 


Thermmoid Co., Trenton, N. J., has 
STOCK THESE “ALL AROUND” GOULDS PUMPS named A. F. Matheis assistant sales 
inanager of industrial rubber products 
lormerly sales promotion manager of 
the division, Mr. Matheis will work 
directly with Lloyd R. Leaver, ‘Ther 
moid vice president and industrial rub 
ber division manager. 

Thermoid has appointed Carroll 
Hall assistant factory superintendent 
of the Essex Rubber Co., a subsidiary. 
Mr. Hall was formerly product engi 
neer at the Trenton Thermoid plant. 


Thermoid Co. Appoints 


Fig. 3769 Single Stage Centrifugal Self-Priming Centrifugal 





Norton Names Engineer 


The Norton Co., Worcester, Mass., 
has appointed Louis J. Bauer abrasive 
engineer covering Arkansas, western 
rennessee, Mississippi, and Louisiana, 
with headquarters at E. C. Black- 
stone Co., Memphis, Tenn. He re 
places Kenneth F. Ebbeson, who was 
Fig. 3010 Centrifugal temporarily in charge 


Goulds branches in 
all principal cities. 
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_ SHOW BOTH. SELL BOTH! 


ic Ee 
WITH 
OLS IN SECONDS 
CHANGE LY-AUTOMATIC CHUCK |, Your Customers 
T tn WILL INSTANTLY SEE 


= 








a A} THE SAVINGS IN... 
| \ er |. TIME...TOOLS...MONEY 





War's oft have f0 ane Mah up tapered => BOTH ARE BACKED BY: 


>. Insert new © Lect 

down—jaws PEP rs tool os locked 18 P 

sieeve Mook is released keys ¢ powerful advertising campaigns 
qutomatx — hunting for t 


th q 
Save tim hes, Save tools—S™M00 ~ ¢ strong sales promotion 


5 Grip sleeve Pull 


¢ direct mail « sales aids 


A precision 
see “8 only fully : For further information write: 
4 for spot 
~ pee ter poring oF WAHLSTROM « FLOAT-LOCK SALES DEPT. 
ling @ o save 
ting, drilling oes. They will also #8 AMERICAN MACHINE & FOUNDRY CO. 


milling mac ck fc 
nan 51 Fifth Avenue, New York 17, N.Y. 


tools: from 
1/32” to 1/2 


1 OLIN T ae Bic ROE BNF ARO ae Cai 


distributor 
industrial onrTAT Look Sales Dept 


Mcuican bestne @ Reem? Co° 2" Tour Dil Presses Complete 
ne Tools with AMF Float-toe 


renee ae 


Fifth Ave» 


aa Wig CHUCKS 
fgg) WAHLSTROM rei 


ont 
“URN 


‘ Tr _—_ 


A Atkin... 2 SEE > 


{ meen Clamp tight 
’ : move at any 
* MODERN MACHINE SHOP y ee. 7 
_ ee ; loce'sac atmo he “Thandie 
* MACHINE & TOOL BLUEBOOK ==] OS | Breton 
4 r £ mum fi. b 7 f 
* AMERICAN MACHINIST - oe Be Dewi nts of ment von 
[ , = © found " 
- METAL-WORKING gg °. Bee 
1 foo ’ > ea eS 


max) 


Order ¢, 


rom your lo, 
Seg set ot the way <i oot wa SUPPly distributos or anit dustrial 
oet-Lock a nae 


DEMONSTRATED AT THE set DEMONSTRATION 


A.S.T.E. SHOW AT A.S.T.E. SHOW 
BOOTH #II3! 


Table ig 
Y evel 
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EVERY LIFT A BOOST 
FOR YOU! 


Day after day, the 
Cha Block 


Budgit’ Aluminum 
proving its usefulness 
large and 
Users know 
ght, portable, easy-to 
’ Chain Block gets all 


bs done in a 


and safety in 
s everywhere 


lifting ) 
know it saves time 
peeds the work 


‘BUDGIT’ 1-BEAM TROLLEYS 


Cost little, but add much to 


ml! 
om. CHAIN BLOCKS 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Cranes Budg't and 
ther lifting specialtie 
auge Har k 
nd Relief 
uments 


Valve 
Valves. and 





Edward T. Brown 


Townsend Exee. To Plan 
Sales to Distributors 


kdward ‘T. Brown has been ap 
pomted to the newly created post of 
inanager of jobber sales for the ‘Town 
nd Co., New Bnghton, Pa. 
Mr. Brown’s headquarters will be 
in the home office. He was formerly 
rge of sales for the Eastern di 
of the company, with head 


in Philadelphia 


Hardware Square Club 


Elects New Members 
The New York Hardware 


Club elected the following new mem 
bers at a recent mecting 

Samuel E. Richter, Herman W. 
Hloffman, W Joseph — Hitchcock, 
David Wolfson, Joseph B. Stern, Sid 
ney W. Smith, Frederick C. Brown, 
Samuel Brown, Kenneth Carpenter, 
ind Sigmund A. Fox. 

Vhe club’s annual shore dinner will 
be held in the Hotel Astor, New 
York, on May 8. Howard H. Jung 


1 entertainment chairman 


l 
And 


Square 


Illinois Tool Works 
Names Sales Engineer 


John J. Fitzsimmons has recently 
been appointed to the sales engineer 
ing staff of Illinois Tool Works, Chi- 
cago, to serve cutting tool users in the 
Detroit area 

Mr. Fitzsimmons was formerly tool 
design engineer for the Ford Motor 
Co 
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helprour CUSTOMERS 
SELECT THE BEST . . . 

hand them 

CHANWNELLOCK 


Made only by 


CHAMPION 
DeARMENT 





Channellock plhers are made by skilled 
crafternen of a company known for nearly 
3.4 of a century for its highest quality pro- 
ducts The outstanding features of Channel- 
lock pliers such as Longer Wearing. No Wear 
on the Joint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

henever your customers ask for pliers 
help them select the Best Hand them 
Channelloc 

And remember, Only Champion DeAr- 

ment makes Channellock. Send for Catalog 
4 today. 


CHAMPION DEARMENT TOOL CO. 


Meadville, Pa. 
Channellock pliers are listed im the 
Yellow Pages of most Telephone 





What MORSE distributors 
are doing with Morse Hy-Vo Drive 


There’s almost no limit. For instance. here are just a few 


applications for which Morse distributors have supplied 
Hy-Vo: a 114”-pitch by 3”-wide Hy-Vo Drive to transmit 
300 HP at 514 RPM—with chain velocities of 4600 FPM; 
a 6”-wide Hy-Vo Drive to do 114 times the work of a 12”- 
wide conventional silent chain drive; a 2”-pitch by 
12”-wide Hy-Vo Drive to transmit 1500 HP at 600 RPM. 


Roller Chains 


Silent Chains and Sprockets and Sprockets 





The unusual, and profitable, applications of Hy-Vo are 


almost endless. 


Morse Hy-Vo Drive transmits far more horsepower pet 
inch of width than any conventional chain drive. It is 
capable of greater rotative speeds and linear velocities. It 
sharply reduces noise and heat; gives up to one-third 
longer service life; cuts cost per hour of transmission as 
much as 50°. Remarkable as it is, though, Hy-Vo is still 


only one member of a fine power transmission family. 


In addition to the stock Morse products shown below, 
Morse offers through distributors such custom-ordered 
products as Pullmore Clutches, Morse-Formsprag Over 
Running Clutches, Morflex Drive Shafts, Cable Chain, 
Double-Pitch Roller Chain—and, of course, the Hy-Vo 
Drive. 


Your customers are presold on Morse quality. They are 
presold on Morse performance. Sell the proved, favored. 
profitable Morse Power Transmission line—headed by the 
most revolutionary of recent power transmission develop 
ments, Morse Hy-Vo Drive. Write for details. 


MORSE CHAIN COMPANY 
Dept. 289 © 7601 Central Avenue ¢@ Detroit 10, Michigan 


— ee eee eee ee ee ee 


MORSE 


MECHANICAL 


POWER TRANSM/SS/ON 


PRODUCTS 


——— oe oe oe oe 


, ep ee es 


DSC Flexible 
Couplings 





Morse-Rockford Over-Center 
Friction Clutches 





Morflex Couplings 











Morflex Radial Couplings DRC Flexible Couplings 
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This True Ball Joint Makes the Difference 


The heart of a Dart — the non-corroding bronze 
seats — are specially ground by oscillating grinders to give them a 


true bearing surface — and give you an ABSOLUTELY LEAKPROOF 
JOINT. 


What's more, Darts assure a drop tight joint without excessive 
wrenching — and they stay tight. You save on maintenance. 


Body and nut of a Dart are other quality features that cut your costs. 
Made of practically indestructible, high-test, air-refined, malleable 
iron, they can take the toughest wrench “work outs” while protecting 
the joint. You'll like Dart threads too — full and clean-cut. And 


remember, Dart is the union you can use over and over again. It thrives 
on work! 


Sell Darts The 


tomers obtain not only leads to repeat 


Satistaction cus- 
sales but also more business in the other 


lines you handle 


DART UNION COMPANY 


Providence 5, Rhode Island 


The Fairbanks Co. — Distributors 
Boston New York 


Pittsburgh UNIONS 
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SIXTY YEARS’ of service with Nor- 
ton Co., Worcester, Mass., is recog 
nized as President Milton P. Higgins 
George N. Jeppson, board 


chairman, with gold medal 


presents 





International Nickel 
Opens Ontario Pipeline 


A 74-mile pipe line has been com 
pleted by the International Nickel 
Co. of Canada, Ltd., for pumping 
bulk concentrate between plants in 
Ontario, Canada. The line will carry 
3,650,000 tons a year from the new 
Creighton nickel-copper_concentrator 
to reduction plants at Copper Clift 

Company officials said they believe 
the pipeline operation to be the largest 
of its kind for concentrate in historv 
It reduces the time for refining nickel 
and makes possible, through opera 
tional economies, the working of a 
lower grade Creighton ore to boost 
nickel supply. 

The system has 12 miles of trestle 
and 5 pumping stations. Forty miles 
of wooden pipe were used. It is built 
to stand low northern temperatures, 
often 30 deg. below zero. 


Nations to Show Machines 
at Canadian Trade Fair 


Thirty nations are expected to ex 
hibit at the Canadian International 
Irade Fair, scheduled for June 2 in 
Loronto. 

Canadian exhibitors have already 
booked more space than last year, 
officials reported, particularly in the 
machinery and plant equipment sec 
tion. More than 20,000 sq. ft. will be 
devoted to the nation’s machine and 
tool production. 

Bntish machine tools will be one 
of the main features, as formerly 
Germany will exhibit in a major way 
for the first time. 

The fair will run for two weeks 
at the Toronto Exhibition Grounds 





Millers Falls 
versatile No. 52 


on a job that “couldn't be done” 
with a power screw driver 


Driving tiny optical screws (.045” diam., 90 
threads per inch) in delicate eye glasses - for 
years this operation has been considered impos- 
sible for a power driver. 

Yet today a Millers Falls No. 52 is doing the 
job - quickly, accurately, safely - and saving 
649 in labor costs for one of the nation’s lead- 
ing optical manufacturers. 

The secrets: 1) Millers Falls patented, super- 
sensitive ‘““Adjustomatic’’® Clutch, which is ca- 
pable of controlling torque to inch-ounces. 
2) Ingenious special fixtures developed as a 


MILLERS FALLS 
pects) a 


I fed = 


1868 


She Mla we f Myperiorllp 


result of Millers Falls wide experience in solv- 
ing similar problems. 


Delicate or High Torque Driving 
— No Job Too Tough for Millers Falls 
Electric Screw Drivers 


Again and again, manufacturers have found the 
answer to faster, more economical assembly in 
Millers Falls Electric Screw Drivers. Whatever 
a customer’s requirements may be — for deli- 
cate, feather-light torque control or powerful, 
heavy-duty driving — you're in an ideal position 
to go after and get his business when you stock 
and push Millers Falls high-speed drivers. 

Let us send you full information on the excep- 
tional sales and profit opportunities offered by 
Millers Falls Screw Drivers and the whole wide 
line of Millers Falls portable electric, production 
and maintenance tools. 


MILLERS FALLS COMPANY, GREENFIELD, MASS. 
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MERCURY CLUTCHES 
4 Profitable Line for Distributors 


* Reasonably Priced 
* Generous Discounts 


Wherever you find an electric motor at work in 
the Replacement, Maintenance, or Service markets 
there is an opportunity to sell a Mercury Auto 
matic Clutch 
Installed on an electri rte i Mercury Automati 
Clutch rt ind one-half to two 

against burned-out 
e hazards. Available 
| howe of de 


ypment is the Series “J 
g. This is a comy lete 

onsisting of a Series Mercury Clutch with pro 

vision for mounting a standard flexible 


= 
uupling be 
tween it and the driven | 1. De 


igned for installa 
tion on the shafts « integral horsepower electri 


Supt , iting. See below 





AUTOMATIC” STEEL PRODUCTS. INC 
CANTON 6, OHIO 


Me Claleh Division ey 








For Safety's Sake... SELL 
DAYTON SAFETY LADDERS 
N \aintenance men everywhere rely on 


Davton Safety Ladders fer maximutn 


safety and convenience. Davtons are 
constructed of tested airp! me spree 
and reinforced with rigid steel sup- 
ports to give great strength and licht- 


ness of weight. 


Handrails of steel cuard the large 
roomy platform for added safety. 
Half of platform ean be raised to 
form an extra step, when needed. 
These famous ladders can be <et up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 


ladder is in use. 


A FEW CHOICE TERRITORIES ARE STILL OPEN 


WRITE TODAY FOR COMPLETE INFORMA 
TION ON OUR FAMOUS LINE OF LADDERS 
Sizes 3 feet to 16 feet in height (meas AND LADDER SHOES! 


ured from ground te platform Standard 
ubber safety shoes at no extra cost 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE . CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 
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Ronald J. Ahern 


R. J. Ahern Appointed 


To Advisory Committee 


Ronald J. Ahern, president of The 
Billings & Spencer Co., Hartford, 
Conn., has been appointed a member 

f the Drop Forging Industry Advisor 
Committee of N. P. A 

Mr. Ahern is one of fourteen execu 

tives in the drop forging industric 
n the committee. His term as 
man is announced as be 


N. Y. Belting & Packing 
Names New District Heads 


Ihe New York Belting & Packing 
( has appointed two new district 
sales managers and three new factor, 
representatives 

Carl G. Link, Jr., former Chicago 
factory representative, has been named 
northern district sales manager cover 
ing lowa, Indiana, Illinois, northwest 
m Pennsylvania, northern Ohio, 
southern Wisconsin, and northern 
New York. William I. Butler, for- 
merly in Memphis, Tenn., will be 
southeastern district manager covering 
ill of the southeastern U. S. from 
the Atlantic to the Mississippi 

Ihe new factory representatives gre 
Frank E.. Cavanaugh, appointed to the 
northeastern district, Joseph Van 
Schaik, Rocky Mountain states, and 
Wryne E. Law, Rock Mountain, oil 
fields 


To Head Safety Council 


Lee Warren James, New York at 
tornev, has been elected chairman of 
the trustees of the National Safety 
Council to succeed the late William 
\. Irvin, former president of U.S 
Steel Corp 








Illustration shows how special built-in lining of stain- 
less steel inner wire braid assures long life under the 
most severe operating conditions. 

Pat. applied for 





BWH Concord #20 Steam Hose 
has a protective built-in lining of 
stainless steel wire braid that guards 
against’ tube swelling ... assures de- 
pendable, long-lived service. 

This rugged, braided inner lining 
assures maximum steam flow. . . per- 
mits easy recoupling in the field. 

Other Concord #20 construction 
features: two or three braids of al- 
ternate high tensile steel wire and 
rubber layers firmly bonded over 
outside of tube. These provide max- 


imum burst-protection and safety. 


An asbestos braid provides positive 


cover adhesion and acts as cover in- 
sulator. A durable, abrasion-resist- 
ant cover withstands severest abuse. 

If you’re handling Concord #20 
Steam Hose now — more power to 


you. If not, put it to work for you. 





Another Quality Product of 


Boston Woven Hfost & russer comPANY 


PLANT: CAMBRIDGE, MASS. -+- P.O. BOX 1071, BOSTON 3, MASS., U.S.A. 
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CATALOGS 


@ PLANNED @ COMPILED 
@ PRINTED @ BOUND BY 


CUNEO 


Pay in the Long 
Run of Service 


The Cuneo Catalog Department 
is composed of experts. They 
have years of experience in the 
development of — profit-produc- 


ing catalogs. 


Your catalog, when Cuneo pre- 
pared, gets the benefits that only 


specialization can produce. 


The benefits you get have untold 
value to you in the long run of 


service 


Investigate find out for 
self—write, 


DAly 8-5340 


your- 
wire, or phone 
Our catalog de- 
partment will be on the job in 


your behalf at once. 


— 


, . ‘ 
PRESS, INC. 
239 EAST CHICAGO STREET 
Wlwaukee 1, Wisconsin 


J 


> 


— 


GEORGE FYRBERG is the new pro 
duction manager of Norton Company's 
Abrasis Division, Worcester, Mass 


He has been with the company since 


1915 





Henry Co.’s New Building 
Increases Space 4 Times 


Henry Co., Inc., Cleveland 
, recently moved into a new 
ng where it has nearly four times 
; original space. 

Che new quarters cost about $30,- 
000 and house some $40,000 worth of 
fixtures and equipment. The building, 
located at 7537 Broadway, is the first 
to | ected in the lower Broadway 
irea since construction began on the 
new Willow Freeway. 

I. G. Henry Co. was organized five 
years ago by Edgar G. Henry, former 
iles manager for a pneumatic tool 
The company carrics 
1 line of pneumatic and electric tools, 


ve ¢ 


manufacturer 
ompressors, and accessories, as well as 


] 
other supplies 


Clarke Sanding Machine 
Buys Porter-Cable Line 


Clarke Sanding Machine Co., 
Muskegon, Mich., has bought the 
floor sanding machine line of Porter- 
Cable Machine Co., Syracuse, N. Y. 

I'he purchase includes patent rights, 
tools, and fixtures. Moving of the 
equipment from Syracuse to Muskegon 
is expected to be completed shortly 

D. J. Ridings, president of Porter 
Cable, said the transaction will enable 
his company to devote more time to 
portable electric tools. In the past 3 
Porter-Cable has bought the 
issets of 3 portable tool companies. 

Addition of the floor sanders is ex 
pected to provide Clarke with a full line 


of this equipment 


vea¥’s, 
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s> 


universal 
joints 





It pays to 

stock and 

feature Love- 

joy — the highly 

profitable line of 

Universal Joints. 

With Lovejoy 

| you’re assured of 

o| faster turnover — 

| more repeat busi- 

ness — because 

complete customer satisfac- 

tion is always assured. 13 sizes 

-bores }” to 2”. Overall length 

2” to 10%”. Concentricity 

guaranteed within .001. Ex- 

ceed Armed Forces rigid 
requirements. 

Investigate Flexible 

Couplings, too — no teardown 

for changing cushions, no lu- 


Lovejoy 


brication ever needed. 
e 


WRITE FOR 
COMPLETE CATALOG 


Red's Bled i 8 > 41-18: 
COUPLING COMPANY 


5079 W. LAKE ST. CHICAGO 44, ILL. 








LOOK INTO. édvmnd FORGED 
/ STEEL VALVES 


fon Design Features That Keep 
ferfounance HIGH 


Ewen 


INSTRUMENT 

VALVES 

Fig. 952-3 Series 

Ratings of 6000 lb 

WOG or 1500 lbsp 

at 1000F, in sizes 

1¢ in. through 1 in. 

A compact, heavy _ 

duty valve with 

many extraor- 

dinary features. ¢ 

Drop forged body 

and yoke. Tapered 13°, chromium 
stainless steel needle-type integral 
or swivel stem-disk. O. S. & Y. No 
bonnet joint—swing bolted gland 
Screwed or socket welding ends 
globe and angle types. Carbonsteel or 
13°% chromium stainless steel body. 


FAsvand 


GAGE 
VALVES 


Fig. 152-3 Series 


Ratings of 4000 

lb WOG or 600 

lb sp at 750F, 

in sizes \ in. 

through 1 in. 

Has special 

tapered body- 

bonnet thread 

joint in %, *% and 1 in. sizes so 
bonnet remains tight. Union bonnet 
in 34 and 1 in. sizes. Carbon, 13% 
chrome or 18-8 stainless forged steel 
body—13°% chrome stainless steel 
semi-needle disk. Female outlets 
and female and male inlets. Globe 
and angle types. 





YOU NEED THIS! 
FOR COMPLETE INFORMA- 
TION on all Edward Steel 
Valves, write to Edward, 
Department CP, for 28 


/ 


Costs LOW — 





EDWARD 
STOP VALVES 


Forged steel. 600 and 1500 

Ib sp at BSOF or 2000 and 3600 
ib at 100F respectively. Globe 
and angle. Bolted or union 
bonnet. Screwed or socket 
welding ends. Stop, needle 

or stop-check types. Sizes 

Ya to 2 inch inclusive 





Gives You ° 
THE NEWEST 
IN FLOW DESIGN 


New flow design advantages 
are yours—thanks to years of 
Edward scientific flow research 
and development. Edward 
streamlined flow design reduces 
wear-producing turbulence 
—adds years of life to seats, 
disks, stems and other 
components. 


MODERN DESIGN 
FEATURES 


Throughout you'll find such features 

os non-porous, drop forged steel 

bodies; 13% chrome stainless 

steel disks, seats and stems; durable, 

| heat-resisting packing; specially 
J plated gland bolts; self-centering 


swivel plugs; and others to assure years of dependable 


service. Edward design also makes maintenance 


and accessibility to parts simple and foolproof. Write for catalog. 
A Product of Edward Valves, Inc., 1289 West 145th Street, East Chicago, Ind. 


4 '°™ = 





> page comprehensive cat- 
alog #104, there’s no 
obligation, of course. 


Subsidiary of ROCKWELL MANUFACTURING COMPANY ©. 


EAST CHICAGO, INDIANA 
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EXCELLENCE 


through 
EXPERIENCE 


CATALOGS 


© PLANNED e COMPILED 
© PRINTED e¢ BOUND BY 


CUNEO 


... Have the appeal 
that brings GOOD 
BUSINESS... 


Experience has a very defi 
nite value, particularly in the 
production of catalogs. 


Cuneo catalog experience 
means excellence which in 
turn means a catalog that 
does the best kind of sales 
job. 


When you are ready for your 
next catalog, let one of our 
experts confer with you. He 
will show you the added 
benefits you receive through 
Cuneo experience. 


Write. wire, or phone DAly 
8-5340. Our catalog depart- 


ment is ready whenever you 
are. 


ye 


PRESS, INC. 


239 EAST CHICAGO STREET 


Herman H. Miller 


Compressor Expert 
Completes 50° Years 


Herman HH. Miller 


pre tut 


widely km Whi 
tv, has retired aft 

‘ if yea vith Worthington 
Pump & Machin p., Harrisor 


! 


Electrical Engineers 
Plan California Show 


il Maintenance Engi 
Southern Cali 
innual Industrial 
ind Conference 
4 ulver City, Cahif 
hnical meetings, to be held 
davs will discuss 
ductive Maintenance” 
followed by a banquet 
Industry exhibits will be in the Vet 
ns’ Memorial Building 


To Sell Permite Line 


Northwest icto Agents, In 
Seattle, will represent Aluminum In 
lustries, Inc., Cincinnati, on its line 
tf P te aluminum paints and vat 
( f Washington, 
gon, and Idaho, the Canadian 
winees of British Columbia, and 
of Alaska 


hl 


s in the states 


ta, and the territory 
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“MORE 
POWER" 
To You 


This is more than 
wishing you luck 


it will only take one job for your 
customers to find out how easy it ts 
to get more power when they use 
this sturdy, light-weight, flexible 
Power Puller for loading or handling 
heavy machinery, opening car doors, 
and many other jobs around your 
plant 

You too will see how it gives more 
power to your sales force because of 
its many uses and wide appeal to 
your trade 

This unit comes equipped with 20, 30, or 

40 feet of cabi 
List Price $27.75 to $33.80 F.0.B. Factory 
Distributor and Dealer openings 
Write, Wire, or Phone 


The WYETH-SCOTT CO. 


Newark, Ohio 





MERRILL 


MATERIALS HANDLING 
DEVICES 


LIFTING CLAMP @ TWIN LIFTER 
e@eeoeeeeeeceoeeeeeee 


<8 


acl 


MERRILL BROTHERS 
56-16 ARNOLD AVENUE 
MASPETH, N. Y. 


HAND GRIP 
eeeeeeee 


4 SIZES 








ARMSTRONG 
ion 
 s08 


ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTOR’S 
SUCCESS STORY 


Few, if any, industrial products have ever at- 
tained the wide distribution of ARMSTRONG 
TOOL HOLDERS which are used by over 96% 
of the Machine Shops and Tool Rooms; are the 
standard tools the world over, wherever metal is 
machined. This tremendous selling accomplish- 
ment is a tribute to the capabilities of the na- 
tion’s Industrial Distributors and their salesmen, 
for ARMSTRONG TOOL HOLDERS have always 
been sold through Industrial Distributors. 


ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who go after this ever-pres- 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and cata- 
log, stock and sell ARMSTRONG Lines “‘Across- 
the-Board.” 


ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE. CHICAGO 30, ILL. 


INDUSTRIAL DISTRIBUTION © MARCH, 1952 237 











THE-WAY 
THROUGH 


CATALOGS 


@ PLANNED 
@ PRINTED 


@ COMPILED 
@ BOUND BY 


CUNEO 


.... Give You 
Every Possible 
Sales Advantage 


CUNEO PLANNING 


Now, or when you are ready to plan your 
catalog, ask for a Cuneo representative to 
call. He knows distributors’ catalog re 
quirements and can help you in your 
planning 


CUNEO COMPILING 


Our staff of competent compilers has long 
experience in the successful presentation 
of merchandise for distributors 
Make use 
catalog 


catalogs 
of this experience in your new 


CUNEO PRINTING and BINDING 


Letterpress printing, which insures finest 
quality and top appearance, and Cuneo 
Binding— tops in its tield, are combined to 
produce Cuneo prepared catalogs. Why be 
satisfied with less? 


Write, wire, or phone 


yur Catalog Depart 
ment—-DAly 85340 


PRESS, INC. 


239 EAST CHICAGO STREET 
Wiwaukee 1, Wisconsin 


Robert H. Byrne 


Organize New Company 
For Woodworking Field 


\ new firm, the American Wood 
working Machinery Co., has been or 
ganized at Hackettstown, N. J., to sell 
to the woodworking industry. 

Robert H. Byrne, former vice presi 
dent of American Saw Mill Ma 
hinery Co., is the founder and presi 
dent. He said the new company 
would sell on a nationwide scale and 
planned later to start manufacturing. 


Alabama Distributor 
Sales Force 


Wimberley & Thomas 
»., Inc., Birmingham, Ala., has made 
i number of changes toward expan 
ion of its sales staff 
Jack Barry has been transferred from 
utside covering the Tuscaloosa terri 
y to inside, to handle general indu 
ial orders and correspondence. Frank 
sreer, formerly in the warehouse, has 
been made outside salesman. Promo 
ns also went to James Cowherd and 
umes Fox from warehouse to outside 
ilesmen 


Expands 


Hardware 


Minnesota Mining & Mfg. 
Opens Atlanta Office 


Minnesota Mining & Manufactur 

ing Co. has opened a new reg 
iles office and warehouse building in 
Atlanta, Ga 

George E. Steck, southeastern cello 

phane tape sales manager, will be in 
harge. Russell D. Baird, formerly of 
fice manager at High Point, N. C., will 
fill the same post at Atlanta. 

Ihe building is similar to other new 
branch facilities opened by the com 
pany in Buffalo, N. Y., Dallas, Texas, 
ind Cleveland during the past vear 


rional 


INDUSTRIAL DISTRIBUTION © MARCH, 1952 


AS ADVERTISED IN THE 


“‘venne POST 


When the job says 


eto if 


be ready with 


Marquette is the welding equipment 
used by more and more shops and 
companies for both maintenance 
and production welding. Precision- 
engineered, compact, mobile, Mar- 
quette welders are recognized for 
their outstanding performance 
under difficult ‘conditions. The 
Marquette line of electrodes and 
rods is justly famous for offering 
not only the right rod but the best 
rod for each kind of welding job. 
When the job says “Weld it”... 
be ready with Marquette! 


7 PAT. OFFICE 


Nelding & Automotive 


Service Equipment 
— tye 


MARQUETTE MANUFACTURING CO. INC. 
307 E. Hennepin Avenve «+ Mi lie 14, Mi i 


le a. 
t > 
Ui 











Here’s how 


NEOPRENE’S performance 





can build more sales for you 


Next time you call on a food processing plant, 
ask about “trouble spots.’’ Chances are one or 
more of their really tough problems can be 
solved by using neoprene . . . in belting, pack- 
ing, hose, solid tires, protective clothing . . . or, 
perhaps, by just a small vibration dampener 


Because neoprene stands up where many 
other resilient products fail . . . when you sell 
neoprene, your customer stays “‘sold.’’ Check 
the cases below where neoprene’s outstanding 
performance resulted in satisfied customers and 
increased sales. And then put the neoprene 


on a floor that’s always greasy. story to work for you! 


CONVEYOR BELTS of long-wearing neoprene withstand 
constant contact with food, oils, grease, and cleaning 
detergents . . 





. require minimum maintenance 

In a West Coast fish cannery, where ordinary belts 
required frequent replacement, a neoprene belt is still 
in excellent condition after four years’ service. 


WORK GLOVES coated with neoprene last 
gloves are tough, yet comfortable 


throughout their long life. 


longer. These 
remain flexible 


An Eastern food packer found that neoprene-coated 
gloves used in handling sharp-edged cans and greasy pans 
outlasted ordinary gloves many times over 


SOLID TRUCK TIRES can take the punishment of tempera- 
ture extremes . . . from smoke house to freezing tunnel. 
In a Chicago meat plant, where contact with animal 
fats, processing chemicals, and even live steam is a daily 
occurrence, neoprene tires installed five years ago are 


still in use. 


The rubber made by Du Pont since 1932 





FREE! THE NEOPRENE NOTEBOOK. Your customers 
read the Neoprene Notebook regularly. So don’t 
miss the information it offers about new and inter 
esting applications of neoprene. If you're not getting 
it now, we'll be glad to send it to you. Write E. I. 
du Pont de Nemours & Co. (Inc.), Rubber Chem- 
icals Division, C-3, Wilmington 98, Delaware. 


eos rer or 
080% AanwDIVers8ar7/7 


Better Things for Better Living 
. « » through Chemistry 
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UW 


BORING 
ORILLS © 
REAMERS 


more than 


thousand reasons” why 
you can profit by selling 
carbide cutting tools 


The new W-S catalog No. 52 just finished and in the hands 
of W-S distributors everywhere provides specifications for 
more than 1,000 standard carbide cutting tools . . . yes, 
1,000 answers to the carbide tooling problems of your 
customers and prospects. In addition, W-S offers customers 
selection from the widest variety of carbides. Wendt-Sonis 
Carbide Cutting Tools advertised 


management 


are nationally to top 
and in best-read industrial magazines. 
Helpful sales aids developed and furnished by Wendt-Sonis 
build good will and make your job easier. Write WENDT 


SONIS COMPANY, HANNIBAL, Mo., for further information. 


enpt-sonis \v4 


CARBIDE CUTTING TOOLS 
TOOLS © CENTERS © COUNTERBORES « 
END MILLS * SHELL END MILLS * 
* ROLLER TURNING TOOLS « 


SPOTFACERS @¢ CUT-OFF TOO 
TOOL BITS © SOLID CARBIDE 
THREADING TOOLS @¢ SPECIAL 


TOOLS 


igele]S) 
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Everett Sperry 


Rawlplug Names Sperry 
Assistant To Sales 


The Rawlplug Co., Inc., has ap 
pointed Everett Sperry to the position 
of assistant sales manager of their New 
York offices 

Mr. Sperry, formerly with — the 
McGraw-Hill Publishing Co., has had 
field experience in several of the Rawl- 
plug branches 


Disston Names J. H. Dingee 
As Power Tool Manager 


John H. Dingee has been appointed 
iles manager of the power tool divi 
of Henry Disston & Sons, Inc 
Philadelphia, succeeding William P 
Gillespie, who has been named hard 
ware division sales manager 

Mr. Dingee, who joined Disston in 

1947, has been advertising and sales 
promotion manager for the past 4 
He is president of the Eastern 
Industrial Advertisers Association 

Mr. Gillespie has managed pow 
tool sales for two vears 


sion 


yvears 


Cleveland Distributor 
Holds Sales Conference 


I'wenty-two salesmen of the Strong 
Steam Specialty Div., Strong, Carlisle 
& Hammond Co., Cleveland, met in 
Cleveland recently for a two-day con 
ference, including a tour of the manu- 
facturing division’s plant 

The company announced that it 
was about to start national distribu 
tion of Borgana boiler water treat 
ment, a product which has been tested 
in the East over the past three years 





Why this is the most widely used 
pipe in the world 


@ National Stee! Pipe is considered standard for all types of heating and 
piping installations. It's been that way for over 60 years. You can take a 
cross section of successful building or industrial applications anywhere in 
the country and you'll find a predominant use of National Steel Pipe. From 
raw material to finished product, National Pipe is manufactured by one 
organization—National Tube Company—the largest and most experienced 
producer of tubular products in the world 


Here are four of the 
most important reasons 
for its leadership: 


COMPLETELY 
UNIFORM 


National Pipe is uniform throughout. Uniform in 


metallic structure, ductility, strength, corrosion-resist 
ance ... uniform in surface finish, wall-thickness and 
diameter. This uniformity is rigidly maintained at all 
times. It’s one of the main reasons why National 
Pipe is the largest-selling in the world. 





EASY TO THREAD The strong, easily-made threads are 
possible because of the unvarying 

AND CUT quality of the metal and the absence of 
slag inclusions, laminations and blisters. 
The steel cuts clean and retains its char- 
acteristic strength even in the lightest 
port of the smallest thread 


COILS AND 
BENDS WELL — SPELLERIZED 


In making coils and bends, Spellerizing is an exclu- 
there is satisfaction in know AANA iNiss/zy,, sive National develop 
ing that the pipe has an extra eT) Coment. The blooms for the 
measure of strength and duc pipe are knobbed so that 
tility to meet the demands of the surface is worked to 
close and exacting work. With eliminate any irregu 
National you can estimate larity. The result is a uniform, dense ex 
closely without worrying about terior that lessens the tendency to corrode 
excessive loss of material, 


or pit and thus assures longer life, better 
time, and labor. service. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL COMPANY, PITTSBURGH, PA. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S NATIONAL Stee! PIPE 
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Get the service 
you like to give 


vin KECKLEY 





“Faster deliveries from Keckley’s complete lineof steam, air and liquid control equipment.” 


242 


THE FASTER SELLING LINE 


of 
pressure 


regulators 


w with delivery so important we 

» IV you and your customers prompt 
hipment from Keckley’s complete line 
of 5 ire regulators. The Keckley line 
features a full range of sizes for the 
control of steam, air or liquids ... a 
valve for every control problem. You 
will find that Keckley regulators are 
widely accepted by industry because of 
the reputation for dependable service 
that Keckley products have built up over 
ore than 35 years. Customers repeat- 
edly order Keckley valves because they 
an install them and then forget them 
getting many years of accurate con- 

| without breakdown or maintenance. rp 


Keckley—the key to your customers’ ; 
control problems. 


TYPE AA and AR 


ble in 300# Bronze 
r 2502 Semi-steel 
tainless steel trim stand 
rd on all valve 


5s from | 


to 6 
r flanged 
pressures to 300 


team, 600 Ibs. air 


{ 


Reduced pressures above 40 Ibs 
use type AA—From 40 Ibs. to a 
low of 1 Ib. use type AR 


Catalog 51-C illustrates and describes 
our complete line of pressure reglators. 


Float Valves 
Float Boxes 
Motor Valves 
Water Gauges 
Relief Valves 
Balanced Valves 


Pressure Regulators 
Temperature Regulators 
Diaphragm Valves 
Level Controllers 

Pop Safety Valves 
Strainers 


400 W. MADISON STREET 
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/ 


Send for your copy of this new 


complete catalog No. 51-C. 


O.C. KECKLEY COMPANY 


CHICAGO 6, ILLINOIS 


M. W. Lyon 


Names Sales Manager 


The Midway Tool Co., Inc., Mel- 
vin, Ohio, has appointed M. W. Lyon 
sales manager. For the past two years, 
Mr. Lyon has been the company’s 
New York representative 


Worthington Pump Makes 
Bauer P. A. at Oil City 


B. A. Bauer has been appointed pur- 
chasing agent and supervisor of stores 
of the Oil City, Penn., plant of 
Worthington Pump & Machinery 
Corp. 

Mr. Bauer was employed by the 
National Transit Pump & Machine 
Co. for thirty years previous to W orth- 
ington’s acquisition of the plant. Dur- 
ing the period with National he 
served in various capacities, among 
which were sixteen years as purchasing 
agent from 1932 to 1948. 


British Studying U. S. 
To Report on Methods 


(he British Mechanical Aids Team, 
which came here in 1949 to study ways 
of making British industry more effi- 
cient, will report their findings this 
spring at the Mechanical Handling 
Convention in London, scheduled for 
June 4-14 in Olympia Hall. 

Also featured at an exhibit in the 
hall will be handling equipment from 
some 170 British manufacturers 


Jeffrey Has New Division 
Jeffrey Mfg. Co., Columbus, Ohio, 


has created a new ore benefication di 


vision. William H. Newton has been 
named manager. The division will 
handle magnetic separators and allied 
equipment. 
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in Over 26 Leading Publications 


Help Boost Your Sales in 


Over 750,000 advertising messages # month in the 
magazines illustrated, tell your prospects and custom- 
ers how Whitney Roller, Si ® g, Chains, 
accurately Cut Tooth Sprockets and Flexi 

simplify desiga problems, cut transmission costs and 
reduce maintenance. 

Strong, hard-hitting advertisements, month in and 
month out, actually help open-the-door for you and your 
salesmen --- make it easier to sell “Whitney.” 

In addition, whitney Sales Aids — catalogs. bulletins, 
direct mail pieces, ad reprints, envelope stuffers and 
other merchandising material for your own use — make 
your sales job easier. 





Make this yea" your Whitney ye! 
It will pay off in sales and profits. 


Whitney Chain Company 


239 Hamilton Street, Hartford 2, Conn. 


a 
FVM” 
Bian: «3. 
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Profit by BIG Demand for 
these 


QUALITY 
TOOLS 


famous for “More Motor Guts” 


¢ 2 PORTABLE POWER SAWS, 6'4" and 8%’ - 


New RIGID “Carpenter- 
square” construction an 


exclusive feature. 
*~ 


Model 650 
62” blade 


$66°° 


Model 825 
814” blade 


$3950 


Model S-412 
3-speed Right-Angle 
Hole-Shooter . . . fo 


r 
BOTH straight and $7 400 


right-angle drilling 


Get complete information 
NOW ... ask for Folder S-D-11 


MILWAUKEE ELECTRIC TOOL CORPORATION 


5340 WEST STATE STREET * MILWAUKEE 8, WISCONSIN 
Canadian Distributor: MATTHEW MOODY & SONS CO., 740 Inspector St., Montreal 


244 INDUSTRIAL DISTRIBUTION © MARCH, 1952 


GOLD MEDAL award of Hardware 
Merchants & Manufacturers’ Associa- 
tion went to Harold F. Seymour, presi 
dent of Columbian Vise & Mfg. Co., 
Cleveland 





Says Asiastic Nations Plan 
Vast Industrialization 


\ Far Eastern expert told the Ex- 
port Managers Club of Chicago that 
several Asiatic nations plan to spend 
hundreds of millions of rupees to boost 
many types of production. 

Paul B. W. Gollong, Armour Re 
search Foundation engineer in charge 
of Far Eastern affairs, said that lesser 
developed areas, such as India and 
Pakistan, supply the U. S. with 57 
percent of its imports and consume 44 
percent of its exports. Mr. Gollong, 
just back from a 35,000-mile tour, ad- 
dressed a luncheon meeting of the 
export group recently in Chicago. 

He cited the Indian meta! industry 
as a vast potential market for Ameri- 
can conveyors, tamping devices, shak- 
ers, control instruments, and other 
items. Of 1,800 foundries, practically 
none use modern methods, he said. 


Baker-Raulang Appoints 
Baltimore Representative 


Emory N. Mumma, Baker-Raulang 
Co. District Representative, with 
headquarters in Philadelphia, is open- 
ing a branch office in Baltimore with 
Edward G. Matthew as manager 

Mr. Matthew’s headquarters will be 
it 100 South Gay Street, Baltimore 2, 
Maryland. 

Before joining the Baker sales or- 
ganization, he supervised material han- 
dling operations for a large mid-western 
manufacturer. During World War II 
he served in the Army’s amphibious 


forces 





“ARROW TOOL & REAMER CO., Established 1916 


THESE ADVERTISEMENTS 
TELL THE ARROW STORY 
TO YOUR CUSTOMERS... 


FoR 


t » 910 Antow Fy 
TTT e acomte A arrow} TTT Esteblished 1916 
‘ ‘ Nit” 
arrow SPECIAL »\ : 
END MILLS | 
Shee 
3 


a computts LINE 














A FULL LINE 
OF QUALITY 
END MILLS 
INCLUDING 
THE POPULAR 
3 FLUTE SERIES 
Arrow specializes in “Specials” end alse 
produces @ stenderd line of qvuelty Reames 





o 
ARROW Too. & REAMER 
€ + oFTRotT % 
4)0-422 LIVERN av 








IN THE PAGES OF THESE 
LEADING METAL WORKING 
MAGAZINES... 
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SHEET PACKINGS 
ANSWER 


THERE'S 


Ever have a packing failure? Then you don’t 
have to be told the high cost of unscheduled 
maintenance and interrupted service. Knowing 
the importance of tight, uniformly dependable 
seals, why not investigate the packings whose 
performance has identified them with better 
sealing—-LONGER . . . Belmont’s scientifically 
formulated and controlled sheet packings. 
Standard items are offered in sheets or rolls 

. compressed asbestos, asbestos metallic, rub- 
ber sheets in all durometer hardnesses including 
natural rubber and oil resistant synthetics, cloth 
inserted, vegetable fibre and a variety of other 
materials and combinations. Belmont Sheet 
Packings and Gasket Cutters are sold nationally 
through distributors. Call yours for service or, 
where technical assistance is required, write 
direct. 

Catalog #40 Available 

@eeeeereeoeoeoeocuT YOUR 


OWN GASKETS 
WITH BELMONT GASKET CUTTER 


A portable tool for cutting 
1%" dia. to 19° dia. circular 
gaskets from all kinds of soft 
sheet packings. Rigid and 
simple to operate. Larger 
sizes only requires cutter bor 
replacement 


“BELMONT 


PACKING and RUBBER CO. 
Butler and Sepviva Streets 
Philadelphia 37, Pa. 
es 
A BELMONT PACKING 


INDUSTRIAL DISTRIBUTION 


FOR EVERY SERVICE 


William B. Sherman 


Named Sales Manager 
For Wahlstrom-Float 


William B. Sherman has been ap 
pointed sales manager of the Wahl- 
strom-Float Lock department of Amer- 
ican Machine & Foundry Co.’s gen- 
eral products division. Formerly as- 
sistant manager of commercial re- 
search, Mr. Sherman will manage sales 
of chucks, tapper attachments, drill 
presses and band saw vises. Charles 
Wiedmann, formerly sales manager 
of chucks and tapper attachments, will 
assist him. 


Three Join Sales Force 
At Federated Metals 


Federated Metals Division, Ameri 
can Smelting & Refining Co., has 
made three additions to its sales force. 

Alfred L. Lee has been appointed to 
sell in the Philadelphia, South Jersey, 
and Eastern Pennsylvania areas. Ed- 
ward R. Bergin has been named repre- 
sentative in metropolitan New York. 
Alfred Blackstone is the new repre- 
sentative for the Carolinas, Eastern 
Georgia, and all but the extreme west- 
ern part of Florida. 


Rockwell Names Owen 
Advertising Manager 


Samuel P. Owen has been appointed 
advertising manager of Rockwell 
Tools, Inc., Columbus, Ohio. This 
firm was recently acquired by the 
Rockwell Manufacturing Co. to aug- 
ment their Delta Power Tool Division. 

Mr. Owen was formerly assistant 
advertising manager of Skilsaw, Inc.; 
and pnior to his new appointment 
served with a Chicago advertising 
agency 





SIMONDS 


ABRASIVE CO. 
— 


 ——<»e, 


Grinding Wheels 


SIMONDS ABRASIVE CO 


PHILADELPHIA 37 


Production troubles ‘‘took off’”” when 
the grinding department took on 
Simonds Abrasive Company wheels. 
No more bottlenecks. No pile-up of 
rejects. No backlog of DO’s clamor- 
ing to be filled. Why? Because there 
is a Simonds wheel right in grain 
and grade for every grinding job. 
You'll find the right answer to 
your grinding problems in Simonds 
Abrasive Company’s complete line, 
including grinding wheels of all 
shapes and sizes, mounted wheels 
and points, segments and abrasive 
grain... top quality products made 
by Simonds Abrasive Company, a 
major manufacturer of grinding 
wheels for almost 60 years. Send for 
free data book and name of your 
Simonds Distributor. 


PA BRANCH WAREHOUSES CHICAGO. DETROIT BOSTON 


DISTRIBUTORS IN PRINCIPAL CITIES 


( Advertisement } 


Remember When 
The ‘Bearcat’ 
Was The 
King of The Road? 


Remember the Stutz Bearcat and its 
contemporaries of the raccoon coat era 

. the Thomas Flyer, the Oakland, 
the Overland Ltd? Two steps up to 
the floor level . . . glittering brasswork 

. the windshield that folded down 
the middle and a body finish that 
dimmed as easily as an aging spin- 
ster’s hopes and took on scratches as 
impossible to efface as her wrinkles. 


But perhaps your memory more 
readily recalls the Packard, Cadillac 
er Rolls Royce . . . and there you 
REALLY had something in the way 
of finish perfection . . . beautiful, deep 
reflecting . . . the happy result of 12 
to 18 coats of enamel, each followed 
by a slow bake then a hand rub with 
pumice. This rub filled in the dimples 
and wore down the pimples until the 
coat had virtually disappeared from 
what was, at that time, the smoothest 
possible sheet steel 


Then along came lacquer and out 
went the necessity for the long slow 
bake. About the same time something 
new came into the steel world: the 
strip steel mill. Soon these mills were 
to be equipped with rolls of such sur- 
face perfection that, when transferred 
to the body sheets, gave every car 
the luxury-look of a Rolls Royce. 
This achievement opened up the way 
to the production of millions of 
superbly finished household items that 
testify to the ingenuity and richness 
of the American Way of Life. 


How does the roll get that surface 
perfection? From the grinding wheel, 
of course . . . the basic tool of mass 
production .. . and source of the per- 
fection, beauty and utility of the 
countless products of American 
industry. 


The advertisement shown here is 
typical of Simonds Abrasive Com- 
pany’s current campaign carrying 
9 million sales messages to users 
of Grinding Wheels and Abrasive 


Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Stee! Mills, Lock- 
port, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. 





products. 
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it$ POWERFUL... 


its a HEIN 








Alfred J. Eichler 


Walworth Co. Elects 
Chairman, President 


Phe Walworth Co., New York, has 
ccaman clected W B Holton, ir. former 
POINT UP company president, as chairman of the 

board. Alfred J. Eichler has been 
named president 
Mr. Holton, a director since 1925 
has been president since 1936. M1 
Kichler has been vice president in 
charge of sales for several vears 


MUST 





To Direct LVT Work 
Ingersoll Products Division of Borg 
Wamer Corp., Chicago, has ap 
pointed Captain EF. E. Roth, USN 
ret.) as director of engineering, LV 
ection, in the Kalamazoo, Mich., 
works. Tle will supervise development 


new-tvpe amphibian vehicles for 
Navi 





HEIN-WERNER HYDRAULIC JACKS 


... make lifting and pushing jobs easier! 


These jacks are versatile industrial performers 
hes re fast easy ind safe to operate 
They can be used to move, lift or push 
machiners, equipment or stock bins Also 


ean 
be used for pulling gears 


ind pinions, bending 


bin-Werner pipe, and pressing bushings 
peroRAULIL JALNS, aeaus scalar. tees aie aes 


Push and Pull” Hydrauhe Jacks of 4, 10 and RIGHT ARM to the pl 
O-tons capacity 


Reilly Bros. & Raub, Lar ter 
WRITE US FOR DETAILS 2g Raub — 


ecretary her H. Herr 
HEIN-WERNER CORPORATION - WAUKESHA, WIS. helps with pricing 
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Dial Thermometer, mercury - Industrial Thermom- 
actuated, with stainless ca- eter, mercury filled, 
pillary and bulb. straight form. 





WILL THEY STAY HONEST WHEN THE HEAT’S ON? 





Rigid quality control and thorough testing of every 
USG Thermometer under actual operating condi- 
tions say they will! 
; Dial Thermom- Industrial Ther- 


So does the fact that USG sells no makeshifts. eter with hat meester of tia 48" 


Regardless of your process or application, there’s tom-connected Recline Form. There 
a USG Thermometer that suits it precisely. You rigid stem, one are many other 
may choose Industrial Types in all sizes, and of many USG standard 
mounting forms with standard or protected stems types available. forms, 
—or Dial Types in a variety of sizes, case styles, 
mountings, ranges and connections. All USG 


Thermometers—gas, mercury, or vapor-actuated— 


are built to the same high quality standards as UNITED STATES GAUGE 


USG Pressure Gauges! 


If you’re interested in typical applications of = --------—----— 

United States Gauge 

Division of American Machine and Metals, Inc. 
Sellersville, Pa. 

Gentlemen: We ore interested in USG [[] Industrial 
Thermometers; [_] Dial Thermometers. []Please send us 
your catalog. [[] Have your man call. No obligation, 


| 
| 
| 
| 
| 
| 
1 of course. 
| 
| 
| 
| 
| 
’ 


commercial and approved Navy Standards, di- 
mensional information and the use of bushings, 
flanges, sockets and special tubing, send for Cat- 
alogs 100 and 200. 





Nome 





Special thermometers for dough testing, milk 
testing, fuel gas, candy, solder baths, varnish, 
canning, vulcanizing and other unusual processes. 


Compony 





Address. 











City. 
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_ Distributors Confer 
At Biloxi Meeting 


(Report starts on page 86) 


Cif METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications 
Many exclusive design features 
Single and two speed models 
Capacities: % to 5 tons 





Industrial buyers and production executives listen when you talk 

CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders here are four “stock” items that move. 














Cif CYCLONE 


. 
Cl COMET 


Cif PULLER 


Model M high speed chain 
hoist. Light, easy to handle 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: ¥% to 1 ton. 


Lifts and pulls at any angle. A 
safe, easy operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac 
ities: % 14, 3 and 6 tons. 


there is any question in your mind as to the efficiency and 
economy of your present materials handling methods then 


CHISHOLM-MOORE 


HOIST CORPORATION 


umbus or 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES 


New York, Chicago and Cleveland 
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Distributors Everywhere 


1952 


THREE PRESIDENTS made _intro- 
ductory remarks at the meeting for 
members, manufacturers and guests 
From top to bottom, Walker L. Well 
ford, Jr., president of the Southern 
Industrial Dhistributors Association; 
Wm. A. Haseltine, head of the Na- 
tional Industrial Distributors Associa 
tion; and Ralph M. Johnson, president 
of American Supply and Machinery 
Manufacturers Association 


(Continued on page 25 





He used his head 


instead of his back! 


Ae mt 
he 


~ 
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/ 
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Steel pipe snow melting systems 
enhance property values, too! 





The most envied man in any block, a few years ago, might have been 
the one with a new post-war car in his garage . . . or a television antennae 
on his chimney. But during the last “big snow’’, thousands of weary 
shovel wielders would have voted the foresighted owner of a snow melting 
system just about the luckiest ‘‘man of the year.” 

The complete passing of the snow shovel may still be years away but, 
more and more, home owners are installing hot water snow melting 
systems to keep sidewalks, driveways, steps and service areas free of snow 
and ice all winter long. For these systems steel pipe is naturally first choice! 

The durability, adaptability and relative economy of steel pipe helps to 
put this “automatic snow remover’’ within the reach of thousands of 


home owners—less than the cost of an aching back and stiff muscles, or With « driveway now melting eystem the fom- 
. . : ily car is always instantly available for pleas 
the continued inconvenience of a snow-bound car. ure, business, or emergeacy use. Stee! pipe 
Yes, snow melting is definitely ‘coming into its own’, and remember, = #9 ™elting keeps Americans mobile! 
the property with it always will be a preferred value. 


Write for a copy. A free 48-page color booklet “Radiant Panel Heating with Steel Pipe” 
Lreed Page COMMITTEE ON STEEL PIPE RESEARCH 


‘ . \ R AMERICAN IRON AND STEEL INSTITUTE 
1S TUS LNCE, 350 Fifth Avenue, New York 1, N.Y. 
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Prominent Speakers 
Address Meeting 


Report starts on p 





These Car Movers 

Assure Quick 
FREIGHT 

MOVEMENT 


®@ Quick movement of freight is impor 
tant today because existing freight 
cars must do double duty. Your cus 
tomers who ship and receive freight 
will appreciate the aid Badger Car 


Movers can give them. Three types 


cover all needs. Investigate the good 


sales possibilities now—we sell only 


thru authorized distributors ADVANCE Slip- proof Safety Spurs 


SPURS are another profitable item — many Car 
Movers now in use need replacements — our 


ADVANCE Safety Stipproof Spurs fit ALL makes 
of Car Mover 


MOVER 








Quick, Expert Service on RCA sae | 


,ins in stock for quick — 
i's largest distributor inventory of 
pote pede of all types We special- 


ALLIED mainti 


yose tubes 5 
cK _—, ae A the needs of industrié <" ae 
e in su sers. TO 
ALL TYPES In $T0 yet governme ntal and other oe or write to 
@ Vacuum Power time, effort and money” Pian ickly from the 
< neeas ¢ _ 
° — 6 Rect wanes aot . - = Ae a lectronic SUP yply source. 
@ Vacuum as. compk oe 
@ Ignitrons atalo 
@ Cold-Cathode See Your 1952 ALLIED C g 
@ Phototubes Refer to your aLLiep Catalog for 
efe 8, 
e Oscillograph — alle rt ectronic supplie ts a 
@ Camera Tubes tubes, test instrumen Baas 
@ Monoscopes sudio amphifi ~~ ie veld i's largest 
@ Special Types available from the our FREE 
” stocks. Write today, or y52-p0ee + . 
Interchangeability copy of the compete © > SECRETARY H. R. Rinehart, Indu 
Directory ALLIED Catalog. - trial Distributors’ Servi Committ 
Vv iuable guide to selection of FREE! Send for it now . spoke on “Washington and the Indu 
© ; 
lace- tl Distributor top Jaime \ 
oper RCA tube type rep’ t 
rrents. Lists 1600 tube types: ALLIED RADIO cott, (Morse Twist Dnll & Machin 
ments RCA Guide 1-C-2, Chicage 7, mW. , . the Sout : 
Write tor FREE 833 W. Jackson Bivd., Oept.6 discussed — the outhern mark 
No. 37-046. from the New Englander’s viewpoint 
William H. Gove (Minnesota Mining 
; & Mfg. Co bottom) told how to 
Everything in Electronics from ONE Source 


Serve and Sell 


Continued on page 254 
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MAUREY wow orrers pistripurors 


A COMPLETE V-DRIVE SERVICE 
WITH SIX VITAL ADVANTAGES 


MULTIPLE 


V-DRIVES 1, A COMPLETE LINE... 


In addition to the complete FHP V-Drive 
line Maurey now offers a complete Multi-V- 
Drive line to meet every V-drive need from 
fractional to 600 horsepower . . . PLUS facili- 
ties to produce non-stock sheaves for any 
commercial requirements. 


mal ow SS 2. A QUALITY LINE... 


Maurey V-Drives are precision built to meet 
a SHEAVES “4 exacting OEM standards and are backed by 


in complete stocks for the Maurey Quality Guarantee. 


pe. yeadlcanpeas 3. FUL-GRIP "Q-D” SHEAVES... 
STANDARD CAST IRON With rim and hub mated in a perfect cone fit they grip the shaft 
SHEAVES for A, B, C and over their entire length to assure a full, positive press-fit grip. Easy 
D Section to put on, easy to take off, always tight on the shaft. 
1 
VBELTS in all 4. MOR-GRIP V-BELTS... 
$ Built for long life by one of the world’s largest rubber manufac- 
in A, B,C, D turers. Full sidewall contact assures maximum pull power. 
MOR-GRIP combines stamina, flexibility and low stretch assur- 
ing long service life. 


5. SERVICE FROM COMPLETE STOCKS... 
For FHP V-DRIVES . . . Cast Iron Single and Two Groove, 
Pressed Steel, and Variable Pitch V-Pulleys, bored-to-suit and 
bushed type, MOR-GRIP FHP V-Belts. 1,736 V-Pulley sizes 
and 190 V-Belt sizes carried in stock, a size for every need. 
For MULTI V-DRIVES . . . 740 FUL-GRIP Q-D Sheave sizes 
available in A, B,C and D sections. 133 MOR-GRIP Multi-V- 
Belt sizes stocked in A, B, C, D and E sections from 26” to 360" 
long, available from stock. %2 HP to 600 HP... a size for 
every need ... PLUS a Maurey service-minded personnel 
geared to give fast and prompt service. 


6G, A PRACTICAL, WORKABLE DISTRIBUTOR POLICY... 
That guarantees fair treatment, protection and factory sup- 
port to authorized Maurey Distributors and assures perma- A Complete Line of 


nent, friendly and profitable distributor-manufacturer ae V-DRIVES 


relations. 


PROFITABLE TRADING AREAS OPEN — WRITE FOR HQ Cast Iron 
DETAILS ON THE MAUREY V-DRIVE FRANCHISE Pulleys . 


Write for Bulletin No. MVD-1000 
describing Maurey Multi V-Drives 


& Al i 7 MANUFACTURING CORPORATION 
2915 SOUTH WABASH AVENUE, CHICAGO 16, ILLINOIS 
a seen V-Pulleys 





ing Industry Since 191 
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KESTER 
Flrux-Core 
SOLDER 


SO SIMPLE to leave your soldering 


troubles to Kester 


WIE) ddd dddd da 


Kester alone can provide that 
engineered Flux-Core Solder so essential 


to efhicient Operation, 


This ts possible because only Kester possesses that necessary flexibility 
of flux control (different core sizes), just the right amount of flux 


needed, in the many diameters that range from .009" to “%-inch 


Technical Laboratories and Field Engineering Service adapt these 


teatures to specific requirements 


KESTER SOLDER COMPANY 
4214 Wrightwood Ave., Chicago 39 


Brantford, Canada 


KESTER 
SOLDER 


Nework 5, New Jersey + 
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Reports To 
the Association 


(Report starts on page 86) 





FRAINING FILMS were discussed by 


Lloyd B. Mize, Mize Supply Co 
and Partners in 
Profits” was the 


top) 
Advertising and 
topic of C. McD 
England, Jr., Logan Hardware & Sup 
ply Co. Harvey Conover (bottom), 
(Conover-Mast Publications) showed 
the slide film ‘Partners in Productivity 
and Progress.” 

Continued on page 256) 





MOUNTED WHEELS 


“XL” 


First— Foremost—and 
Finest! The fastest 
turnover and the big- 
gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments .. . low stock 
investment higher 
profit margins. 


BOND WHEELS 


Areal Chicago Wheel 
exclusive this new 
“XL” Bond for car- 
bide tool and cutter 
grinding. Nothing 
like it on the market 


age. All popular sizes 
and steel backs. 


DISTRIBUTORS WHO Know SAY .-«- 


CHICAGO WHEEL 


jaa leach ofa Dede 


Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that year-in year-out, it’s the top abrasive specialty line 
for him. His profit margin is larger and fully protected, and he’s never 
stuck with stock obsolescence or slow turnover. The Chicago Wheel 
line, moreover, is non-competitive on many items. And it’s backed by 
hard-hitting, consistent national advertising, helping to boost the fast- 
est growing company in the abrasive industry. If you are not satisfied 
with your present connection . .. if you want to get aboard a real money- 
maker . . . don’t delay . . . find out today why CHICAGO WHEEL is a 


Peach of a Deal! 


GRINDING WHEELS 


Wide range of sizes, 
shapes and specifica- 
tions for every portable 
tool operation. The 
outstanding line from 
both quality and profit 
factors. Exclusive 

“79E" Bond Wheels 
for faster production 


CUT-OFF WHEELS 


Longer-lasting, stronger, 
more efhcient wheels that 
cut anything. Complete 
range of sizes and shapes to 
meet every demand. Bonus 
selling feature is 10% 
greater cutting efficiency 

a competitive advantage 
available only with Chicago 
Cut-Off Wheels. 


CHICAGO WHEEL 
RYol (Se daclulelilele Vick 


Literature, engineering dota, practical 


INTERNAL WHEELS 


Vital to today's urgent 
production requires 
ments... a real leadef 
in the field. Better bale 
anced to give beter 
finishes. Available ia 
all popular sizes for 
every 1.D. application, 


HANDEE TOOLS 
OF 1001 USES 


Top quality hand tools 
for shop and home use. 
Nationally advertised 
nationally known. Wide 
range of models . . . plus 
more than 500 matched 
accessories for steady, 
repeat business. 


CHICAGO 





grinding information — everything you 

need to do a better selling job is yours 

with the Chicago Wheel line. Write to- & g Oo 
. . 


day for complete details 


Dept. ID, 1101 West Monroe Street * Chicago 7, Illinois 
Offices in Principal industrial Centers 
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Sales Management 
Forum 


Report starts on page 86 





.-You'll want Precision-Engineered 


UNIVERSAL METAL HOSE 


There are many types and sizes of UMH 
UMH each engineered to a Seamless Flexible Tubing 
purpose. UMM gives you the most 


H 
efficient, airtight, fluid-tight con UM 


Interlocked High-Pressure Hose 
veyance possible for gases, liquids 


k solids at elevated pres UMK 
and temperatures interlocked Exhaust and 
ecause of advanced engi Blower Tubing 


lesign, UMH Flexible Metal 
Un 


rugged and highl 
shad 9™Y  Square-Locked Low-Pressure Tubing 


ting heot, pressure, 


es 
ynstant vibration ae 
" 
yur load tell ste | Remember most 


UMH Metal Hese 
ere still available 
lot of help from our engineers, and Send us your re 
the exact hose required from the viremen and ash 
specialized UMH Line AVAILABLE for y 
NOW referen 


UNIVERSAL METAL HOSE CO. 


2163 SOUTH KEDZIE AVE CHICAGO 23, Itt 


you'll get o 











ARMST 


GEAR and 





improved 
easy to set 
the harder Il the tighter 
the grip. 
zes — 2-arm, 
and special 
STEELGRIP 
forged arm : 
screws as CHAINGRIP 
Universal P f/m that reach to 
considerabl ances from 
end of sha 


Write BrForoiog 





4. PROVEN (Porter Cable Ma 
chine Co.) (top) presided at the Friday 
moming forum, which included re 
marks by Joseph Bertotti (Carboloy 


- 39 Co., Inc.) on “Distributors Sales Meet 
ARMSTRONG-BRAY & CO. sngs.” LW. Jander (Henry Disston & 
5356 NORTHWEST HIGHWAY aS akc 


ficient Use of Advertising 


CHICAGO 30, U.S.A. Continued on page 258 
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AMERICAN 


STOCK GEARS 


quickly available 
for all 
industrial needs! 


It pays to sell American Stock Gears wherever you can. 
Investigate and you'll find that instead of having to 
go to the added time and expense of ordering special 
gears, that your customers’ needs can be filled from 

the American line. 

American is a complete stock gear line. Manu- 
factured by Perfection—oa veteran of 30 years in the 
gear business—these gears are made to the most 
precise standards, from the highest quality materials. 
This popular line includes brass, bronze, steel, 
semi-steel, cast iron, and non-metallic gears in a 
range of 48 to 3 diametral pitch. 

Write for complete details on obtaining a fully protected fran- 


chise for the distribution of this profitable stock geor line. Your 
inquiry is respectfully solicited and will be treated confidentially 


The American Stock Gear line includes... 


Spur Geers Spiral Gears Worm Gears Ratchets and Paw!ls 
Bross, Steel, Steel, Bronze Bronze, Cast Iron Bross, Steel 
Cast Iron, Bronze, 
Non-metallic pring al ——— Universal Joints 
Racks Cast Iron | Hub 
Steel, Brass Bevel Geors — ee 
Internal Geors Brass, Stee! Bronze, Steel, Other Power Transmis- 
Bross, Cast Iron Cast tron Cast tron sion Supply items 


AV TTB VINA ETUM ...pivision . Perrccrion GEAR cO., Hervey, ti 
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Seventh of a Series 


Sales Meeting Panel 


(Report starts on page 86) 





on a fitting is our 


Guarantee-your safeguard 


Kuhns fittings have carried the trade-mark 
“K” ever since the business was established 
in 1887. In fact, Kuhns fittings were the very 
first to be identified by a trade-mark, 

With the passage of the years, and with 
millions of “K” Fittings proving their worth 
in actual service, “K” has become a symbol 
of quality. That long and commendable 
background, therefore, imposes upon us the 
obligation to maintain that high quality 
standard. 

In using “K” Fittings, you are well forti- 
fied against installation and service troubles. 
The precision machining of “K” Fittings 
assures convenient make-up, tight joints, and 
symmetrical runs. Scientific metallurgical 
control, skillful molding, and critical inspec- 
tion assure fittings without sand holes, cold 
checks, uneven walls, or other imperfections, 

These facts are verified by the experience 
of contractors everywhere. That's why the 
usage of “K” Fittings is continually growing. 

We are urging buyers to order fittings from 
suppliers who handle the “K” line. It will 
pay you to tie-in with our industrial adver- 
tising program. 


ON PANEL for distributors were John 

THE KUHNS BROTHERS COMPANY C. Dye, ByeBarher” Supply Co. 
\tlanta, and Joe W. Pitts, Brown- 

Roberts Hardware, Alexandria, La. On 

Dayton 1, Ohio the panel for manufacturers were E. H. 

Established 1887 Meibever (Lufkin Rule Co.) and Fred 

C. Emerson (Spartan Saw Works, Inc.) 


CAST-IRON FITTINGS © 3,000 Shapes and Sizes (Continued on page 260) 
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and thata Important! 


@ The great diversity of types, sizes, capacities, heads, 
mountings, and power drives in the complete Deming line is 
a definite advantage to the Distributor’s Salesman. 


The complete Deming line helps to pinpoint the proper pump 
to the job conditions. That means customer satisfaction. 








This power of selection increases pumping efficiency and 
reduces costs in comparison with applications of pumps made 
on a hit-or-miss basis of “compromise” or “expediency.” 


Another important advantage for Distributors’ Salesmen are 
the “Pump Schools” conducted for them at the Deming factory. 


Still another advantage is the unusually complete catalog data 
on Deming Pumps, compiled to assist Distributors’ Salesmen 
in their contacts with customers. 


Add up all the advantages .. . DEMING is a “natural” for 
Distributors’ Salesmen. 


THE DEMING COMPANY 


S11 BROADWAY * + SALEM, OHIO 
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that you can 
' mark with! 


METALS 
woopD 
GLASS 
RUBBER 
LEATHER 


PAINTMARX 


The modern marker that marks as 
clearly and permanently as paint 
any surface that takes paint 

with the ease of a pencil! The marks 
are long lasting and weatherproof! 
Paintmarx is always ready for use 
No drying out—no running of color 
Sticks do not get crusty at the tip 


Discard the brush and paint bucket 

Use this modern Stick of Paint! 

Send for FREE industrial Crayon Guide 
Dept. ML-62 


the || \MERICAN CRAYON company ( 





Advertising Panel 


rt starts on page 56 





the man 
Shel ! 
un C.reen 


\ Bellows 
S. Starrett ¢ 


don Ma ( 
The | 
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EMBURY 


The Lantern with the 
Lighthouse Lens 


No. 40R ; 
Traffic-Card / 


. flame magnified into 
far-reaching safety beam. 


Write: EMBURY MANUFACTURING CO 
uS A 


WARSAW NEW YORK 


EMBUR 


LANTERNS & TORCHES 


itty 
il 
Te et 
€ “ee 











Back into service 
with greatest speed 


The key to the 
power and speed 
of ATLAS CAR 
MOVERS is the 
“compound lever- 
age 


CAR 
MOVERS 


ATLA 


Railroads are handling a volume of traffic 
which dwarfs anything in the history of 
transportation. In this job there is sur- 
passing cooperation of shippers and re- 
ceivers of freight in keeping freight cars 
on the move. 


The job of getting ATLAS CAR MOVERS in 
the hands of these shippers and receivers 
of freight is an important one as well as 
a profitable one for distributors. The more 
ATLAS CAR MOVERS in use the faster 
cars are unloaded and empties returned. 
Now is the time to sell them. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1533 No. 6th St. Milwaukee, Wis. 











The ‘Under cover’ Story 


that makes money for you— 
saves money for your customers 


New Dual V-Belt 
Drive 


. Cut, Rip and Score 
Wood, Brick, Tile 
10 Times Faster Than By Hand 


Under the cover’ of the aluminum stamping of the saw 
is the Dual V-Belt, the cushion-action drive, . . . the story 
behind Syntron Saw efficiency. 

The cushion-action of the New Dual V-Belt Drive allows 
for full load 6000 RPM blade speed and assures velvet-smooth 
operation with surplus power for faster, cleaner cutting. Make 
short work of those construction, maintenance and production 
jobs. 

This smooth, vibrationless, Dual V-Belt Drive protects the 
motor from shocks—eliminates gears and gear boxes, and oil 
and grease leakage that spoils clean wood—in this radically 
improved saw design. 

Here is the heavy-duty Syntron Saw for professional use. 
Here is the saw to sell to your customers for cutting job time 
and cests 


For YOUR customers . . . the Syntron New Portable 
Electric Saw and Dependable Electric Hammers that 
feature ‘Under the Cover’ time and cost cutting selling 
points. Here’s something New to Sell with Extra Sales 
Appeal. Here is a pair of maintenance, production and 
construction tools built for hard service with value fea- 
tures of outstanding quality. 


Only One Moving Part 
—The Piston 


Drill, Cut and Chip 
Thru Concrete and Masonry 
10 Times Faster Than By Hand 


‘Under the cover’ of the barrel of the hammer is the piston, 
the only working part, . . . the story behind Syntron Hammer 
dependability. 

The dependable performance of the electromagnetic design 
that has only one working part, the piston, provides continu- 
ous work right thru the toughest jobs without breakdown or 
time out. They are built to take it on job after job—yet light 
and easy to handle. 

Bring production speed to those maintenance and installa- 
tion jobs. Syntron Hammers and Hammer Drills—producing 
3600 powerful blows per minute—save minutes and hours of 
valuable manpower. 

Seven different models—all small in size yet big in power. 
Tell how ‘One Syntron Hammer will do the work of many 
men’... and sell your customers. 


Write for full details 
Ask about dealer proposition 


SYNTRON COMPANY 


900 Lexington Ave., Homer City, Pa. 
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on nearby shelves 
of industrial supply distributors 


David C. Hamilton 


Hamilton Heads District 
For Duff-Norton Mfg. Co. 


David C. Hamilton of Odessa, 
Texas has been appointed Southwest 
district sales manager for The Duff- 
Norton Manufacturing Co., Pitts- 
burgh. He will direct sales activities 
in the oil fields, in the refineries and 
in the general industrial field for Duff- 
Norton. 

Formerly associated with Otis 
Equipment Co., Mr. Hamilton will 
have his headquarters in Odessa. He 
attended Southern Methodist Univer- 
sity and is a graduate of the Univer- 
sity of Houston. 


Aetna Names Sales Engineer 


The Aetna-Standard Engineering 
Co., Pittsburg, Pa., has appointed 
A. H. Stromeier sales engineer for its 
tubular division. Mr. Stromeier was 
previously designer, proposal, and 
project engineer. 








BAY STATE TAP & DIE CO. * MANSFIELD, MASS. 
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NEW PBX system at The Henry 
Walke Co., Charlotte, N. C. is oper- 
ated by Sarah Martin in new recep 
tion room 





,}ONE AMERICAN SALE LEADS TO 





When you sell American—you sell the first link in a 
c-h-a-i-n of sales . . . because one sale leads logically to another 
and another. For example, a customer needs a Speed Reducer, you 
have the best—in American—and you also have the Wedg-Tite Sheaves, 
the Wedgbelts, and the Econ-O-Matic Motor Base, the complete set-up 
to sell—and all American. If he needs an adjustable Speed Sheave 
you also sell him the proper Companion Sheave and the right 
Wedgbelts . . . again it’s all American. And so the sales go. 
Conveyor Pulleys team logically with Backstops, Steel 
Split Pulleys with Shaft Hangers... and they’re all 
American because American has the complete 
line of Power Transmission Products. 


To help you sell more, and more 

easily, American is backing your efforts 

with direct mail, direct sales aids, a 

distributor sales training program 

and a hard-hitting advertising campaign in 

national trade magazines. Look for American Advertising in 
these and other publications: MriLt & Factory, INDUSTRIAL 
EQUIPMENT News, NEw EQUIPMENT DIGEsT, MACHINE DESIGN, 
DEsIGN NEws, TEXTILE WorRLD, Foop ENGINEERING, 

Rock Propucts, and ENGINEERING & MINING JOURNAL. Tie in 
your local promotion with American’s National campaign for bigger 
ALL AMERICAN sales and profits. Ask your American 

Sales Representative about it or write for details to 

The American Pulley Company, 4215 Wissahickon Ave., 
Philadelphia 29, Pennsylvania. 





PULLEY COMPANY 
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Where your 
customers 
handle 

BULK MATERIALS 


HERE ARE 


FOR YOU 


® Sell from the 
Catalog for 
Drop Shipment 


® Good Profit Spread 


S-A SPRING-TYPE 
CONVEYOR BELT CLEANER 


ur customer 

leans, wipes 

ear on expensive 

f any size con 

Hed by plant per 
etin 651 


S-A “TWISTITE 
DOUBLE CLOSURE BIN VALVE 
= 


lump or fine 
Dust-tight 


e when o 
seal 
© gaskets, pack 
ing of sliding jo: 
W rite for Bulletir 


WRITE TODAY FOR FULL DETAILS 
PRICES AND DISCOUNTS 


ae 
STANDARD PRODUCTS DIVISION 


STEPHENS = ADAMSON 


MIG. CO 


88 Ridgeway Avenue, Avrora, Iilinois 
Los Angeles, Colifornia Belleville, Ontario 
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S. L. Johnson 


Johnson To Head 
3M_) Division 
S. L. Johnson has been appointed 
manager of the New Methods Devel 
opment division of the “3M” coated 
ibrasives division of Minnesota Min 
ing & Manufacturing Co., St. Paul 
Niinn 
Nr 


in developing 


will direct the division 
machinery and 


Johnson 
new 
techniques for conditioning 
ind alloy steels, and in developing im 


carbon 


proved methods for grinding and fin 
hing other metal 


1 
To Head Borg-Warner Sales 
Fred Hl. Kroeger 


ik manager m 


has been named 


cha gC rt powc 

ind devices for the Marvel 
products division of Borg- 
Corp., Chicago. He 


1 sales executive for Bendix 


ITARC 
Scheblet 
was 





NEW PLANT of Centric Clutch Cx 
Woodbridge, N. J., is now in produc 

des four times floor 
h tw th 


tion. It prov 


t 
f old quarters 


spa 


t 


yperating for 
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ECONOMY 
PRODUCTS 


ALWAYS READY FOR DELIVERY 
FROM STOCK 


We carry the largest stock of Machine Screw 
size Headless Set Screws in the middie west 
They are made of flat, cone, or dog point to 
your order in brass, monel, stainless steel, or 
bronze Rod, also as ordered. For production 
economies and for stepping up efficiency sell 
the Economy line of Screw Machine Products 

Hollow Set Screws—Socket Head Cap 
Screws—Headless Set Screws—Stripper Bolts— 
Wrenches 


ECONOMY MACHINE PRODUCTS CO. 


5217 Lawrence Ave. Chicago 30 


ae 
\ 





W. A. WHITNEY 


PUNCH KIT 











Handy for shipping 
4-B Punches 


This punch kit is useful in the shop 
or out on the job. The box holds 
the punch firmly in place so that 
it can’t be displaced in carrying. 
The kit contains—in addition to 
the 4-B Punch—o metal rack that 
holds 7 punches and dies. Made of 
heavy gauge steel with hinged 
cover finished in baked green 
enamel 


© Our new catalog gives inter- 
esting facts on this kit and on 
the complete line of W. A. 
Whitney Lever Punches 


W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL. 
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HEWITT-ROBINS INDUSTRIAL HOSE 
Reputation Holder 


Bolsters Customer Confidence: When you sell 
Hewitt-Robins Industrial Hose, you not only 
keep— but build —customer confidence. That’s 
a fact that has been proved since 1855. 


Just Look At These Records: 


Fire HOSE—A large fire department bought 15,000 
ft. of 244" Maltese Cross® Fire Hose in 1904. 
Many lengths are still in fire service today! And 
there has never been a reported failure of Maltese 
Cross Fire Hose at any fire. 


TANK TRUCK HOSE— Monarch® Tank Truck Hose 
on the cooling engines of large sea-going vessels 
has stood up under several round trips between 
Seattle and the Orient . . . it flexed about 5-million 
times per trip. 

INSULATION BLOWING HOSE —Ajax® Insulation 
Blowing Hose gave 18 months of hard usage be- 
fore being discarded. The most this user ever got 
from competitive hose was about 10 months. 





HEWITT-ROBINS 


L-P GAS HOSE— As one user reports, ‘““When we get 
into trouble, we always have to turn to Hewitt- 
Robins Propane Hose.” 


ACID HOSE— Monarch Acid Hose has conducted 
269,870 gals. of sodium chlorate for one large salt 
company. 


WELDING HOSE — Twin-Weld® is the only double- 


line welding hose on the approved list of one of 
the largest users in the country. 


SAND BLAST HOSE—The same lengths of Monarch 
Sand Blast Hose have been in service continuously 
for 12 years. 


These are typical qualities of the entire line 
of Hewitt-Robins Industrial Hose—a line cov- 
ering some 1,000 items. That’s why, if you 
want to build sales-—and hold your reputation 
—you ought to handle Hewitt-Robins Hose. 





INCORPORATED 


HEWITT RUBBER DIVISION 
240 Kensington Avenue, Buffalo 5, N. Y. 
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DARNELL CASTERS 


It you want maximum 
floor protection, econo- 


my and efficiency De- 
mand Darnell Dependa- 
hility...Made to give an 
extra long life of satis- 
factory service..... 


CORP. LTD. Long Besch 4, Calif. 


‘ w x 1 St, New York 13, N.Y. 
N. Clinton, Chicago 6, Ill. 
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Frank Peery 


Name Sales Engineer 


W. O. Barnes Co., Detroit, has ap- 
pointed Frank Peery as factory sales 
engineer in Toledo and Detroit. Mr. 
Peery, who has 8 years’ experience in 
industry and sales work, recently com- 
pleted an extensive training course at 
the Barnes plant. 


Allegheny Ludlum Steel 
Changes Division Name 


Allegheny Ludlum Steel Corp., 
Pittsburgh, Pa., has changed the name 
of its sintered carbide production and 
sales units from Carbide Alloys Di- 
vision to Carmet Division. Carmet is 
the trade name under which products 
of the division are marketed. 

The Carmet plant, a producer of 
tungsten and other sintered alloys, is 
now undergoing large-scale expansion. 





CORBET BOWERS, stock clerk at 
The Textile Mill Supply Co., Char 
lotte, N. C., checks through his grind 
ing wheels before placing an order 





HAVE THEM LOOK 


UNDER THE 


BLEIOP ” 


Be sure to show your customers the underside of a 
strand of Rex® TableTop® Chain. They'll see imme- 
diately the big reason for the tremendous success of 
this chain as a conveyor in bottling and canning 
plants. More than anything else, it is the amazingly 
sinple TableTop design that makes this chain such a 
perennial ‘‘best seller.”’ 

Here are the main selling points of this simple 
link and pin construction. 


I. Simplicity makes TableTop easy to clean and keep clean. 
No corners or "pockets"’ to catch and accumulate dust, dirt, 
or food particles. 


ms Design simplicity makes TableTop particularly easy to 
install. It fits right into your existing conventional tracks. It's 
easy to take apart and repair. 


3. Unique sprocket and simple joint mean wider bearing 
area .. . longer chain life. There's no load on pins when 
flexing over sprockets. 


4. With TableTop there are no rivets or attachments to work 
loose and wobble. Containers get a smooth, steady trip. 
Breakage is reduced. 


And remember, TableTop is just one of the com- 
plete Rex line of conveying chains. For heavy 
duty jobs there's the rugged Baldwin-Rex® Plate 
Top Chain and, where elimination of transfer 
points is desirable, the new Rex FlexTop Chain. 
For more information, write to Chain Belt Co., 
4622 W. Greenfield Ave., Milwaukee 1, Wis. 


Chain Belt company 


OF MILWAUKEE 


Atlanta ¢ Birmingham © Boston ¢ Buffalo * Chicago © Cincinnati ¢ Cleveland 
Dallas ¢ Denver © Detroit ¢ El Paso * Houston ¢ Indianapolis * Jacksonville 
Kansas City * Los Angeles ¢ Louisville * Midland, Texas * Milwaukee * Minneapolis 
New York © Philadelphia © Pittsburgh © Portland, Oregon ¢ Springfield, 
Mass. @ St. Louis ¢ Salt Lake City ¢ San Francisco ¢ Seattle ¢ Tulsa © Worcester 


Distributors located in principal cities in the United States and throughout the world 
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There is No 


DETOUR 
trom SAFETY 


when 


is on the Job 
DIETZ NIGHT WATCH LANTERN 


Release 
Straight- 
Pencil Beam of 


line 


great intensity, 
visible from all 
angles, nearby 
and at really 
great distances 
Exclusive fresnel 
globe and trip- 
lock release of 


chimney 


Suen 160 howe First in safety 


for safety first 
DIETZ RED GLOBE LANTERNS 


The 


most 


world's 
reliable, 
portable light 
Burn bright or 
dim long 
hours, to the last 
drop of Kero- 


sene, 


for 


regardless 
of weather con- 
Econom- 
Available 
request 
with stamped-in 
“name’ 


ditions 
ical 
upon 


to prove 
your ownership. 


DIETZ HIGHWAY TORCHES 


Made better, to 
serve better. 
Non-tip base. 
Leak proof, and 
weather proof. 
Burn for 30 
hours. Popularly 
priced and very 
economical, too. 


R.E. DIETZ COMPANY 
SYRACUSE 1, N.Y. 


GUTPUT DISTRIBUTED THROUGH THE JOBSING TRADE EXCLUSIVELY 
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B. T. COWHERD 


B. T. Cowherd New President 
Of Century Drill & Tool 


Ben I. Cowherd has been ap- 
pointed president of Century Dnll 
ind ‘Tool Works, subsidiary of Avild- 
en Tools & Machines, Inc., Chic igo. 

Mr. Cowherd has been vice 
dent and sale 


presi 
manager of the Century 
wks for > yCar 
» the ti 


5 He was previously 
ind rubber industry for 20 


Accurate Tape Appoints 
New England Salesman 


Charles E. Scholl has been ap 
pointed New England sales represen- 
tative of the Accurate Manufacturing 
Co. of Garfield, N. J 

Mr. Scholl's sales territory will m- 
clude all six New England states and 
will represent the company on the 
entire line. He will make his head- 
quarters at 952 Main St., Bridgeport, 
Conn 





CONFERRING in the offices of Bar 
rett-Christie Co., Chicago, are General 
Manager Earl O’Daniel and Roy Han 
sen, purchasing agent 
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ORANGEVILLE... 
TRUCKS 








‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 
types. 


Designed for high quality and long service, 
Orangeville offers all types for factory and 
warehouse a and s trucks built 
to order. ustrated for all- 
round industrial and store use are typical 
of the many available from Orangeville. 


Distributors 
Your inquiries and orders will receive 
prompt attention. Be sure you have our 
complete catalog in your files for ready 
reference. 
ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA. Since 1879 

















PROFIT BY THIS FULL LINE 
OF WELDING PLATES 


* 
Your customers appreciate the easy density inspec- 
tion and protection against breakage as offered by 
Selistrom Welding Plates individually packed in 
peep hole’’ inspection packages, each plate com 
prising the welding plate, a gasket and the cover 
plate. All welding pilates are electronica! graded 
for densities 2 to 16. Here are the welding plates 
to stock for repeat selling 


“Sel-XX""—Super quality. Meets all Federal Speci- 

fications Made from optical bianks. As near 

perfect as humanly possible. 

*Excelotite’’ 
ied 


Meets all commercial needs. 
fully grac 


Care- 


“Two-Piece Excololite”’ Same as Excelolite, two 
pieces 2” x 2-3/3 carefully matched, make one 
complete 2” x 4-3/16" plate 


“Tufweld’’"—A piece of clear plastic firmly pressed 
between two welding plates to make one laminated 
plate. Can temporarily be used even after one 
piece is cracked 


i-Biue’’—Briogs out white portion of 
Cobalt Blue"’—FBrings out red portion of flame. 


“Green Glass’’--Recommended where only a small 
amount of Infra Red is encountered. 


“Ruby Glass’’—Recommended where red color helps 
to determine the outline of the work. 

“Sel-Safe Laminated’’—Piece of clear plastic 
laminated between two thin pieces of glass to make 
a complete welding plate. 
*“Sel-Hard"--Hardened to 
Meets drop ball specifications 
Cover og 
from 3¢ to 


meet severe blows. 


Available in large variety to sell at 
each 


Selistrom Goggle Welding and Industrial Lenses 
for every possible need. 


If you are not already handling these Welding 
Plates and Goggle Lenses, let us mail 
sortment for inspection 

yur own office, at your own con’ 
vinee you that Selistrom plates and lenses 
render 100% satisfactory service to your customers. 


SELLSTROM 
MANUFACTURING COMPANY 


Let Selistrom Safeguard Your 
Welding Plate Profits 
662 North Aberdeen St. Chicago 22, Ill 











Sell the BUCKINGHAM Quality Line 


Buckingham’s nationally-advertised, high-quality products are strong sellers wher- 
ever shown. That’s because Buckingham equipment sells to all industries — every 
maintenance crew is a prospect! What’s more, Buckingham products tie-in easily 
with your other hand tool sales — earn quick extra profits. Attractive discounts to 
distributors. Write today for details and money-making sales proposition. 





Buckingham 
THREAD RESTORERS 


Restore flattened or rusted studs and bolts, pipes, 
threaded shafts. Quick and simple to use. Follow 
pitch of any left- or right-hand thread—SAE, 
ASME, pipe or tapered. Models easily adjustable 
to wide range of root diameters. 


Buckingham 
TOOL BAGS 


Made of high-grade, strongly stitched leather. Ad- 
justable shoulder strap. A good-sized, rugged tool 
kit for all kinds of repair and maintenance tools— 
ideal for electricians, mechanics, plumbers. Canvas 
bags also available. 


BUCKINGHAM MANUFACTURING CO., INC 
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Buckingham 
TOOL POUCHES 


Durable, long-wearing tool pouches for hanging on 
belt. Heavy leather with stitching and rivet con- 
struction. Thirteen different styles—economical 
and serviceable for every workman. 


a 
ee aia | 


Buckingham  —=—=aaalosseOSeseCOa 
“PROTECTO GRIPS” 


Tubular dielectric plastic grips, closed at outer 
end, for slipping on the handles of 6”, 7” and 8” 
pliers. Once on, they form an integral part of 
the pliers, providing insulation end better gripping 
surface. 





69-71 Travis Street 
e@ Binghamton, N. Y. 


WOULD DEMONSTRATE THOSE 


BUDA JACKS y 
SOMEWHERE ELSE. 


weer 7 tae“ 





Lincoln D. Hall 


Appointed District Head 
For Tube Turns, Inc. 


Lincoln D. Hall has been named 

r district manager in charge of the mid- 

Potts is one of our most successful Jack " Continent territory by Tube Turns, 
i Inc., Louisville, Ky. He succeeds 

Distributors. He discovered that Buda e\~. Robert S. Tyler, Jr., who resigned to 
Jacks sel] themselves on demonstra- \L-YW join the newly established Tyler-Daw 


son Supply Co., Tulsa, Okla 
tion. When his customers see the fast, Mr. Hall was previously West Coast 





smooth, easy lifting action built into as sales manager for Taylor Forge & Pipe 


W orks. 
Buda Jacks, Potts says the sale is made. 


The quickest and easiest way to 
pick up a steady Jack business is to Louis J. Coppola has been ap 


have a representative stock of Buda 5 TO 15 TONS pointed manager of government sales 
for the mechanical geods division, 


. U.S. Rubber Co., New York. He suc- 
Screw, Ratchet and Hydraulic Jacks ceeds George H. Pendleton, retiring 
on hand and be ready to demonstrate after 46 years’ service. 


the right jack for any job. Write for 
the new General Catalog No. 1515 
describing the complete line of Buda 
Jacks. The Buda Company, Harvey, 


Illinois. 
' > 
f E. A. PRITCHARD, inside salesman 


and engineering man at Matthews 

Stenderd Stenderd High P : . . : . 
Speed Morse Sales Co., Charlotte, N. C., 
.ne — - Arca quotes a conveyor belt drive to a cus 


tomer at the other end of the line 


To Head Contract Sales 





Ball Bearing 
Dounnal Dacks 
15 TO 50 TONS 
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in WIRE R 


OPE, too 


specialized use calls for 
the RIGHT KIND of muscle 


LOOK FOR 
THE YELLOW TRIANGLE 
ON THE REEL 


Tough, wiry muscles stand the Rocky Mountain Bighorn in good stead; give 
him the sure-footed agility he must have to survive on almost impassable heights. 

In wire rope, too, the right kind of muscle is mighty important... because 
different uses present different problems of wear and tear. Bending fatigue. 
Abrasion. Shock stress. Load strain. Each requires wire rope with the right 
construction and lay; the right grade of steel and size of wire to best withstand 
the destructive forces encountered. 

Complete quality control from ore to finished rope; long experience and 
specialized know-how—these are your assurance that in Wickwire Rope you 
always get the proper combination of physical properties for long-lasting, 
reliable service on your particular job. 

THE COLORADO FUEL & IRON CORPORATION — Abilene (Tex.) + Denver + Houston + Odessa (Tex.) * Phoenix © Solt Leke City + Tuhe 


THE CALIFORNIA WIRE CLOTH CORPORATION—Los Angeles + Ooklend  Portlend * Sen Francisco + Settle * Spokane 
WICKWIRE SPENCER STEEL DIVISION — Boston * Buffalo + Chattenooge + Chicago + Detroit + Emienton (Po.) + New York » Philedelphie 


WICKWIRE ROPE 


CF 
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PARKER’S POLICY... 


to More Pro 


A Short Cut 


in 


Parker Distributors not only 
handle America’s oldest and 
most popular line of vises... 
they also do business with a 
manufacturer whose estab- 
lished policies look to profit 
protection every step of the 
way. 

This is because Parker fol- 
lows a policy of selective dis- 
tribution and considers every 
Parker distributor a vitally 
important part of the Parker 
sales-service organization. 


Down through the years the 
soundness of this policy has 


fits 


the Long Run 


been proved repeatedly by the 
steady demand that Parker 
Vises have enjoyed from dis- 
tributors and consumersalike. 
The Charles Parker Company, 
Meriden, Connecticut. 


PARKER VISES 


America's First Vise Maker 


THE CHARACTER OF THE 


MANUFACTURER 


SHOWS IN THE PRODUCT 


We shall be pleased to quote pri 


mail literature on Har 


ces and 








@)) are 


arrisburg Steel 


CORPORATION 





HARRISBURG 


seamless steel! cylinders for stor- 
age and transportation of high 
pressure goses, made to 1.C.C 
Specifications. Both Domestic and 
Export types 


HARRISBURG 
Lite- Weight low-pressure cylinders 
for the liquefied petroleum gos 
industry, mode to 1.C.C. Speci- 
fication 4BA-240. 


HARRISBURG 


seamless steel pipe couplings, 
water well casing and merchant 
pipe couplings, manufactured to 
APA. and A.LS.I. Specifications. 


HARRISBURG 


drop forgings, mass-produced in 
many types and sizes for industry. 


HARRISBURG 


drop-forged steel pipe flanges, 
manufactured to A.S.A. Standards. 


risburg Products 


HI52-1 


HARRISBURG 


carbon dioxide liquefiers with 


the patented Harrisburg Closure 


PEMMSTiVAmiA 
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L. F. Miller 


L. F. Miller Elected 
Osborn Mfg. Director 

Leon F. Miller, vice president in 
charge of sales and engincenng of 
the Machine Division has been elected 
a director of The Osborn Manufactur 
ing Co., Cleveland 

Mr. Miller, a pioneer in foundry 
operation, celebrated his 23rd year 
with Osborn last month. He joimed 
the company in 1929 as a draftsman 
ifter having attended Case Institute 
of Technology in Cleveland 


Ingersoll Raises Kovalick 
W W Kovalick has been pro 


moted from chief cnginecr to pro 
duction manager of the Chicago plant 
of the Ingersoll Products Division of 
Borg-Warner Corp He succeeds 
J. W. Dean, resigned. H. T. Burke, 
formerly Chief Tool Engineer. will 
become Acting Chief Engineer 





HAND DRILL POINTERS on light 
pneumatic drill are shared by Sales 
Manager T. A. Stone and Salesman 
James W. Vaughn, Poe Hdwe. & Sup 
ply Co., Greenville, S.C 





GIVE YOUR CUSTOMERS THIS TIMELY SUGGESTION: 


COMBINE WORK OPERATIONS 
IMPROVE WORK QUALITY 


Brightboy will give your customers a new and refreshing concept 
of complete finishing—suggest additional time saving applications 
—increase profits. ]t’s the combination of abrasive and rubber that 
does it! 

Brightboy’s resilient rubber binder gently cushions the light 

abrasive. Abrasive and rubber work together in a unique action 
which simultaneously BURRS, CLEANS, FINISHES, POLISHES. 
These one-by-one finishing steps are often combined into a single 
operation! Time savings frequently amount to as much as fifty 
percent! 
AND MORE ADVANTAGES: Tell your customers about Bright- 
boy’s unusual, revealing surfacing action which enables them to 
obtain both conventional and special finishes—damaskeening, for 
example. Desired surfacing results are easily achieved by simple 
control of speed and/or pressure of the Brightboy wheels, rods or 
blocks in your machines, or by Brightboy sticks or tablets for 
manual operations. 

Brightboy is used for working products, parts, assemblies in light- 
weight and semi-precious metals, plastics, laminated materials, 
wood, glass. Also for the maintenance of machinery, tools, dies and 
mechanical equipment. 


A SALES “NATURAL”! seii Brightboy for a wide range 
of time-saving applications touched by conventional abro- 
sives. Sell it for use with other abrasives, too—it takes up 
where coarser abrasives leave off. Sell it in connection with 
drills and cutting tools, files, saws. 


INVITING DEALER PROPOSITION —Goop IN 


DUSTRIAL TERRITORIES AVAILABLE. Write us now for 
interesting particulars 





BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 
6th Ave. & No. 13th St. Newark 7, N. J. 


imerica’s Pioneer Manufacturers of Rubber-Bonded Abraswes 





RUBBER, in Erasers, has long 
been appreciated for its 
advantages of CLEANING 


TURN RUBBERS ADVANTAGES Ji 


INTO NEW 
ABRASIVE-FINISHING SAVINGS! 


‘ RUBBER, in shoe heels, has 
long been appreciated for 
its advantages of 
CUSHIONING 





HOW BRIGHTBOY SAVES PRODUCTION TIME 
Bridges the gap between the rough grind 
and the buff. Works to close tolerances; can 
be shaped to contour. Produces a wide va- 
riety of conventional and special finishes and 
patterns. 

Requires no before-use preparation or dress- 
ing; no skilled labor to handle it. 


A FEW OF MANY GENERAL USES: Removing 
light digs, tool and heat marks, Cleaning 
welded and soldered joints. Finishing dies 
and molds. Burring stampings, castings, 
machined parts, 


WHEELS, STICKS, 
RODS, BLOCKS 
for machine and 
manual operations 





FOR YOUR DEFENSE-W ORK CUSTOMERS; Tell them to inves- 


tigate at 
—— 


Brightboy 


R08. v.5. av. Ove, 


the wide adaptability of Brightboy, already proved 


in the manufacture and maintenance of Ordnance, Internal Com- 
bustion and Jet Engines, Airplane Parts, Electrical and Electronic 
Equipment, Transportation Equipment—and for the production of 
basic tools, dies, molds, jigs, patterns, etc. 
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TUBULAR 
BARROW 


BLOCK 


BRICK and TILE 
BARROW 





MILL 
BARROW 





TUBULAR 
COAL DELIVERY 
BARROW 


CONCRETE 





The Oldest & Largest Wheelbarrow Maker in America 





JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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HAPPY LOOK on the pretty face of 
Jean Campbell comes of liking her job 
as secretary to Virgil G. Davis, assistant 
manager at Hall & Co., Inc., Spartan 
burg, S. C 





Edwin H. Fitler Co. 
Acquires New Warehouse 
Lhe Edwin’ H. Fitler Co., Philadel 
phia, has acquired 15,000 sq. ft. at 
Devereaux and Milnor streets, for use 
as warehouse space. The new site has 
modern warehouse facilities, parking 
accommodations and a railroad siding 
Former warchouse facilities of the 
company have been taken over by The 


Frankford Arsenal. 


Brunton Elects President 


Robert ‘I’. Brunton has been elected 
president of G. W. Brunton & Son, 
Inc., Buffalo, N. Y., to succeed his 
father, the later George W. Brunton 
Harry E. Goss has been named vice 
president, replacing Robert Brunton 


who will continue as treasurer 





JAMES A. NELSON, formerly tech 
nical manager of Cribben & Sexton 
Co., has jomed American Machine & 
Foundry Co., N. Y., as manufacturing 
assistant to the vice president 





SCREW CONVEYORS 
ORI WorlH and ACCESSORIES 
DELIVERY FROM STOCK 


On Most Standard Conveyors and Accessories 
The standard accessories shown below are a few of the many carried 

in stock for replacement purposes or for new installations. We will be 

pleased to furnish your requirements. 





VERTICAL 


OR HORIZONTAL 





HELICOID CONVEYOR flighting is cold-rolled for 
harder wearing surface. THE MOST 
BUTTWELD SECTIONAL conveyor is furnished in COMPACT CONVEYOR 


i t heavy f \d-rolli ° 
sizes too heavy for cold-rolling process FOR BULK MATERIALS 


FORT WORTH screw conveyor and 
DB” (detachable bearing) vertical screw elevators provide the 
Boxend ere steel plate type most compact means of conveying o 
which are unbreakable and elevating bulk materials, such as 
have interchangeable bab grains, or other free flowing products 
Space occupied is less than half that 
of most other types of conveyors 
Vertical screw elevators are used to 
lift materials up to seventy feet, de 
pending on the nature of the prod 
uct. Initial installation cost is low. A 





bitt or ball bearings 


ROLLER BEARING THRUST END for minimum amount of upkeep is re 


heavy duty installations. Plain and quired 
Ball Thrust units for light and med 


um loads 


BALL BEARING = 
HANGERS usually 
require no lubrica- 
tion. 


"RB" (roller bearing) Counter 
shaft end with tapered roller 


bearings and cut-tooth gears 
STEEL FRAME HANGERS The finest available. Standard 


with white iron, wood or bab- ; 
bitt bearings offer least re- ee ee 
sistance to flow of material alle 

STEEL TROUGH has bolt- 

ed flanges and detachable 

feet for ease of alignment 


during installation. 


OTHER 


ForT WorTH 


PROS VU € V-S 


Roller chain Sprockets 
V-BELT SHEAVES 


a / 
STEEL AND MULTIPLE V-BELTS 
Te) 1m fe Ha mecwinray co INDUSTRIAL FANS 


POWER SHOVELS 
Dept. 13, 3600 McCart, Fort Worth, Texas 
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EVERLASTING 
VALVES 


Mean “Everlasting” Protection 
on these duties 


OLDEST BLACKSMITH in Colum- 
bia, S. C. buys most of his supplies at 
Columbia Supply Co. He's Fred 
Brown, and C. F. Cobb, store sales- 


man, is the man he calls on 
GENERAL SERVICE 


4 -_ 
Sporeiion te ceuuwed tar ony STEAM JACKETED 
thewid or 


as at pressures up to 


300 ps! hese valves have out Assures continued free flow of J. M. Warren Co. 


side stuffing bex and gland any material which congeals at , 
od Elects Four VP 


nary temperatures. 

Four new assistant vice presidents 
were elected at the annual stockhold- 
ers’ and directors’ meeting of J. M. 
Warren Co., ‘Troy, 143-year old sup- 
ply firm 

The new. officers are Armand 

| Guerin and Frank Krieger, Watervliet, 
| and Thomas K. Nickolson and Fred 
Weber, Troy. The other officers, all 
reelected are: A. L. Darby, president; 


Dr. D. W. Houston and George Chi 

FIRE PROTECTION BOILER BLOW-OFF coine, vice presidents; F. J. Weber, 

Closing type for inflammable |i- Quick-opening, also hand- treasurer: and oe Darby Jr., secre 
quid emergency shut-off, or open- wheel operated Angle and i 


tng type for deluge or drainage. Y"’ types and combination ary 
assuring immediate and positive units meeting ASME Code BOILER WATER COLUMN t 


action with weighted pedulum requirements for pressures With indicator and locking device 
stoo up te 600 psi Meets ASME Code requirements 


American-Fort Pitt Div. 
EVERLASTING FEATURES 4 cats R ieee 
For more than 40 years, EVERLASTING VALVES have been ee ee 
known for their ingenious design, simple sturdy construction, and Millard F. Cornwell has been ap- 
long trouble-free life with low maintenance expense. Some of their pointed Philadelphia sales representa- 
distinctive features are: tive for American-Fort Pitt Spring 
Jivis —. rC i tts- 
Quick-Action . . . opened or closed with less than a quarter turn a H. K. Porter Co., Inc., Pitt 
of the operating lever. i 


Mr. Cornwell's background includes 
Straight-Through Flow ... the disc cannot become loose and 


I both industrial and sales experience, 
accidentally check the flow. having been most recently connected 


Drop-Tight Seal . . . constant contact of disc and seat at all times with Pusey & Jones Corp., and previ- 
prevents dirt or scale from getting between. ously with Shaw-Barton, Inc. as a 
Self Regrinding . .. the disc rotates on the seat with each operation, sales sepessemtative. 

thus regrinding the sealing surfaces. 

No Wedge Action .. 








Baker-Raulang Co. Names 


. all parts move between parallel faces. cig agg 
Borman Chief Engineer 


Write for bulletin describing EVERLASTING VALVES in detail. 


EVERLASTING VALVE COMPANY The Baker-Raulang Co., Cleveland, 


has appointed John A. Borman chief 
49 Fisk Street, Jersey City 5, N. J. engineer 


Chief mechanical engineer since 
s 1951, Mr. Borman joined the com- 
ver abs in a ves pany in 1950 to take charge of indus- 
trial truck development. A graduate 
Trede-Mart “EVERLASTING” REG. U.S. PAT. OFF. of Ohio State Universitv in 1943, he 
° ° is a veteran of World War II service 

Jor everlasting protection . a 


as an Army engineer officer. 
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Experience has its big value 
to many users of industrial 
brushes. Once the quality of 
MILWAUKEE brush tools is 
known, it means that re-orders 
are assured. Thus your indus- 
trial territory can pay well if 
you feature MILWAUKEE brush 
tools and get them into the 
hands of users. 


All types of industrial brushes 
are available from this one 
source. Replacement business 
is exceptionally good. Whether 
your customers order a few or 
quantities of any type the qual- 
ity throughout the lot is of the 
same high standard .. . this is 
so on repeat orders too. When 
you need custom-made indus- 
trial brushes to your customers 
specific needs, MILWAUKEE 
cooperation and quality makes 
permanent customers for you. 


Send for a copy of Catalog No. 
36-R7—-shows the complete line 
of brushes pictured here. Also 
shows the complete line of wire, 
bristle, and fibre Brushes and 
Brooms. 


MILWAUKEE QUALITY 
Does the Job That Gets 


RE-ORDERS .. . 


BENCH BRUSHES 


WIRE PUSH BROOMS 


FLOOR BRUSHES 
‘bv 


The MILWAUKEE BRUSH MANUFACTURING Co. 


2212-2236 North 30th Street 


Milwaukee 45, Wisc. 
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THE LINE THAT GIVES 
YOUR CUSTOMERS THE 
RIGHT TOOL QUALITY FOR 


EVERY 
INDUSTRIAL 
NEED 


Power Driven Wire Wheel Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 


Misc e 





Steam & Electric Railroads 
Marine Industry 

Aviation 

Power Companies 

Public Works 


General Contractors 
Chemicals 
Ceramics 

Public Buildings 
Paper Mills 

Food Industries 
Packing Plants 
Dairies 

Textiles 

Metal Working Industries 
Wood Industries 

















for today’s terrific tempo... 


Accurate Threads for Fast Assembly 


Perfect fits assure 


speedy assembly EXTRA POINTERS on compressor 
equipment are given by R. F. Steele, 


for your customers- of DeVilbiss Co. to John W. Pennell, 

4 sales engineer for the Industrial Divi- 

and profitable , sion Allison-Erwin Co., Charlotte, 
repeat orders for you 


N. C., who has just completed a course 
at the factory 


| Sager-Spuck Supply Buys 
Building for Warehouse 


Sager-Spuck Supply Co., Inc., Al- 
bany, N. Y., has bought a 4-story brick 
building at 65-67 Green St. and two 
vacant lots adjoining. 

Western Hexagon . The structure, known as the old 


Gorman Roofing Co. building, will 
Head Cap Screws 


be remodeled as a storage warehouse. 
The lots will be used for customer 
parking and off-street truck loading at 
the warehouse. 

The seller was Brown Equipment 


Complete modern facilities, 

from laboratory analysis of 

metal to final inspection, } 
assure the sturdiness and un- ( 
surpassed accuracy which are 

standard with WESTERN. 


Both bright and hi-carbon | Skilsaw Branch Moves 


heat-treated Hexagon Head Te New Chastetic Léceticn 
Cap Screws are available in 


sizes from 4" x 4” to 1” x 6”. | 





The factory branch of Skilsaw, Inc., 
in Charlotte, N. C., has moved to a 
new location at 1815 South Tryon St., 
with enlarged service facilities. 


Western Semi-Finished 
Hexagon Nuts 


Western offers also a complete 
line of semi-finished hexagon 
nuts — American Standard 
Heavy, Regular and fight, full, 
jam and castellated carried in 
stock in catalog* sizes. 


*Catalog showing all “Western” stand- 
ard fasteners gladly sent on request. 





Western Automatic 


Machine Screw Company 
722 Lake Ave., Elyria, O; 


Precision Screw Products 


WO 
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Parts and Assemblies Since 1873 


\ se parate demonstration room set 
up for operation of all types of power 
tools has been provided. The new 
branch includes a large repair and 
maintenance shop with complete 
stock of tools and accessories. Allen 
Lindley is branch manager, 


Blade Mfg. Co., Columbus, 
Makes Addition to Plant 


Ihe Blade Mfg. Co., Columbus, 
Ohio, is expanding its plant in Colum- 
bus. 

A new concrete block building, cov 
ering 2,400 sq. ft. is being con 
structed as part of the existing plant. 
It will house a heat-treating installa 
tion for the company’s line of cir- 
cular saw blades, and provide space 
for engineering and testing operations 
and storage. 





No. 402—6'2" 
with powerful cutter 


{ 9326 toi 
(ve3 


PARALLEL 

ACTION 220 
PLIERS 

BY 








4 
rd 
3 
| 
a 
a 
% 


ICA 


Now this popular type of pliers — thou- 


JAWS ALWAYS PARALLEL 


COMPOUND LEVERAGE FOR 


TREMENDOUS GRIPPING POWER 
sands of which have been supplied by 


UTICA to the U.S. Armed Forces —is 
a CUTTERS, WITH ONE TON BITE 
available to the hardware trade— 
backed by UrTica’s reputation for 
quality and dependability. vr BRIGHT NICKEL FINISH 





SELLING TO INDUSTRY THROUGH THE INDUSTRIAL DISTRIBUTOR ONLY 


and the world’s best tools 


It pays to use quality tools Se Sc are made in U.S.A. 


® 
DROP FORGE AND TOOL 
CORPORATION 


in Canada 


ADLAM TOOL & SUPPLY CO., LTD., MONTREAL; 
UTICA 4, NEW YORK WALLS-IRONS, LTD., WINNIPEG 
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YOU are part of the friangle 


that makes for easier sales 





You know what's needed to sell hack saw blades—three 
things— 


1. A good blade 


better by actual test. 


an accepted blade—a blade you can prove is 


Factory support— men from the manufacturer's engineering 
and sales staff who know their blade and can advise how best 


to use it under various conditions—and, of course, 


You — the Industrial Distributor — the man who knows his 


prospects like the palm of his hand—the man who is known 
and respected by his customers because he offers service and 


top quality material. 


Griffin, makers of top quality hack saw blades — since 1880 — is a name 
that needs no introduction to your customers. Take Griffin’s Powerflex 

a high speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively because their own competi- 
tive tests have proven Powerflex blades superior. 


Griffin 


Perhaps you are already a part of Griffin’s 
Blades 


Priangle. If not, we would be glad to show 
you how the team of: good product, factory 
support, and you, ean make for easier sales. 
Write today 


THE TRIANGLE 
THAT MAKES FOR EASIER SALES 


Griffin 
Representative 


G.W. GRIFFIN CO. 


Franklin, New Hampshire 


industrial 
Distributor 


Sales Agents 


JOHN H. GRAHAM & CO., INC. 


105 Duene Street, New York 8, N. Y. 
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Customers’ Prospects; 
Check Your Own 


Materials procurement contimues to 
plague a lot of industrics but the 
conditions vary according to the “es- 
sentiality’” as determined by NPA. 
Ihe following forecasts of prospects 
are drawn from industry committees’ 
reports. You may find some of your 
customers’ industries represented here 


POWER SWITCHGEARS-Man- 
ufacturers expected increased con- 
trolled materials allotments for the 
second quarter. Electric power expan- 
sion for defense facilities will require 
installation of 68 percent more gener- 
ating capacity this year; 42 percent 
more in 1953, and 18 percent more 
in 1954 than was installed in 1951. 
An equivalent expansion in switchgear 
equipment will be required. The in- 
dustry is still not operating at ca- 
pacity due to the lack of materials. 


BRASS & BRONZE FOUND- 
RIES—In spite of a slight accelera- 
tion in flow of copper scrap recently, 
some segments of the copper indus- 
try are still not in a satisfactory supply 
condition. ‘This has reduced avail- 
ability of refined copper for foundries. 


CELLOPHANE — Increased mili- 
tary demands for sulfur will make 
less carbon bi-sulfide available to this 
industry. Industry representatives pre- 
dicted that production may have to 
be curtailed because of the shortage 
of sulfur. 


LOCOMOTIVES-—tThe cut of 333 
locomotives between the fourth 
quarter of 1951 and the second 
quarter of this year, may make it im- 
possible for the industry to continue, 
representatives claimed. Allotments 
were issued to make only 700 units 
in the second quarter as compared 
to allotments sufficient to make 1,033. 
Substantial reduction in operations 
would cause unemployment and loss 


of skilled labor 


PREFABRICATED METAL 
BUILDINGS-—The industry was faced 
with having its products from Class 
B to Class A for CMP purposes. 
Representatives declared this would 
create delivery bottlenecks and_pos- 
sibly force some manufacturers out 
of business. DPA wants to change 
the classification in order to exercise 
direct control over end use of pre- 
fabricated metal buildings 


SULFUR-—A goal for annual pro 
duction by 1955 of 8,400,000 long 
tons of sulfur and sulfur equivalents 
was set by DPA, an increase of 





THE NEW CRAYTON 
T-SLOT BOLT 


With S$ Important 
Improvements... 


(1) Cleans the Slot. Patented radius and angle upward in ends 
of bolt head prevent jamming caused by chips and dirt collect- 


ing in T-Slot—a common occurrence with conventional bolt head 
designs. 


(2) Protects Expensive Work Tables. The CRAYTON Bolt pro- 
vides 50% greater bearing surface on stronger inner edge of 
T-Slot—not on weaker outer edge where conventional square 
and angled heads have maximum bearing surface. 





(3) Really Strong. Made to stand up longer against the strain 
of high speed cutting and milling, with modern Carboloy tools, 
at greater motor horsepower. CRAYTON bolts are forged from 
SAE 4140 Steel Bar Stock and hardened in Ajax Electric Neutral 
Salt Furnaces to a tensile strength of approximately 200,000 
P.S.1.! 





























(4) Completely Finished. Full depth threads carefully machined 
and entire bolt surface centerless ground before application of 
improved “Blue-black” rustproof coating. 


(5) Easier to Select. Maximum clamping height and diameter 
clearly marked on each bolt. 


The many advantages of CRAYTON T-SLOT BOLTS are the result of many years of research and 
development in the machine tool field. It will pay you to stock this improved, hard-to-get item. Full 
Range of Sizes and Lengths Available. 


Write today for all the Details! 


2024 SOUTH AIKEN ST. 
PHILADELPHIA 42, PA. 
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- Whatever the 





Whatever the 
purpose 


CHICAGO 
“Safety. Plus.” 


SCREWS 


are 


PRECISION made 


for 


PRECISION use 


Standardize on 
Standard Sizes for 


© Faster Deliveries 


FLAT HEAD = SQUARE WEAD a Greater Savings over 
CAP SCREW J. SET SCREW 9 “Special Sizes” 


A 7 ana 


fmusne | © Service-Conscious Industrial 





HEADLESS SET), HEAD CAP yi 


we. 


—— : oie c Supply Distributors EVERYWHERE 


carry complete stocks of Chicago 
: 1 “Safety Plus” Screws. 
| F Ask for “Chicago”— 


8 


SOCKET SET © HEXAGON © and get “Safety Plus.” 


scREW wuT 
All Chicage “Safety Plus” 


The CHICAGO Screws come packed in 


this strong, easier-te-see 
SCREW COMPANY carten. Color identified 
2503 WASHINGTON BOULEVARD labels meon faster selec- 
BELLWOOD, ILLINOIS tien — greater saving of 

time in stock rooms. 





i 
ano fl 
heise vce m1 2 (me | 


CAP SCREWS 


i, SI, 


Hexagon Heed (op Screws, Stee! and Brass » Squere Heod and Headless (up Point Set Screws » Semi-Finished Hexagon Nuts, Steel and 
Gress » Hexagon Costelleted Huts » Fillister and Flot Heed Cop Screws » Taper Pins » Milled Studs Socket Heed Cop Screws » Socket 
Set Screws » Socket Pipe Plugs » Stripper Bolts or Shoulder Screws » Squere Heed Dog Point Set Screws » Keys, Assortments and Kits 
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2,320,000 tons over the 1950 supply 
DPA Office of Resources Expansion 
will consider application for certifi- 
cates of necessity to permit rapid tax 
amortization and other Government 
agencies, such as Defense Materials 
Procurement Agency, may extend, if 
necessary, other forms of assistance, 
such as loans and purchase contracts. 


PAINT—Lead oxide and lead bicar- 
bonate are in slightly improved sup- 
ply; zinc oxide, zinc chromate and 
bichromates are in fair supply and 
new sources of production have in- 
creased supplies of formaldehyde and 
pentaerythntol. Supplies of phthalic 
anhydride, however, are still tight. 
he industry recommended that Gov- 
ernment purchasing agencies use a 
low lead or leaded zinc oxide speci- 
fication instead of the high lead con- 
tent it is using. 


RAIL STEEL MILLS—The indus 
try claims it is not receiving an ade- 
quate supply of used rails of rerolling 
grade to keep it going at capacity. 
However, NPA pointed out that the 
industry is now getting 55 percent 
of used rails known as Class 29 as 
compared to an estimated 26 percent 
last September. 


RUBBER PROCESSING MA- 
CHINERY-Shortage of labor is the 
most pressing problem. The industry 
reported no difficulties in obtaining 
material under CMP during the first 
quarter. 


CONSTRUCTION MACHIN- 
ERY-—Second quarter allotments are 
10 to 20 per cent lower than in the 
first quarter which permits the indus- 
try to operate at about 75 percent of 
peak plant capacity. NPA explained 
it expected a slowdown of plant ex- 
pansion in the secend quarter. 


TRUCK BODIES-—Substantial re- 
ductions were made in second quarter 
allotments from the 117,000 units for 
which materials were allotted in this 
quarter. The allotments were made 
on the basis of each manufacturer’s 
dollar volume of sales between June 
30, 1949 and July 1, 1950. 


REPRODUCTION EQUIP- 
MENT-—Labor shortage _ prevents 
the industry from adding a second 
shift to catch up on a mounting 
backlog of un-rated orders. Lack of 
some knowledge of future rated busi- 
ness is preventing some manufactur- 
ers from undertaking the expense of 
training a second shift. 


HEAVY METAL TANK-First 
quarter allotments were highly inade- 





quate and industry spokesmen feared 
“chaotic” conditions as a_ result. 
Efforts are now being made to pro- 
duce evidence that supplementary 
allotments are necessary. 


CONSTRUCTION-NPA told the 
industry that there will be virtually 
no new starts of industrial facilities 
or commercial construction in the 
second quarter because of increased 
demands of the military for materials. 
Cuts in private housing and public 
roads also are due partly to lowering 
the “attrition” factor from 10 to 15 
percent to 5 percent. 


MACHINE TOOLS-—Shortages of 
skilled labor still has an adverse effect 
on production with Lower New Eng- 
land, Cleveland, Cincinnati, Rock- 
ford, Ill., and Canton, Ohio, as the 


most critical areas. Sub-contracting is 


reported easier but not all sub-con- 
tractors have engineering facilities ade- 
quate to do the work and some 
sub-contractors are accepting direct 
Government defense contracts instead 
of renewing machine tool sub-con- 
tracts. 


WOOD PULP-—No particular 
problems are bothering producers as 
a whole but bleached pulps are in 
short supply. If sulfur production 
holds up to NPA estimates and con- 
servation efforts continue, there should 
be enough to meet the industry’s 
needs this year. Chlorine and alum 
supplies are also improved. 


PRIMARY LEAD~—Increasing sup 
plies of foreign pig lead are expected 
to become available to domestic pro 
ducers. About 46,000 tons will be 
smeltered in March—40,000 tons of 
soft pig lead and the rest antimonial 
The supply situation is improving so 
well that the industry is seeking can 
cellation of end-use restrictions 


INSECTIDES—Hydrofluoric acid, 
chlorine and sulfuric acid are in short 
supply NPA raised limitation on 
use of tin containers of less than a 
gallon from 70 percent of 1950 use 
to 90 percent and the industry wants 
more brass allocated to make valves 
used on aerosol dispensers. 


RIGID PLASTIC CONTAINERS 
—Chances of increasing procurement 
of polyethylene in the third quarter 
are bright. Although the present 
demand is three times the available 
supply, NPA said 50 percent more 
polyethylene is expected to be avail- 
able each month in the third quarter 
than there was during the second 
quarter of 1951. Demand for con- 
tainers 1s mcreasing. 


ALL AERO-SEALS 


HAVE 
STAINLESS STEEL BANDS 


ONE-HAND INSTALLATION 


Install an Aero-Seal any place you can 
reach with thumb and one finger. Self- 
feeding when band engages worm 
threads, Thumb-grip and screwdriver 
types available. Four sizes cover 90% 
of the automotive market —all with 
stainless steel bands. 


Wherever you have to clamp a hose 
connection tight...or wherever you 
want to lock two objects of any shape 
together in an unshakeable bond . . , 
your best bet is AERO-SEAL. 


L— 


Threads of steel worm engage deep int 
slots in stainless steel band — hold tight 
under extreme vibration in automotive, 
aircraft and industrial applications, 
CAN'T SHAKE LOOSE. 





Sy 
RE-USE AGAIN AND AGAIN 


When hose is frayed and worn you 
RE-USE the same Aero-Seal again 
and again. RE-USE Aero-Seals 
scores of times on temporary clamp- 
ing jobs— they hold any shape ob- 
jects together, conform to any shape 
without damaging clamp band. 


BREEZE CORPORATIONS, INC., 41 $. Sixth St., Newark, N. J. 
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Geecle wovstriat BARROWS 


One of the most popular bar- 
rows made by Buch. It has a 
4 cu. ft. capacity and is the prac- 
tical barrow for handling all 
types of wet or dry loads. Tray 
is deep-drawn from a single 
sheet of 15 gauge sheet steel 
with rolled over edges rein- 
forced by 4" steel rod. If de- 
sired, it may be obtained with 
prime hardwood handles instead 
of tubular steel. (154) 


Just about the strongest barrow 
ever made. Its 5 cu. ft. capacity 
tray is made of 16 gauge sheet 
steel, lapped and riveted at cor- 
ners. Its edges are turned over 
1%," steel rod for extra strength. 
Barrow is 26” wide and all 
seams are welded. This model, 
too, is available with wooden 
handles as well as the tubular 


165 ‘ ones shown. (155) 


These are just two of the fast-selling, 
specialized heavy-duty barrows in the 
profitable Buch Line. Write, today, for 
literature and complete price information. 








ARREST THAT DUST 


IN YOUR 


GRINDING 

BUFFING 

POLISHING 
OPERATIONS! 


. . Here’s the SELF-CONTAINED, CYCLONE EQUIPPED 
STANDARD “AIR-RESTOR” for use wherever abrasive dust is 
involved 


This machine with its material handling fan costs no more than 
less efficient dust collectors with air handling fans! 


Models available in 450, 1000 and 2000 C.F.M. at high velocity. 
Cleaned air may be returned to room or ventilated to outside. 
CODE EXPLANATIONS 


D — Removable Drawer 
M— Motor 

SF— Suction Fan 

G — Removable Grille 
Work Safely! Write today for Catalog 44. 


IMMEDIATE DELIVERY 


THE STANDARD ELECTRICAL TOOL CO. 


2520 RIVER ROAD CINCINNATI4, OHIO 
VISIT OUR BOOTH 1727 AT THE A.S.T.E. INDUSTRIAL EXPOSITION, 
CHICAGO, ILLINOIS, MARCH 17-21 


AR-34 “AIR-RESTER 


C — Cyclone 

F — Fiame proof 
Filtering Pads 

DE— Drawer Enclosure 
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BRASS-BRONZE INGOT-—Lower- 
than-normal receipts of copper scrap 
by custom smelters is a strong factor 
contributing to current shortage of 
refined copper. Increase of domestic 
production of copper won't be felt 
until next year. ‘The lead supply has 
improved; it will be some time before 
the zinc supply will improve; the 
U. S.-British agreement won’t im- 
mediately increase the supply of tin. 
In general, aluminum requirements 
are being met. 


GARDEN TOOLS-—Limited allot- 
ments of steel, copper and aluminum 
are causing some producers to con- 
solidate lines, concentrating on the 
more popular types. Hoes, spades, 
rakes, mattocks, spading forks, weed 
cutters, shovels and wheel-barrows are 
expected to be in adequate supply. 
NPA is making as liberal an allot- 
ment of carbon steel as possible in 
order to (1) promote home vegetable 
gardens as a supplement to the com- 
mercially raised food supply, (2) the 
supply is relatively better than that 
of scarce metals and (3) there is a 
lack of substitutes for carbon steel in 
these products. 


STORM SASH & SCREEN—The 
industry’s allotment of aluminum is 
approximately 20 percent of base 
period usage. NPA is considering a 
restrictive order permitting aluminum 
to be used only in inserts and slides 
of double-hung windows. Other con- 
servation measures may be applied to 
casements and storm and screen 
doors. 


STEEL PLATE—Demand is taxing 
capacity of mills and is expected to 
continue through 1952. Production 
has been increasing since late 1950 
and indications are that a peak may 
be reached in the second quarter. 
Direct defense requirements, however, 
are also increasing substantially and 
can be met only by maintaining pro- 
duction of heavy and wide plate at 
the highest possible level. An order 
establishing minimum gages to be 
— on certain sheared mills has 

en suggested to conserve capacity 
and productivity of wide and heavy 
plate. 


ALUMINUM SMELTERS — Al- 
though scrap supplies increased slight- 
ly during the fourth quarter last year, 
the situation is not sufficiently im- 
proved to permit the industry to 
operate at normal levels. 


ALLOY STEEL—The industry has 
been asked to produce more boron 
steels as alloying materials are in short 
supply. The nickel situation isn’t ex- 





pected to be any worse in the second 
quarter than it was in the first; molyb- 
denum ore supply which improved 
last year was cut in January because 
of labor difficulties at the mines and 
may make a reduction of mill inven 
tories of refined material a possibility. 
Enough boron to treat 10 million tons 
of steel can be produced at the mines 
in 14 days 


HIDES—Tanners and contractors 
were authorized to buy as many cattle 
hides, calfskins and kips in February 
as they did in an average 1950 month 
This was the sixth consecutive month 
that supplies have been sufficient to 
permit average 1950 operation. 


HYDROFLUORIC ACID — Pro 
duction up to an annual rate of 130 
million Ibs. by Jan. 1, 1955 is an ex- 
pansion goal set by DPA. The addi- 
tional capacity will represent an in- 
crease of 36 million Ibs. over present 
facilities. All except 9.7 million Ibs. 
of this increase in capacity 1s presently 
under construction or planned. 


STRUCTURAL STEEL—Fabn 
cators complained that delays in get 
ting CMP tickets from customers 
often made it impossible to obtain 
steel from mills. NPA advised that 
smaller orders can be filled from ware- 
houses, and promised assistance for 
large tonnages. Shapes are the com 
mon denominator for determining al 
lotments. They will be allotted 100 
percent to get each job finished, rather 
than leave it three-fourths done. Peak 
of industrial expansion requirements 1S 
expected in the second quarter for pm- 
vately financed defense work, not 
taking into account government 
owned facilities or plants for “B” 
products. The industry warned that a 
slack period is expected in the third 
and fourth quarters, 1952, and asked 
immediate awarding of contracts for 
roads, schools, and other public works 
to fill the gap 


LEATHER-—Hlides and skins appear 
ampie for current needs. Civilian de- 
mand for finished leather is falling 
since the speculative post-Korea peak 
and military procurement is dropping 
—in the case of gloves, the military 
may take 40 percent less than in 1951]. 
[he industry wants contrels removed 
“soon” across the board, barring war 


or adoption of UMT. 


FREIGHT CARS—NPA told freight 
car components makers that only 18, 
000 cars can be produced in the sec 
ond quarter, 1952, compared to the 
21,450-car first-quarter program. ‘The 
industry committee warned that this 


Cack tn on — 
TAYLOR CHAIN'S 


EFFECTIVE 


NATIONAL ADVERTISING 


Taylor Chain’s consistent advertising is the key to more sales 
and more profits for you! This program develops brand pref- 
erence and sales for the Complete Line of Taylor Made Chain. 
Although national in scope it is local advertising for you, because 
each month thousands of customers and prospects in your 
locality are exposed to Taylor Chain ads in these publications. 
The Saturday Evening Post + Collier's * National Safety News « Iron & Steel 
Engineer + Foundry + Biast Furnace & Steel Plant + Industrial Equipment News 
* Fleet Owner * Commercial Car Journal * Super Service Station « Oil & Gas 
Journal + Drilling * Drilling Contractor * Mid-West Farm Paper Unit 
Investigate your opportunities with this long established 
manufacturer of quality chain today. Send coupon for details! 
@eeeeeeceeoeveeeeeeeeeeeeeeees 


S. G. Taylor Chain Company 
Dept. 6 
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Available in two sizes, 
6" and 12" throat depth 


as large as 4” diameter 
all with the 


both experimental and 


Now you can punch holes « 
in 16 gauge steel 
ACRO 
production work 


f various shapes 
also blank, draw, emboss, 
Punch It is ideal for 


form 
new DI 


ram of this double 
press prevents punch head from turning, assuring perfect 
all times for accuracy in duplicated parts 

A Turret of exclusive DI-ACRO design automatically 
strips of all shapes. Roller 
with minimum effort. 


The precision ground triangular purpose 
align- 
ment at 
Stripper 
materi Bearing cam 


Adjustable 


al from punches 
action develops 4-ton pressure 


gauges assure exact location of holes. 


See DI-ACRO Exhibit, Booth 1338, ASTE Industrial Exposition, 
Chicago, March 17-21 
SEND FOR “DIE-LESS DUPLICATING” CATALOG 
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Your Name 
Here 


. because we know 


aminaten smim COMPANY IMC 


Joun Doe CO Ine 


how important 
our distributors are 


These packaged shim stock racks 
are provided with your firm name 
very neatly imprinted on them. The 
only requirement is a minimum quan- 
tity of 25 

Here's the ideal way to keep your firm name be- 
fore the people who actually use your products. 


Sell packages instead of inches! 
Rack holds four 6” X 100” 
of brass or steel shim stock in gauges 


cartons 


of the customer's choice. 


NATIONALLY ADVERTISED * EASY TO STOCK AND HANDLE 
ALL SALES THROUGH DISTRIBUTORS * HIGH QUALITY 


LAMINATED SHIM — a 


UNION STREET eo 
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would compel a number of manutac- 
turers to shut down, affecting in turn 
railroad shops and car builders. They 
predicted mounting unemployment 
and a serious car shortage if cuts in 
allotments are carried through. 


CONDENSERS, RAW MICA— 
The supply of mica for capacitators is 
sufficient, but quality is deteriorating. 
Any sharp increase in military use 
would impose a severe strain. A spe- 
cial committee has been set up to try 
to develop an automatic machine for 
testing mica quality, since many lower 
grades are now being wasted after 
superficial inspection. NPA stressed 
the need of preparing for the day 
when imports of mica may be cut off. 
It is becoming difficult to get the best 
grades from India. 


AUTOMOTIVE REPLACE- 
MENTS PARTS-—Second quarter 
allotments are based generally on 50 
percent base-period use of steel; 30 
percent, copper foundry and brass mill 
products; 35 percent, copper wire mill 
products; and 30 percent, aluminum. 
Base period use is average quarterly 
consumption during the first half, 
1950. These allotments are at higher 
levels than to most civilian-type prod- 
ucts manufacturers. Replacement part 
production in 1951 was 15 percent 
above the 1950 rate. First quarter 
1952 allotmeuts were generally at the 
same level. The industry’s stated re- 
quirements for the second quarter 
were more than 30 percent above the 
1950 level. Second quarter allotments 
will be about 90 percent of screened 
requirements on steel, 60 percent on 
copper, and 75 percent on aluminum. 


VENETIAN BLINDS — Second 
quarter allotments will go to manu- 
facturers of blind components, rather 
than makers of completed blinds. 
NPA said this will prevent waste 
which sometimes results from self-cer- 
tification for assembly. Also, compo 
nents makers are in a better position to 
conserve materials through substitu 
tion and redesigning. Allotments for 
first quarter, 1952, were generally 50 
percent of steel, 10 percent, brass, and 
10 percent, aluminum. 


CIGARETTE LIGHTERS—Vari- 
ous attempts to substitute carbon 
steel, particularly stainless steel, now 
in good supply, for copper and brass 
allovs were reported. The shape of the 
lighter, however, makes its extrusion 
from stainless steel very difficult. The 
cost of retooling is feared to be pro 
hibitive since no one can foresee how 
long the supply of this metal will con 
tinue favorable. Further complications 
lie in the failure of the steel lighters 





to withstand the ngorous conditions 
of use by the armed forces, an impor 
tant segment of today’s market. The 
industry complained that cheap for 
eign lighters are flooding the market, 
and warned that the industry may face 
extinction unless relief is forthcoming 
NPA promised some increases in brass 
and aluminum allotments for the sec 
ond quarter, 1952 


TOOTH BRUSHES — Imports of 
China bristle for tooth brushes and 
toilet brushes are small, and further 
restrictions to conserve the diminish 
ing supply in the U.S. are being con- 
sidered by NPA. China bristle may be 
prohibited for hair and toilet brushes, 
but not non-China bristle. The indus 
try asked that tooth brushes and surgi- 
cal scrub brushes be exempted from 
restrictions. ‘They also requested allot- 
ments of nickel silver wire for tooth 
and medical brushes 


Auto Wrecks Can Provide 
2 Million Tons of Scrap 


Almost 2 million additional tons 
of iron and steel scrap may be avail 
able this year from auto wreckers 
yards, according to a recent estimate 
of the National Prodaction Authority. 

More than 743,000 cars and trucks 
are now ready for salvage, a survey of 
half the nation’s auto wreckers shows. 
here are some 20,000 auto wrecking 
vards. 

NPA officials warned that auto 
wreckers would have difficulty com- 
plying with order M-92, which gov- 
ers their trade, because of inability 
to wreck enough cars between De- 
cember 11, when the order was 1s 
sued, and the deadline, March 11. 
Weather, lack of labor and facilities, 
and municipal smoke ordinances pro- 
hibiting the buming of old hulks in 
certain areas, notably Pittsburg and 
Los Angeles, are some of the reasons 
for delay. NPA has opened discus 
sions with some municipalities in 
hopes of having smoke ordinances re- 
laxed 

Scrap users reporting to NPA said 
inventories are still low, with most 
steel mills operating at between a one 
ind five-day supply. January alloca- 
tions of scrap to mills, however, were 
the highest since inception of the 
scrap program. 

The Scrap Mobilization Commit 
tee reported that 1,500 local commit 
tees are functioning in the special 
drive, and that the farm scrap drive is 
well organized. NPA officials said 
every effort is being made to round 
up government scrap, at home and 
ibroad. Programs have been initiated 
with municipalities to recover in 
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ground trolley rails. Subsidy for this 
work has been discussed. 

The industry committees proposed 
that NPA approach OPS in an effort 
to get a “commercial tolerance and 
custom-of-the-trade clause’’ inserted 
in the OPS order regulating scrap 
specifications. This, it was explained, 
is expected to encourage the flow of 
scrap to open-hearth operations. 


Plant of NPA Presided 


Marvin S. Plant, of NPA’s Iron 
and Steel Scrap Section, presided at 
the industry meeting. 

Those present from the Iron & 
Steel Scrap Industry Advisory Com- 
mittee were: C. C. Cohen, I. J. Cohen 
& Co., Kansas City, Kan.; Alex Miller, 
Columbia Iron & Metal Co., Cleve- 
land; David J. Joseph, The David J. 
Joseph Co., Cincinnati; Stanley M. 
Kaplan, M. S. Kaplan Co., Chicago; 
Barney I. Keywell, Samuel G. Key- 
well Co., Detroit; Max L. Kimerling, 
M. Kimerling & Sons, Inc., Birming- 
ham, Ala. Robert W. Wolcott, 
Lukens Steel Co., Coatesville, Pa.; 
George I. Sprout, Luria Bros. & Co., 

Inc., Philadelphia; Joseph Paper, Paper- 

Calmenson & Co., St. Paul, Minne- 

CLARK Bros Pout ¢ sota, and Roy Warshawsky, Warshak- 
MILLDALE, CONN sky Scrap & Iron Co., Chicago. 

: The following members of the Iron 

& Steel Scrap Consumers Industry 

Advisory Committee attended: Frank 

— — . Hi. Hanfelder, American Steel Foun- 

. | dries, Chicago; Charles W. Beck, 

FOR THE DEFENSE ¢ Bie Armco Steel Corp., Middletown, 

f Ohio; A. R. Thurn, Bethlehem Steel 

of your machinery , a LW, eee vara" Co., Bethlehem, Pa.; Matt McCarthy, 

and equipment, use a , Erie Forge Co., Erie, Pa. Frank 

CLEMENTS - CADILLAC amy Little, Keystone Steel & Wire Co., 

=2& Peoria, Il.; Hugh Kenworthy, Lukens 

— Steel Co., Coatesville, Pa.; William 

Betzler, Republic Steel Co., Cleve- 

Grit. It routs these : DESIGNED TO land; Harold E. Pape, Stanley Works, 
enemies effectively, STIMULATE Bridgeport, Conn.; Frank Buchheit, 
quickly, economi BUYING INTEREST U. S. Steel Co., Pittsburg; T. J. Hud 
cally ; ; / IN THIS NEEDED , Weirton Steel Co., Weirton, 
/ AND MUCH IN DEMAND ’ Va. and J. D. Sloan, Youngs- 


Eligible under ’ CLEANING TOOL town Sheet & Tube Co., Youngstown, 
C.M.P. regula , - 


( Yhio 


They work easy «°° 


Century: 





blower - suction cleaner 
to fight Dirt, Dust, and 


DPA sets New Goal 

For Zine Production 

APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 


The government hopes to step up 
zinc production to a goal of 1,320,000 
short tons by 1955, in the form of 
metal and zinc in salts and — 

Ralph S. Trigg, deputy administra- 

tor, Defense Production Administra 

po haa albees oamen IF YOU tion, said the expansion would in- 
piecticigder ag WANT A crease the annual supply by about 
230,000 tons over the 1950 supply. 

PORTABLE COMBINATION Profitable , PP’ 


\bout 80 percent of the increase will 
BLOWER-SUCTION CLEANER SELLER 


be provided by new facilities and the 
CLEMENTS MFG. CO. 





every cleaning job 


WRITE us rest by changes in production, 


Certificates of necessity have al- 
205.N v FOR DETAILS 

citations vrnnist nese teases ready been issued for facilities to pro- 
duce 178,000 tons. 





INDUSTRIAL DISTRIBUTION © MARCH, 1952 





In 1950 U. S. mine production of 
zinc amounted to 623,000 tons. Sec- 
ondary remelting processes produced 
67,000 tons and 403,000 tons were 
imported, chiefly from Mexico and 
Canada 

Zinc supplies now fall short of 
meeting all military and civilian de 
mands, but the outlook is for suff 
cient production by 1953 for greater 
civilian use 


Construction Machinery 


To Feel Bigger Pinch 


Ihe National Production Authority 
is planning to make a further cut in 
second quarter allotments of con 
trolled materials for construction ma 
chinery and repair parts. Reductions 
will probably run 10 to 20 percent 
below the first quarter. 

Items in this category include trac- 
tors, cranes, shovels, bituminous pay 
ers, graders, and rollers for military, 
mining, quarrying, agriculture, log- 
ging, petroleum, industrial, and high 
way construction. 

The Construction Machinery In 
dustry Advisory Committee told NPA 
officials recently that machinery is 
now being used longer hours than 
normal, and also direct military pro 
curement of repair parts is running 
very high. Unless the supply of parts 
improves, the committee warned, 
longer delays in defense projects 
threaten 

NPA officials said they recognized 
the serious shortage of certain con 
struction machines, such as tractors, 
asphalt plants, cranes and shovels, and 
tandem rollers, and that allotment ot 
these critical machines mav be neces 
sary 

Industry spokesmen said the $1,000 
self-certification limit for MRO sup 
plies under CMP Reg. 5 is inadequate 
for the size and cost of the machinern 
involved They asked permission to 
pool the dollar volume of rated orders 
thev receive and to order any repair 
needed within this volume 


NPA Names Denver Man 
As Deputy Rubber Chief 


Harry D. Brown, assistant produc 
tion manager of the Gates Rubber 
Co., Denver, Colo., has been ap 

inted deputy director of the rub- 
on division, National Production 
Authority. 

He succeeds E. A. Harris, who has 
joined the Reconstruction Finance 
Corp. In World War II, Mr. Brown 
was consultant to the rubber director, 
War Production Board 

His appointment initiates a policy 
in the rubber division of rotating the 
deputy director’s post every 6 months. 


It’s Easier to Sell 
the Sprout-Waldron 


‘blue face’ 








Because of their widespread use and recog- 

nition by American industry, Sprout-Waldron’s 

“Blue Face” Pulleys are fast-moving distributor's items. 

Whether it’s a rough materials handling job which demands 

the ultimate in belt-saving features ...or a simple task of 

power transmission—there is a wide selection of “Blue Face” 
Pulley types and sizes to choose from. 


Write for your copy of Bulletin 33 which contains 
full information about the profit-building “Blue 
Face” line. Address: Sprout, Waldron & Co., 
Inc., 3 Logan Street, Muncy, Penna. 
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FAN COOLED— 
at no extra cost! 


Units with ratios ranging from 5 to | 
through 100 to 1—hp from fractional 
to 400. Smaller types feature uni 
versal mounting for worm on bottom 
top of vertical installation. Larger 
sizes from 3'2" through 14° are fan 
cooled at no extra cost! A complete 
line that offers generous profit—sales 
at sensible prices 


AV AILABLE— 


for immediate delivery! 








THE NEWEST 
IDEA IN 
SPEED REDUCERS 


... your 
cue to 
new profits! 


Crofts “Radiation” Worm Reduc- 
tion Gears, the new development in 
speed reducers just introduced edi- 
torially in leading business papers, 
have attracted early and wide in- 
terest among machinery builders, 
purchasing men and design engineers. 


The reaction suggests sure success 
for manufacturer and distributor. 
Follow the hint! Write today for full 
particulars. 


NATIONAL, TRANSMISSION DISTRIBUTORS, Inc. 


684 BROADWAY 


NEW YORK 12, N Y 
CAnal 67764 


For Valume Sates 


CONCO SPUR GEAR HOIST 
In capacities ranging from %4-ton through 
25-ton. All modern features. Request bulle- 
tin 1540. For army type and low-headroom 
type trolley hoists request bulletin 1550. 








CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities %-ton 
and 1-ton. Request bulletin 1520. 


- 


CONCO I-BEAM TROLLEYS 

Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton 

Request bulletin 1510. 


LRANES 


CONCO ENGINEERING WORKS 


Division of H D Conkey & Co, Division Street, Mendota, Illinois 
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DPA Promises Equal Show 
For Expansion of Plants 


Customers and suppliers of indus- 
trial distributors will have an equal 
show with other manufacturers in 
expanding their plants for defense 
work, the Defense Production Admin- 
istration has promised. 

(he former system of priorities, 
under which companies were granted 
certificates of necessity, according to 
the numerical order of their industry 
on a DPA list, has been discarded. 
rom now on, all industries on the 
list will be treated alike, and prefer- 
ence will be shown only where “cur- 
rent exigencies of a particular expan- 
sion program require it”. 

Certificates of necessity permit 
companies expanding defense facilities 
to write off a portion of their invest- 
ment in 5 years, instead of the usual - 
25. Industrial supply customers on 
the current DPA list, which gives 
priority treatment in issuance of cer- 
tificates, include manufacturers of 
machine tools, cutting tools, jigs, dies, 
fixtures, and abrasives. The list has 
14 other categories. 

So-called “small business” cases, in- 
volving expenditure of $100,000 or 
less, will be given special considera- 
tion in all categories, when the Na- 
tional Production Authority’s Office 
of Small Business calls for it. 

Manufacturers planning new de- 
fense facilities can still go ahead with 
ictual construction before applying 
for a certificate, DPA announced. The 
new regulation requiring applicants 
to get a certificate or a “letter of pre- 
determination” before starting work 
has been postponed, though it can 
go into effect on 2 weeks’ formal 
notice. Meanwhile, the builders have 
up to 6 months in which to apply 
for tax write-off after work com- 
mences. 

A recent report from DPA shows 
how industrial supply makers fared in 
getting certificates of necessity. Up 
to November 30, machine tool manu- 
facturers were issued 146 certificates, 
for proposed investment of $83,537,- 
000, some 70.2 percent of which was 
allowed rapid tax write-off. Other 
categories were: welded and _heavy- 
riveted pipe, 23 certificates, $112,- 
763,000, at 60.9 percent; metalwork- 
ing machinery (except machine tools), 
$13,594,000, at 67.3 percent; general 
industrial machinery & equipment, 
106 certificates, $51,313,000, at 65.3 
percent; machine tool accessories, 
other metalworking machinery acces- 
sories, machinists’ precision — tools, 
$15,114,000, at 73.1 percent; and 
miscellaneous machinery parts, 135 
certificates, $86,739,000, at 71.8 per- 
cent 





Railroads, aircraft and steel had the 
heaviest expansion programs. Some 
237 certificates, representing $1,131,- 
$87,000, were issued for railroad line- 
haul operating investment. The ait 
craft industry had 198 certificates, for 
$102,041,000, and steel works and 
rolling mills were granted 192 cer- 
tificates for $2,073,810,000, the 
largest dollar volume 


46 Percent Complete 


The Government estimates that 
about 46 percent of plant expansion 
for defense work is complete. The 
rest is due to be in place by late 1954, 
though the major portion, 95 percent, 
will be in operation by the end of 
1953 

The Defense Production Adminis 
tration, which based the estimate 
from reports of certificates of neces- 
sity issued through September 30, 
said delays in third quarter 1951 re- 
sulted from short supplies of steel and 
copper. Figures for the fourth quar 
ter are incomplete, and officials warned 
that cutbacks may result in revising 
estimates later 

Machinery and equipment expendi 
tures accounted for 66 percent of the 
cost of expansion projects reported, 
while construction costs were 31 per 
cent. The balance represents land and 
overhead. 

As of September 30, the railroad 
industry (line-haul operating) had 
come closest to completing its expan 
sion, which was 83 percent in place. 
The steel works and rolling mills pro 
gram was 31 percent comnlete. blast 
furnaces, 12 percent. Industrial or 
ganic chemicals was 4] percent, and 
machinery, except electrical, 36 per 
cent. Both the aircraft and petroleum 
industries had finished about one 
third of their expansion 


Defense Expansion Rapid 


The east north central states are 
leading in new construction for de 
fense plants, according to the latest 
Government report on certificates of 
necessity. This area comprises Ohio, 
Indiana, Illinois, Michigan and Wis 
consin 

The middle Atlantic region, New 
York, New Jersey, and Pennsylvania, 
is second, and the west south central 
group, Arkansas, Louisiana, Okla 
homa, and Texas, third. 

New construction valued at $2,- 
493,909,000 was certified for rapid 
tax write-off in the east north central 
group. Middle Atlantic states had 
$1,932,217,000, and the west south 
central region, $1,602,664,000. The 
lowest on the list was the mountain 
region, with $274,644,000. 


CHICAGO 


There is a lot of “Defense 
Business” in SHELDON 
Precision Machine Tools ... 
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-» Business for 
Industrial Distributors 


equipping expanding machine 

shops and tool rooms. 
««e/for high speed production turning of 
small parts and second operation work. 
= eeeeeefor maintenance of equipment in vital 

SHELDON service industries. 
al ae eeeeeeee/for reasonably prompt delivery on orders 
with suitable ratings (NOTE: Machine tool 
ratings can be secured fairly easily if appli- 
cations are sent to the government agencies 
on the proper forms. 


There are almost unlimited opportunities today of 
large profitable sales for distributors of SHELDON 
Machine Tools and wherever you sell one or more, 
there is often many accessory and related items to go 
with them. It will pay you to give this big sale market 
extra attention. 


Write for 


Catalog SHELDON MACHINE CO., INC. 


Sheets 4232 North Knox Ave., Chicago 41, Illinois 
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with ‘Texas 
$1.076.145,000. Ohio, third, had 
$753,264,000. 

Philadelphia showed the highest 
value of new construction of any city, 
with Pittsburg second and Detroit 
third. 


Pennsylvania continued to lead 
KELLER Power other states with a total of $1,272,- 
HACK SAWS 345,000, , second, with 


Neo. | Bench Medel 


° 


No. 38 Cut . :c z . 
with Automatic Litt Certificate of Necessity 


—- DPA reported that some 563 cer- 
Step Up Earnings in ‘52! tificates, involving $909,032,619, were 
Sell The Complete issued for the two weeks ending De- 


No. 3C Wet Cut cember 21. Following is a selected 
ee KELLER Line! listing for this period: 
Company: Norton Co., Worcester, 


Selling the popular line of KELLER Power Mass.—product: silicon carbide grain 
Hack Saws is a sure way of speeding up 


turnover and boosting profits. There's amount certified: $653,895—percent- 
a ready market for each of these mo- age allowed: 65 percent. 


chines. Eight models are manufactured to Minnesota Mining & Mfg. Co., St. 
A. AL meet cutting requirements up to 634" x Paul. Minn 
634" capacity. Low operating costs and pi = 
longer bladelife have made KELLER Hack with Automatic Lift 367,850—65. : 
Saws the choice of thousands. Union I'wist Drill Co., Derby Line, 
Remember you can sell KELLER Saws Vt.—metal cutting tools—$165,500— 
NOW .. . and get delivery, soon! Write 65 
for Catalogs, Today! ; 
amy Seedillinn om fey Jeftersen Worthington Pump & Mach. 
Wo. | Floor Model At Booth 1621, Chicowe as E. Show a natural for small Corp., Buffalo, N. Y torpedo charg- 
with Automatic Li shops and garages ing compressors $200.825—50: Wells- 


ville, N. Y.—turbine generator sets— 
Sales Service ~ Machine ‘fool Co. a 
trifugal pumps—$1,573,060—50 
2347 UNIVERSITY AVENUE Gorham Tool Co., Detroit—cutting 
ST. PAUL”4, MINNESOTA tools—$67,811—75. 

The Lamson & Sessions Co., Cleve- 
land—aircraft iccessories—$74,400— 
0) 

Ladish Co., Cudahy, Wis.—aircraft 
parts $1.760.630—65 

U. S. Steel Co., Chicago—molten 
pig iron—$887,000—85 

Ihe Chicago Screw Co., Bellwood, 
I}l.—aircraft parts—S$1,004,984—75; 
uircraft—$1,063,083—65 

Chain Belt Co., West Milwaukee, 
Wis.—ordnance—$457,746—65 

Skilsaw, Inc., Chicago—pneumatic 
tools—$237,453—50. 

Armstrong Bros. Tool Co., Chicago 

machine tool accessories, hand serv- 
ice tools—$842,000—50. 

Chicago Metal Hose Corp., Sa 
vanna, I]l.—aircraft parts—$171.610— 
70. 

Wendt-Sonis Co., Hannibal, Mo.— 
machine tools—$56,182—70 

For the period Dec. 22-Jan.1$, 573 
certificates were approved, involving 
$739,100,650. A selected list follows: 

Edgcomb Steel of New England, 
Wilton Combination Bench and Pipe Vises enjoy unusual patronage by vise experts because Inc., Nashau, N. H.—Steel, aluminum 
of their improved design, extra strength and depth. Their attractive eye appeal quickly distribution—$429,200—50% 
turns reluctant buyers into actual sales The Cushman Chuck Co., Hart- 


WILTON TOOL MFG. CO., 925-D Wrightwood Ave., Chicago 14 fo", _Conn.—Machine _ tools—$77 


Union Mfg. Co., New Britain, 
Conn.—Machine tools—$49,395—70. 
lhreadwell Tap & Die Co., Green- 
field, Mass.—Machine tool accessories 


—$46,920—75. 


abrasive products—$6,- 
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Bryant 
Springfield, 
$58,370—75 

Murray Co. of Texas, Inc., Quincy, 
Mass.—Gears, speed reducers—$302,- 
215—70 

The Carborundum 
Falls, N. Y. 

900—65 


Anti-Corrosive Metal Products Co., 
Inc., Castleton-on-Hudson, N. Y.— 
Nuts, screws—$426,560—50 

Che Exolon Co., Tonawanda, N. Y 
Abrasive products—$85,416—65. 

Walworth Co., Greensburg, Pa.— 
Bronze valves for military end items 
$417,.770—65 
Co., Chattanooga, ‘Tenn 
Steel castings for ordnance 
nents—$177,500—65 

Dependable Gage & 
Royal Oak, Mich 
$11,958—80 

The 
City, Ky 


>= 
sU 


National Twist Drill & 
Rochester, Mich 


“O97 


$236.78 


Chucking Grinder 


Vt. — Machine _ tools — 


Co., Niagara 
Abrasive wheels—$670,- 


Crane 


compo 


lool 
Machine 


Co., 
tools 


Carborundum Co., 
Abrasive wheels 


Calvert 
$1,312, 
Tool Co., 
Metal cutting tools 
- 65 

Michigan Splie Gage Co., 
Park, Mich $14,761 

Morton Gregory Corp., Lorain, 
Ohio—‘Velding equipment ‘for pro 
duction of militar $48,750 


5 


Hazel 
70 


Gages 


items 


Peninsula Grinding Wheel Co., De 
troit—Grinding wheels—$162,400—75 
R. & B. Tool & Gauge Co., De 
troit—Tools—$5,078—80 
United Drill & Tool Corp., Plym- 
outh, Mich.—Metal cutting tools 
$124,886—65 

Super Tool Co., Macomb County, 
Mich.—Cutting tools—$23,441—80. 

United Drill & Tool Corp., Chi- 
cago—Metal cutting tools—$37,006- 
65 

Ihe Liquid Carbonic Corp., La 
Grange Park, Ill.—Acetvlene gases— 
$450,000—55 

Banner Mfg. Co., Milwaukee, Wis 

Welding equipment to produce mili- 
tarv items—$69,000—45. 

Walworth Co., 
Valves for military 
071,200—65. 

Titan Abrasives Co., Chicago— 
Abrasive grinding wheels—$94,672— 
65. 

Portage Tool Co., Chicago—Tools 
and dies—$70,000—50. 

Wichita Precision Tool Co., Wichi- 


ta, Kan.—Special tooling for aircraft— 
$36,001—80 


Kenawee, 


end 


Il.— 
items—$l,- 





“You can make counter-selling some- 
thing more than order-taking if you put 
‘plus’ effort into selling something more.” 

W. J. Schlager 





Co., 


**Stendard"’ 


or Multi-Duty 
Medel 


The Point 


Turns with 


ive Centers 


MANY SIZES AVAILABLE FROM STOCK 


Wherever plants turn metal, IDEAL Live Centers 
can help them increase output per lathe and per 
man hour—up to 50%/* They are preferred 
by more plants than any other live center 
for better, more accurate work... There is an 
IDEAL Live Center for every turning job—with 
maximum ratings of 550 pounds right on up 
to 18,000 pounds, in “Standard” and “Heavy- 
Duty” models in all Morse tapers. 
Our tripled production cadlon delivery of 
many popular sizes from stock—and prompt 
delivery of most others on priority orders. 
You can sell BIG and profit BIG, right now, 
while demand is running at record level. Talk 
and sell IDEAL Live nate on every call. 


Sold Through America's Leading Distributors 
*Based upon actual user reports 


CC ee eee 


\ See You at the 


\ A.S.T.E. Exposition in March = \ 


International Amphitheatre \ 
4 CHICAGO, ILLINOIS \ 
% BOOTH 642 \ 


=n an em am a ae ewan ew aw en od 


IDEAL INDUSTRIES, Inc. 


1000 Park Avenue 


yycarn 


INDUSTRIAL DISTRIBUTION © MARCH, 1952 








TAC does what no 


other tool can do! 


AT LAST! 


AN OPEN-END 


RATCHET WRENCH —the 


~ 


AA % 
| Se) 


makers of 
advanced tools 
for industry 


TUBING APPLIANCE co, 


12 South Victoria « 40321 Anza Ave. + Los Angeles, Calif 


POLISHED 
SEATS 
REQUIRE 
NO 
PACKING! 


are made by 


the original 
hot forged steel! 


@ type for every use 


see the complete line... write for Catalog 11 
- all temperatures, all pressures! 


CATAWISSA VALVE & FITTINGS CO. 





300 MILL ST. CATAWISSA, PENNA. 
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Fleischmann Sees Build-up 
At About Half-Way Mark 


The nation stands at about the half 
way mark in its defense mobilization 
program, Administrator Manly Fleisch 
mann of the Defense Production Ad 
ministration and the National Produc- 
tion Authority said recently in his 
innual review of progress. 

By the summer of 1953, he pre 
dicted, the build-up of military 
strength in being will be complete. 
Also, the nation will have enough pro 
duction capacity to support full mobili 
zation if it comes. 

Meantime, the tempo of defense 
work will increase, and with it the fre 
quency of conflict between various in- 
dustry programs for scarce materials. 
He warned that ‘far more intensive 


| project scheduling and delivery con- 


1951 


trols than were undertaken in 
will be required.” 


Low Consumer Demand 


Mr. Fleischmann said unexpected 
low consumer demand last year kept 
retailers shelves filled and eased the 
pressure on civilian industry. This 
year, however, employment is at rec 
ord levels, and ‘“‘a slow but certain 
depletion” of many civilian items is 
expected. 

Shortages of basic materials are ex- 
pected to be most acute during the 
second and third quarters of 1952, 
with some easing during the closing 
months. 

Mr. Fleischmann called the copper 
supply the most difficult problem to 
day. There is no prospect of increas 
ing it substantially in 1952, he said. 
Aluminum is not expected to meet all 
defense needs either, although facili 
ties are being greatly expanded 


Scrap Situation Serious 


He termed the scrap situation seri 
ious in all metals. “Most of the 
nation’s mills are operating on a hand 
to-mouth basis with inventorics on 
one-half day to one week instead of 
the normal minimum inventory for 
this time of year of 8 weeks’ supply 
Unless scrap shipments increase ma 
terially, many open hearths will have 
to shut down and expanded steel facili 
ties will lie idle.” 

While there will be an increase in 
the supply of steel, he warned that 
most of it will be allotted to the mili- 
tary, and that any increase in civilian 
steel allotments will be almost entirely 
in carbon or chrome stainless stec] 

The DPA administrator said pro- 
duction of actual military items, rather 
than machinery to make them, will dis- 
tinguish the 1952 program. Military 
goods output is expected to double 
the 1951 rate, approaching $50 billion. 





Twisted-in-Wire Brushes 
Subject to Restrictions 


Restrictions on China pig bristles 
will be extended to all lengths and 
their use will be limited to priority- 
rated orders, NPA officials predicted 
recently. 

Imports of China bristles have been 
suspended indefinitely to deny dollars 
to Chinese Communists. Restrictions 
on use of the supply in the U. S. will 
have to be amended to conserve the 
bristles for those segments of the in- 
dustry unable to use substitutes, ac- 
cording to NPA. 

The committee of twisted-in-wire 
brush manufactures (for both indus- 
trial and home use) reported various 
results in the search for substitutes. 
In some parts of the trade, this was 
easy, it was reported, but one com- 
mittee member said that inability to 
obtain China bristles for his particu- 
lar plant would cut production up to 
40 percent. Substitute bristle do not 
withstand unusual heat or acids. 

Supplies of noa-China bristles (Eu 
ropean, Indian, and South American), 
horse hair, nylon filaments, and fiber 
are good. 

It is possible the industry will re 
ceive a somewhat larger allotment of 
carbon steel in the second quarter, 
1952, NPA officials said. Copper, 
brass, and aluminum requirements will 
probably remain the same as in the 
first quarter. 

The industry committee warned 
that present quotas of critical metals 
will not provide for any increase in 
demand, though so far allotments have 
been sufficient. 


Heating Equipment Group 
May Limit Size of Tubes 


Revisions in a proposed order lim 
iting thickness of copper tubing and 
prohibiting aluminum in certain parts 
of heaters are being considered by 
NPA. 

Ihe order would limit the wall 
thickness of copper tubing in unit 
heaters, unit ventilators, blast coils, 
convectors, baseboard and wall fins 
and prohibit use of aluminum in 
grilles and various types of propeller 
fans. 

The Extended Surface Heating 
Equipment Industry Advisory Com 
mittee said it was willing to accept 
the order, though the saving of alu 
minum would be no economic ad- 
vantage to the industry. It recom- 
mended that NPA sound out the 
Army, Navy and Atomic Energy Com- 
mission on willingness to accept the 
limitations in defense facilities. 

NPA officials reported that: (1) 


Combination 
Bulldog-Type 


. 


ALSO AvVaiLaBLe 


Wiss Metal-Master compound 
action Snips for cutting scrolls 
Circles or the Most intricate de. 


Signs in sheet metal and for 
Straight Cutting. 


M-1 Cuts left $4.25* 
M-2 Cuts right 4.25" 
M-3 Cuts Straight 

and combination 4.25+ 


The new M-5 compound 

action Heavy Duty Bull- 

dog Snips are designed for 

notching, nibbling and cutting 

shallow arcs in sheet metal as 

heavy as 16 gauge. This handy tool, 

with its sturdy jaws and powerful com- 

pound leverage, easily does the tougher 
notching work usually done by the heavier, \ 
longer-handled snips. M-5 Snips are made } 
from hot drop forged molybdenum alloy steel 
and fitted with nickel chrome molybdenum 
bolts for longer wear. Only about 9” long, 


sable to workers in the sheet metal, air-con- 
ditioning, aviation and roofing industries. 
$4.25. Order now! 


) with a 7,” cut, they are practically indispen- 


* Prices slizhtly higher Denver and Wer 


Quality for more than a Century 


J. WISS & SONS CO., NEWARK 7, N. J. 


steel sheet and strip, with the excep 
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Kalamazoo SAWS... 


616 cuts 8 
ond 6 « 1 
624 cuts 8 
« 24° flat. Both models are 
oavaileble with coolant 
equipment 


\ 


Model 610 cuts 6” round 
and 6” «x 10° flat. Coolont 
equipment avoileble 


Nawvy duty Mode! 1220 
cuts 12° plus on rounds 
ond 12” x 20” t. Avail 
able with or without cool 
ant equipment 


Vv 
easy to sell 
BECAUSE THEY SAVE MONEY! 


Your profit opportunities are greater 
with Kalamazoo metal cutting band 
saws. Here's a line of saws that can't 
be beat dollar for dollar. Scientifically 
engineered and sturdily built, Kalama 
zoo assures fast, accurate métal cutting 


at lowest possible cost. And they'll last 
and last with minimum maintenance. 
That's why more and more users say, 
I'll take Kalamazoo!" Stock up now 
.. assure quick delivery. Write for 
free catalogs. 


MACHINE TOOL DIV. Aadamagjoo TANK and SILO CO. 


JIB HARRISON STREET 


KALAMAZOO, MICHIGAN 


See us at Booth 1019 — ASTE Convention 


BETTER 
WELDED 
CHAIN 


industrial purpose, for 
every essential industry—wherever 
chains are needed, you'll find 
Wesco Chains doing a better job be- 
couse they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CABINS 
RAILROAD CHAIN 


WESTERN 


for every 


Write for the Wesco Industrial 
Chain Catalog 


CHAIN COMPANY 


1819 BELMONT AVENUE e CHICAGO 13, ILLINOIS 
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tion of galvanized sheet, are in fairly 
good supply; (2) military requirements 
for copper will reduce the availability 
of brassmill products to the industry; 
and (3) distributors inventories of 
brass mill products are now danger- 
ously low. 

Industry spokesman said that re- 
duced allotments of steel copper, and 
aluminum each successive quarter 
were working a hardship on the in- 
dustry and that it may be unable to 
supply equipment needed for new 
defense construction unless it gets 
more allotments. 

NPA promised to help companies 
having trouble with deliveries of crit- 
ical materials if they file requests for 
assistance on NPA Form 148. 

John A. MacKinnon, of the NPA 
Building Materials Div., presided at 
the recent meeting. Committee mem- 
bers attending were 

M. Noble, Acrofin Corp., Syracuse, 
N. Y.; Richard H. Nelson, American 
Air Filter Co., Inc., Moline, Ill.; Ray 
C. Edwards, Edwards Engineering 
Co., East Patterson, N. J.; C. W. 
Little, Fedders-Quiggan Corp., Buf- 
falo, N. Y.; C. G. Newton, Krutzer 
Radiant Coils, Inc., Chicago; H. 
Blake Thomas, MacQuay, Inc., Min- 
neapolis; A. G. Dixon, Moline Mfg. 
Co., Racine, Wis ; W. G. Schlichting, 
Young Radiator Co., Racine, Wis.; 
Albert J. Nesbitt, John J. Nesbitt, 
Inc., Philadelphia; Harold E. Park, 
Shaw Perkins Mfg. Co., Pittsburg; 
J. E. Reed, Sterling Radiator Co., 
Westfield, Mass.: J. H. Cline, The 
Trane Co., La Crosse, Wis.; J. H. 
Smart, Tuttle & Bailey Co., New 
Britain, Conn.; T. L. Arnold, Vulcan 
Radiator Co., Hartford, Conn.; and 
H. S. Wheller, L. J. Wing Mfg. Co., 
Linden, N. J. 


See More Carbon Steel 
For Maintenance Brushes 


A possibility of higher second quar- 
ter allotments of carbon steel for 
maintenance brushes was indicated 
by NPA officials recently. 

Copper and aluminum allotments 
undoubtedly will be the same as in 
the first quarter, according to NPA. 
First quarter allotments were 70 per- 
cent of base period for carbon steel, 
and 60 percent each for copper, brass, 
and aluminum. 

Officials explained that the high per- 
centages were a recognition of the 
essential nature of the maintenance 
brush industry, which earmarks 60 
percent of its production for industrial 
use. 

The industry committee pointed 
out that their demand for critical 
metals is not large, since little steel, 
brass or aluminum is required. How- 





ever, substitution of wooden for metal 
handles was short-lived, probably be 
cause of high cost. They predicted no 
serious industry difficultics in the sec 
ond quarter uniess business should 
boom 

Raymond M. Brown, of 
Consumer Durable Goods Div., pre 
sided at the recent mecting of the 
Maintenance Brush Manufacturers 
Industry Advisory Committee The 
following committee members at 
tended 

Jerome Goodman, American Brush 
Corp., Chicago; Carl W. Bever, Cleve 
land Brush Factory, Inc., Cleveland: 
Jack Gantz, Empire Brushes, Inc., 
Port Chester, N. Y.; W. C 
Laitner Brush Co., Inc., 
George Hunt, Milwaukee Dustless 
Brush Co., Milwaukee, Wis.; Clyde 
A. Porter, National Brush Co., Inc., 
Aurora, Ill.; A. R. McEwan, Ox Fibre 
Brush Co., Inc., New York; and 
J. H. Heroy, Jr., Pittsburgh Glass Co.., 
New York 


NPA’s 


Laitner, 
Detroit; 


Don’t Diseard Machines, 
Manly Fleischmann Urges 


Metal supplies for maintenance and 
repair of existing machinery and 
equipment for the second quarter of 
1952 will amount to an estimated 2 
million tons of steel, 100 million Ibs. 
of copper products, and 4 million Ibs 
of aluminum, Manly Fleischmann, 
Defense Production Administrator, 
told the Plant Maintenance Confer 
ence in Philadelphia recently. 

Mr. Fleischmann pointed out that 
keeping existing machinery in good 
repair is an important defense aim, 
“Discarding machinery can only be 
counted as a loss of money, metal, and 
manufacturing time,” he said. “Our 
conservation practices must extend to 
the machines with which the products 
are made as well as to the products.” 

He urged the continuation and ex- 
pansion of conservation and substitu 
tion measures wherever possible in 
order to conserve metal supplies, 
pointing out that a lumber loading 
platform will do just as well when it 
becomes necessary to repair or replace 
one of steel. He asked help in lo 
cating industrial scrap, both ferrous 
and non-ferrous 

Mr. Fleischmann stressed that di 
rect and indirect second-quarter 1 
quirements of the military and atomic 
energy programs for most materials 
have increased over the first quarter 

“In the second quarter of 1952, the 
American people will feel more keenly 
the cost of making our nation an 
effective force for world peace,” he 
said. “We are now near the midpoint 
of the mobilization effort, its most 
dificult and most important phas« 
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LAG SCREW EXPANSION SHIELD 


A-C-E EXPANSION SHIELD 


DOUBLE EXPANSION SHIELD 


O-E EXPANSION SHIELD 
MACHINE SCREW ANCHOR 


STUD BOLT ANCHOR 


LEAD SCREW ANCHOR 
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FLEXO-FLUTE SPIN DRILL 


SPRING.-TYPE 
TOGGLE BOLT 


5) 


SPRING HEAD 
STEEL TOGGLE BOLT 


J RIVETED HEAD 


TOGGLE BOLT 


LITTLE MAJOR TURNBUCKLE 


FOUR-POINT HAND STAR DRILL 


————L——— 


THREE-POINT DRILL POINT 


FOUR-POINT DRILL POINT 


TWIST DRML POINT 


RUBBERGRIP 





DRILL POINT HOLDER 
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EXPANSION BOLT CO. 


MARION 


OHIO 
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Lhe second and third quarters of 1952 
may be the oy periods for scarce 


, materials, and no widespread relief 
S from metal shortages may be expected 
in 1952.” 


To insure that individuals can 


TUNGSTEN CARBIDE “cash” their allocation tickets and get 


the metal to which they are entitled, 
TOOLS Mr. Fleischmann pointed out that 
DPA is determined to see that the 
Controlled Matcrials Plan remains 


CARBIDE TIPPED solvent. Because of the agency's pres 


ent experience with CMP as com- 


WORK SUPPORT BLADES pared with that of World War II, the 
15 percent allowance for attrition in 
the cashing of allocation tickets which 

for CENTERLESS GRINDERS prevailed during World War II is be 

ing reduced to 5 percent for the 
second quarter, he said. 

“That means we have figured 
feed work support blades second-quarter allocations on a basis 
available from stock. Prices of less materials than the first quarter 


on special blades quoted on ms The result is to reduce allocations ot 
controlled materials all across the 

receipt of prints. We also board.” 

regrind worn blades —and Mr. Fleischmann said military and 

salvage all standard blades itomic energy requirements for brass 


by retipping and regrinding. mill, copper, stainless steel, alloy steel, 
WRITE FOR CATALOG and aluminum, direct and indirect 

second-quarter needs, are more than 
50 percent of supply. Demands for 
Wi Re ® @ S Cc ARB 0} am @) @) L Cc @) ° carbon stecl are about 20 percent of 

SOLE MAKERS OF WILLEY'S META s supply. 

1342 W. Vernon Highway\ ‘Detroit 1, Michigan In spite of these heavy demands 
P . for steel, he pointed out, firms are 
teday getting the same dollar amount 
of maintenance and repair materials 


et RN SE 2 
as they received in the base period 


1950. The second quarter has brought 
CONGRESS SHEAVES and V-BELTS no change in the MRO supply picture. 


Six Points Stressed \ 


| Reviewing the tight metal supply 

@ Precision built. Soundly engi- situation which will prevail during 

neered. Widely used as original the second and third quarters, Mr 
equipment by hundreds of the Fleischmann stressed that: 

largest manufacturers of such | (1) The demand for structural steel 

appliances as washing machines, is reaching a peak with a six billion 

dryers, laundry equipment and dollar military construction program 

air conditioning installations. placed on top of a vast industry ex 

pansion program. 
(2) Since the supply of controlled 
Congress Bue pulleys are avail- materials is not large enough to sup 


able in attractive 3-color indi- port all of the defense, defense-related, 
vidual boxes, with pulley outside and consumer program, cuts have 
diameter and bore size plainly been necessary all along the line. 
marked. Simplifies storing—sell- (3) Industrial expansion must be 
ing. slowed down although allotments, 
generally speaking, will support indus 
trial expansion already underway 
@ Immediate Delivery — From (4) Military construction will be 
Stock extended over a longer period to avoid 
stopping industrial expansion projects 
now nearing completion 
WRITE FOR CATALOG 5) Housing starts are being re- 
duced to conserve controlled materials 
used directly or indirectly for utilities, 
c re) N G RE Ss Ss DRIVE Ss DIVI sg I re) MW heating appliances, and so on 
“caleba on 6) Cutbacks, averaging about 10 
percent, are required in second-quarter 


allocations for consumer goods items, 
3750 East Outer Drive . Detroit 34, Michigan and for automobiles 


Standard thrufeed and in- 











World's Largest Manufacturer of FHP Pulleys 
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We have tried to sustam produc 
tion at a protected minimum level, to 
avoid shortages of essential products, 
to minimize economic dislocations, 
and unemployment, and to avoid the 
imposition of ‘death sentences’ on 
fabricators of aluminum and copper 
However, military needs must come 
first and the military program will not 
be slowed in favor of consumer goods 
production.” 


Machine Tool Stockpile 
Planned in Washington 


A revolutionary plan for stockpiling 
machine tools is in an advanced stage 
in Washington, with powerful support 
from Pentagon and civilian defense 
agencies, American Machinist, Me- 
Graw-Hill publication, says 

Such stockpiling, heretofore con 
fined to copper, tungsten and other 
critical materials, would help prevent 
machine tools from becoming a seri 
ous bottleneck in a future national 
emergency, as they are today and as 
they were in World War II. ‘The 
proposed program wou!'d cut down 
sharply the tooling time between the 
placing of armament contracts and 
actual production of armament, the 
magazine states. 

Better to spend several billions of 
dollars to have on hand ample ma 
chine tools, Washington — officials 
reason, than to spend tens of billions 
on producing large quantities of 
planes and tanks which soon will be 
obsolete in design 

Che stockpiling plan would be put 
into practice im either of two ways: 
(1) By tooling up “shadow” plants 
ready to make armament if an all-out 
war should occur, or (2) by creating 
an actual stockpile of machine tools 
to be drawn upon in an all-out 
emergency 

\ certain number of “shadow” 
plants already are part of the current 
defense program 

\bout 80 percent of the machine 
tools needed for full war production 
could be built in advance, according 
to the plan’s advocates. ‘These ma 
chines would include big complicated 
standard and semi-standard — types, 
which often take a year or more to 
build, and machines which current 
experience shows would fit into d¢ 
fense production needs. ‘The stock 
pile would be kept up-to-date as new 
designs of machines were perfected 

The stockpiling plan would be put 
into action by expanding greatly the 
pool order program for machinc tools 
now under direction of the General 
Services Administration Pool-order 
contracts placed with machine tool 
builders by GSA for today’s defense 
production now total around one bil 
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STOCK “DE-STA-CO”’ 


Nationally 
IT’S EASY TO SELL, Arbor Spacers and Shims 


Get extra, profit-building busi- ’ | wo 
ness fromevery shopin yourterritory! ’ | 
Tell them how “De-Sta-Co” all-steel 
Arbor Spacers save setup time on 
milling machines, slitters, gang-saows 

. Sell them two sets for each 
machine in the shop! 

For 20 arbor sizes (%" to 4”) 

19 graduated thicknesses (.001" 
to .125") Complete sets — or in 
bulk. We suggest stocking “De- 
Sta-Co"” Ready-Packaged sets in 
the five most popular arbor sizes, 
%e’, 1°, 1%", 1%", 2°. They're 
easy to stock, packed in individual, 
heat-sealed, clear polyethylene en- 
velopes for rust-proof stocking. Each “ay 
set plainly identified by arbor size. All “De-Sta-Co" Arbor Spacers have standard 
keyway. Special arbor spacers, thicknesses over .125”, available in popular sizes 


and thicknesses machined from solid bar stock, hardened 
and ground, with standard keyways. 

“De-Sta-Co" all-steel Shims furnished in same sizes (in 
sets or in bulk), stamped and coined to close tolerances, 
without keyway. Preferred by machinists for over 


ARBOR SPACERS SHIMS thirty-five years for shimming gears and bearings . . . 
Keywayed NotKeywoyed asked for by name, “De-Sta-Co”. 
“DE-STA-CO” QUANTITY DISCOUNT PLAN gives you extra 


D profits for hendli this fost-selli: a he » 
ETROIT Sin tele ba ee ene 


STAMPI N G See our Exhibit in Booth 115 at the ASTE Show, March 17-21 
332 MIDLAND AVE., DETROIT 3, MICH. 


Favored by 
ralekdallal=miete) | 


a... 


R 


These wrenches may be QuicK 
from the end f the hanc 
s from hazard 


the wre 


field. Send r 
snNOWS fohaal si 


Ratchet Wrenches 


LOWELL WRENCH Co. 


WORCESTER 8, MASS 
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lion dollars. ‘The pool-order program 
has helped speed up machine tool 
production and expand sub-contract 
ing by the industry. 

W ashington officials believe that 
Congressional approval for the neces- 
sary ‘funds for stoc kpiling can be ob 
tained. ‘he program would carry the 
defense job of the machine tool in 
dustry into 1954 and 1955 


Charge Violations 
Of Pig Bristle Order 


Pure-bristle paint and varnish 
brushes are still being offered to deal- 
ers in apparent violation of Order 
M-18, requiring sales only on DO- 
rated orders, spokesmen for the paint 
ont varnish industry charged recently. 
National Production Authority off 
cials promised to investigate 

The brush manufacturers’ Industry 
Advisory Committee said brushes are 
piling up in manufacturers’ inven 
tories for lack of DO-rated orders, 
because painters refuse to apply DO 
ratings when buying brushes at retail. 

One group of manufacturers sug 
gested a system of quarterly brush 
allotments to distributors, similar to 
1 World War II plan. If this is 
impracticable, a 120-day moratorium 
from the Order M-18 requirement 
that brushes be sold only on DO-rated 
orders was urged. 

Control of brushes was necessitated 
by Communist conquest of China, 
considered the source of superior pig 
bristles. China bristle imports run 
6 million Ibs. annually m= normal 
times, with non-China bnistles aver 
aging le SS th: in 200, 000 lbs I icensing 
of China bristle imports has been 
halted. However, stocks of bristles 
now in the country, plus imports 
under existing licenses, should be suf 
ficient for some time. according to 


NPA 


Steel Exec Sees Peril 
In Old Selling Methods 


H. M. Francis, vice president of 
U. S. Steel Corp.’s American Steel & 
Wire Division, warned his division's 
sales staff recently that selling for 
volume alone would be “archaic and 
perilous”. 

Addressing the division’s two-day an 
nual sales meeting in Cleveland, Mr 
Francis cited habits of thinking “‘car 
ried down from the era of the great 
personal salesman . . . of a bygone 
day” 

“During this period,” he said, “the 
effect of volume, even when achieved 
by slashed prices, offset every othe 
cost factor and resulted in substantial, 
mmediate profit. Those responsible 





vere held in high esteem even if the 
er-all result was detrimental to the 
best interests of the company and the 
economy”. He described selling to 
dav as a “controllable business science 
iS precise as accounting, engince: 

ing, and production” 

Steel executives urged sales repre 
sentatives to keep abreast of govern 
ment rulings and help their customers 
do so. It was stressed that many steel 
customers with limited staffs found it 
impossible to keep up to date on their 
chances to get critical materials 

Part of the meeting was devoted to 
panel discussions on National Produc 
tion Authority and Office of Price 
Stabilization rulings. The panels were 
repeated at three area sales meetings, 
to cover all the division’s sales person- 
nel throughout the country, at 
Worcester, Mass., Cleveland, and 
Chicago 

The division has recently made 
three executive appointments at its 
Cuyahoga Works, Cleveland 

Walter L. Longnecker, former hot 
mills division head, has been named 
general plant superintendent, succeed- 
ng Nelscn W. Dempsey, recently ap 
pointed assistant operations manager, 
Chicago district. Earle L. Chamber 
lain has been appointed hot mills di- 
vision superintendent, and William B. 
Lawson has been promoted to Mr. 
Chamberlain’s former post of depart- 
ment superintendent, hot mills rolling. 


Britain Cuts Orders 
For U. S. Machine Tools 


Britain is cutting its orders for U.S 
machine tools by one-third and buy 
ing heavily from Western Europe, 
J. A. Rawson, director general of ma 
chine tools for the United Kingdom, 
revealed to American Machinist, 
McGraw-Hill publication, recently 

Britain's orders here originally to 
talled 9,000 tools When the U.S 
defense effort began to accelerate, 
U.K. needs were slashed to 6,000 

500. British orders in continental 
Europe now total 12,000 

Britain’s own industry will produce 
some 18,000 units, Mr. Rawson 
stated He admitted the country is 
exporting some machines of the same 
tvpe as those on order here, but 
stressed that the U.K. must export 
to live and that many of the machines 
exported went to Commonwealth 
countries and their allies 

What the British want now, ac- 
cording to Mr. Rawson, is a preferen- 
tial rating to enable them to obtain 
here certain machine tools where 


other orders lag, for example, the few | 
machines still needed to fill out a pro- | 
duction line where all other machmes 
are in place ahead of schedule. 


A GOOD DEAL 


for your customers...and for YOU! 


Carry Nationally 
Advertised GORHAM 
Cutting Tools 


A complete line of the finest quality high-speed steel 
cutting tools. Engineered, manufactured and heat treated in 
Gorham’s three modern plants. Thirty-five years devoted to 
cutting tool research, development and production are your 

guarantee of finest quality tools. Tools that solve 
your customers’ problems . . . and produce 
extra profits for you! 





Make your Main Line the Name Line —“*GORHAM" 


A complete line of high-speed steel © MILLING CUTTERS 
e SLITTING SAWS @ END MILLS @¢ REAMERS ¢ TOOL 

BITS e CUT-OFF BLADES © WEAR-RESISTANT CENTERS 
2S. © SPECIAL TOOLS plus Engineering, Laboratory ond 
Write for your copy and Electric Foundry Facilities devoted to research and pro- 


details of Gorham Dis- duction of cutting tools, alloys and castings. 
tributor Plan. 











TOOL COMPANY ..-- 


14406 Woodrow Wilson Avenue 
Detroit 3, Michigan 


= 
- 
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SPUR GEAR e 
SCREW GEAR 
DIFFERENTIAL ‘ 
CHAIN 
H 








PHILADELPHIA 


302 


v" 
Leather 


Cup 
Leather 


a - 
r \ 


EXCELSIOR LEATHER WASHER MFG. CO 


ROCKFORD. ILLINOIS 


OISTS 
EVERY SALE IS PROFITABLE FOR YOU AND YOUR CUSTOMER 


Philadelphia Hoists not only meet industry's needs from 
'2 to 20 tons capacity but they handle these loads at big 
savings in operating costs. The greater efficiency and 
easier handling of these Timken-Bearing equipped, strong 
Light-Weight hoists make them profitable in the hands 
of your customers. They more than pay their way. And 
because they earn money for their users they make money 
for the Distributors who handle the line. 


Features which help clinch sales include: the special forged 
load sheave mounted on Timken Roller Bearings—solid steel 
forged driving shaft—steel safety hooks attached to special 
analysis steel die-formed electrically welded load chain 
chrome plated for rust resistance and increased life. Models 


include clevis, close headroom, extended handwheel and 
twin hook. 


Write for latest Bulletin PH. 61151 for 
full information on the “Philadelphia Line” 


CHAIN BLOCK & MFG. CO. 


Mascher & Norris Sts., Philadelphia 22, Pa. 
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DPA Group To Help 
“Distressed Areas” 


lo relieve serious unemployment 
resulting from civilian production cut- 
backs, the Office of Defense Mobiliza- 
tion has set up a _— inter-agency 
group called the Distressed Defense 
Areas Task Force. It is charged with 
placing government contracts where 
most needed. 

Detroit, where automobile cutbacks 
threaten acute distress, will be focus 
of the group’s first effort. It will sur 
vey the procurement program and the 
facilities available in the area, then 
arrange for placing any additional con- 
tracts that can be accommodated. It 
will also determine what subcontracts 
Detroit’s prime contractors are plan 
ning to place elsewhere, and attempt 
to bring some of these back into the 
area. 

Contracts will be shifted, even 
though some additional cost may 
result, defense officials said. 

Manly Fleischmann, Defense Pro- 
duction Administrator, announced 
formation of the new Task Force at 
the direction of Charles E. Wilson, 
Mobilization Director. It will consist 
of top officials from 9 agencies: Muni- 
tions Board, Army, Navy, Air Force, 
Labor Department, General Services 
Administration, Atomic Energy Com 
mission, NPA, and DPA. 

Mr. Fleischmann said that the task 
force “will make sure that procure- 
ment officials in negotiating contracts 
with Detroit firms, arrive at definite 
understandings relative to the actual 
performance of at least a portion of 
the work in the Detroit area.” 


Plan Materials Orders 
For Fire Extinguishers 


Proposed orders to conserve ma- 
terials used in manufacture of fire 
extinguishers are being discussed by 
government and the industry. 

As tentatively outlined by NPA, the 
new order would limit use of scarce 
materials in accordance with existing 
NPA orders or in a manner similar 
to WPB Order L-39. The Fire Ex- 
tinguisher Manufacturers Industry Ad- 
visory Committee, a newly organized 
group, has protested the measure as 
too restrictive, and is drawing up 
counter proposals. 

NPA officials said they recognized 
the essential nature of fire equipment. 
Second quarter 1952 allotments are 
expected to be about 70 percent of 
the first quarter level. 

Industry spokesmen said substitu- 
tions are limited because of problems 
of chemical corrosion and_ pressure 
control and the standards set by under- 





writers’ laboratones. Some substitu 
tion of aluminum for copper and brass 
is taking place, however. Certain types 
of extinguishers made with substitutes 
during 1942-45 wore out in a few 
years, manufacturers reported. 

Committee members said 200,000 
each of pump type and back-paok typ« 
extinguishers could be turned out in 
a short period this year if materials 
are available 

Arthur L. Thornton, of NPA’s Sci 
entific & Technical Equipment Div.. 
presided at the recent meeting. In 
dustry committee members attending 
were 

C. H. Boucher, Pyrene Mfg. Co., 
Newark, N. J.: V. J. Hill, Walter 
Kidde & Co., Belleville, N. J. H 
Louis Stettler. Jr.; Elkhart Brass Mfg 
Co., Inc., Elkhart, Ind.; L. C. McKes 
son, Andul Chemical Co., Marinette. 
Wis.; Paul Nurkiewicz, Stop Fire 
Inc., Brooklyn, N. Y.; Thomas M 
Burton, D. B. Smith & Co., Inc., 
Utica, N. Y.; C. A. Emerich, Amen 
can La France, Foamite, Inc., Elmira, 
N. Y.; A. B. Seigfried, The General 
Detroit Corp., Detroit; Don O. Wood 
Fyr-Fvter Co., Davton, Ohio; H. I 
Greene, M. L. Snyder & Son, Phila 
delphia; Ross Dickson, W. D. Allen 
Mfg. Co., Chicago; David B. Ashton, 
Firetox System, Inc., Glastonbury, 
Conn.; and E. FE. Cyphert, F-R-X 
Mfg. Co., Norwalk, Ohio 


Brass Mills Ask Copper 
On Historical Basis 


the Brass Mill Industry Advisory 
Committee has asked for copper raw 
materials allotment on an_ historical 
basis, and also urged special considera 
tion for mills carrying a heavy military 
production load. 

The industry spokesmen told Na 
tional Production Authority officials 
that brass mills are consuming an 
increasingly large quantity of copper, 
and that recent allotments do not re 
flect this trend. Between 1947 and 
1950, is was pointed out, wire mills 
received 55 percent of the raw ma 
terial supply, and brass mills 45 
percent. 

NPA officials promised a more in 
tensive study of comparative figures 
They proposed a new plan for allotting 
refined copper and the copper content 
of scrap to brass mills, under which 
allotment of these materials would be 
based on the quantities consumed 
1947-1950 rather than on quanities 
shipped. Mills would receive their 
allotments in two parts, one for pri 
marv, redraw, and reroll mills, and the 
other for all other production. When 
requests are less than the allotment 
determined bv the base period, or 
where allotments are returned, redis 
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Another 
: Year! 


WITT CANS keep time by the year . . . not by the month, 
week, or day! In every detail, in every inch of metal are 
the best in materials, workmanship and design that give 
WITT CANS that “wear forever” quality. This built-in 
protection against weather, wear, even deliberate abuse 
is the reason why WITT CANS are “Guaranteed to Out- 
last 3 to 5 Ordinary Cans.” 


COMPARE the WITT CAN with any other Can on 
these points... 


STRAIGHT SIDES—assure extra resistance to rough handling. 


DEEP ROLLING CORRUGATIONS—run full length of Can, 
adding further rigidity. 


HEAVY GAUGE STEEL—provides battleship ruggedness. 


STRUCTURAL STEEL BANDS—protect top and bottom of 
Can and act as shock absorbers. 


HOT DIP GALVANIZING—o hand process after fabrication, 
insuring heaviest possible rustproofing. 


PINCH-PROOF HANDLES—for easy handling. 
STURDY LID—snug fitting, yet easy to remove. 


WITT CANS HAVE THE “RIGHT ANGLE 


THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 


“Originators of the Corrugated Can 
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tribution of unused amounts would 

be to all mills pro-rata. 
WHERE V | 4 | N ¢ p U M PS LEAD NPA said a new production direc- 
_.. OTHERS FOLLOW! tive is being prepared under which 


production of brass mills will be 
limited only by the availability of 
materials 
Other recent developments are 
Order M-11 (copper and copper- 
base alloy) is being revised to make 
, the regulation conform more fully 
ture, improvement after improve- with other copper controlled materials 
ment FIRST appearing in VIKING ordexs 
pumps is copied by many manu- Order M-82 (distribution of brass 
facturers. mill products to distributors) is being 
. amended to permit warehouses to 
eran = eg accept deliveries of materials falling 
Viking to be sure the pump is built into the “direct shipment” category. 
for your job Steps have been taken to coordinate 
7 allotments of copper more closely 
. Fast, positive self-priming of all with those of tin, lead, and zinc. A 
VIKING PUMP ORIGINAL Viking pumps in the complete slight easing in the supply of these 
GEAR-WITHIN-A.GEAR range of sizes, '2 to 1050 gpm, three materials is predicted. 
PRINCIPLE assures you of dependable pump- 
ing of either light or heavy liquids , 
in the size and style needed. Set New Lead Quota 


Ask for descriptive bulletin From Domestic Mines 
52SMM today. 


Viking—the original “gear 
within a gear” pump is the 
most copied of all rotary 
pumps. Feature after fea- 


| |} AN HONORED NAME 
IN PUMPING 


A tentative expansion goal to pro- 
vide 940,000 short tons of lead from 
domestic mines and imports in 1955 
Pump Company has been set by DPA. It provides for 
ibout a 20 percent increase over 1949 

Cedar Falls, lowa production. 

Even this goal will not provide 
cnough lead to meet both civihan and 
inilitary demand for the next three 
vears, however, according to DPA ofh- 
cials. ‘The program will be reviewed 

LOO K TO soon to see if foreign expansion will 
provide more. Requirements by 1955 
ire expected to be 1,423,000 tons, 


**k leaving a deficit of 213,000 tons. 

Federal assistance has been given 

for about 47,000 tons of additional 

innual production. A new mine of 

the St. Joseph Lead Co., at Havden 

Creek, Mo., is scheduled to get into 

. production this year with 11,500 tons. 
\ new American Smelting & Refining 


Co. mine at Wallace, Idaho, will pro- 
duce 9,000 tons beginning in 1953, 
ind another new mine of the St. 


FOR THE FINEST sagt on 17 Sn hoa ‘lee 
Creek, Mo 

COUPLING BOLTS 

CAP SCREWS Machine Tool Mission 


Being Sent To Japan 


SET SCREWS \ special three-man mission is be- 


ing sent to Japan to appraise that 


MILLED STUDS country’s machine tool industrv. The 


mission’s objective is to find addi- 
tional productive capacity for scarce 


. metalworking equipment needed by 
* co. the United States for its defense 
WHO " ‘ M ; YORK. PA mobilization program 


Noble B. Clark, chief of foreign re- 
Ottemiller products are sold through Mill Supply Houses. Write 


quirements in NPA’s Metalworking 
for free folder which illustrates and describes the complete line. Equipment Division, who is on leave 
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from his post as export manager for 
the Warner & Swasey Co. of Cleve 
land, heads the mission. Other mem- 
bers are Charles DeVlieg, president 
of the DeVlieg Machine Co. of Fern- 
dale, Mich., and Howard Kellogg, 
director of engineering purchases tor 
the Ford Motor Co. of Dearborn, 
Mich., both of whom have been ap- 
pointed NPA consultants 

NPA said the Japanese machine 
tool industry is probably the only one 
in the world not operating at full 
capacity. There are about 30 import 
ant machine tool builders in Japan 
Ile mission will determine Japan’s 
ability to produce the types, sizes and 
qualities of tools needed by U. S. de- 
fense contractors 

If the mission finds that Japan is 
capable of supplying machine tools 
needed m the United States, NPA 
will direct U.S. defense contractors 
to Japanese sources of supply 


Plan “Special Attention” 
For 3,000 Civilian Firms 

Over 3,000 firms, all manufacturers 
of “less essential’ consumer goods, 
have been certified by the Defense 
Production Administration for “spe- 
cial attention” from the government 
in granting defense contracts 

Ihe firms had been allotted 34 
percent or less of their normal base 
period consumption of copper and 
aluminum for first quarter 1952 
Defense Production Administrator 
Manly Fleischmann urged special con- 
sideration for them in letters to ke 
officials in the agencies that farm out 
the contracts 

\ recent analysis by the Office of 
Small Business, NPA, showed the 
seriousness of the impact or reduced 
allotments on the 3,000 firms 

Mr. Fleischmann predicted that 
without special measures, most of the 
firms would suffer “serious injurv” 
resulting m impairment of invested 
capital and facilities and lav-ofts of 
labor. He said that is was important 
to preserve the firms as necessary el 
ments m the civilian economy and 
is stand-by facilities in case of full 
mobilization 


Factory Branches Moved 
By Skilsaw in 3 Cities 


Skilsaw, Inc.. Chicago, has moved 

two factory branches, in Boston, and 
Charlotte, N. C., to new, enlarged 
buildings, and a third, in Dallas, Texas, 
to a larger remodeled structure. 
All three branches provide off-street 
customers parking, enlarged service 
departments, and completely fitted 
demonstration rooms. 





[NATION-WIDE 


CULLMAN Distributors 


are rendering loyal service 


Throughoutthe nation Cullman distributorsare loyallyand promptly 
meeting requirements of their trade for Cullman Sprockets and 
Cullman Roller Chain. These jobbers are fortunate in representing 
a manufacturer who normally maintains a remarkably large stock. 
In normal times this stock has been as high as 80,000 sprockets. 
This often permits delivery at a surprisingly early date. Delivery 
of most items is now being made on the rapid service basis for 
which this company is nationally known. 


Cullman Sprockets are the result of 56 years of 


CULLMAN specilization in designing and producing nothing 


but power transmission units. Both stock and 


SPROCKETS special sprocket requirements are manufactured 


under the strict Cullman policy of making a qual- 
ity product. 


Cullman Roller Chain is manufactured by men 


whose individual experiences in power transmis- 
CULLMAN P P 


sion chain covers over 30 years cf design, manu- 
ROLLER CHAIN facturing and engineering. Cullman chain stock 
: sizes range from 2" to 14%4"' pitch in single and 
6 multiple strands. 


CULLMAN WHEEL COMPANY « 1352 M. Altgeld St. ¢ Chicago 14, Ill. 


CULLMAN 
aller (Chatu 
SPROCKETS and CHAIN 
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Suprene Belting ...newly created 
to meet the most exacting require- 
ments ...is a natural to help boost 
your belting sales in the tough, food 
handling market. 


AND HERE'S WHY! 

... It’s made of special woven cotton 
duck, impregnated with Neoprene 
for extra strength and durability. 
It's sanitary and washable. 


.. Sales come easier with this “name” 
product, backed by many years of 
belting experience and craftsman- 
ship. 

..» Four styles and a wide variety of 
sizes, enable you to meet practically 
every specification. 

RN 
. ~ Jo omw 
REMEMBER...FOR INCREASED BELTING 
SALES... SUPRENE 1S YOUR ANSWER. 


Why not get the complete story, 
now! Just write for Bulletin No. 20. 
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Factory Easter, Po 


Distributors Meet At Boston Session 


Conviviality is exemplified in this group of C 


D« 
George Chalmers 


Dav Il 
Chalmers Co 


itur & Hopkins); G. H 


Havnes & 


Getting 
k-dgerly 


Br 


acquainted are John Ketchum, ¢ 
National Twist); John Casey, Ch 
ind Paul Roddy (Nicholson File 


At case are J 
Hdwe Co 
Allen, J 
and E. J 


Harold McKinstry, Waite 
Worcester, Mass; Lee 
Russell Ca. Holvoke, Mass 
Schan (A. Schrader’s Sons 
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F.. Southworth 
and Philp ¢ 


Lumite); A. P. Dodson 
Chalmers and his dad 


* 


Boston; Claude 
Ralph Crook (Winter 


shandler-Farquhar Co., 


ase, Parker Co.; 


Members ot the National Indus 
trial Distributors Association m Area 
| were guests at the annual banquet 
of the New England Iron & Hardware 
Association along with members 
the American Steel Warehouse 
lation and the National 
Hardware Association 

I'he New England industrial dis 
tributors held an afternoon mecting 
it the Copley Plaza Hotel at which 
Ralph M. Johnson, (Norton Co.) 
president of the American Supply & 
Machinery Manufacturers Association 
spoke on “Implementing the Program 
of the Three Associations”. 

Miles I. Stray of Charles A. ‘Tem 
pleton, Inc., Waterbury, Conn., who 
is Area | representative of the Board 
of Governors of the NIDA, served as 


ot 
\sso 
Wholesale 





More and More Industrial Users Specify... 
ero 


Conversation takes a serious turn when 
A. G. Messenger, general manager of 
Suliter-Holden, Inc., Hartford, Conn 
and C. G. Nordmark (L. S. Starrett 
Co.) get together at the cocktail party 
preceding the banquet 


chairman. The group was welcomed 
by F. Marsena Butts of Butts & Ord = ON ee 
way Co., Cambridge, Mass., advisory 

board member NIDA. Mr. Butts is 


Only Vaco Offers Such 
also president of the New England 


Iron & Hardware Association, banquet AWigh Zuality. oe So WMany Styles aud 
hosts 
H. R. Rinehart, executive secretary Sees. o* rte Such Low Oucerall Gost / 


NIDA, spoke on “Current Washang Dah ; 
ton Siodlesnecnte” and Harvey Con @ Yes, industrial users everywhere .. . men who know 
over, president of Mill & Factory, quality, value and price in tools . . . are relying more and 
showed a film, “Partner in Produc more on Vaco for every screw driver need. Made to highest 
y 8 
tivity and Progress”. standards with electrically heat treated chrome vanadium 
y 
A general discussion on each steel blades, and with exclusive Vaco Amberyl fire-safe 
—_— Ke + % was conducted fol- handles, Vaco products give more for the money .. . are low 
owing the ta cost in the long run. Buying is 
Presiding at the annual NEIHA anne: ihe “i ace yo 
banquet was Mr. Butts. Stuart A ” oe “hd “Chae oeneh 
Russell of J. Russell & Co., Holyoke, a ee ae 
Mass., was toastmaster. styles and sizes! No need to 


Fire Sofe Handies 





lhe principal speaker was Cameron 
Ralston and his subject was “The 
Five Plagues of Democracy”. 


shop around . . . all your 
regular, Phillips, clutch 


head, Reed and Prince, 
Klipxon, offset and spe- 
cialty drivers from ene 
source! 


FREE 30-Page Handbeok-Catalog 


Mill supply buyers and other large users of 
screw drivers have found the new 1951 Vaco 
catalog to be a veritable mine of informa 
tion. Every major type and kind of driver is 
illustrated. Complete tables give all useful 
application data 
including bit size, handle 
diameter and length, blade dimen 
sions, screws to be driven, etc 
A“‘must”’ for every catalog file! 
Send for your free copy, today! 





317 E. Ontario Street, 
Chicago 11, Illinois 
co a * he Conede 
brings together Roger W. Cowles, Jr. PRODUCTS : mies. 
Brown & Sharpe Mfg. Co.); Harry V. Montreal 8, Quebec 

Pelton (Stanley Works) and John 


Sedgwick (Brown & Sharpe 


Middleman Art N. Klebes, Smith & 
Klebes, Inc., New Britain, Conn., 


Additional picture on next page ) 


More Than 250 Screw Driver Styles and Sizes! 
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makes you money / 


NOLAN CAR 
DOOR OPENER 


Every plont with a rail 
siding should have ot least 
one. Saves time and money 
One man can open or close 
the most stubborn freight 
cor door quickly 

safely with a Nolon Car 
Door Opener. Thousands 
used with success at 
freight loading and un On foot at the New England 
loading spots. Good re Black & Decker 
peat item 


Used i ndustrial 

NOLAN PULLER plants, \"constructie 
work, quarries, mine 

JACK AND ne oi fields to 

. "@ machinery 

d her heavy 


LOAD BINDER Neon 


LOAD CHAIN 


Iron & Hardware Association banquet, Jack Lambert 
hashes some things out with F. J. Chase, Jr., and Stan Sheldon 
Chase, Parker & Co., Boston 





Over 14,000 See Maintenance Show 


wheels and many other 
Universal application etimi 
te ten types or sizes of other 


Nolan Rerailers 


Highly efficient for get 
ting cars and locomo 
tives back on the track 
Railroads and industries 
are big users 


NOLAN TRACK BRACES 
Holds railway tracks — 
t desired gauge 

where serv- 

ice is severe Lon 6 
can be used = 

again and 

again 


ompanies at Convention Hall, Philadelphia, 


industrial maintenance. Fifty speakers led panel 
NOLAN PORTABLE 


DERAIL 
Safety device that should be 


used wherever cars are switched Nlamtenance 


hha 
and moved 


s reached prot tial saving of equipment, materials, 
nal status,” L. C. Morrow, general manpower, and money,” he said. 
—— chairman of the Plant Maintenance The 1952 conference and show, 
Cor Block Conference, told some 14,000 indus- third and largest of the annual events 
Seuteaie eanennaiiid am trial executives at the annual Mainte- to be held, featured intensive panel 
movement ond _orevents , nance Show in Philadelphia recently discussions on common problems, a 
erty Mr. Morrow, consulting editor of banquet, and an exposition by 250 
lactory Management & Nlaintenance producers of equipment and supplies. 
All Nolan products are carefully made of magazine, welcomed delegates to the Mr. Morrow pointed out that five 
the highest grade materials. Orders are gathering. He said that maintenance billion dollars is indicated as the 
handled promptly and efficiently with men have outgrown their “fix-it” atti minimum to be spent in 1952 for 
your shipping and billing instructions care tude of the past, and now think in- maintenance of the nation’s manu- 
fully followed. Write for free catalogs and terms of prevention and planning facturing plants, with most of it ear- 
price sheets Planned maintenance takes on marked for equipment and supplies. 
still greater significance as we enter The figure, he said, was based on a 
THE NOLAN COMPANY the high production part of the de sampling survey, and he considered 


118 Pennsylvania Street © Bowerston, Ohio fense program, because of its poten it conservative 
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Continued from page 128 


W. C. Kress, re-elected vice president 
C. M. Fleming, re-clected secretary 
ind treasurer; Jack Muligan, assistant 
to the president; and E. J. Wilcox, re 
clected vice president until March | 
when he will retire after 50 years’ 
service with the company. J. B 
Perkins will succeed Mr. Wilcox 
A. C. Nuth, forgings division sales 
manager, will also 1 e this month, 
ifter 50 years’ service, to be suc 
ceeded by H N Maurer Other 
ficers named were R. H. Runnalls 
issistant secretary-treasurer, and W4l 
liam Henry, controller 
Mr. Kearins, the new president, is 
sident of United Tool & Drill 


Named Carbide Director 


George O. Curme, Jr., has been 
elected director of Union Carbide & 
Carbon Corp. to succeed the late 
James A. Rafferty He is also vice 


president in charge of research 


Alfred W. Crew Joins 
Republic Rubber Div. 


Alfred W. Crew has joined the Re 
public Rubber Division, Lee Rubber 
& Tire Corp., Youngstown, Ohio as 4 
field engineer. 

Mr. Crew will headquarter in 
Charleston, West Virginia, from 
where he will serve coal mine oper 
itors and industrial accounts on Re 
public’s complete line in the major 
portion of the state of W. Va 

Prior to assuming his new position 
Mr. Crew was associated with the Joy 
Manufacturing Co. For the past 15 


vears he has represented Joy in the 
W. Va. coal fields 


Alfred W. Crew 


Where Anchoring must be done 
The Rawlplug Line is the ONLY One 


t 4 ¥ 
« 
ame pela gt eres ety won boaanS wf ae 


or Information Write Dept. | 12647 


THE RAWLPLUG COMPANY, INC. 
271 CHURCH STREET +» NEW YORK 13,N. Y 


AR RAw we 


AL AN 
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When Purchasing Rope— 


“W ATERPROOFED” LET THE 
BLUE 
& 
YELLOW 
MARKER 
BE YOUR 
GUIDE 


Found on the outside 
of 4%” diameter and 
larger sizes and on 
the inside of all 
smaller sizes 


THE EDWIN H. FITLER CoO. 
PHILADELPHIA, PA. 


Sold by Dealers Everywhere 














WMister,henres aneal \ 


FASTER — STRONGER 


Double lead fast spiral, extra deep 
flutes. Positive dust removal. Ruggedly 
supported carbide tip. 


Send for full information. 








$0 HOOVER RO OLROIT 1) MICH o S216 SAN FERNANDO AO CLENDALE ) C 
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BYRON B. CUSHMAN has been ap 
pomted assistant district manager of th« 
Rochester office and warehouse of the 


R. C. Neal Co, Inc., Buffalo, N. Y 


National Transmission 
Records Name Change 

National ‘Transmission Distributors, 
Inec., New York, has changed its name 
to National ‘Transmission Products, 
Inc 

Rockwood Pulley Mfg. Co., Indi- 
mapolis, recently acquired by National 
lransmission, will be known as the 
Rockwood Pulley \ifg. Co. division 
of the parent company 


Baron Named To Head 
Steel Distributors 


Jerry I. Baron, president of — the 
Baron Steel Co., ‘Voledo, Ohio, was 
clected president of the National As 
sociation of Steel Distributors recently 
it the group’s meeting in New York 

Mr. Baron, who has been active in 
the association a number of years, 
erved for three terms as president of 
its Chicago area chapter 


Bailey New Sales Manager 
Of Ontario Equip. & Supply 


Ontario Equipment & Supply, Ltd 
has appointed James B. Bailey sales 
manager 

Mr. Bailey has been associated with 
the industrial supply business for the 
past 6 years. He has been a sales repre 
sentative of Ontario Equipment & 
Supply since its inception 


Fort Worth Plant Damaged 


The Fort Worth Steel & Machinery 
Co., Fort Worth, ‘Texas, was dam 
iged by a small fire on January 9 
Damage was estimated at $15,000. 





Engineers Stress Need 
For Longer-Life Tools 


( ting tools are not standing up 

ads imposed by nachining 

s and other tough ma 

1 mulitary equipment, the 

can Society of ‘Tool Engineers 
ules from a recent survey 

Latest of the ASTE survevs of ke\ 

duction men revealed that 27 per 

ent of the companies questioned 

it cutting tools with longer life, and 


percent isked specihcally for 


ivher, harde | materials 

Other findings were 

len percent of the companies 

ed more standardization 

len percent admitted that, by in 

tuting tool control programs, they 

utd be able to maintain and apply 
itting tools better themselves. 
\ percent complained tools cost 

> TH h 

Only 44 percent wanted higher cut 
ti ig speeds 

Harry E. Conrad, ASTE executive 
secretary, commented that “standardi 
zation has apparently been fairly well 
achieved in the post-war production 
program. It is considered an impor 
tant point, nevertheless, that even 10 
percent had to ask for more standardi 
zation.’ 

“For many years,” he said, “indus 
try has stressed higher cutting speeds 
ind lower costs. Apparently their de 
sires have been met by suppliers.” 

Mr. Conrad stressed that “the age 
of specialized metals for high tempera 
tures and high speed is here now. If 
we are to provide superior military 
equipment we will have to de 
velop tools or techniques that main 
tain nigh machine productivity levels.” 


Cirboloy Strike Ends, 
Lasted Twenty Weeks 


The first strike in the 23 years of 
business of Carboloy Department of 
G. E. Co., Detroit, Mich., was ended 

ently with ratified agreement 

ln announcing that the strike had 
been ended satisfactorily, J. I}. Weldy, 
wiunager of marketing, said that the 
importance of the main issuc—the 

mpany’s right to move operations to 
other locations and to select thos« 
employed at new locations—was in 
dicated by the 20-week length of the 
trike 


Pioneer Firm Expands 


Pioneer Rubber Mills, one of the 
oldest firms in the industrial rubber 
fields, has expanded the operations of 
its Dallas, Texas, regional headquar- 
ters by leasing a warchouse and office 
space at 1205 Levee St 


LEADING 
MACHINE TOOL 
HOUSES ovo re 


JOHNSON FRANCHISE 


Model J pictured, 10” x 18” Ca- 
pacity, available as a wet or dry cut 
ting machine. Also Junior Model B 
(With or without casters) 5” x 10° 
capacity, shown below. 


Are You, Too, Handling : 
This Maximum-Profit Line of 


JOHNSON <3: BAND SAWS 


You'll do better when you sell 
Johnson Band Saws. Their 
many advantages afford them 
a great and growing demand. 
Advertisements in industrial 
magazines constantly tell their 
story to users everywhere. Ex- 
tra capacity, speed, accuracy 
and versatility are factors that 
have put Johnson Saws out in 
front and kept them there. So 
start now to step up your 
volume, your profits with this Model 6 


outstanding line. Write today 
wed git ths Getitt SELECTED DEALERS 


JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN 
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Poot Control Leaves 
Both Uauds Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried once—re- 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... $29.90 

Territories Open for Dictrihutor:« and TV rrtory Rebresentatives 
W. R. BROWN CORP. 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 
SPEEDY AI VISES + AIR REGULATORS + AIR FILTERS - PORTABLE COMPRESSORS + PAINT SPRAYERS 


AMERICA'S MOST TALKED-ABOUT VISE AT A PRICE 





Toe 


GIVE RECORD BREAKING 
PERFORMANCE 


Three basic CMC innovations are responsible for the 
inherent superiority of CMC DUAL PRIME PUMPS. 
1. Improved open thrash type impeller 

2. Rotary double shaft seals 

3. Double jet method of priming 


These improvements combined with ad 
vanced, centrifugal design guarantee faster 
self priming and greater capacities. 


The extra air handling ability of CMC 
DUAL PRIME Centrifugal Pumps permits 
constant and dependable performance 
when the ordinary centrifugal pump loses 
prime and becomes air bound 


Available in 3 basic assemblies, close 
coupled, tlexible coupled and skid mounted 
pump only. CMC DUAL PRIME PUMPS 
range in szes from 1!» to 10 up to 
240,000 G.P.H 


Write today for latest 








ONSTRUCTION ACHINERY 


WATERLOO wa USA 
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Directs Program Policy 
For Salary Stabilization 


Albert Henry Aronson has been ap 
pointed program policy director of 
the Office of Salarv Stabilization 

Mr. Aronson, former director of the 
State Merit System Services of the 
Federal Security Agency, will develop 
policy for consideration of the Salary 
Stabilization Board and supervise its 
economic, statistical and operations 
inalvsis work 

Mr. Aronson has had extensive con 
sulting experience in personnel ad- 
ministration. During a Government 
career that began in the Hoover Ad 
ministration as an examiner for the 
U. S. Civil Service Commissioner, he 
was the first director of Personnel of 
the Social Security Board and Chief 
of the State Technical Advisory Serv 
ICC 

During the war, he served overseas 
with the Army for three years. Dis 
charged as a colonel, he was awarded 
the Legion of Merit. His assignments 
included that of Chief of Manpower 
Supply and Allocation with Military 
Government for Germany. 

He is a former president for the 
Societv of Personnel Administration 
ind last vear was a consultant to 
United Nations Educational, Scien 
tific and Cultural Organization on its 
techmeal assistance program for un 
developed countries He 1s Com 
mandant of the School of Military 
Government, U. S. Armv Reserves 


Gifts Go to Hospital 
Instead of Customers 


\ Michigan distributor dispensed 
with giving out Christmas presents 
this Season, for a good cause. ‘The 
money ordinarily spent to buy gifts 
for good customers was presented to 
hospitals for critically needed equip 
ment. 

C. EF. Hamlin Co., Jackson, Mich.. 
presented life-saving sterilization 
equipment to Foote and Mercy hos 
pitals in Jackson, explaining that the 
machines were to be considered as 
Christmas presents from all the dis 
tributor firm’s customers 

In a special Christmas message io 
its customers, entitled “A Yuletide 
I:xperiment”, the Hamlin Co. said, 

\ll too often . . . in our happiness 
it Christmas time we tend to over 
look the needy, the sick, and the 
suffering What then could be 
more appropiate im these critical 
times than to dispense with our cus 
tomary Seasonal gifts, for hospital 
equipment, from which an entire area 
can benefit?” 





Columbian Rope Company 
Elects Metcalf President 


Edwin R ae was elected 
president of the Columbian Rop« 
Co. by the board of directors recently, 
following the annual stockholders 
meeting at the offices of the company 
Harold G. Metcalf was reelected as 
chairman of the board and Col. Stan 
ley W. Metcalf, who has served as 
president since 1941, became vice 
chairman of the board of directors 

Rexford L. Morris, vice president 
finance, was clected to also fill the 
office of treasurer of the company to 
succeed Francis J. Lesch who is re 
tiring as treasurer but will continue as 
a director of the company. 

Other officers named by the board 
to serve throughout the ensuing vear 
were: Rexford L. Morris, vice presi 
dent—finance; Frank R. Metcalf, vicc 
president—purchasing; Raymond T. 
Starr, vice president—manufacturing; 
Earl E. Bockstedt, vice president 
traffic; Charles H. Mosher, vice presi 
dent—sales; Floyd R. Ramsey, vice 
president—industrial relations; Rexford 
L.. Morris, treasurer; Joseph P. Rogers, 
secretary; H. Randolph Seymour, 
issistant secretary and assistant treas- 
urer and Donald S. Hathaway, assistant 
secretary 

Ihree appointments were also mad¢ 
at the mecting, naming Charles HI 
Mosher as general sales manager and 
Gardner P. Dynes, assistant general 
sales manager. Donald S. Hathaway 
was appointed auditor 

The following were named to serve 
as directors for one year: Harold G 
Metcalf, Col. Stanley W Metcalf, 
Edwin R. Metcalf, Frank R. Metcalf, 
Fred M. Everett, James B. Reber, Rex 
ford L. Morris, Stewart G. Russell, 
Francis J. Lesch, Earl E. Bockstedt, 
Joseph P. Rogers, H. Randolph Sey 
mour and Legare R. Hole 

rhe new president, Edwin R. Met 
calf, was secretary of the company 
during 1948 and since then has been 
president of the Edwin H. Fitler Co., 
Philadelphia, a wholly-owned. sub 


sidiary of the Columbian Rope Co. 


During the late war he was director 
of the Wool, Cordage and Textile 
Machinery Division of the Textile, 
Clothing and Leather Bureau, War 
Production Board 

Col. Stanley W. Metcalf, after serv- 
ing in World War I, joined the Co 
lumbian organization and has been 
an officer of the company since 1921. 
With the exception of the years spent 
on active duty in World War II, he 
has occupied the position of president 
of the company since 1941. 

Francis J. Lesch, who is now retir- 
ing as treasurer, came to the Colum 
bian Rope Co. in 1910 as a cost 


CASH IN 


TWIN PROFIT LINE 


POWER 
TWIN 


HYDRAULIC 
PULLER 


Fastest selling, easiest 

working, handiest 

Push-Puller in history 
. Fits all OTC Pull- 

ing Units . . . Works in 

any position . . . Elimi- 

nates torque, eliminates 

friction . . . Twin cylin- 

ders develop 17! 

tons power... 

Light, compact, 

easy to handle. 





Portable hydraulic — unit 
holds complete OTC P ush-Pull- 
ing system and teal 
Easily moved tc any spot in 
shop, always right on the job . 
36 inch clearance below press 
is enough to hold any ay 
Amazing sales appeal for selling with 
Power-Twin Hydraulic Puller. 
Open throat Press plate . . . Avail- 
able seporctely for mounting on 
bench or service truck ... Can be 


used with OTC Power-Twin for per- 
manent hydraulic press. 


OWATONNA TOOL COMPANY 
373 CEDAR STREET © OWATONNA, MINNESOTA 
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—to Find HIDDEN Sales 


on your regular calls! 


WITH OUR 30-DAY 
TRIAL OFFER ON THE 


FOLEY aavomatic 
SAW FILER 


You probably have a lot of customers who use sows 
to quite an extent, yet still sharpen them by hand or 
send the work out You may find ma 7 hidden prospects 
for the Foley Saw Filer, and our 30-Day Trial Offer 
enables each customer to prove its merits on his own 
sows 

In any plant where a number of saws are used, the 
Foley quickly pays for itself on” filed saws increase 
sawing production 25 to Lecsese they cut so 
much faster and smoother, i... pring stay sharp longer 


The FOLEY SAW FILER Practically Sells 


Itself on our 30-Day Trial Offer 


Our 30-Day Trial Offer is open through you to any 
well rated company, and your customers will thank you 
Write today for full details 


to be informed about it 
ond literature 


FOLEY MFG. CO. 
3363 N. E. Sth St. 


We also make Foley Retoothers for hand saws, 


The FOLEY SAW Ary is the ONL 
machine that files BAN AWS up to ra 
wide, CROSS-CUT CIRCULAR SAWS uw 

24° diameter and all types of HAN 
SAWS. (All Saws that can be sharpened 
with a three cornered file) 








Minneapolis 18, Minn. 


Saw 


Setters, Grinders, and Foley Power Woodworking Tools. 





See the new Heavy Duty 
No. 500 


a 
Sede 


® Wide-face Helical 

Gears—f5 s 

ybbed fron ke 

alloy stee 
® integrally Die Cast 

Aluminum Body 
and Frame 

sti struct 

y me 
ast 
Powerful 
Outy Motor 
and '4 


@No. 348 Jacobs 
Geared Chuck and 
finest Electrical 
Equipment 


® Compact, Powertul, 
Light 


weighs o 


1832 Se. 52nd Avenve, Cicero 50, Iilinois 


COLLET 
EQUIPMENT 


Use-Em-Up Type Drill Sleeves 
Use-Em-Up Type Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & S. Taper to B. & S. Taper Sleeves 
B. & 8. Taper to Standard Taper Sleeves 
Standard Taper to B. & S. Taper Sleeves 
Rough Shank Sockets 
Solid Type Sockets 
Morse Taper Shank Tap Sockets 
Standard Spot Facing Cutter Bars 
High Speed Point Lathe Centers 
Carbon Steel Lathe Centers 
Pipe Centers for Lathes 


ll Drifts 
Magic Type Chucks and Collets 
Stendard tools for all drilling, reaming, and 
tapping needs and special tools to order. 


Immediate attention to regular or special 
requirements. 


THE COLLIS COMPANY 


CLINTON, IOWA 





| vertisers 
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accountant and became auditor in 
1928. He was elected a director in 
1935 and named treasurer in 1939. 
Besides acting as chief financial officer 
in the handling of the company’s 
operating funds, Mr. Lesch is known 
to many customers in the capacity of 
credit manager of the concern. 

Rexford L. Morris, vice president, 
who now assumes the office of treas- 
urer, has been with Columbian since 
1917. He became a director in 1937 
and has been vice president since 
1941. 


Willson Heads Promotion 
For Baker-Raulang Co. 


R. Thomas Willson has been ap- 
pointed advertising and sales promo- 
tion manager of ‘The Baker-Raulang 
Co., Cleveland. He will direct all pro- 
motional activities in the company’s 
line of industrial trucks and cranes. 

He comes to Baker-Raulang from 
the Yale & Towne Mfg. Co., Phila- 
delphia, where he was in charge of 
publicity and sales promotion. Prior 
to this position, Mr. Willson was as- 
sistant to the director of public rela- 
tions at Yale’s executive offices in New 
York. Previous experience includes 
several executive editorial positions 
with industrial and business magazines 
in New York and Pittsburgh. 

A native of Pittsburgh, Mr. Willson 
is a graduate engineer. He attended 
Carnegie Institute of Technology, the 
University of Pittsburgh and the New 
School for Social Research in New 
York. 

He is a member of the 
Public Relations Society, The Indus- 
trial Publicity Association of New 
York and the National Industrial Ad- 
Association, as well as other 
professional organizations. 


American 


Stanley “Tool Station” 


| Provides Self Service 


A self-service “Tool Station”, dis- 
playing a wide variety of stock in a 
compact, 9-sq.-ft., counter and bin 
unit, has been developed for distribu- 
tors by Stanley Tools, New Britain, 
Conn. 

C. K. Freedell, general sales man- 
ager, Stanley Tools, and Charles 
Lohmeyer, assistant sales manager, un- 
veiled the new merchandising unit 
recently at the company’s annual sales 
conference in New Britain. It is de- 
signed to offer dealers a complete 
centralized tool department on the 
sellling floor with maximum flexibility 
of bin arrangement. 





Borg-Warner Establishes 


Products Laboratory | D | 2 } 
Borg-Warner Corp. has established : \ 
a [ ‘ 


a Products Development Laboratory, 
in Detroit, as a separate division en 
trusted with responsibility for carry 


ing both defense and civilian items * WITH THE 


from the invention stage to actual 


production. 
rhe development of new products 
for war use and the improvement of 


automatic transmissions are the proj 
ects which are being given priority 
by the staff of more than 50 engi 
neers, designers and other technicians 
at work under the direction of David 
I’. Sicklesteel, newly appointed gen 
eral manager of the laboratory. Mr 
Sicklestee] previously was vice presi 
dent in charge of engineering with 
the Detroit Gear Division of Borg 
Warner. 

The laboratory, occupying 20,000 
square feet of floor space at 8651 East —_ 
Seven Mile Road, Detroit, has been 
equipped with electric- and gas-driven | No. 120 Hi-S No. 101 No. 118 Combinetion 


dynamometers and other testing de Heat Treating Furnace Bench Furnece Bench Furnace 
vices as well as with highly modern 


machine shop tools. There also is a 
special fleet of passenger cars and 
trucks for the road-testing of trans 
missions, torque converters, transfer 
cases and other automotive equipment 
under development in the laborator 

“The laboratory is enlisted in the 
national defense effort in the creation 
and improvement of military prod 
ucts,” Mr. Sicklesteel said. “In addi : No. 60 
tion, we are concentrating on the . No. 1019 Concentric Ring No. 20X 
development of lighter, simpler, more ; Melting Furnace Burner Cross Type Burner 
efficient, less expensive automatic : 
transmissions and torque converters 
for automotive use.” 

One of the two types of automatic 
transmissions now being produced by 
Borg-Warner was developed under 
Mr. Sicklestcel’s direction. In addi 
tion to Mr. Sicklesteel, an advisory : No. 706 
committee will assist in the direction : Hardening 
of the laboratory. Members of the No. 32 Tempering 
committee are C. §. Davis, chairman Urn Burner No. 8 and 
of the board of Borg-Warner; Roy C Adjustable Torch Annealing 
Ingersoll, president of Borg-Warner; ; and Melting Pot Furnace 
Howard E. Blood, vice president of 
Borg-Warner; A. J. McAllister, presi Every factory and industrial user of gas — equip- 
dent of the Detroit Gear Division; ment is a red hot prospect for one or more of the many 
and E. S. Russey, vice president of products built by Johnson. Cost cutting, gas saving John- 
the Warner Gear Division ie son features mean greater efficiency and economy for 

The Products Development Labora- 2 users... increased volume and profits for you. Hit the 
tory is the newest step in Borg. trail with the complete Johnson Catalog and get your 
Warner's expanding program of en- ; share of profitable business. 
gineering research and development. New Johnson Catalog. Write for your copy. 


Borg-Warner also established a Cen- Johnson Gos Appliance Compony 
tral Research Laboratory in Bellwood, 588 E Avenue N.W., Cedor Rapids, ) 


Ill., early in 1951 to work on research 
problems of a long-range nature. In } A 
addition, laboratory operations have \ SenCs 1908 
been augmented at the Warmer Gear, 


INDUSTRIAL GAS EQUIPMENT 
Pesco Products, Ingersoll Products, 
Norge, Mechanics Universal Joint and 


MSE A SIE SS SRS 
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No. 3650 
Merchandiser 


makes it easy 
to buy... to sell 


YANKEE 


offset HANDLES 
AND ADAPTERS 


SCREWS 
“YOU CAN'T GET AT” 


The handy Merchandiser contains a 
working stock of No. 3600 “Yankee” 
Offset Handles and various styles of 
Adapters 


screws, 


to drive or draw hollow set 
ket head cap screws, Phillips 
recessed head and slotted screws. Adapt- 
ers in compartments showing catalog 
numbers. Lid lists catalog numbers with 
type and size of screws each Adapter 
will drive. North Bros. Mfg. Co., 200 
West Lehigh Ave., Philadelphia 33, Pa. 


VANKEE TOOLS NOW PART OF 


STANLEY | 
THE TOOL BOX OF THE WORLD 


NORTH BROS. MEG. CO. 
Philadelphia $3. Pa 


other Borg-Warner divisions within 
the last year 

Robert S. Ingersoll, President of 
the Ingersoll Products Division of 
Borg-Warner Corp., announced 
the appointment of ‘Thur Schmidt as 
director of research and development 
for the division. He formerly held 
the position of assistant to the presi 
dent 

Having been engaged in research 
ictivities 1937, Mr. Schmidt 
will devote his efforts to the develop 
ment of new manufacturing processes, 
is well as new products and markets 


has 


since 


Cochran To Represent 
Toledo Pipe Tools 


The appointment of Harry C 
Cochran as the new sales representa 
tive for Toledo Pipe Tools in the 
I'cxas, Oklahoma, Louisiana and Ar 
kansas area was announced by Howard 
\. Mikesell, vice president and sales 
manager of the 50-year-old Toledo 
Pipe Threading Machine Co., Toledo, 
Ohi Mi will make his 
ters'in Houston, Texas, main 
t with distributors in the 
of the company’s 

f hand-operated pipe tools, 

r pipe machines and power drives 

hfton E.. Brokaw, who represented 

loledo Pipe Tools in this territory for 

eral years, has resigned to go in 
ness for himself in Dallas 


Cochran 
he udqua 
taining conta 


ng users 


Fayette R. Plumb 
Holds Sales Conferences 


sales conference of Fay 
Plumb, Ine., Philadelphia, 
brought together Plumb t1epresenta 
tives from all sections of the United 
States and Canada 

Present at the meeting were G. H. 
Thompson, F. L. Campbell, F. R 
Plumb, F. P. Green, F. R. Plumb II, 
ind A. Martin 

Others present were J. B. Schoning, 
I’. R, Dearborn, M. M. McCalhill, D 
M. Clark, J. Willhite, R. Hallworth 
Hl. Groves, C. W. Massev, T. 1 
Womble, L. K. Hatzel, C. R. Thomp 
son, D. R. Plumb, G. Stanley, Hf. W 
Semmler, J. E. Billyard, W. FE. Hall 
k.. R. Haigh, and H. G. Hetzel 


A recent 
cette R 


Aircraft Builder 
Buys 1.500 Vises 


An order for 1,500 machinists’ vises, 
to be the largest industrial 
of its kind on record, was re 
cently placed by Lockheed Aircraft 
Corp., Marietta, Ga., division, with 
the Piston Ring & Parts Co., Atlanta, 
Ga., distributor of automotive and 
industrial supplies. 


believed 


order 
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THE MOST COMPLETE SOURCE 


| 
NUTS x. 
= SCREWS © 
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THREADED & 
# PRODUCTS 


STAINLESS STEEL ‘aa 
NAVAL BRONZE - STEEL - BRASS 
ALUMINUM - MONEL - EVERDUR 

NICKEL ALLOY STEEL 
MMEDIATE DELIVERY 


CATALOG\ON REC 


KEYSTONE 
BOLT & NUT CORP 
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22 Attend Conference 
Of Delta File Works 


Recent conference held in the 
home office of Delta File Works, Inc., 
Philadelphia, was attended by 22 rep- 
resentatives and officials. 

Present were T. J. Sheerin, H. G. 
Hetzel, F. L. Campbell, F. R. Plumb, 
F. P. Green, and A. Martin. 

Also attending were R. Ruch, A. L 
Brow, C. W. Massey, E. A. Fogarty, 
G. Stanley, J. Willhite, D. R. Plumb, 
M. M. MecCahill, G. H. Thompson, 
H. Groves, W. E. Hall, E. R. Haigh, 
L. K. Hatzel, T. F. Womble, W. J. 
Hildebrand, and J. Ketchum 


Parker Appliance 
Meets Distributors 


Parker Appliance Co., 
was host to 
manufacturers’ men recently at its an 
nual sales conference in Cleveland. 

D. W 
charge of sales, reported that the com- 
pany’s output of industrial tube fittings 
had reached 54 times the pre-Korea 
leve 


Anderson Joins Biddle 


Erling Anderson, former advertis- 
ing manager of Mall Tool Company, 
Chicago, has joined the staff of the 


Biddle Advertising Company, Bloom- | 


ington-Chicago, Ill., as an account 
executive 


Etteo Names Manager 


Ettco Tools Co., Inc., Brooklyn, 
N. Y., has appointed Arthur E. Stehle 
midwest district manager in Chicago 
With 18 years’ experience in the dnill 


ing and tapping field, Mr. Stehle was | 


recently field and sales engineer for 
th« mpany 


Named Pump Bureau Head 


R. D. Houghton, president of the 
Rice Pump & Machinery Co., 
Grafton, Wis., was elected chairman 
of the board of the Contractors Pump 
Bureau, affiliate of Associated General 
Contractors of America, at the bu 
reau’s annual meeting recently. 


Organize Arrow Machines 


Four Buffalo, N. Y., business men, 
Sheldon L. Greenberg, Raymond Blue- | 
stein, Norman S. Greenberg, and Irwin 
Lieberman have organized a firm under 
the name, Arrow Machine Co., of 701 | 
Main St. The business name has been | 
filed in Erie County. 


REPRESENTATION 


WANTED 


For New Conveyor Company 








Cleveland, | 
over 100 distributors and | 


Holmes, vice president in | 


LEXOID Conveyor Co., recently 

formed as a new conveyor manufac 
turer, is interested in high quality, ag 
gressive sales representation. 


Flexoid is a division of Smith Power 
Transmission Co., which for 27 years 
has designed and produced mechanical 
devices, such as drives, chains, redu 
cers, V-Belts, flexible couplings, pul 


leys, and general mechanical power. 


transmission items. 


Flexoid will specialize in custom-built 
mechanical conveyor applications for 
the handling of a wide variety of ma 
terials and products. Its Engineering 
Department will provide complete plant 
layouts on an unbiased basis. 


Flexoid will develop, design, build 
and install conveyor applications for 
diversified industries 


Please send complete details concern 
ing your organization. 
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Flexoid Belt Conveyor 


Flexoid Ta 
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Flexoid Overhead Cable 
Photo Courtesy 
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CONVEYOR COMPANY 


1543 EAST 23rd STREET 
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backfires 
THE PUBLISHER’S PAGE 


where the views expressed ere his own 


ADVERTISING 


fHE ADVERTISING AWARD PLAN of the National and 
Southern Supply Association is a matter of keen satis 
faction to this correspondent. (See pages 126-127 for 
mnouncement 

It is primarily gratifying because a few manufac 
turers have already been progressive enough to adver 
tise, to American industry, the economic importance 
of the industrial distributor. ‘This advertising was not 
done to pat the distributor on the back. It was done 
for sound business reasons; i.e., to cash in on one of 
their most important assets 

It is good to know that the first awards to be given 
at the coming convention make the advertising efforts 
of these manufacturers the only eligible entries 

For a good many years, this “Backfires Page” has 
discussed the value and importance of selling industrial 
users the advantages of buying from the distributor. 
During the same period, a great many articles on the 
subject have appeared in the main editorial section 
of the magazine. 

l'o show the great importance that we, on INpus 
rktAL. Disrriution, place on advertising the distribu 
tor’s economic value, we purchased space in leading 
industrial and business magazines and told industry 
how and why it paid them to buy from the distributor. 
These advertisements appeared in such magazines as 
American Machinist, Power, Factory Management and 
Maintenance and in Business Week. 

Way back in November 1943, a 32-page special 
section of the magazine was devoted to the plus values 
accruing to industrial buyers who took advantage of 
the services offered by their local distributor. A reprint 
of this article was widely distributed. It was even sent 
to official Washington, the Military and to Congress. 

Several years later, we issued a booklet entitled 
“SERVICE AND DEPENDABILITY’. This booklet docu- 
mented and illustrated the savings in buying cost made 
possible when industrial users—Buy Ir FROM THE 
INDUSTRIAL DISTRIBUTOR. It was sent to all manufac 
turers selling through distributors and offered valuable 
tips for advertising copy that they might use in 
messages addressed to prospects for their products. 
(Most of the advertising copy now being used by 


manufacturers to sell the distributor to industry is 
direct quotes from or modified versions of the points 
brought out in this booklet.) The booklet was also 
made available to distributors for mailing to their 
customers and prospects. 

One of the immediate results of our editorial and 
promotional campaigns on this matter of selling the 
distnbutors’ services was an increase in the number 
of manufacturers saying something about the distribu- 
tor in their consumer advertising. Generally, it was 
just a few words such as “Buy from your local dis- 
tributor,” etc. 

Following the war, several “brave souls” caught on 
and probably thought;—“Why in h— have I spent all 
the time and money setting up a distributor network 
to serve industry and then hidden the fact from 
the very people it was organized to help—the indus- 
trial buyer?” 

During the last 18 months the list has grown. 
However, the percentage of manufacturers that have 
recognized the value of such advertising, as highly 
beneficial to themselves, is very small. It certainly 
seems surprising that with all the marketing and 
advertising brains represented in the membership of 
the American Supply and Machinery Manufacturers’ 
\ssociation that so few have thought about the 
promotional possibilities of one of their greatest 
assets 

INDUSTRIAL DisTRIBUTION is justly proud of its part 
in awakening suppliers and distributors alike to the im 
portance of telling America of the part the great net 
work of industrial distributors plays in our industrial 
economy. And those distributors who, with us, have 
carried the torch in this long drive toward action, 
instead of conversation, can feel good and should take 
a great big bow for their efforts. 

THE ADVERTISING AWARD PLAN Of the Distributors’ 
Associations, is not a prize for doing something for the 
distributor! It is a suggestion to manufacturers that 
maybe it is time to wake up and cash in on one of 
their capital assets—the distributor network they have 
set up to better serve potential users of their products. 

ARCH MORRIS 
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HACKSAWS * 





ALL MADE To Starrett 
STANDARDS OF QUALITY 
AND PERFORMANCE 


By featuring and selling one dependable 


make, you can guarantee peak performance . 100 BLADE 
P ;: , DISPLAY 
on all operations involving Hacksaws, 
Band Saws and Band Knives. The complete 
Starrett line includes all types of hacksaws 
for hand and power cutting . . . band saws SELL MORE HACKSAW BLADES 
2 d aT 1 Featured in The Saturday Evening 
for cutting metal, wood, plastics, contour oe Post, Popular Mechanics and Popular 
er a — = P : YU <3 ‘ ' Science, these new Starrett Hacksaw 
cutting, friction sawing, etc. ... and band S, i, teseibbucesanaeateal 
knives for cutting any soft or fibrous blades and frames. Available in two 
sizes, four assortments. You pay only 


material. 200 BLADE DISPLAY for blades. Order your display today. 


tarrett Ie 


THE L.S. STARRETT COMPANY ATHOL, MASS., U.S.A. 
SINCE 1880 STOCK AND SELL THE COMPLETE LINE 


fe] 1a Mel 2 CESS MLOLOIN TGS LM Oras inuicatons «Stitt TAPES © PRECISION GROUND FLAT STOCK 
MACKSAWS. BAND SAWS end GAND KNIVES 
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lock ‘em— 
and leave ‘em 


@ If your customer has a problem lifting, 
moving or containing bundles of bars, rods, 
or pipes—here’s your answer. Sell him 
some of the new AMERICAN Bundling Chains 
with automatic locks. They’re easy to hook 
up, and once they’re locked, they stay 
locked. Yet they unlock with a flip of the 
fork. Satisfied users tell us they have made 
possible real savings in handling costs. 

This new product is a door-opener for 
your salesmen. Write today for information 
on the Bundle Lock or the 1001 other items 
in the complete AMERICAN Chain line. 


(Patent Pending 


* 
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q . \ encase ~ 
Han AMERICAN CHAIN DIVISION 
ia AMERICAN CHAIN & CABLE 


‘ 
rravt WO YC York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
pase ‘ Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


American 
Chain 





